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Mexico City’s Giant New 
Diesel-Electric Plant 


Lubricated 100% 
with Texaco 


EXACO congratulates the Cia. Mexicana 
. Meridional de Fuerza S. A., subsidiary of 
the Mexican Light and Power Company, Ltd., 
on its completion of one of the biggest Diesel 
engine installations in the world. The six 
Nordberg 12-cylinder 8650 bhp. engines em- 
ployed are the most powerful single-acting, 
two-cycle Diesels ever built in the Western 
Hemisphere. 

Texaco Ursa Oils were chosen to lubricate 
these Diesels because they keep engines clear 
. rings free... ports open... resist oxida- 
tion and stand up under heat and pressure. 


TEXACO Lubricants, Fuels and 


Lubrication Engineering Service 









Mexican Light and Power Com- 
pany, Ltd., lubricates battery of 
““hemisphere’s biggest’ Diesel 


engines with Texaco Ursa Oils. 
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That, in fact, is why— 


More stationary Diesel hp. in the 
U.S. is lubricated with Texaco Ursa 


Oils than with any other brand. 


Texaco Ursa Oils are approved by leading Diesel 
engine manufacturers. Use them to reduce 
your Diesel maintenance costs and fuel con- 
sumption. Just call the nearest of the more 
than 2300 Texaco Wholesale Distributing 
Plants in the 48 States, or write: The Texas 
Company, 135 E. 42nd St., New York 17, N.Y. 








BECHNOLOGY DEPARTMENT 


Designed to Protect the Accuracy of your Equipment— 


Two Century Squirrel Cage 
ball-bearing motors drive 
an automatic milling-o 


‘Gande.  BINARY 
ju 1419 
éTRONT 


Seth motors are designed, produced and tested to give 
you all the precision your machine was designed to provide. 


Century motors’ unusual freedom from vibration contributes 
to closer tolerances, smoother operation and fewer rejects. 
These motors are precision built to close tolerances—ruggedly 
designed to maintain alignment—and are carefully balanced, 
electrically and mechanically. 


Century motors are built in a wide range of types and kinds, 
in sizes from 1/6 to 400 horsepower—for operation on single 
phase, three phase and direct current. 


Specify Century motors for all your electric power requirements. 


CENTURY ELECTRIC COMPANY 
1806 Pine Street, St. Louis 3, Missouri 


Popular types and standard ratings are Offices and Stock Points in Principal Cities 


generally available from factory and 72% 
branch office stocks. 


PURCHASING published monthly, by PEEAYE, INC., subsidiary CONOVER-MAST PUBLICATIONS. INC. Publication Office, Orange, Conn. Editorial 
and Executive Offices, 205 East 42nd St., New York 17, N. Y. Entered as second class matter August 8, 1942, at the Post Office in Orange, Conn., under 
the act of March 3, 1879. Subscription rates: United States, U. S. Possessions and Canada: $4 per year, $6 for two years; elsewhere $6 per year, $10 for 
two years. Single copies 50c. Volume XXVII, No. 1 

















20 to 50% more V-belt value 
af no extra price 


Exclusive B. F. Goodrich grommet construction cuts belt costs 


F. GooDRICH grommet V belts 
e are actually a premium belt at 
no extra price. because they deliver more 
horsepower and outlast ordinary V 
belts of the same size. Grommet con- 
struction (U. S. Patent No. 2,233,294) 
is the reason these belts give you more 
for your V-belt dollar. 
Higher flexibility, better grip—A 
grommet is endless, made by winding 
heavv cord on itself to form an endless 
loop. It has no overlapping ends (as 
in an ordinary V-belt cord section), 
no weakened, stiff section where a 
“splice” occurs. This means better flex- 
ibility, better gripping power—up to 


{ 
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Ys more power to you! 

Concentrated cord strength— All the 
cord in a grommet V belt is in the twin 
grommets, placed close to the pulley 
driving faces for maximum power de- 
livery. There is no wasteful dispersal 
ot cord strength, no uneven load dis- 
tribution. That is why—size for size— 
grommet V belts can take heavier shock 
loads, with a higher safety factor. 

20 to 50% longer life—Grommet V 
belts, tested on multiple drives, actually 
lasted 20 to 50% longer than ordinary 
types of Multi-V belts! For one thing, 
85% of the failures that occur in ordi- 
nary belts at the “‘splice’’ section, can- 


See Page 19. 


not occur in grommet belts where the 
cord is endless. And all the cords work 
equally in a grommet belt, no cords 
overwork. Less heat is generated, cord 
and adhesion failures are fewer. 

Twin grommet construction is a 
B. F. Goodrich ‘exclusive’. Now made 
in D and E sizes only. To make sure 
you get genuine grommet V belts, 
see your local distributor. The B. F. 
Goodrich Company, Industrial and Gen- 
eral Products Division, Akron, Ohio. 


Grom] Bolts 


B.E Goodrich 
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***Tain’t fair—he’s standing on slip-resistant 


4-WAY Safety Plate!” 


In this contest—and in the fight against accidents— Write for Booklet 
the worker with Inland 4-WAY Safety Plate underfoot 
has a definite advantage. 4-WAY protects by gripping Dicciememnen 
firmly . .. thereby helping to stop costly slips, falls, DD IDS 
and lost man hours. Install it wherever feet or wheels AAR 
must go—in your plant or on your product. SALAS Se 

INLAND STEEL CO., 38 S. Dearborn St., Chicago 3, 

Ill. Sales Offices: Chicago, Davenport, Detroit, Indian- 


apolis, Kansas City, Milwaukee, New York, St. Louis, 


Z ) Se St. Paul. . a 
=" a ™ ‘ Stocked by Leading Steel Warehouses yy L > 
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| REAMING | 
| «RESULTS , 


Experience-proved, performance-tested 
P&W Reamer Design includes... 


YY Proper flute design 
\ Correct type and amount of relief 
YY Close diameter tolerance 








This results in free-cutting Reamers pro- 
ducing smooth, accurate holes. 


xk k * 
P&W metallurgical control includes: 
a Quality of steel 
\ Special hardening process 
®& Long-life surface hardening treatment 
Plus excellent grinding finish 


All are features which guarantee the 
maximum number of holes between 
grinds. 

x *& * 
\ The complete listing of P&W Reamers 
is immediately available in all stand- 
ard sizes from Factory and Branch 
Office stocks. Special Reamers are en- 
gineered to your needs by P&W cutting 
: tool experts. 


You'll find it will pay to head this way for 
better reamer results. Run comparative tests 
and note the savings effected. 


Pran a 
Aney 


-Bement-Pond Company 
CONNECTICUT 





Division Wiles 
WEST WARTEORD © 







REAMERS 
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HERE'S HOW 
CUT COSTS 
BETTER FINISH 
STAINLESS STEEE 


pe See 


NEW OSBORN BUFFBRUSHES* 
PRODUCE HIGH LUSTRE FINISH ON 
STAINLESS STEEL PARTS AT FAR 
LOWER UNIT COST... 


WO types of Osborn Power Driven Brushes remove 
forming marks and produce the satin-smooth, high 
lustre finish found on the stainless steel window divider 


bars used to glamorize motor cars. Here’s how it’s done. 


Divider bar is placed in a holder and moves on a 


continuous chain through the polishing line. Bar is 


THE OSBORN MANUFACTURING COMPANY 


Cleveland 14, Ohio 


Dept. 172 
*Trade Mark 


, 5401 Hamilton Avenue 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY 


Jury, 1949 


* POWER DRIVEN BRUSHES - 


first brushed by Osborn Monarch® Tampico Power 


Brushes (Fig. 1), with a spray type abrasive compound, 
preparing the surface for final color buffing. 


Osborn’s new power driven Buffbrushes (Fig. 2) and 
a bar compound complete the polishing operation. 
Approximately 6500 stainless steel window divider bars 
are finished by this method per day. 


Time and money-saving ideas such as this are the 
stock-in-trade of Osborn sales engineers. This premium 
service costs you nothing—can save you hundreds, yes, 


thousands of dollars. For complete information, write— 


eh, 
‘ x 
rs es 
; 
‘AH s 
oP. v 
ey le? 


PAINT BRUSHES + MAINTENANCE BRUSHES 
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NEOPRENE IMPREGNATED BUNA S COATED SIZED WATER REPELLENT HYCAR LAMINATED 
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FELT HAS NO HORIZONS 


SPECIAL FELT TREATMENTS MAKE FELT’S FIELD LIMITLESS 





* 
@ Felt is not just felt, but an engineered material of unlimited uses. American Felt 


It is made in many different and closely standardized types, and in 


addition it can be specially treated for specific applications. For Com any 
TRADE 


example, it can be impregnated with many substances, such as 
MARK 






lubricants and chemicals. It can be coated or laminated with foil, 
rubber and plastics. Proofing can be incorporated against flame, 
fungi, mildew, moth, vermin, water. Sizing and resins can impart 
extra stiffness. Adhesive coatings can be applied that are heat, solvent 
_ A ae Engineering and Research Laboratories: Glenville, Conn. 
or pressure sensitive. Thus felt can be said to have no limiting PLANTS: Glenville, Conn: Franklin, Mate; Newburgh, 
horizons. For illustrative samples and technical information send N. Y.; — me Westerly, R. I. hehe ng ten 
‘ . - , : “a ° New York, Boston, Chicago, Detroit, Cleveland, Roches- 
for American Felt Company Data Sheet No. 4, “Special Felt Treat- ter, Philadelphia, St. Louis, Atlanta, Dallas, San Francisco, 
ments”. And when ordering felt, be sure it is American Felt. Los Angeles, Portland, Seattle, Montreal. 


GENERAL OFFICES: 44 Glenville Road, Glenville. Conn. 
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Good, Better, Best 


—whtch ts which by Tes7/ 
















The Hit-the-Road Test 


It’s a good sign to drive 





along Soa and see a The Half-a-Head Test 

series of white stripes paint- 

edi eutens the uli Ween It’s a horrible way to treat a poor innocent girl. But it’ 

the state is on the job. Its big business . . . important business. To com berks 

public official a effectiveness of diff sai im 
clas Giv tation ifferent shampoos they split a girl’s 


; the titesnes ok Gee head in halves (figuratively, of course) and do one side 
msintn ta determine the haat with one shampoo, the other side with another. 


; for marking traffic lanes. 







The Hoboken Test 


One of the most prominent laboratories 
in America tested dyed fabrics by hang- 
ing them for one year on a roof 

in Hoboken, N. J. We wondered why they 
picked Hoboken. They said there was some- 
thing in the air. 



















The Dollars-and-Sense Test 


o save important dollars on industrial painting jobs. 
That is why it’s wise to test paints before final specification. After all, it isn’t the 
cost per gallon that counts. It’s the amount of paint required and the time and labor 
involved that govern the cost of the job. So test. Compare. Yes, compare by per- 
formance a gallon of any other good paint with a gallon of Barreled Sunlight. See 
how much more yardage Barreled Sunlight gives you. Clock how much faster 
Barreled Sunlight goes on. Notice how much whiter, cleaner, more solid 
Barreled Sunlight looks after drying. You'll be convinced, once and for all, that 
Barreled Sunlight is the paint that makes sense and saves 
dollars. It tops any other paint onthe market. 
Want proof? Write, and a Barreled Sunlight representative 
will call on you soon. 
U. S. GUTTA PERCHA PAINT COMPANY 
18-G Dudley Street, Providence, Rhode Island 


Barreled Sunlight 
Paints 


pleasing colors, there’s a Barreled Sunlight Paint for every job 





It takes good common sense t 


















In whitest white or clean, clear, 
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Today, it is essential to use the best lubricants money can buy — for 


maximum efficiency . . . lowest operating cost. That’s why more and 

more production machinery is being lubricated with Tycol oils and 
——) => 

Whatever your lubricating need — for turbine, steam engine, mine 


car or tipple, textile mill, stationary Diesel or locomotive — there's INDUSTRIAL 
a Tycol high quality oil or grease exactly suited to your specific need. LUGENCANTS 
In developing this comprehensive line, Tycol subjects each in- 


dividual oil and grease to rigid tests during manufacture. This control Boston e Charlotte, N. C. e Pitts- 
assures the required lubrication characteristics — *POUR POINT, burgh e Philadelphia ¢ Chicago 


Detroit e Tulsa e Cleveland 


viscosity, color, penetration, to name a few — for maximum per- 
’ P P San Francisco e Toronto, Canada 


formance of that particular product. 

Let us show you the extra value in every measure of Tycol oil and TIDE WATER 
grease. Write your nearest Tide Water Associated office today. = ASSOCIATED 
eS Ses LT ee - OiL COMPANY 


17 BATTERY PLACE - NEW YORK 4, N.Y. 





*LEARN WHAT THIS PRODUCT CHARACTERISTIC MEANS TO YOU — READ “‘LUBRICANIA 

This informative handbook, ‘Tide Water Associated Lubricania,” gives clear, concise descrip- 
tions of the basic tests used to determine important properties of oils and greases. For your 
free copy, write to Tide Water Associated Oil Company, 17 Battery Place, New York 4, N. Y. 





REFINERS AND MARKETERS OF VEEDOL — THE WORLD’S MOST FAMOUS MOTOR OIL 
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FLEXIBLE! 


Link-Belt Silverlink Precision Steel Roller Chain is 
flexible; a series of linked rollers that form a 
flowing highway of power. 


POWERFUL! 


Link-Belt Silverlink Precision Steel Roller Chain 
can be applied to small fractional horsepower 
machines or to units involving more than a thou- 
sand horsepower. 


SHORT CENTERS! 


Link-Belt Silverlink Precision Steel Roller Chain 
can be used on short centers at high ratios. 
Adapted to withstand heavy starting loads and 
severe shock. 


LONG CENTERS! 


Link-Belt Silverlink Precision Steel Roller Chain is 
adapted to coordinate motion of widely sepa- 
rated shafts, affording positive operations. 


RELIABLE! 


Made by Link-Belt—your guarantee of superior 
construction and proper design. Ask for Data 
Book No. 1957-A. 


LIN K-BELT COM PANY Chicago 9, indianopolis 6, 
Philadelphia 40, Atlanta, Dallas 1, Houston 3, Minneapolis 5, San Fran- 
cisco 24, Los Angeles 33, Seattle 4, Toronto 8. Offices, Factory Branch 

Stores and Distributors in Principal Cities. 11,473 










4O;BELT 


- 
Loz oY, 





Worlds largest makers of Chains for Power Transmission and Conveying 
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[] 3. CUTTING TOOLS 


4. HAND TOOLS 


5. INFRA-RED OVENS 


K 


[) 6 ALUMINUM PRODUCTS Interesting 


[] 7. SHELVING 
aes ohne o- i in 


[] 8. UNIFORMS 


[] 10. METAL PRODUCTS—Bulletir 





le by Alu 2 27. VALVE SELECTOR.—1 


[] 20. HOSE CLAMPS-—Bulletin 12 
hose clamps made by the Hose Accessorie 


ind size for every industrial 


-nn 


nstruction application. 


[] 21. WATER HEATERS— Bulletin No. 70, 


vers rara ll instantaneous 


es rul 


[] 22. ROTAMETER-—Bulletin +6, 4-pages 


sizes ing, tinning, galva 
vitreous enameling and spray painting 





[] 23,- RECESSING TOOLS 


1 peration, construct 1 ina 1avan 
(1 11. ELECTRIC HOISTS— ‘Quik-Lift” el tages offered by automatic recessing tools 
tric hoists ar subject f ttaloa sheet ire discussed in »-page manual issued 

? y s & per 
rY ©ssil 

f to 4000 pounds 


leakable () 12. ELECTRICAL SPECIALTIES —£ illetin 


4 line 


24. LIFT TRUCKS—Bulletin 4861 de- 


S Dar’'re x 


scl 


ilt ana travel electrically 


13. SAFETY SHIELD —Plasti 


25. MAINTENANCE CLEANING —_N; 


14, FINNED TUBING 


Bak- tion. Bush Manufacturing Co. | + © + 26: HIGH SILICON ALLOYS 


[] 15. CHEMICALS —Fir 


nas ust Deer issued 


Paragon Division 


16. DIE POLISHING MACHINE--New he le of foreign languac: 
tin describes die ishing machir wheel” gives c 





stryv 


[] 17. HYDROFLUORIC ACID — Hy 
ic Acid Anhydrous is subject of new 36 
‘ateS_—_ page booklet just issued by Farshaw [) 28. THREADED BLANKS, FASTENINGS 


[] 18. ARC WELDER , [] 29. VALVES—} 
Best tribes the Model 170 (; le jives mplete in 
inter- made by tt Birdse N V esions witt 


19. CIRCUIT BREAKERType BZo-160 
ircuit breaker—69kv; 115 kv to 2 1 30. MIXER DRIVE—Bulletin describes 


ity ‘“Mixco” turbine 


mission equipment, is described in , 7 i- eine tam be 
, i ‘ - ised on open or closed tanks, as 
}@) € C ssueaq py A41IS ; ; 
pull U iSSu fil n entering unl 
as 
V-belt arive Mixing Equipmen 








ASK “PURCH” FOR THIS FREE, UP-TO-DATE LITERATURE designed for 


Use convenient prepaid postcards on pages 19 & 20 by B. F. ( 


[]31. CONVEYOR BELTS sTiptoy l 
conveying materials at angles 
f incline too high for convent 


Three Pages — 12-14-16 sul ect cf new 4-page folds nas se issued 


lanl } 1 to Ts 


>aricn Uo it trans 
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“FILE FILOSOPHY” 
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33. ROOF PROBLEMS—32-page br 
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totally 





mbination 


ional detergency 





iical stability 
and un nce t rd water. It 
may be used alone or with acids, soaps 


phosphates and alkalies over a wide range 


x : 
Allued 


[) 36. AR nrg ene Bulletin BM 20R de- 


scribes red I air motors 





[) 37. SINGLE SRBUIBICAL TAPE—Single 











electrica I I jes ‘high diele 
tric str str sion resistance and pr 
tection agains 1 acids is subject of 
. vi Ls _ . 
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lu I Jas 4 hia! 
I y aspirated mod 
¢ i tc oF 
r I to 1440 hp. are 
vered. Supe: Engine Divn., The No- 


los Balata Belting 
been issued by the 
ng C Belting is 


insmission, elev 
j is specially w 





impregnated with 
lata gu t is pre-stretche re) 
tu imit before leaving factory. 


41. EXPANSION JOINTS——Bulletin EJ-49 


rs Free-Flexing and Controlled-Flexing 
rrugatea type expansion ints in 
ind stainless st sonstruction. The Chi 
1 Metal Hosée ry 


[) 42. Saw s KNIFE MCHY.-—-Saw and 





Knil rit is the subje ol 
n I Oat nogers 
° 
" 


INERT-GAS wees The Air 


mnounces availability 








f reprint 1] loath of Inert-Gas 
W eldin A. Huff, Jr. and A. N. 
er. age article offers a com- 
hensive ime of inert-gas, shielded- 


1ses used, elec 
shniques in welding 
1luminum, copper magne 
metals. 


I sul 

ic welding, processes, g 

trodes, etc., and te 

less steel 
steel and 


stain 


ther 





[} 44. VACUUM CLEANERS— Bulletin de 
industrial vacuum 


scribes the Tornado 
leaners made by the Breuer Electric Mfa. 


[] 45. TACHOMETERS—Bulletin 101 de- 


L 
scribes he ind tachometers whi i 





000 rpm or 20 t 0,000 rp 
tachometer and tw 1dapters I 
1 1 I 
speeds and Tyr 25B for w speeds 
Metron Instrument C 








a 46. AIR CONDITIONING—B t er 

tiled a “Dream of Green Air how 

tir-recovery by activated carbon purifi 

tion eliminates undesirable odors from in 

‘ r air and makes possible big 1 y 

savings in the st of heating of indoor 
r. W.B nnor Engineering Cory 


47. PROTECTIVE COATINGS—Standard 


easy to file folder gives essential ir 
rmation about t ise and specification 
f Pruf t rotectiv ‘oatings, reports 
IT itside testing ia ratories, and actua 
1se histories. If you have painting prob 
s involving is ilkalis, 1 and 
r u should v s folder in your 

f — T e tr 





ASK “PURCH” FOR THIS FREE, 
Three Pages — 12-14-16 
Use convenient prepaid postcards on pages 19 & 20 
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See Page 19. 


[] 48. RETAINING RINGS—New booklet, 
EDR 1001 dealing with the use of Truarc 
Beveled Retaining rings as a means for 
eliminating end-play resulting from accu- 
mulated tolerances occurring in machine 
assemblies, is available from Waldes Ko- 
hinoor, Inc. 


[] 49. MICRO-FILE EQUIPMENT 
pamphlet describes Kodagraph Mic 
equipment. This includes four m 
Kodagraph Micro-File machine as well as 
the Kodagraph Micro-File Reader, Enlarger 
. Eastman Kodak C In 
ographic Divn 


12-5 
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dustrial 


() 50. MILLING-CENTERING MACHINES 





Bulletin 170 describes milling ter 
ing machines made by Davis & pson 


[] 51. MOTORS—Repulsion start indu 





brush lifting single phase tors a 
ree de a a 

subject of Bulletin 942 issus by tl 

ew Flecirie Ca 

iry Electric Co. 


[) $2. pean IRON—The properties 


- 





f 97° 


teristics of 2 *hromium-iron 
30+ ige 


ind charac 








ire presented in bulletin, TR-506, 
1 ible from The Babcock & Wilcox Tube 
r~ “te “yt 4 imolhia nr r+ 

: 3 vered include pr ies 
rt temperatures, impact proper- 
ties tructural characteristi en 
brittlement phenomena, working and fabr 


cating and heat treating 
[] 53. WRENCHES, SHOP TOOLS—-100 
page 842" x 11" .catalog No. 49 illustrates 


describes. the somplete line 





and 
wrenches and shop tools manufactured 
the Billings & Spencer Co. N 
dex -eage jes weights and stan id wd packag- 
ing for each product listed 


umericai in 


[] $4. RADIAL SAW—Bulletin 1009 de- 
scribes radial saw for wood, plastic and 


It also includes standard com; 
nents for setting up hi 3h speed pr 
line cutting. Walker-Turner Divn., Kearn 
& Trecker Corp. 


metal. 





Bulletin 


centriiu- 


[] 55. BLOWERS, EXHAUSTERS 
BSA covers blowers, exhausters 
jal type, for handling air and gases of 
various densities, temperatures and chemi- 
cal composition. Lamson Corp., Allen Bill 


Divn 


Ci 56. LIQUID SOAPS, DISPENSERS—16- 


page oklet on liquid soap and soap dis- 
pensing equipment is available from The 
West Disinfecting Co. 


[] 57. PAINTS—New catal 


aid purchasing agents and 

the best protective finish f 
project, 32 pages, is availabl 
man-Elliot Co., Inc. It cover 





exterior paints, chemical 1 n 
heat resisting paints, hire retardant paints 
bleed proof paints, bituminous paint, metal 
preservative paints and primers 





C7] 58. GaRiDEnG WHEELS — "Safe Speeds 
for Grinding Wheels” is subject of non 
te hnic a klet issued by The Grinding 
Wheel Institute, on established rules gov- 
erning safe perating speeds Copies 
tvailable on request. 


[] §9. PLUG-IN STRIP—Catalog 598 ds 
scribes and illustrates plug-in strip made 
the National Electric Products Cor; 

1 by Underwriters’ Laborat 
1e Plug-In 


I Strips are shown with Lory 
Trim, a hollow steel quarter round which 


(Please turn to page 16) 
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There’s a Macwhyte Rope that’s the 


right rope for your equipment 





All job-proved—a thousand and one 


wire ropes to choose from 


For easy handling and longer service use 
PREformed Whyte Strand—it’s inter- 
nally lubricated. 

Ask a Macwhyte representative to 
recommend the rope best suited for your 
equipment. 


eT 


MACWHYTE COMPANY 
2918 Fourteenth Avenue, Kenosha, Wisconsin 


Manufacturers of Internally Lubricated 

Wire Rope, Braided Wire Rope Slings, 

Aircraft Cables and Assemblies, Monel 

Metal and Stainless Steel Wire Rope. 
Catalog on request 


Our distributors and mill depots throughout the 
U. S. A. and other countries carry stocks for 
immediate delivery. 
Mill depots 
New York « Pittsburgh « Chicago « Minneapolis 
Fort Worth « Portland + Seattle « San Francisco 
Los Angeles 











Macwhyte 
Wire Kope 
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electric, spiral or hand-ratchet driver. 
Screws are twisted off automatically and 
the fastening is made when a predeter- 
mined torque is applied by the screw 
driver. In power screw driving, sticks will 


il 


“cut assembly time in half”, according to 
American Screw Company. Bulletin de- 


scribes screwsticks in detail. 


[] 77. DIAMOND WHEELS—New 36-pace 
catalog describes line of resinoid bonded 
di amond wheels, giving complete informa- 

on as to types, sizes, list prices and other 
iat 1 Bond is said to be non-loading. 
Manhattan Rubber Divn. 





Continued from page 14) [] 68. PAINTS Engineered Painting’ is 7. 7 
P title 24 mone hoo! salor that presents LL! 7. LUBRICATION— "Studies in Cer 
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Se the right place in industrial plants, looking tin issued by The Farval Corporation. Ec 
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—" ce A earac ‘Or eohtiar liaqtiion " ~ ID}é« t 1g > I cal f illetin No. 62. with il rations is 
lustrated with line drawings and photos, pee wares Aeterna, —ter ete ; 
iniieeil Sie ted, Wiremnnien Teminticnn, Oiles ed jobs. ] tllizing Engineering ‘| 
[] 61. TANGENT BENDERS—Tangent bend- en eee om sani den Ir 
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ers, hov ( A y erties gs sia rminatior . 
2uce I r k S r I 1 fi 
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] 70. PIPE TOOLS—A new 52-page cata 
De I I r ineé > t Wel : 
} 62. FORGING RODS, SHAPES Ti - desi 
L hind 1 ac 7 Lip ment is an- canines santa . ‘ 
“- pitt th lo Pipe Threading th § tim ; 
erties of forging ide from them, and i , — [] 81. a PRESSES— Hydr 
A nienton ty imine Stn Maken 71. CUTTING TOOLS— Metal itting shop presses 400 tons e det 
Mia. C Tools f ne aircraft and light ' ree + N 313 } : j 
Re } It ri S 
" and 
f | 
; we sty t racteristics and application _}] 83. MOTOR STARTERS—Tw 
im the IAN si ee ee information, are subject of new 32-page GEA-5 153 and 5156, describe new a-c mo 
4 eis) ALN oW* . i + sure A ° ¥ “ on ‘ , . - 
pocket-size combination handbook and tor starters CR7006 a-c magnetic starter 
. satalog offered by All-State Welding Alloys md CR7008 a-c combinatién starter, respec- 
[} 65. MACHINES, GRINDERS, TOOLS “igi ' : eas : : : nore , 
a ee Rtn Mae o70n1 , Inc. ively. Starters are designed for long life 
etal ase xe net cages ae ee ind easy maintenance. NEMA sizes 0, 1 
shows practically all of the Products of th : me 
. +a 2 .. " a a 3 for ac up to 50 hy 7eneral 
4 ae tess Electric Co., Apparat is Dept 
machin et 
] &4. OILSTONES—Catalog No. 2 is prac- 
[] 66. ye — Air Motor power handeak on of a aiebe 
Ar ee : a acnen Sadan i il handb ) ] j ves 
a - Sn a, BE, wh. Pag: te . shows resistance of Hastelloy alloys to complete information nes avail- 
mar ae. Vull-Norton Mi Rion A neye ‘orrosive media. ible from Bay State Abrasive Products C 
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a os , ep r ZINC BASE METALS—New two-color [] 85. MATERIALS HANDLING Literature 
Lif hae lor 4 Ider zinc base metals, furnished in describes the a Prime Mover—a giant 
“ aint 1 f sheets, “_ r flat strips, with samples of motorized “wheelbarrow” which may also 
both bright and satin finished metals has be used as a 9- or 14-square foot platform 
, a x lid truck. It climbs 20 jrades fully loaded 
rm ae been published by the American Nickeloid ee ae eee es S 
C) 67. dyer pir Reese a Nylon and r~ Engine is fully enclosed; mover is gear 
Paced gop $2 — 7 oe jIriven; 3-gallon tankful of fuel gives 8 
lescribed in bulletin (with swatches) issued  irhemsilgede vies aad Rell Airercrf} 
a . . = > hours continuous service. Bell Aircraf 
by Duplan rp. Use values of these in- [] 76. SCREW STICKS—-As the name im- a 
teresting fabrics are illustrated, and ad plies this is a “stick” of identical precision ites 
vantag x} in detail screws, which is inserted into pneumatic, a ne ; ; 
: () 86. VALVES—Folder 193 describes plug 
type armor seat bronze globe valve for 








severe services—for pressure regulations 
ASK “PURCH” FOR THIS FREE, UP-TO-DATE LITERATURE bleeds, drips and a r any close 
Thr regulation o! steam. tive is said to be as 

we Pages — 12-14-16 nearly wear-proof, trouble-proof and main- 

Use convenient prepaid postcards on pages 19 & 20 tenance-free as any stock valve can be. 


Jenkins Bro 
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USE THE STARRETT 
HACKSAW AND BAND SAW 
BOOK 


Choose the right hacksaw or band saw 
for any cutting job from the complete 
line described in this big new Starrett 
Hacksaw and Band Saw Book just off 
the press. Includes hacksaw blades for 


hand frame and power cutting . .. band 
saws for cutting metals, woods, plas- 
tics, etc. 












USE THE STARRETT CUTTING CHART 


Handy slide rule chart gives instant information 
for cutting any material. Hacksaw side tells teeth- 
per-inch for hand blades and pitch, speed and feed 
for power blades. Also torque wrench and fixed 
tension device settings. Band saw side gives cor- 
rect blade length and width for any machine; rec- 
ommended teeth-per-inch and cutting speed for 
any material. 


SSCS EEESEHEEE SESE SESESEEES 


Buy Through 


Your Distributor SEND FOR YOUR FREE COPIES 


THE L. S. STARRETT CO. P 
Athol, Massachusetts 






‘USE 


Please send me 
(] The New Starrett Hacksaw and Band Saw Book 
(] Starrett Cutting Chart 


HACKSAWS AND BAND SAWS Name .occcccccccccccccccccvcccccese ercccccce coe 
—— By The World’s Greatest DMN, onc vécvccdsbecttbeseebtseweneiessaskeet 
Makers of Precision Tools | CRE i dba cc ccccncccoepcduecedhankeasteamibn 

| AGr0SS ooo cccccdccccccccccccccccccesonsvescsene 

CA os. cance tented Zone eet eer T Te 
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Need Stainless Steel? 


CALL US / 


we 
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T’s always wise to “Call Us” when you need stainless steel. 
For it’s a fact that U-S-S Stainless Steel is “tops” in 
quality, dependability and proven excellence. 

Right now our stocks include No. 2B Finish Sheets and 
No. 4 Finish Sheets of uniform quality. Also bars, meeting 
high standards of machinability; plates up to 120” wide and 
360” long . . . as well as welded and seamless tubing, pipe, 
angles, channels, welding electrodes in all standard grades 
and specifications are on hand for your needs. 

So call our nearest warehouse or sales office. You'll get 
prompt, courteous service. Meanwhile, why not fill in and 
return the convenient coupon for our free booklets on U-S-S 
Stainless Steel? Do it now. 


co 




























any 
| ited, Sites gi. Sale St Cet FRR beste 
Aichout obligation on oot petkes below: —— 
' uss — ss ction to : Feoraless Steel 
Co Terrinless Steel ee renee : ; 
Name. - ae ch kala 
, Hag? %-. . \ Address---**"" ‘ucghtiad .Zone me agony page 
— p< s800re SS amt — —=— — 


og - 


UNITED STATES STEEL SUPPLY COMPANY 


Warehouses: BALTIMORE - BOSTON - CHICAGO 
CLEVELAND - LOS ANGELES - MILWAUKEE - MOLINE, ILL. - NEWARK ~- PITTSBURGH 
PORTLAND, ORE. + SAN FRANCISCO - SEATTLE ~- ST. LOUIS - TWIN CITY (ST. PAUL) 
Also Sales Offices at: KANSAS CITY, MO. - PHILADELPHIA - TOLEDO - TULSA - YOUNGSTOWN 
Headquarters Offices: 208 S. La Salle St.—Chicago 4, Ill. 
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SIGN the card. MAIL it (no postage required). PURCHASING will re- 





manufacturer to mail you the information. 


Go through this issue with pen in 


quest the 


Here's an Easy Way to Save Time 


and Letter-Writing—TRY IT! 


USE THIS FREE INFORMATION SERVICE TO KEEP 
YOUR PRODUCT AND SOURCE FILES UP TO DATE 


HERE is a wealth of valuable information made 
available to you through the editorial and adver- 
tising pages of this magazine, in the form of new 
products, trade bulletins, charts, manuals, catalogs, etc. 


This information is YOURS FOR THE ASKING. Don’t 


miss it. 


The Reader Service Department of PURCHASING now 
offers to buyers a new and simple method of securing 
the particular information in which they may be 
interested, with the absolute minimum of effort— 


ALL INQUIRIES on ONE CARD 
Tell us what you want. Let PURCHASING get the in- 
formation for you. 
Here’s how it works: 


if there are items in the New Products section (pages 
150-176) on which you want more information, list 
them on the Reader Service card on this page, with 




















Let us assume the chore of individual correspon 
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Reader Service Dept. 


page number and a simple identification. For ex- 
ample: 


Page No. 


Product or Company 
150 


Casters 


lf, in any of the hundreds of advertisements in this 
issue, products are featured on which you want more 
information, and want us to get it for you, indicate 
your selection on the card, too, with a simple refer- 
ence. For example: 


Page No. Product or Company 
43 Lift Trucks 
240 Perkins 


If there are one or more items in the listing of new 
catalogs and bulletins (pages 12-16) of interest to 
you, jot them down on the lower section of the 
Reader Service Card as follows: 


Page No Item 
12 11 
14 55 


PURCHASING READER SERVICE 


These are the items on which | want more infor- 
mation. This card good until Sept. 30, 1949. 
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PARTIAL LIST OF LITERATURE OFFERED 
BY ADVERTISERS IN THIS ISSUE 


@ Among the numerous catalogs, bulletins, and descriptive literature 
of value to Purchasing Agents in maintaining their product and source 
files are the following which are offered by advertisers in this issue. 


RUBBER PARTS—A thought-starter entitled 


“Should our Rubber Parts Be Made by 
Specialists’ is offered by the Continental 
Rubber Works, who state that it has helped 
others. 

ELECTRIC MOTORS—''It’s Different—It's a 
Dollar-Saver” is title of booklet available 
from The Crocker-Wheeler Electric Manu- 
facturing Co yiving fact matter about 


Sealedpower motors which are available 
in ratings from 3 to 60 hp. 


BUSDUCT—Bulletin No. 701 describes 
Plugin Busduct which provides a plugin 
outlet every foot, and makes for saving in 


time, money and electricity. Frank Adam 


Electric Company. 

VALVES—New folder No. 193, describes 
the new Jenkins Plug Type Armor Seat 
Valve, which is said to be setting new 
records for long life and low maintenance. 
Jenkins Bros. 


GUMMED TAPE—Booklet describes Blue 
Ribbon Superstandard Gummed Tape for 
carton sealing. It is made of long-fiber 
kraft, and comes in all standard sizes and 
weights. Hudson Pulp & Paper Corp. 


See Advertisers’ index, page 286 


SAFETY POSTERS—sSupplies of safety 
posters are available on request from Will- 
son Products, Inc. 


METAL CUTTING—Metal Cutting booklet, 
and Wall Chart, both packed with helpful 
hints on selection, care and use of hand 
and power hack saws, are available from 
Victor Saw Works. 


COUNTING DEVICES—tEicht-page  con- 
densed catalog shows Veeder-Root count 
ers for mechanical, electrical and manual 
operation. 

LUBRICATION — Informative handbool 
“Tide Water Associated Lubricania”’ gives 
concise descriptions of the 
tests used to determine important proper- 
ties of oils and greases. Tide Water Asso- 
ciated Oil Company. 

CIRCUIT BREAKERS—Bulletin 600 contains 
detailed information about the Square D 
Company's circuit breakers which give re- 
peat protection. 

ALUMINUM PARTS—New folder gives de- 
tailed information about Aluminum parts 
and assemblies. Reynolds Metals Com- 
pany. 


le 
ciear, 


SMALL TOOLS—Small Tools Catalog is 
ready reference for reamers, taps, dies, 
drills, cutters, end mills, counterbores, cut- 
off tools and thread rolling dies. Pratt & 
Whitney. 


CONTAINERS—''The General Box” gives 
information on varied types of containers 
that pave the way for cutting packing and 
shipping costs. General Box Company. 


SPROCKETS—New catalog comprising 80 
pages of practical information on sprockets, 
block, roller, silent chain and speed re- 
ducers, has just been issued by the Cull- 
man Wheel Company. 


FURNACES—Complete catalog and also 
“Shop Notes on Heat Treating”, detail the 
Cooley Electric heat treating furnaces. 


BUFFING COMPOSITIONS—Bulletin BC- 
104 describes the Hanson-Van Winkle 
Munning Company’s complete composition 
lines. 


PARTS SERVICE—Bulletin 36151 tells about 
the Ex-Cell-O Corporation’s modern and 
complete parts production facilities. 


MAYARI R STEEL—Catalog 259 gives full 
information on this low-alloy, high tensile 
steel, its advantages and applications. 
Bethlehem Steel Company. 


MOTOR EXCHANGE PLAN—Two bulletins 
tell about the General Electric exchange 
plan for Tri-Clad integral hp motors, which 
covers most popular types of Tri-Clad open 
dripproof motors—one to five hp. No. 
5189 is for motor users and No. 5180 is for 
machinery manufacturers. 


These, or any other bulletins, catalogs, etc., offered on the advertising pages of this issue, 
may be requested through PURCHASING’s Reader Service. Simply indicate the page number 
of the advertisement and the company or product on the Reader Service card below. 
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PURCHASING READER SERVICE 


These are the items on which | want more infor- 
mation. This card good until Sept. 30, 1949. 
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| PROTECTION 
a 
4 
4 mi? ; : 
i 1vPE ie Nothing to Burn Out 
| Nothing to Replace 
t ; TYPE ML 
i. 4 at 
+. 
— An Enclosure 
an > > 7 
a Use Square D’s Thermal-,Ma netic Circuit Breakers on ALL 
| : tor EVERY APPLICATION 
+] lighting and power circuits for these additional advantages: 
eR Complete Protection ° THERMAL element holds harmless momentary 
T | overloads but trips before wire insulation overheats on continuous 
| overloads. MAGNETIC element trips quickly on shorts to localize damage. 
++ Downtime Minimized ° Nothing burns out. No live parts exposed. 
< we g Can be quickly reset by ANYONE. 
a: Non-Tamperable » Factory test-tripped and sealed. Guards against 
aa well-intentioned but dangerous home remedies. 
on Manual Switching ° Simple mechanism is designed for long life 
| BH under severe service. Contacts are capable of interrupting shorts. 
4 More Wiring Space ° Compact mechanism permits wide gutter 
+4 +s space in SMALL enclosure. 
BI Th Full Line ~ Five frame sizes, many ratings and four enclosure types: 
——— AMPERE RANGE 
z VOLTS ML ML 1 ML 2 ML 3 WL 
250 15-50 70-100 — 125-225 225-600 
a. ce eee ———————— : 
+ 600 15-50 70-100 125-225 225-600 cae 
a | Weatherproof Explosion-resisting 
ae ee Write tor BULLETIN 600. Address Square D Company, and Dust-tight 
f 6060 Rivard Street, Detroit 11, Michigan 
a 
r ~ “ te % r] sie 
= “ ) RO . O 
Se | SQUARE D COMPANY CANADA LTD., TORONTO » SQUARE D de MEXICO, S.A. MEXICO CITY, D. F. 
ePoRGanoane veeeee 
? |  & 
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INGOT . SHEET & PLATE . SHAPES, ROLLED & EXTRUDED . WIRE - ROD - BAR - TUBING - PIPE - SAND, DIE & PERMANENT MOLD CASTINGS - FORGINGS . IMPACT EXTRUSIONS 
ELECTRICAL CONDUCTORS 


SCREW MACHINE PRODUCTS 


Alcoa Aluminum Fasteners offer you 
corrosion resistance at lowest cost 


Alcoa Fasteners are corrosion resistant all 
the way through—won’t ever red _ rust- 
streak your aluminum assemblies. Made of 
tough aluminum alloy, they pull up into 
a strong, tight joint. 

Aleoa Fasteners are available from 
stock with Phillips or slotted heads; in 
sheet metal, wood and machine screws: 


standard threads in all popular sizes and 


FABRICATED PRODUCTS ~ FASTENERS 


Want Additional Product Information? 





washers, 


bolts, lock 


washers, solid or tubular rivets and cotter 


head types; nuts, 
pins also available. 

Investigate the low cost and sales ad- 
vantages Alcoa Fasteners can give you! 
Write today, on your letterhead, for free 
ALUMINUM COMPANY OF 
America, 619G Gulf Bldg., Pittsburgh 19, 


Penna. Please specify types and sizes. 


samples to 


FASTENERS 





FOIL + ALUMINUM PIGMENTS ~ MAGNESIUM PRODUCTS 





PURCHASING 


See Page 19. 
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a. 
FEATURES 
ERLE aoa 


@ Toggle switch operates on AC and DC 


@ Optional time clock at no extra cost 
(AC only) 


Automatic shut-off 

Operates 1 to 24 minutes (or manually) 
G.E. 1/8 HP Universal motor 

Requires no filters, oiling or greasing 
Patented airflow system cools motor 
Completely leak-proof 

Wide neck for easier filling 


Rotary Compressor creates spray 
(this is not a fan-type unit) 

Graphitar lubrication allows unit to 
run wet or dry 

Clog proof spray nozzle 180° adjustable 
Container withstands chemical action 
of insecticides 

Precision built to save time and labor 
and for trouble-free years of service 
Aluminum alloy casting rust resistant 
Low center of gravity for easier han- 
dling and aids in preventing unit from 
es: tipping over 


BESS i a 


Specially built-in fuse assembly protects 


USE WEST'S VAPOSECTOR FLUID, A HIGHLY CONCENTRATED een 


Utilizes every drop of insecticide 


INSECTICIDE ESPECIALLY FORMULATED FOR MOST ECONOMI- saneepnsener- teamed ae and 


sure spraying 
Density of spray easily regulated by 
CAL AND EFFICIENT RESULTS WITH THE NEW MISTORIZER. Seny oh sore one 
Vaposector Fluid is harmless to humans—non-corrosive—non-staining—will not ree Ball bearings hermetically sealed 


contaminate foodstuffs. Write for further information and free demonstration. ae No condensation of steam or water to 
dilute insecticide 


L 
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Dependable names in 


Many users of plastics enjoy Richardson’s 
VARIETY of products and services. They like 
the convenience of handing all of their plastics 
problems to one organization. More important, 
they like for Richardson'to assume complete re- 
sponsibility for their plastics requirements. 

Such an arrangement is possible with Richard- 
son because here, from one company, you can 
get (1) Laminated INSUROK in a wide variety 
of grades suitable for virtually every plastic lam- 
inate requirement (2) complete punching facil- 


ities (3) complete fabricating facilities (4) 


INSUROK is a registered 
trade-mark of 


The Richardson Company 


CLEVELAND - DETROIT INDIANAPOLIS MILWAUKEE 


6y RICHARDSON 


plastics 


NEW BRUNSWICK 
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UNDIVIDED RESPONSIBILITY 


complete molding facilities (5) experienced en- 
gineering (6) complete laboratory facilities if 
your job calls for laboratory research (7) mold 
and die design and facilities to produce molds 
and dies and (8) conscientious, personal atten- 
tion to your particular needs. 

Why not see what this variety of products and 
services can do for you? Send a set of specifica- 
tions today and learn, without obligation, how 
Richardson would approach your job. . . find out 
for yourself how Richardson’s “undivided re- 


sponsibility” can work to your advantage. 


The RICHARDSON COMPANY 


GENERAL OFFICES: LOCKLAND. OHIO 


Sales Headquarters: MELROSE PARK, ILLINOIS 


FOUNDED IN 16568 


(N. J.) + NEW YORK PHILADELPHIA - ROCHESTER - ST Lou!s 


See Page 19. PURCHASING 




















SHENANGO -PENN 


CENTRIFUGAL 


CASTINGS 


Textile roll with body of Meehanite Metal and cover of bronze, both cast 
centrifugally by Shenango-Penn to assure exceptional strength and life. 
Shenango-Penn offers dern machining facilities for completely finished 





parts (as shown) or any stage of completion desired. 





How this textile roll might smooth out a problem for YOU 


[I SYMMETRICAL parts (such as sleeves, liners, 
rings, bushings, rolls and roll covers) figure in 
the machinery you build or operate, the above roll has 


qualities that could probably save you time and money. 


The roll’s body is Meehanite Metal—a big ad- 
vantage in itself. The cover is bronze. Both are 
Shenango-Penn centrifugal castings. This means 
fine-grain, pressure-dense metal, assuring exceptional 
strength and hardness, and permitting the finest 
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kind of finish. You just can’t beat this combination 
for resistance to wear, breakage and distortion 
.. + for long life! 


That’s why Shenango-Penn is continually produc-— 
ing symmetrical, annular and tubular parts, large and 
small, for many services in many industries. Send 
for free bulletins on either ferrous or non-ferrous 
made-to-order centrifugal castings or on centri- 
fugally cast bronze bushing stock in standard sizes. 


SHENANGO-PENN MOLD COMPANY 


2478 WEST THIRD STREET a DOVER, OHIO 
Executive Offices: Pittsburgh, Pa. 





See Page 19. 25 


_ 2 
—- 


agent 


\ eae * 


A NEW HIGHER PRESSURE 
0-B GATE VALVE 


titi 


tl 


A big, husky gate valve has been added to the 
Ohio Brass line to handle higher pressure general 
services. This new valve is rated for 200 lb. W.S.P. 
and 400 lb. W.O.G. pressures, and is fully guaran- 
teed for services at these pressures. 

This valve, like all O-B Gate Valves, features the 
unique Flexitite* Disc that always gives a tight 
shutoff. This disc combines solid wedge strength 
with sufficient flexibility to adjust disc faces to a 
perfect, all-around tight seal with the seat. 


On your next order for high-pressure gate valves, 
specify O-B and see for yourself how much longer 


the service life of the valve is with a Flexitite* Disc. 


* Reg. U. S. Patent Office. 
OHIO BRASS COMPANY, MANSFIELD, OHIO 


2998-V 


VALVES 


FOR DOMESTIC AND INDUSTRIAL USE 


Want Additional Product Information? See Page 19. PURCHASING 





This Iron Horse Has 38,636 Fasteners 


It takes 38,636 tough, accurate fast- 
eners of high tensile strength — to 
match the stress and strain on the 
framing members of a diesel pulling 
heavy freight loads. 

More than 2,300 bolts . . . 13,800 
nuts... 21,700 screws . . . 800 rivets 
furnish the forces that hold modern 
4 unit diesel assemblies together. 

Because these fasteners have such 
a vital responsibility, top quality is 
essential. That’s why Russell, 
Burdsall & Ward for over a century 


has carried on continuous and inten- 
sive research and development work, 
and has invested consistently in 
large expansion and improvement 
programs. 

With the price of fasteners such 
a small part of the total production 
cost, you'll find it doesn’t pay to 
take chances with fastener quality. 
For it isn’t the initial price but the 
cost of using fasteners that counts. 

To attain True Fastener Economy 
—save assembly time, eliminate or 


reduce plant inspection, and get the 
maximum holding power per dollar 
of fastener cost with a dependable 
quality fastener. True Fastener 
Economy contributes to the kind of 
production savings that puts more 
and more diesels on U. S. tracks 
every year. It is this type of contri- 
bution to major American industries 
that explains why — for over 104 
years — RB&W has been making 
strong the things that make America 
strong. 


RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


Plants ot: Port Chester, N.Y., Coraopolis, Pa., Rock Falls, Ill, Los Angeles, Calif. Additional sales offices at: Philadelphia, 


Detroit, Chicago, Chattanooga, Oakland, Portland, Seattle. Distributors from coast to coast. 


we, 88,636 Fasteners are used in I American diesel locomotive 


ii, ath 
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104 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 
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Easy to STORE 
Easy to POUR 





TWO FEATURES THAT 
MAKE SALES FOR FOODS IN 


Bemis 
Deltaseal 
Bags 


This attractive, low-cost package not only gives sales- 
inviting display in stores, but also helps keep customers 
sold on your brand after they’re home. 

Women like Deltaseal Bags because the square-pack bag 
rests well on pantry shelves, and the Deltaseal spout 
makes it easy to pour direct from the bag without spilling. 


Your Bemis representative will be glad to show you how 
Deltaseal Bags and the Deltaseal Packaging System can 
help you increase food sales. Get in touch with him now. 





4y 
4, 2 
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DELTASEAL: Reg. U.S. Pat. Off. 





Baltimore « Boise * Boston * Brooklyn « Buffalo « Charlotte « Chicago « Cleveland « Denver © Detroit « East Pepperell * Houston « Indianapolis « Jacksonville, Fila. « Louisville 
Kansas City « Los Angeles *« Memphis « Minneapolis « Mobile * New Orleans « New York City * Norfolk « Oklahoma City « Omaha « Peoria © Phoenix « Pittsburgh 
Salina « St. Lovis « Salt Lake City « San Francisco * Seattle * Wichita * Vancouver, Wash. « Wilmington, Calif. 
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More ways to solve tooling problems... 


BLACK & DECKER 


the world’s most diversified line 
of Portable Electric Tools! 


By standardizing on Black & Decker Tools, The 
Fingles Company of Baltimore, Md., has saved 
time and money on scores of jobs like those shown 
here. As a custom sheet metal shop, Fingles needs 
versatile tools to handle a wide range of jobs in 
the shop and on outside installations. Black & 
Decker “universal” tools give them this versatility 
—plus expert repair service from a convenient 
B&D Factory Service Branch to keep their tools 
in top production form. 


Black & Decker builds over 100 Electric Tools 
—more tools, more models than any other manufac- 
turer. And every B&D Tool is quality-built, engi- 
neered and powered to turn out better work, with 
less effort, at lower cost! Let your nearby B&D 
Distributor show you where you can cut costs by 
standardizing on Black & Decker, as thousands of 
other companies have done. Write today for our 
detailed catalog to: The Black & Decker Mfg. Co., 
664 Pennsylvania Ave., Towson 4, Md. 







tm . 
LEADING bistrisuToRs }] p> EVERYWHERE SELL 


PORTABLE ELECTRIC TOOLS 



























See Page 19. 






















Standardize on BLACK & DECKER 


for... 


Wide choice of tools, wide choice of 


models. 


Quality-built features like powerful B&D- 
built motors, each “tailor-made” for the 


tool it drives. 


* Convenient interchangeability of parts. 

® Expert service on replacement parts and 
repairs from any one of 28 B&D Factory 
Service Branches. 

Sound advice on tooling problems from 
a neatby B&D Distributor. 
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ALL other points being equal, sales 
are often settled by one product's extra 


usefulness. ..such as the ability to count. 


That’s why a Veeder-Root Counter, 
built into your product as an integral part, 
is plainly good business... a hefty 


punch in today’s slugfest for sales. 


There are all 


Counters, mechanical and electrical, to 


kinds of Veeder-Root 


count in all units and terms... to 


Veeder-Roo 


Want Additional Product Information? 





enable your product to keep its own 
production records, prove its own 
service guarantee, and to give your 
customers protection in many ways 


against errors, delays, and waste. If 


there is any sales-building way in 
which your product can be equipped 


to count... then you can count on 


Veeder-Root to show you how. Write! 


CIOWUINITIEIRIS 














See Page 19. 








8-PAGE CONDENSED CATALOG 
shows Veeder-Root Counters for 
mechanical, electrical and manual 
operation. Write for a free copy. 


VEEDER-ROOT INC., HARTFORD 2, CONNECTICUT 


In Canada: Veeder-Root of Canada, Ltd., 955 
St. James Street, Montreal 3. In Great Britain: 
Veeder-Root Lrd., Kilspindie Road, Dundee, 
Scotland. 
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Any way you look at it, a poor wiring system cuts 
lighting efficiency . . . causes headaches for plant elec- 
tricians and maintenance men as well as for produc- 
tion workers. 


Improving plant lighting and reducing maintenance 
costs are important functions of General Electric 
wiring materials. Exciting new products and a full 
line of old standbys make General Electric the right 
choice for every wiring requirement. 


1, NEW G-E REMOTE CONTROL wiring puts switches for help you save space, too, because they are designed to 
various lights in many convenient locations. Master panel carry more current than ordinary cables of the same size. 
can be located at production head’s desk. Banks of switches , , bedi site 

can also be located at convenient points in the shop for 4. TYPE TW WIRE is recommended for installation in race- 
local control. This flexible, new wiring system also permits ways. Smooth-finished G-E Type TW can be cut and 
control of any or all lights from distant locations, such as stripped with little effort—pulls through conduit easily 
other offices or a master-control point. The G-E remote when ee changes are a Small diameter and 
control wiring system makes multi-point switching eco- long life are features of this G-E thermoplastic wire—use 
nomical and easy to put in. it to help your wiring system stay modern. 

2. G-E REMOTE CONTROL WiRE—lightweight, with two or 5. CONDUIT, of course, should be General Electric “White” 
three conductors—was specially designed for remote control —the rigid conduit that’s hot-dip galvanized for extra pro- 
wiring. This trim-looking wire can be installed either con- tection. High-grade steel—galvanized inside and out, and 
cealed or exposed—makes a neat installation when it’s run lacquer-coated—gives you maximum wiring protection 
along wall surfaces. It permits remote control switches to with a minimum of maintenance. Remember to specify 
be placed practically anywhere. The use of a low-voltage “G-E White.” 


relay makes this small-size wire practical. Your distributor of General Electric construction materials 


3, AVA POWER CABLE is a natural for bringing in power to can supply you with any of these materials, or with any of 
a high-level lighting installation like this. And, when you thousands of other items from the General Electric line. 
think of power cables, think of General Electric Deltabes- For more information, contact him, or write to Section 
ton* cables. They'll save you maintenance grief, because K17-770, Construction Materials Department, General 
they’re built to beat ambient and operating heat. They can Electric Company, Bridgeport 2, Connecticut 


*Trade-mark Reg. U.S. Pat. Off. 


GENERAL @® ELECTRIC 


JuLy, 1949 Want Additional Product Information? See Page 19. 31 


- 






































Spongex helps both with the family wash! 


From toy washing machines to the real thing — Made by a company which has specialized for 
in a range of uses as varied as this Spongex 25 years in the production of cellular rubber 


sponge rubber is, today, making life smoother and products, Spongex is an amazingly versatile 
easier for everyone. material that is being used by leading manufac- 

In homes. offices and factories ...in land. sea turers to solve problems of cushioning, sealing, 
or air travel... wherever you vo. whatever you insulating, gasketing, dust-proofing, shock absorp- 


= 


do today, your path is made pleasanter by ton, and for sound and vibration elimination. 


Spongex as an integral part of more and more Give this unique material your serious con- 


widely diversified products. sideration when planning improvements of your 
Spongex is used for seals on iron lungs and _ present products or developing new ones for 


incubators; for weather strip and rug cushions; future production. Samples available for experi- 


for typewriter key pads and refrigerator insula- mental purposes. Sponge Rubber Products Co., 
tion; for sound deadening on appliances—an 132, Derby Place, Shelton, Conn. Sales offices in 


infinite number of things, increasing almost daily. _ principal industrial centers. 










a 


Trade-Marks Reg. U. S. Pat. Off. 


} 











SPONGE RUBBER PRODUCTS CO. | 


SPONGEX * CELL-TITE * TEXFOAM © TEXLITE © TEXLOCK : 
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NE industry after another is setting new standards 
of accuracy by equipping precision machinery 
i with the new Timken® “Double-Zero” bearings. Maxi- 

mum run-out tolerance—standard of bearing accuracy 
—is only 75 millionths of an inch in the “Double- 
Zero” bearing—half that of the Timken “Zero” bear- 

ing which had long been the most accurate Timken 
j bearing on the market. 





This amazingly low run-out already is proving in- 
valuable in bringing increased precision to grinding 
machine spindles, small precision rolling mills, lathe 





New TIMKEN 
\) u é 
Double-Zero bearing has 


run-out reduced by half ! 


Production being increased to meet growing demand 








spindles, dividing heads, and gear cutting machines 
And production of the “Double-Zero” is being in- 
creased to meet the growing demand. 


If you make a product that can benefit from greater 
bearing precision, you'll want to learn more about the 
new Timken “Double-Zero” bearing. It is produced 
in the sizes and types indicated in the chart below. For 
further information write The Timken Roller Bearing 
Company, Canton 6, O. Cable address: “TIMROSCO”. 

Fae This symbol on a product means 
its bearings are the best. 








A PRECISION TIMKEN BEARING FOR EVERY REQUIREMENT 





CLASS ““00”’ (DOUBLE-ZERO) 
_ Sener: - 
RUN-OUT .000075” 


| TYPES AVAILABLE 


J 


eh 


Standard Single Row 


Up to 10” O.D. 


—o 


SIZE RANGE 





TRADE-MARK REG. U. S. PAT. OFF. 





ee 


> 


MKEN 


TAPERED ROLLER BEARINGS 





“0” (ZERO) *“3°" (THREE) 





.000150” .000300” 





Standard Single Row All types 








Up to 12” O.D. 


Up to 12” O.D. 















| eS 
NOT JUST A BALL CD NOT JUST A ROLLER C—) THE TIMKEN TAPERED ROLLER C— BEARING TAKES RADIAL ® AND THRUST --(@])— LOADS OR ANY COMBINATION shy 











Heat...and cold eash...conserved by 


K&M Featherweight’ 857 MAGNESIA 


Basic Carbonate of Magnesia is combined with As- 
bestos Fibre in K&M ‘“‘Featherweight”’ insulation. 
Its use on steam pipes and throughout heat exchanger 
systems is supplying particularly good proof of a 
whole series of economies that users enjoy... 


(1) The highly effective insulation piles 
up fuel savings. 


(2) Extreme lightness and easy applica- 
tion cut installation costs. 


(3) Lasting strength and efficiency mean 
freedom from maintenance. 





KEASBEY & MATTISON 


COMPANY: AMBLER - PENNSYLVANIA 


Want Additional Product 


K&M “Featherweight” 85% Magnesia Insulation is used on piping and heat exchangers in this compressor room. 


Nature made hsbestos... 
Keasbey & Mattison has made it 


All this is being demonstrated all the time, in proc- 
ess plants, power plants and on other industrial 
applications where the heat-saving responsibility 
belongs to K&M ‘“‘Featherweight’’. 


You can get K&M “Featherweight” 85% Mag- 
nesia in all standard sizes. It is designed for tem- 
peratures up to 600°F. 


There are K&M Distributors at strategic points 
throughout the country. They are experts on the 
application of this and all the other K&M insulation 
materials. One of them near you can help to make 
insulation more useful and profitable to you. 
Or write us. 


serve mankind since 1873 


Information? 
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WHEN THERE’S HARD WORK AHEAD FOR STEEL PARTS 





oo USE Reoiblhic Cold Drawn Alloy Steel Bars 


When steel parts must carry heavy loads—or withstand 
severe shock and strain—or resist abrasion resulting 
from high speed or continuous use—you probably can 
keep equipment in use longer and cut maintenance and 
replacement costs by using Republic Cold Drawn Alloy 
Steel Bars. 


Republic Alloy Steels are exceptionally high in strength 
and toughness. They respond uniformly to hardening 
treatment. In cold drawn bar form, they provide the 
close tolerance, accuracy of section, fine surface finish 
and UNIFORM MACHINABILITY characteristic 
of Union Cold Drawn Products. Thus, they further add 


to economy by helping to cut parts production costs. 


Republic Cold Drawn Alloy Steel Bars are available in 
all popular analyses, in standard shapes and sizes, furnace 
treated as you require—annealed, normalized, heat treated, 
spheroidized, stress relieved or carbon corrected. 


Republic metallurgists are ready now to help you get the 
results you need. Write for further information. 


REPUBLIC STEEL CORPORATION 
Alloy Steel Division « Massillon, Ohio 
GENERAL OFFICES 2 CLEVELAND 1, OHIO 


Export Department: Chrysler Building, New York 17, New York 





Other Republic Products include Carbon and Stainless Steels—Sheets, Strip, Plates, Pipe, Bars, Wire, Pig Iron, Bolts and Nuts, Tubing 
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Want Additional Product Information? See Page 19. 
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DOUBLE PROFITS... 


both in production and sales 


»«« When AMERICAN PHILLIPS SCREWS 
“‘“ecome aboard “’ 


-y Lelenss Mey -ViGl, (Cael, Md ce)*ltiadiel ta Boats almost build themselves... 


with the handling ease, driving speed, and non-slash protection of American 
Phillips Screws. Every fastening is clean and shipshape . . . turned up flush, 
to stay. And every American Phillips fastening takes only half as long as an 
old-fashioned slotted screw. So costs are really keelhauled! 


eT tel@kia Mey Vii, cml. eye ra From boats to bamboo bars, the American 


Phillips universal cross-recess enables manufacturers to put new decorative 
P P 
g CANT sup OUT = values, new sales appeal into their products. For American Phillips fasten- 
WINGED pRive D RECESS ings say “Modern Quality” so plainly that many manufacturers find it migh 
a WLIPS TAPERE BS say ty P y y gnty 
oF PH - Jz good business to merchandise: “American Phillips Construction.” How 
a * about you? 


AMERICAN SCREW COMPANY, PROVIDENCE 1, RHODE ISLAND 
Chicago Il: 589 E. Iinoils St. Detroit 2: 502 Stephenson Buliding 


AMERICAN({]7" 
PHILLIPS SWOWS 








Monel, Everdur (sili- 
con bronze) 
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WIRING IS QUICKER AND EASIER 







After installing the light rear 
halves of the cabinet and riser 







ection, the wireman pulls the 
ain cables down and connects 
em to the main lugs, easily 
nd quickly. 


: 
sUSH 

It’s ON 
hUSH 

| It’s OFF 
BUSH 

. It’s ON again 





2 He makes his neutral connections in the 3 





ges 2 


} mS 
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IMPLE, compact, attractive . .. the Push- 
S matic Narrow Column Panel, featuring 
Pushmatic, offers versatility and adaptability 
never before obtainable in any panelboard. 


You'll be surprised at the ease of installation 
and operation made possible by the use ef sim- 
ple, compact Pushmatic circuit-breaker units. 


And it’s easy to wire! Installation time is cut 
to a minimum. The wireman pulls the heavy 
main cables and branch circuit wires into place 
in the cabinet before the panel is mounted. He 
works quickly and surely because there is noth- 
ing to block his vision or cramp his movements. 


WITH THE 


Pull Box near the ceiling, saving the con- 
duit and wire he would have used had they 
been made in the panel below. 


Pushmatics. 


broken by short or overload. Just 
PUSH—and the electric service 
is restored. 


Smaller than a pack of cigarettes, 
the Pushmatic is the most versa- 
tile and flexible unit available 
today. 


ush-Button Control wit 


(Push matic NARROW CO 


In plain view he brings the 4 The light cabinet interior is then set 
branch circuit wires down into 

the cabinet, pulls them through the 
holes in the wire retainer an 
them ready for connection to branch 


(®)BULLDOG 


HEADQUARTERS FOR ELECTRICAL DISTRIBUTION 






i? 


h Automatic Protection 












There are four types of Pushmatics: THER- 
MAL ONLY, THERMAL-MAGNETIC, or 
either of these types with AMBIENT COM- 
PENSATING FEATURES. All Pushmatics, re- 
gardless of rating or type, are identical in size 
and contour and are interchangeable. Narrow 
Column Panels can be ordered with any com- 
bination of Pushmatic types or ratings (15 A, 
to 50 A. 120/240 V. AC). 


The actual installation, pictured below, could 
have been done just as easily and quickly in 
your own plant. Send the coupon today for 
Pushmatic Bulletin #493. It will answer all 
your questions about prices and specifications. 


LUMN PANEL 








in place in front of the wires and 
cables. Having already aligned the 
branch wires with the Pushmatic breakers 
through the wire retainer, he simply 
inserts the wires in the solderless wire 
grips and tightens the pressure screws. 


skins 


es = 













Positive finger-tip control and 
automatic protection against short 
2r overload are yours in the sen- 
ational, new Pushmatic. 


Just a push of the finger makes 
r breaks the circuit. No reset- 
ng manually when the circuit is 


Pushmatic is an individual single 
pole unit, eliminating complicated 
group mountings and making 
additions and changes a simple 
matter. And this smooth-operat- 
ing unit is built for long life. 
Metal to plastic bearing surfaces 
prevent corrosion and sticking. 


BULLDOG ELECTRIC PRODUCTS COMPANY 


DETROIT 32, MICHIGAN © FIELD OFFICES IN ALL PRINCIPAL CITIES 
IN CANADA: BULLDOG ELECTRIC PRODUCTS OF CANADA, LTD., TORONTO 


p---cccrccccccnc coo 


BULLDOG ELECTRIC PRODUCTS COMPANY 
Detroit 32, Michigan 


Please send me Pushmatic Bulletin #493 giving full information 
and prices on your Pushmatic Electri-Centers. 


Name 





Company 





Street Address Zone 








City and State. 
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BOXES 





_ HINDE & DAUCH 
Authority on Packaging 


Executive Offices: 4901 Decatur St. * Sandusky, O. 
FACTORIES IN: 


Baltimore 13, Md. * Buffalo é,N.¥. © Chatham, Ontaric 

Chicago 32, Illinois * Cleveland 2, Ohio * Detroit 27, 

Mich. © Gloucester, N. J. * Hoboken, N. J. © Kansas 

City 19, Kensas * Lenoir, N. C. * Montreal, Quebec 

Richmond 12, Vo. * St. Lowis 15, Me. * Sandusky, Ohio 
. Toronto, _* Watertown, Mats. 








Because this H & D box reduces packaging 
costs approximately 50% in addition to pro- 
viding better product protection than the pre- 
vious method of packaging, it is definitely 
part of the product. The 
eee economies it effects are 
felt by manufacturer, 

i 


RAGILE dealer and consumer. 
LE WITH Cane The box, developed in 
the H & D Package Lab- 
oratory, is engineered 
to the product, with no 
excess weight or bulk. 
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Even chalk responds to the magic touch of 
H & D packaging—of making the package a 
part of the product. This shelf package, several 
of which are packed in a master shipping box, 
affords adequate protection for a delicate, 
brittle substance. Distinctive one-color printing 
on a white surface is outstanding in eye ap- 
peal, promotes the brand name, commands 
customer attention. Tuck-in tab increases after- 
use convenience. 
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Walworth has redesigned. 
and improved its No. 95 — 
Quality Bronze Globe Valve. » 


* 


tad & 


Molded Packing 








‘* 


Union Bonnet Ring 


| 
Bonnet pi 


Stem 





150 pounds working steam pressure at 500F 





300 pounds cold water, oil, or gas. 


















Can be repacked under pressure when fully opened. 


The Walworth No. 95 Bronze Globe Valve has always been tops 
with piping men because they liked these features: Renewable 








composition disc; lock-on, slip-off disc holder; union bonnet con- 
struction; deep stuffing box; tough bronze body made of Compo- 
sition M (ASTM B61). 

Now Walworth has added these improvements: (1) New 
cylindrical disc holder that accurately guides the disc to the seat, 
regardless of the position in which you install the valve. (2) Newly 
designed, air-cooled, sure-grip handwheel that you can grab and 





turn, even when wearing greasy work gloves. It has a tapered 





square hole sized to gage to fit snugly on the finished square of the 
stem. (3) Toothed lock-washer to prevent the stem nut from 
becoming loose. (4) All parts have been redesigned to give maxi- 
mum service and strength. - © 

Walworth Quality Bronze Valves are available in Globe (No. 
95), Angle (No. 96), or Check (No. 97) types and in sizes from 
4, to 3 inches (check valves 14 to 2 inches). Ask your Walworth 
distributor to show you the improved Walworth No. 95 Bronze 
Valve, or write for further details. 





Disc Holder 











Composition Disc 


Disc Retaining Nut we ‘ 
WALWORTH | 


vaives and fittings 
60 EAST 42nd ST., NEW YORK 17, N. Y. 











; 
. | 
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DISTRIBUTORS IN PRINCIPAL 
CENTERS THROUGHOUT THE WORLD 
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WINGFOOT CORD AIR HOSE is ideal for general- 
purpose industrial use, such as light and medium 
pneumatic-tool duty. Red cover, lightweight, available 


in long lengths. 










© 
Specify GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


@-Specified Wingfoot Cord Air Hose 
Wingfoot 


for General Industrial Service. 


longer on-the-job life 











F you handle air or water in your plant, 
GOODYEAR INDUSTRIAL RUBBER PRODUCTS 


pie it will pay you to investigate WINGFOOT 
@-Specified Wingfoot Cord Water Corp Air Hose and its twin, WINGFOOT 
ee eer ite Cote Corp Water Hose. They’re both ex- 
tremely flexible. non-kinking and long- 


lived hose at an economical price. 


Reason is — they're built with Rayon 
high-strength, double-end cords that mean 
added strength, longer life and lowest cost 


in the long run. 


Ask the G.'T. M.— Goodyear Technical Man 
—or vour nearest Goodyear Industrial 
A— abrasion- and sun-resisting cover Rubber Products Distributor about these 
i stdalnibeestle deuble-end rayon cords two WinGroor hoses, as well as other 
nen -pdedis teed veilels alkaline oF slahtly-add wales types of hose in the family of Goodyear 
quality products. Consult them about Flat 
Belts, V-Belts, Molded Goods, Packing 
and Tank Lining, too—or write Goodyear, 


WINGFOOT CORD WATER HOSE is outstanding , 
Akron 16, Ohio. 


for use in general applications, including general con- 
tracting, construction, etc. Flexible, smooth black cover, 


made un long lengths. Wingfoot T.M. The Goodyear Tire & Rubber Company 


GOO0D7 YEAR 


THE GREATEST NAME IN RUBBER 
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Permanent Mold 
Gray Iron Castings 
for 


Free machinability 


Dense, non-porous structure } 
Eaton Foundry Division engineers will 


Freedom from leakage under he glad to discuss rear’ application of Eaton 
pressure Permanent Mold Gray Iron Castings to your 
Machines to high, mirror-like finish product. Send for the illustrated booklet, “A 


Properly annealed; no growth or Quick Picture of the Eaton Permanent Mold 


distortion after machining. Proc for Producing Gray Iron Castings.” 
EATON MANUFACTURING COMPANY 


wert VEBRAND. OH I®O 


WA a 
Soundry Liwtiton 


9771 French Road ° Detroit 13, Michigan 


EATON PRODUCTS: SODIUM OOLED, POPPET, AND FREE VALVES e TAPPETS e HYDRAULIC VALVE LIFTERS e VALVE SEAT 
NIT . NAP RING 


MPS e MOTOR TRUCK AXLES e PERMANENT MOLL SRAY IRON CASTING e HEATER-DEFROSTER 


PRING WASHERS e OL DRAWN TEE . TAMPINGS e LEAF AND SPRING e DYNAMAT DRIVE BRAKE 
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this is 
low-cost handling! 


LOW-COST HANDLING is the result of a practical system of 
nalehicialel Manton Z-Tiil-laLMmlalitelaehi-toMm ALiaMeial-MMale alae diate Moh Mm atelilelilate 
equipment. Wherever Yale Material Handling Machinery goes to 
work, permanent economies show up. For instance, a publisher re- 
duced the cost of handling newsprint to less than 1¢ a ton by using 
b fo] (a Ratla <n lal Maes) mel Mm lall o) ollale Me) s\-Igelilolal My Lel Malm seb M oh Mem itle lols 
company with the help of similar equipment. Yale Hoists reduced 
sheet metal handling time from 8 hours to 1 hour for another 
TikelalUhiclaitia-lamelelaame coh dlalerMlaleliaeh(-Mial-Mip4-Mo) am Zell] ame) o) ool ai Ula iny 
Toma U} aces ti Sam liled-lolt-to Mm olgelolUladlolaMmmuleh dull Matty -Me) mn Z-lallae] 
storage space, far less worker fatigue and greater safety 

ela -Mehial-1am ol-1al Sa Toned (tol dam alohi am Aol -Maloliti Mm ealia <helile| 
Scales can bring new efficiency and economy into 
rol iam arelalelilare Me) oL-1aehilolaL Mm alela-Miial- Meal -told o)7 
Yale representative or write to 


al-relelelUlelai-1a 3 





THE YALE & TOWNE ae 
MANUFACTURING COMPANY 


Department L-42 
° Philadelphia 15, Pa. 














MATERIAL HANDLING MACHINERY .- hoists...hand and electric + trucks...hand lift and power - industrial dial scales 
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The small valve is for the dairy industry: the large one 
for the brewery field. Both are cast of Federated Nickel 


Silver .. . for very good reason. 





Since 1912 the Specialty Brass Company, Kenosha, 
Wisconsin, has been making castings for dairy equipment. Then, and even more 
so now, the demands of this food industry forbid the use of castings with even 
the slightest blemish. Brewery equipment must likewise be virtually perfect. 

To produce such castings consistently . . . and to be famous for it . . . Specialty 
Brass uses the best in methods, and the best in materials. Specialty uses Federated 
Nickel Silver exclusively. 

Nickel silver alloys are particularly suited for use where high corrosion re- 
sistance and silvery white color are important. Federated metallurgists can tell 
you exactly what alloy fits your need. They are ready and willing to help out in 
your foundry, too, should casting problems arise. 

For nickel silvers; brasses and bronzes: aluminum and mag- 


nesium alloys; solders; babbitts; fabricated lead products; for 





any non-ferrous metals, see Federated first. 


Sedoulte METALS DIVISION 
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AMERICAN SMELTING AND REFINING COMPANY, 120 BROADWAY, NEW YORK 5 NA Yaa? cw 





Here’s a broad line of cutters that meets every 
requirement for lowest real cutter cost. Each 
item in the line has design and construction 
details specifically developed to give fast cut- 
ting rates, close accuracy in the duplication of 
parts and long service life between sharpenings. 

Check all the advantages of Brown & Sharpe 
Cutters. A broad range of cutter styles and 
sizes is available for efficient milling on a wide 
variety of work and materials. Write for com- 
plete details. Brown & Sharpe Mfg. Co., 
Providence 1, R. L., U. S. A. 





BROWN & SHARPE CUTTERS 








R2000 


Compact, five inch chemically treated “throw away” R25 filter has 
the efficiency of previous filters eight times its size. Protects against 


both poisonous and disease-producing dusts and against a combination 


of all dusts 


pre-filter adds to filter life by blocking entry of larger particles. Ap- 


NEW... AQ R2000 RESPIRATOR 


WITH 7 TYPES OF CARTRIDGES and FILTER! 


“Twist of the Wrist’’ Interchanging of all 
Cartridges, Filters, Accessories 





toxic, nuisance and pneumoconiosis-producing. Gauze 


proved by Bureau of Mines, No. 2154. 





R2031 — (R31 Cartridge) 

For low concentrations of light 
organic fumes, vapors and gases 
generated in paint spraying, de- 
greasing, dry cleaning, cement- 
ing, ete. Adsorbs 
xylene, toluene, gasoline, ace- 
tone, turpentine, etc, 


benzene, 





R2032 — (R32 Cartridge) 


For low concentrations of acid 
gases, fumes and mists such as 
sulphuric acid, hydrogen 
chloride, nitric acid. Protects 
against fumes from plating and 
pickling tanks, etc, 









AO presents the K2000 Respirator with a new type of 
retainer shell that accommodates 7 types of quickly 
INTERCHANGEABLE cartridges — THREE FOR 
PROTECTION AGAINST DUSTS — FOUR FOR 
GASES AND VAPORS — plus a DISK TYPE, 
CHEMICALLY TREATED DUST FILTER — 
eight respirators in one. Thus, for the first time, an 
overall dust respirator of the chemically treated, 
replaceable filter type provides secure protection 
against both specific dusts and specific gas and vapor 
hazards merely by interchanging the cartridges. 
Four new all metal chemical cartridges of NON- 
SPARKING, seamless aluminum protect against 
fire hazards, weigh less than previous types and have 
increased fill for added adsorptive capacity. De- 
terioration caused by moisture and rough handling 
is retarded. 





R2033 — (R33 Cartridge) 


For low concentrations of com- 
bined acid and organic gases 
such as halogenated hydro- 
earbons and _ trichlorethylene; 
carbon tetrachloride, acetic 
acid. Protects against gases, 
fumes and vapors in degreasing 
operations, etc. 


R2034 — (R34 Cartridge) 


For nuisance concentrations of 
ammonia only. 








R2015 — (R15 Cartridge) 

For nuisance and pneumoconi- 
osis-producing dusts in mining, 
quarrying, tunneling quartz, 


sand, asbestos, coal, marble). 
Not to be used against vapors, 
gases or toxic dusts. Bureau of 
Mines Approval No. 2121. 
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R2016 — (R16 Cartridge) 
For toxic dusts caused by grind- 
ing and crushing lead, cad- 
mium, arsenic, chromium, man- 
ganese, selenium, vanadium. 
Not to be used against gases or 
vapors of above material. 
Bureau of Mines Approval No. 
2138. 





R2017 — (R17 Cartridge) 
For a combination of all dusts, 
including toxic, pneumoconi- 
osis-producing and nuisance 
dusts. ot to be used against 
gases or vapors. Bureau of 


Mines Approval No. 2138, 


Order from your 

nearest AO Safety Products 
Representative and consult 
him about the protection 

to meet your needs. 








American & Optical 


ucts Division 





Southbridge, Massachusetts Branches in Principal Cities 


Want Additional Product Information? See Page 19. 
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REMOVAL NUT 





Bearings and pillow blocks engineered by 





¥ 
* 


iG Jury, 1949 





It Works 





TIGHTENING NUT "™ TIGHT FIT results when the tight- 
ening nut pushes the tapered inner 


ting over the tapered split sleeve. 


CONCENTRIC GRIP is firm and 
positive —as the split sleeve con- 
tracts and wraps around the shaft. 
Removal is accomplished by re- 
versing the process— with tighten- 
ing nut loosened, removal nut 
pushes inner ring off the sleeve. 


The new SUS SUA Unit Pillow Block is completely assembled, 
lubricated and ready for immediate use. Available in ‘‘free’’ or ‘‘held’’ 
types and in shaft sizes from 17A6” to 27/6”. 


Its HLS P-exclusive Align-O-Seals prevent lubricant leakage and dirt 
intrusion. Designated as type SUA with ball bearings—and type 
SUAR with spherical roller bearings. 


No exposed bearing . . . no lock screws to raise troublesome burrs on 
the shaft . . . the nut is locked to the sleeve . . . and even though the 
shaft vibrates, the concentric grip will not loosen. 


For more information, check your local authorized S)0G/P Distributor, 
or write: SHUG Industries, Inc., Philadelphia 32, Pa. 6681 


Want Additional Product Information? See Page 19. 47 
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TO CUT ASSEMBLY COSTS... 
fit the fastener fo the job 


Ir CAN BE costly to assume that the presence of 
metal assures a means of good fastening. The screw 
designed and built for sheet metal .050” to .200” thick 
is not the most efficient fastener for sheets or plates 
over .200” thick. 

To avoid fastening failure, to prevent assembly 
stoppage... to hold production costs to the minimum, 
fit the fastener to the job. 

Parker-Kalon alone offers a complete line of Self- 
tapping Screws (the most economical fastener) for every 
metal and plastic assembly. P-K Assembly Engineers 
thus can recommend, without bias, the type of fastener 
that best serves the application. That’s why ... 


Fastening-wise Manufacturers 
call on Parker-Kalon 


Look at all these other advantages... 


MORE Know-How Parker-Kalon originated the Self-tapping 
Screw and has been the leader with new designs ever since. 


MORE “Show How” — P-K's staff of Assembly Engineers has 
helped solve nearly a million application problems. 


MORE Exacting Quality Control P-K's investment in labora- 
tory testing and inspecting equipment is unsurpassed. 


MORE Production Parker-Kalon is the world’s leading manu- 
facturer of Self-tapping Screws. 


MORE Top-Rated Distributors — Everywhere throughout the 
nation P-K Self-tapping Screws are readily available. 


PROMPT DELIVERIES from stock on most types and sizes. 


Ler a P-K AssemBty ENGINEER HELP YoU simplify 
your product’s assembly and avoid unnecessary pro- 
duction costs by fitting the fastener to the application. 
Often, he can save you the necessity, and expense, of 
using special fasteners. If you prefer, mail assembly 
details for recommendations. Parker-Kalon Corpora- 


tion. 200 Varick St.. New York 14, N. Y. 


REMEMBER... IF IT’S P-X.. . 11'S 0.X./ 
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OTHER P-K PRODUCTS: Cold-Forged Socket Screws, Wing Nuts, Thumb Screws + Hardened Screwnails and Masonry Nails » Shur-Grip File and Solder Iron Handles + Metal Punches » Damper Regulators and Accessories 


Want Additional Product Information? See Page 19. PURCHASING 





miatiial 
“Blue Center’ 
Wire Rope 


PROVEN ECONOMY IN INDUSTRY 


YOU SAVE TWO WAYS with 
Roebling Preformed “Blue Center” 
Wire Rope. First, you save because 
“Blue Center” 
Roebling development—gives rope extra 


Steel—an exclusive 


toughness, extra stamina to resist shock, 
and longer service life. 


Second, you save because Roebling 
Preforming provides a rope that’s easier 
to handle and install . . . that performs 
better on the job. It practically abolishes 
vibration and whipping .. . 
winding . . . is much less inclined to 
develop sets and kinks. 


improves 


—WRITE OR CALL THE ROEBLING FIELD MAN AT YOUR NEAREST— 
ROEBLING OFFICE AND WAREHOUSE 
Atlanta, 934 Avon Ave. * Boston, 51 Sleeper St. * Chicago, 5525 W. Roosevelt Rd. * Cleveland, 701 
St. Clair Ave., N. E. * Denver, 1635 17th St. * Houston, 6216 Navigation Blvd. * Los Angeles, 216 
S. Alameda St. * New York, 19 Rector St. * Philadelphia, 12 S. 12th St. * Pittsburgh, 855 W. North 


Ave. * Portland, Ore., 1032 N. W. 14th Ave. * San Francisco, 1740 17th St. * Seattle, 900 First Ave. 


Jury, 1949 


Want Additional Product Information? 


Roebling wire rope is one of the most 
widely used products in industry today. 
Whatever your requirements, there’s a 
type and size for real efficiency and 
minimum expense. 

Have your Roebling Field Man sug- 
gest the right rope for most economical 
service. John A. Roebling’s Sons Com- 
pany, Trenton 2, New Jersey. 


ROEBLING 


vy A CENTURY OF CONFIDENCE xx 
See Page 19. 





Help yourself to better piping 
eee With one order to CRANE 


That's all it takes to get the valves, fittings, pipe SOURCE OF SUPPLY 


and accessories needed for any system. Take RESPONSIBILITY 


STANDARD OF QUALITY 


this Circulating, Cooling and Service Water Piping, 
for example. Every item shown is in the broad 
Crane line—the One Source of Supply complete 
enough to simplify every piping procedure, 


from design to erection to maintenance work. 


One order to Crane gives you more depend- 
able service, too. Your local Crane Branch or 
Wholesaler is well-stocked to meet normal pip- 
ing needs, and has direct access to large factory 
stocks. One Responsibility for materials assures 
better installations, avoids needless delays. 
High Quality in every item—and that means 
Crane Quality—helps you get dependable per- 


formance from every part of your piping system. 


CRANE CO., 836 S. Michigan Ave., Chicago 5, III. 
Branches and Wholesalers Serving All Industrial Areas 


Circulating, cooling and service 
water piping in municipal 
bower plant. 











FOR LOW PRESSU&E water, steam and gas lines... 
Crane Iron Body Double Disc Gate Valves give 
excellent service at minimum cost. No. 793% Gate, 
shown here, rated at 25-Pounds steam, up to 50- 
Pounds cold water. Outside screw and yoke; 
flanged ends; brass trimmed. Sizes: 10 in. and 
larger. See your Crane Catalog. 


EVERYTHING FROM... 


VALVES « FITTINGS 
PIPE « PLUMBING 


ea 


cor warecenmmnaata FOR EVERY PIPING SYSTEM 


«al lll acl 
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On thousands of applications, stepless variable speed operation assures 
exactly the right speed for every operation . . . for each operator... 
the right speeds for each change in the consistency or shape of the 
material being processed. Such variable speed operation pays off in 
higher rates of production, a better quality product and more efficient 


performance of your equipment and your operators. 


Master Speedrangers provide this infinitely variable speed in compact, 
all-metal, mechanical variable speed units in a wide range of types 
and sizes up to 5 horsepower. 

See how the Speedrangers on the applications snown incorporate 
an electric motor, a variable speed unit, a gear reduction, and an 
electric brake . . . all standard Master units that easily combine into a 
compact, integral power drive. This provides exactly the right speed, 
the right features, in a unit that you can use right where you want it. 

Write for Data 7525, a new 24-page book on Speedrangers, and 


see what a real job they can do for you. 


y 







Nez SPEEDRANGERS 


THE MASTER ELECTRIC COMPANY - DAYTON 1, OHIO 
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t35'>“Keep me for reference” 


Here’s your quick reference file for 





Morse Mechanical Power Transmission Products 





EE ne 





As a purchasing engineer, design engineer or main- 
tenance man —here’s help in getting the best in 
mechanical power transmission. In making your 
choice, use this handy check list of the basic Morse 


Chain line—the finest mechanical power transmission 


MECHANICAL 


products available. | POWER TRANSMISSION 
PRoDUCcTS 


Bes eee. 


There are 20 Morse branches capable of giving expert ] 


, aes oe oe oe 





engineering counsel on power transmission problems. eee eee eewee bon: warner] —_ 








Morflex Radial Drive Shafts 





Morfiex Couplings | Morfiex Drive Shafts Morflex Radial Couplings 


aa inh fan's sel pis eat ie ea ss lain ne ee: ssa ia 














Morse-Formsprag 
Over-Running Clutches 


Morse-Rockford Over-Center | Morse-Rockford Pullmore Clutches 


Friction Clutches 


DSC Flexible DRC Flexible 
Couplings Couplings 











NOTE: Distributors — 
there’s one near you—carry 
stocks from which quick de- 
liveries can be made. Write 
Dept. 375, Morse Chain 
Company, 7601 Central 
Avenue, Detroit 8, Mich., 
for further information 
about any or all products, 


Silent Chain Drives Roller Chain Drives 


Want Additional Product Information? See Page 19. PURCHASING 
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Give you high-performance surfaces 
with economy inside .. . for a world 
of profitable product fabrication! 


You get the solid metal surface of your choice when you 
specify SuVENEER CLAD METAL .. . dense, non-porous, 
non-peeling, impermeable .. . bonded inseparably to a core of 
low carbon strip steel. You enjoy economy of purchase, while 
assuring performance values for your products inherent in the 
cladding metal you select. @ Quality-produced SuVeneer Clad 
Metals are available in easy-handling coils, precise in every 
specification. Write us on your requirements. 
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... the gauge 
with the 
Recalibrator” 


Any pressure gauge can be knocked out of adjustment, but when 
it’s a Marsh Gauge you can quickly correct it with the twist of the 
“Recalibrator” screw. 

This is not only the handiest way to correct a gauge; it is also the 
best way. Conventional methods of adjustment simply compensate for the 
error. The “Recalibrator’” corrects the relationship between the move- 
ment and the bourdon tube—actually does re-calibrate the gauge. 


JAS. P. MARSH CORPORATION, Dept. G, Skokie, Illinois 
Export Dept.: 155 E. 44th St., New York 17, N. Y. 


Marsh products include a full line and range of gauges in pressure, compound, altitude, hydraulic, 
sprinkler, ammonia, retard, test and diaphragm types. Dial thermometers in rigid stem and remote 
reading types. Ask on your letterhead for new catalog just off the press. 


Want Additional Product Information? See Page 19. 
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you use Townsend tubular rive 


flow smoothly when 


your operations will 


They have the uniform quality to work easily in your machines ~~ are 


also drilled -- in all metals and a yariety of platings 


available extruded, 


and finishes. Townsend, the world's largest manufacturer of rivets, gives 


nce in producing metal fasteners and 


years experie 


he benefit of 135 


you t 


d small solid rivets as 


f both large an 


ownsend 


v- ESTABLISHED 1816 


extensive line O 


parts including an 


COMPAN 
New Brighton, Pa. 


split rivets. Write: 
Chicago 58, Ill. 





as tubular and 














Mounted, sealed, 
_ housed, fully 
_ assembled, ready to 
lock on the shaft 





Delivered from 
stock in 4 basic types — 
and a vast ny Ag 
range of sizes _ 


"DODGE-TIMKEN" wan 


It was Dodge who took the famous Timken Bearing, 
mounted it, sealed it, housed it and delivered a pil- 
low block of new high quality—fully assembled, ready 
to lock on the shaft and carry the power loads of in- 
dustry with new efficiency. 






Power savings, improved machine operation, re- 
duced maintenance, elimination of spoilage and 
steadier production—all result so regularly from the 
application of Dodge-Timken Bearings that this great 
line is widely accepted as the standard for comparison 
in up-to-date power transmission layouts. 


Ask the Transmissioneer, your local Dodge Distribu- 100-TON PULL 
tor, how these bearings and other Dodge “‘firsts’’ can Three Dodge-Timken Pillow Blocks 
carry the load of a 100-ton pull of cast- 


help you achieve better, more economical production. ings in and out of a shot blast chamber 
for the Falk Corporation, at Milwaukee. 


DODGE MANUFACTURING CORPORATION, MISHAWAKA, IND. The bearings save the gear reducer from 


side pull and allow the shaft to turn eas- 


ily even while taking the full load. Per- 
of Mishawaka, Ind. 


fect operation for 8 years to date. 
CALL THE TRANSMISSIONEER. Look for the name of the Transmissioneer, your local Dodge 
distributor, under ‘‘Power Transmission Equipment” in your classified telephone directory. 


(@RAME PLATES — FOR YOUR NAME PLATE REQUIREMENTS, WRITE OUR SUBSIDIARY, 
ETCHING COMPANY OF AMERICA, 


1520 MONTANA STREET, CHICAGO 14, ILLINOIS | 





TAPER-LOCK SHEAVES 
Easy on— easy off — holds 
fast to the shait. 









ROLLING GRIP CLUTCH 
No toggles! Great flexibil- 
ity — positive drive. 





“SC” BALL BEARING 
Pillow Block with new Neo- 
prene metallic-backed seal. 











Want Additional Product Information? See Page 19. PURCHASING 
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BWH WIRE BRAID STEAM HOSE CAN REALLY “TAKE IT” 
HERE’S PROOF! 


Tests in the field show our new 
Concord #10 Steam Hose is a star 
performer. It doesn’t get stiff and 
brittle, as some hose does when sat- 
urated with scalding steam. It’s easy 
to handle. It’s next to scuff-proof, 
even when banged against machinery 
and yanked over rough surfaces. But 
somebody raised another question. 

“What happens,” they asked, “if 
this wire-braid hose should be acci- 
dentally run over by a truck?” 

To answer that question, we delib- 
erately ran a 30-ton truck over our 
new Concord #10. What did hap- 
pen? Nothing! The hose kept right 


on with its trouble-free performance. 
Naturally we don’t recommend 

such treatment. But we do say it’s 

compelling proof that our Concord 

#10 is the last word in sturdiness. 

Here’s what makes this hose out- 

standing: 

1. Same dependably strong, heat and 
oil resistant tube that has won 
fame for extra service in BULL 
DOG Steam Hose. 

- Braids of high-tensile steel wire, 
heat and pressure resistant. 

. Asbestos braid assures perfect 
cover adhesion, includes NEW 
type static-conducting wire. 


Another Quality Product of 


4. Tough cover, specially designed 
to resist abrasion and high 
temperatures. 

With these features, it’s easy to 
see why the new Concord #10 meets 
every need for steam hose that with- 
stands 200 Ib. working pressure with 
SAFETY, does a real job in helping 
you cut maintenance costs. 


w* & 


JOB WHERE STAMINA COUNTS? 


Bring us your toughest problems. We're 
specialists in solving them. Consult your 
nearest BWH distributor or write to us 
direct. 


HAVE YOU A 


Boston Woven Hose & RUBBER COMPANY 


Distributors in all principal cities 


PLANT: 


Jury, 1949 


CAMBRIDGE, 


MASS... U.. 3. A. e *,.o. 


BOX 1071, 


BOSTON 3, MASS 


Want Additional Product Information? See Page 19. 








































with WHITNEY 
Roller Chain Drives 







Delivery constant, full power from driver to driver 
mechanisms... that’s one of the major advantages of using 
chain drives. 

Deeply seated in the sprocket, Whitney Roller Chain eliminates 
power loss because there is no slippage or friction loss. This 
means that full rated horsepower is delivered . . . constant speed 
maintained . . . highest transmission efficiency always obtained. 

In addition, Whitney Chain absorbs shock loads without 
breakage, assuring long operating life; while the flexibility 
and adaptability of chain drives simplifies design problems. 

For positive power transmission specify and use Whitney 
Roller Chain... the a// steel drive. Write for information. 


CHAIN DRIVE IS BETTER 





Positive Grip 

Transmission of full horsepower 
High resistance to shock loads 
High load carrying capacity 
Simplifying transmission designs 
Low Maintenance 

Ease of installation 

Long operating life 

Constant uniform speeds 






WHITNEY CHAIN & MFG. CO. 
ivision of 

W bitney-Hanson Industries Inc. 

207 Hamilton St., 

Hartford 2, Conn. 


WHITNEY 
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Like a tough, durable sentinel, an Anchor Chain Link 





Fence will keep your plant grounds and buildings free 
of trespassers, snoopers, agitators, all kinds of trouble- 
makers. It is made in a wide variety of heights and 
styles. One of our trained Anchor Fence Engineers can 
recommend the installation best suited to your needs. 


In addition, an Anchor Chain Link Fence enables you 
to make full use of outdoor space with utmost safety, 
for storing materials and supplies . . . thus freeing 
factory space and making it unnecessary to build at 


this time. And it will help you direct a lot more sys- 


Write today for your copy of 
FREE ILLUSTRATED CATALOG 


Contains structural diagrams, specification 
tables, installation photos of many types and 
uses of Anchor Chain Link Fence in leading 
plants all over the country. 





wry, 1949 


to Trespassing! 





Want Additional Product Information? 











tematically the flow of motor traffic and employees in 
and out of your plant. 


Extra life and greater protection are built into every 
Anchor Fence through several time-tested, exclusive 
features. Deep-Driven Anchors are an example. They 
are clamped to the posts at right angles to the fence 
line, driven deep in the subsoil to hold the fence erect 
and in line at all times. Ask your local Anchor branch 
for more details, or write for the informative booklet 
shown below, to: ANCHOR POST FENCE DIVI- 
SION, Anchor Post Products, Inc., 6615 Eastern Ave., 
Baltimore 24, Maryland. 


Anchor Fence 


Nationwide Sales and Erecting Service 






See Page 19. 













































“We believe you will be interested to know 
how well your Fusetron dual-element fuses pro- 
tected our electric motors when we experienced 
a phase failure on our power circuit this past 
week. 

“We have considerable obsolete 2 phase equip- 
ment in our plant but we are eliminating it as we 
go along. To protect these motors until the 
change-over, we had two choices: expensive 
thermal relays or Fusetron fuses. Naturally, we 
chose Fusetron fuses. From that time on, which 
is over two years, we have-not lost one motor. 
Last week when the power phase failure occurred, 
not one motor failed to clear itself. 

‘Having over a hundred motors in the 
plant, we had a hatfull of blown fuses to 
replace but, when the power was restored, 
we were ready to operate without a mo- 
ment’s loss in production. 

“Our past experience with Fusetron 
fuses proves that they will not blow need- 
lessly — provided, of course, that the fuse 
rating is matched to the motor. 


The fuse link clement opens on 
short-circuit the thermal cutout 
element protects on overloads _ 
the result, a fuse with tremendous 
time-lag and much less electrical 
resistance. 


They have the same degree of 
Underwriters’ Laboratories ap- 
proval {df both motor-running and 
circuit protection as the most ex- 
pensive devices made. 


“During a power phase failure 
not one motor out of over 100 


failed to clear itself... When power 
was restored we were ready to operate 
without a moment’s loss in production” 


“We are using Fusetron fuses on our new 
machinery along with thermal protectors to 
prevent the machine operators from blocking 
the relay switches in the on position. 


“Fusetron fuses are an absolute must on all 
electrical equipment in our plant.” 
Victor J. Kryst, Maintenance Foreman, 
F. H. HILL COMPANY, INC., 


Cleveland, Ohio 





Facts About FUSETRON Dual-Element FUSES 

















Made to the same dimen- 
sions as ordinary fuses — fit 
all standard fuse holders. 


Obtainable in all sizes from 
1/10 to 600 ampere, both 
250 and 600 volt types. Also 
in plug types for 125 volt 
circuits, 


Their cost is surprisingly 
low. 


(FUSETRON is a trade mark of the 
Bussmann Mfg. Co., Division of Me- 
Graw Electric Co.) 


Want Additional Product Information? See Page 19. PURCHASING 














7 Protect against short-circuits. 


Protect against needless blows 
caused by harmless overloads. 


3 Protect against needless blows 
caused by excessive heating — 
lesser resistance results in cool- 

er operation. 

e} 

» | 4 Provide thermal protection — 
for panels and switches against 
damage from heating due to 
poor contact. 


from overloading. 


TRUSTWORTHY NAMES IN 
ELECTRICAL PROTECTION 


FUSETRON Dual-Element Fuses 
Give ALL-PURPOSE PROTECTION 


element fuse. 


a FUSETRON dual-element fuse in every set of fuse 


Jury, 1949 











Fusetron@tuses 


Provide 


0 Point Frotectim 


4 Protect motors against burnout 


One needless shutdown — or one lost motor — or one 
destroyed switch or panel — may cost you far more than 
replacing every ordinary fuse witha FUSETRON dual- 


Don’t risk such losses — protect yourself by installing | 


clips throughout the entire electrical system. i 


Want Additional Product Information? See Page 


due to single phasing. 


7 Give DOUBLE burnout pro- 


tection to large motors — with- 
out extra cost. 


8 Make protection of small 


motors simple and inexpensive. 


7 Protect against waste of space 


and money — permit use of 
proper size switches and panels. 


Protect motors against burnout 10 Protect coils, transformers and 


solenoids against burnout. 


te Fas -Gomd the Coupon low! 


Bussmann Mfg. Co., University at Jefferson 
St. Louis 7, Mo. (Division McGraw Electric Co.) 


Please send me complete facts about FUSETRON 
dual-clement Fuses. 


Name 
Title___ c ciitieaniceamansiingdantadls 
Company ___ 
Address ’ nS re oe 


City & Zone State 749 









Second in a series of 


Unusual Grinding Si 
Wheel Operations wale Fs 



















@ One of the toughest problems of aspirin 
manufacturers is to produce tablets that will dis- 
integrate and “go to work” quickly. This is partly 
solved by grinding the dried mixture into the exact 
consistency before pressing the tablet. 





Whatever YOUR grinding problem may be, BAY 
STATE can solve it . . . fast. Possibly the exact spe- 
cifications to meet your requirements can be sup- 
plied directly from large stocks either in Westboro, 
branch warehouses, or from our distributors strate- 
gically located throughout the United States. 

Send us your grinding problems. We can help you. 


BAY STATE ABRASIVE PRODUCTS CO. 
Westboro, Massachusetts, U.S. A. 


Branch Offices and Warehouses — Chicago, Cleveland, Detroit. 
Distributors — All Principal Cities. 


Photograph of Aspirin Grinder, Courtesy of The Bayer 
Company (Sterling Drug Inc., Successor) 





Want Additional Product Information? See Page 19. PURCHASING 























‘i. - ad wie” 







*, one a _— 
Q : riety ei 
, : i oa beds | ¥ . 
Pee” BGS ¢ Py 
] 


* 
Et 


re Aways 
= \) ¥ NEW FRONTIERS 


| for POWELL 


The amazing development of the United States has been a 
result of continually opening new frontiers—not only geo- 
graphical, but scientific and industrial as well. In the latter 


( 





When the Oklahoma Territory was opened sphere, The Wm. Powell Company has a long and proud 

* : 2 nee - April - “¥- more _— record of settling the flow control requirements of each new 
people were lined up on e ° ‘ ; . or ‘ 

border. At a signal by U.S. Cavalry, a industrial frontier as it has appeared ‘including such 

remarkable race for homesteads ensued. achievements as inventing the first regrinding globe valve, 


pioneering in the field of corrosion resistance, meeting the 
need for specially designed valves for special services, and 
many others. 


As a result of this continual pioneering, only Powell makes 
such a complete line* that no matter what your flow con- 
trol requirements may be, Powell has the valves to meet 
them. Moreover, Powell Engineers are always ready to 
help you solve any problems that might arise. 





Fig. 1708 — 200-pound 
Bronze Globe Valve with 





Fig. 2453-G—Standard 150-pound Fig. 375 — 200-pound 


Fig. 1793—Large 125-pound Iron Stainless Steel Gate Valve with Bronze Gate Valve. union bonnet, renewable 

Body Bronze Mounted Gate Valve. flanged ends, outside screw rising Screwed ends, union Fi4. 450—150-pound Bronze specially heat treated 

Made in sizes 2” to 30”, incl. Has stem, bolted flanged yoke-bonnet bonnet, inside screw Gione Valve with screwed stainless steel seat and 

outside screw rising stem, bolted and tapered solid wedge. rising stem and re- ods union bonnet and re- regrindable, renewable 

flanged yoke, tapered solid wedge. newable “‘Powellium”  jewable composition disc. wear-resisting ‘‘Powell- 
wear-resisting nickel- 


: ium’ nickel-bronze disc. 
bronze disc. 


* Powell Valves are made in Bronze, Iron, Steel and 
a wide selection of Corrosion-Resistant metals and . is - 
alloys. Valves of every type—Globe, Angle, Gate, The Wm. Powell Company, Cincinnati 22, Ohio 
Check, Non-return and Flush Bottom Tank Valves— 
are included in the Complete Powell Line. DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES 
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Brass - Bronze 
Stainless - Monel 
SUNN) Grabs 


BOLTS NUTS 













MANUFACTURING COMPANY 


327 Pine Street . Pawtucket, R. | 
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Want Additional Product Information? 


He mail bag has been unusually 

heavy following publication of our 
May issue and the comment of read 
ers has been unusually 
A couple of these comments are 
passed along herewith. 


interesting. 


ROM R. L, 

ucts, Inc., 
communication, accompanied by the 
photograph at the right : 

“We have following with 
much interest your series of articles 
on the purchasing-sales relationship, 
particularly the very complete article 
in your May 


Fiske of Oakite Prod 
comes the following 


been 


issue. 

“It is very gratifying to us to see 
that our education and direction of 
salesmen is with the 
recommendations given in the ar- 
many purchasing 


consistent 


ticle. For example, 
agents made the point that they 
want to deal with representatives 
who are qualified to make decisions 
and have the authority to take ac- 
tion; that the buyer needs technical 
information on the spot and is an- 
noyed to have his inquiry referred 
to the home office. 

“Enclosed is a photograph that 
effectively illustrates how well all 
our representatives are prepared for 
on-the-spot action. The photograph 
shows a new representative sur- 
rounded by 
technical and demonstrating equip- 
ment. 
trend away from the old-time sales 
man’s ‘order book and prayer’ gear. 

‘The new Oakite 


some 


600 pe uunds of 


It is certainly indicative of the 


representative 
















































7-week 
education covering the 


receives a comprehensive 
combination 
of laboratory training, lectures by 
industry experts, and actual field 
work with experienced representa- 
tives. On completion of the course 
he has acquired a thorough back 
ground on industrial cleaning prob- 
lems and a sound grasp of his pros- 
pect’s production problems.” 


ROM David Williams, Manager 

of Electrical Equipment and Cable 
Purchases, Consolidated Edison 
Company of New York, comes the 
following letter, accompanied by the 
chart at the foot of this page: 

“Apropos of your editorial ‘Phan- 
tom Demand Vanishes’ in the May 
issue, the unfortunate aftermath of 
phantom demands has _ invariably 


EFFECT OF WARS ON US WHOLESALE PRICES 
INDEX 1910 - 1914 = 100 
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See Page 19. 
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been, first, an unwarranted price 
rise, followed by a collapse when the 
demand vanished. Although pur- 
chasing agents should know better, 
[ am afraid a great many of them 
were high-pressured by glib sales- 
men into placing phantom orders 
which have now become a source of 
embarrassment to them. 

“The enclosed chart illustrates 
more clearly than words the old 
saw that ‘whatever goes up comes 
down again’ and ‘the higher they 
go the harder they fall’. Commodity 
prices in World War II have thus 
far proven no exception to the rule. 
The chart shows that we are in for a 
long period of declining commodity 
prices, regardless of the double talk 
of government and private econo- 


mists and soothsayers. We have 
‘sown the wind’ and we cannot 
escape ‘re aping the whirlwind’, de 
spite shots in the arm that may be 
given to the national economy. 

‘Best wishes for continued 


straightforward thinking in matters 
affecting purchasing.” 


C' IM MENT in this column has 
from time to time reported on 
purchasing agents’ hobbies. A clip- 
ping from the Corpus Christi Times 
informs us about City P. A. William 
J. Burke of that city, who has not 
one, but several extra-curricular in- 
terests to occupy his spare time. Mr. 
Burke is an expert in Swedish mas- 
sage, a better than average musician, 

id has to his credit a number of 
inventions dealing with the use of 
clays in processing petroleum prod- 
ucts, an outgrowth of his work as 
purchasing agent for Taylor Refin- 
ing Co. prior to service with the city. 


HE confusion and controversy 

about f.o.b. mill vs. delivered 
prices is a step nearer solution in 
the legislation proposed by Senator 
©’Mahoney, which is said to carry 
the blessing of both the Federal 
Trade Commission and the Depart- 
ment of Justice. This bill definitely 
writes into the law four important 
principles: (1) Freight absorption 
of itself is not illegal. (2) Uniform 
delivered prices, of themselves, are 
not illegal. (3) It is not unlawful to 
absorb freight to meet a competitor’s 
price in good faith, except where the 
effect is to lessen competition. (4) 
The burden of proof in price dis- 
crimination cases and to prove that 
competition has been injured there- 
by, rests on the FTC. 
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its strength... its 
toughness...its unusual 
endurance -add up to 
longer wire rope life 




































































These essential life factors are not 
a matter of chance. They are the 
result of combining “HERCULES” 
quality and PREFORMING. This 
is a winning combination as Pre- 
forming is the process that in- 
creases the life of a wire rope, by 
freeing it of internal stresses. It 
also makes a wire rope easier, 
quicker and safer to handle. 
















“HERCULES” 


RED- STRAND 
the MRE DO UABLE 
E ROPE 











SEND FOR BULLETIN NO. FLS-49 
Describing in Detail 


“HERCULES” (Red Strand) “Paat-Laced 
WIRE ROPE SLINGS 








WIRE ROPE MAKERS 


5909 KENNERLY AVE. 





NEW YORK 6 * CHICAGO 7 
LOS ANGELES 21 * PORTLAND 9 


Le eo ek  - 


A. LESCHEN & SONS ROPE Co. 


ESTABLISHED 1857 
ST. LOUIS 12, MO. 


> 
a ae HOUSTON 3 * DENVER 2 
ONES 


PD) p 
Ope \) SAN FRANCISCO 7 * SEATTLE 9 
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HIGHEST UNIFORM 


UALITY 


ROEBLING 





Roebling 


O} 


~A 
~~ 


EVERY INCH IDENTICAL IN GAUGE, GRAIN, FINISH 


PRODUCTION SCHEDULES don’t 
go out of kilter . . 
pages and rejects when you use 
Roebling Cold Rolled Spring Steel! For 
this is a typically Roebling product... 


ful to the most exacting specifications. 

With higher than 0.25% carbon con- 
tent, Roebling Cold Rolled Spring Steel 
can be furnished annealed and hard 
rolled untempered in bright finish. In 
the higher carbons in this range, it can 
be furnished tempered, in scaleless 


. you cut down stop- 


uniform in physical properties and 

structure; dimensionally accurate; faith- 

WRITE OR CALL THE ROEBLING FIELD MAN AT YOUR NEAREST 
ROEBLING OFFICE AND WAREHOUSE 


Atlanta, 934 Avon Ave. & Boston, 5| Sleeper St. & Chicago, 5525 W. Roosevelt Rd. & Cleveland, 701 
St. Clair Ave., N. E. %& Denver, 1635 17th St. & Houston, 6216 Navigation Blvd. * Los Angeles, 216 
S. Alameda St. & New York, 19 Rector St. % Philadelphia, 12 S. 12th St. %& Pittsburgh, 855 W. North 
Ave. %& Portland, Ore., 1032 N. W. 14th Ave. & San Francisco, 1740 17th St. % Seattle, 900 First Ave. 
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Cold Rolled 
Spring Steel 


tempered; tempered and polished 
tempered, polished and strawed; or 
tempered, polished and blued. 

Your Roebling Field Man will be 
glad to help you select the cold rolled 
spring steel; round, flat or shaped wire 
for genuinely superior service and 
utmost economy in your own products. 
John A. Roebling’s Sons Company, 
Trenton 2, New Jersey. 


ROEBLING 


vw A CENTURY OF CONFIDENCE xx 
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PRICE DOWNTREND CONTINUES .. . 





Downward trend in prices continues in a sporadic manner, 
with sellers testing the market at various price levels 
to determine where they can obtain sufficient volume 
to keep them above a breakeven point. 

The market does not have great elasticity, due to the 
high wage scale and the still high levels of raw material 
prices. Sellers seeking to develop price levels productive 
of volume sales quickly come up against a cost floor, 
and instead of being able to go after volume, industry 
after industry is forced to curtail production. 

Initial examples of this trend have been in the so-called 
soft goods lines, with the shoe industry among the first 
to catch up on demand. A number of shoe factories have 
closed down, and significantly, all those that closed had 
the lowest productivity in the industry. 

Parallel development is taking place in woolen textiles. 
Consumers have been following a wait-and-see attitude, 
in expectation of lower prices. On the other hand, prices 
of raw wool have not dropped substantially. Result has 
been that retailers and manufacturers alike have been 
buying only on the basis of current demand. 

These conditions have led to shorter workweeks in both 
the mills and clothing manufacturers’ plants. 


LARGE DEFICIT SPENDING PROGRAM PROPOSED... 





Similar cycle is anticipated in so-called hard goods 
lines. In some fields, the development is already taking 
place. These conditions are reflecting in employment, 
and have reacted sharply on confidnce among both buyers 
and sellers.Further, it has become apparent that Government 
expenditures, while sufficient to ward off a major sag 
in the economy, cannot in themselves insure prosperity. 

The extremists, favoring Government paternalism, hold 
that it will be necessary to launch a new and heavy 
wave of Government expenditures—to reinflate the economy 
through considerable deficit spending. These advocates 
maintain that while the Congress now is strongly opposing 
such a concept, by winter—-if unemployment swells to 
5,000,000—the political implications of large unemployment 
will overcome the widespread reluctance to increasing 
the public debt. 


ASSURANCES TO PUBLIC OF STABILITY SUGGESTED... 














As an alternative to deficit financing, some means 
of stimulating buying is suggested. Much of the current 
market stalemate is traceable to a widespread view that 
prices will go down still further. 

It has been suggested that a well-founded public 
assurance that prices would not come down would turn 
the tide. However, past failures of such public statements 
as were made periodically in the late 1920's serve as a 


warning that the public does not always react as desired 
to public reassurances. 

One plan now being talked about calls for a joint 
labor-management-Government approach toward the end of this 
year. By then, prices will have worked down to as low 
a level as is considered possible under current wagé rates. 
Lower price levels would mean sacrifice liquidation, which 
1S Symptomatic of real economic trouble. 

If, when this reasonable price level is reached, the 
ultimate consumer can be assured that prices had reached 


the bottom, the then prevailing shortages will set off a 
considerable buying wave. 





In the interim, the domestic stalemate due to price 
developments is strongly reflected in world trade. 

British industry, which has made a major effort to 
reestablish its foreign trade has found its export market 
drying up. Until recently world scarcities have operated 
in favor of British trade. Also, the British have 
benefited by the fact that while there has been a world 
Shortage of dollar exchange, the trading position of 
countries on the basis of the pound sterling was in 
much better shape. 

However,British prices have been considerably higher than 
those of U. S. competitive items, and the world market 
has adopted a wait-and-see attitude, preferring to hold 
off purchasing until some price adjustment is made. 


EFFECTS OF U. S. STOCKPILING ANALYZED... 


Government role as a stabilizing force in the raw 
material market is shown through developments in the tin 
market. 

Major deduction from these developments is that while 
Government buying can ward off a market glut, purchasing 
on Government account cannot in itself sustain peak output 
of the material. 

During the past months, Government stockpile purchase 
of tin has increased sharply, but industrial usage of tin 
has been lagging about 14% behind average 1948 comsumptién. 

Result has been that imports of tin have dropped 
considerably but industrial stocks remain virtually 
unchanged. Government buying has not been nearly large 
enough to make up for the drop in industrial use. 


ELECTRIC UTILITIES ARE OPTIMISTIC... 

While there is no indication of the extent of the 
adjustment period—or whether it might best be termed 4 
recession, disinflation, or depression—one important 
segment of the industrial economy is not anticipating the 
developments will be of long duration. Department of 
Commerce has issued a survey of the electric utility 
industry's expansion plans, which are highly optimistic. 

According to this survey, the 6 million kilowatts of 
additional capacity which the utilities, both public 
and private, plan to install in each of the next three 
years compare with a little over 4 million kilowatts 
installed in 1948, which was already above any previous 
year. Even this 3-year expansion program will not exhaust 
the backlog of requirements. 

The long-term growth trend in electric power consumption 
under conditions of relatively full employment is estimated 
to be 5% or 6% per year. The actual increase in consumption 
since 1946 has been much more than this normal growth 
because of the extraordinarily high rate of acquisition 
of household appliances and catching up with deferred 
demand. 

The study also shows that electric power consumption— 
particularly residential consumption—is relatively 
insensitive to cyclical downturns. This is an additional 
factor influencing current investment programs. 











PURCHASING 














Ad 


forgi 





PITTSBURGH, 





DESIGNERS AND BUILDERS OF COMPLETE STEEL PLANTS 


MESTA MACHINE COMPANY 


b, steel pressure 
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Crate - Carload - Carton 


ship Katy 





You'll find Katy’s versatile freight organiza- SOOOSOSHOHSSSOOHSSSOSOOOSSOOESOOEE®S 


tion renders the same safe, swift, precision 
freight service to all types of consignments 
regardless of size. 


Hundreds of New Cars ...new gondola, 
hopper and box cars for added capac- 


en 
; 
= ity, service and dependability via Katy! 
: : : i. Automatic Block Signals precision-con- 
Right down the line, Katy’s manpower, 
motive power and mechanical facilities com- P- 


bine to give you more for your money, on the 
Southwest’s Main Supply Line. 


trol the movements of Katy's freight 
fleet to suit your every shipping need. 


New 115-Pound Rail... mile after mile 
of improved-design, heavy-duty rail — 
along smooth roadbeds “manicured” to 
For dependable, careful, time-saving service to perfection. 


and from the Southwest...ship KATY! 


the 


KATY RAILROAD 


>< 


“a 


a 
— 





NATURAL route ¥ SOUTHWEST 309 
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THE COLLIE was originally used for 










herding sheep. Queen Victoria’s admi- 
ration for the breed encouraged devel- 
opment of the modern collie which is 
much larger than its ancestors. 





Take 


XPERIENCED BUYERS know there 
is extra assurance in buying boxes 
with a pedigree. 

That’s why P. Ballantine & Sons rely 
on Union boxes to carry great quan- 
tities of their famous beer and ale from 
brewery to dealers’ shelves. 

Many other makers of national brand 
merchandise know the Union shield 
on a box means it is made by the leader 
in Kraft packaging, operating five of 
the world’s largest paper machines in 





Dependable Packaging 
Since 1872 
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No Chances— 


Buy Boxes By Their Pedigree 







CERTIFICATE 
OF BOX MAKER 
THIS BOX CONFORMS TO ALL 
CONSTRUCTION REQUIRE: 
O MENTS OF CONSOLIDATED 

FREIGHT CLASSIFICATION 


7 BURSTING LBS. PER 
1 wre ae 
SIZE 
LIMIT 75 INCHES 


writ OD 18s 














a completely integrated pulp-to-con- 
tainer plant. Linked with this great 
plant are tremendous forest resources 
and four modern box plants—and one 
management with one high standard 
of quality control supervises every- 
thing from timber to finished box. 


That is why makers of many national 
brand products know that Union cor- 
rugated boxes give extra assurance of 
consistent quality, consistent service 
and fair price. 


UNION Corrugated Containers 


UNION BAG & Paper Corporation 


Principal Offices: WOOLWORTH BLDG., NEW YORK 7, N. Y. 
Corrugated Container Plants: SAVANNAH, GEORGIA * CHICAGO, ILLINOIS + TRENTON, NEW JERSEY 


This Simple Test 
Shows Exactly How 


me DONCAVE SIDE. 


(U.S. Patent No. 1813698) 


Saves You Money! 


Pick up any V-belt having the ordinary straight 
sides and bend the belt. Three things will happen, 
right before your eyes. 


(1) The top of the belt is under tension and grows 
narrower. (2) The body, under compression, becomes 
wider. (3) The sides of the belt bulge out. (Figures 1 
and 1-A, below.) 


Straight-Sided V-Bele How Straight-Sided 


V-Belt Bulges in 
Sheave-Groove 


This bulging of the straight-sided V-belt in its 
sheave-groove costs you money in two ways—(1) The 
bulge causes uneven sidewall wear—shorter life! (2) 
The bulging side cannot evenly grip the wall of the 


sheave groove—a loss in transmission efficiency! 


In figures 2 and 2-A, you see how the precisely 
engineered concave side of the Gates Vulco Rope ex- 


actly corrects this bulging. 
No Side Bulge. 


Gates Vulco Rope Precise Fit 12 
with Concave Side Sheave-Groove. 


Two distinct savings result. (1) The Gates Vulco 
Rope wears evenly—tonger life! (2) The entire side-wall 
grips the pulley—carries heavier loads and sudden load 
increases without slippage:—saves belts and also saves 
power! 


GATE 


VULCO 
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corr DRIVES 


IN ALL INDUSTRIAL CENTERS 


The Mark of SPECIALIZED Research 





The Concave Side is 


MORE IMPORTANT NOW 
Than Ever Before 


Because the sides of a V-Belt are what actually 
drive the pulley, it is clear that any increased load on 
the belt means a heavier load that must be transmitted 
to the pulley directly through the belt’s sidewalls. 


Now that Gates SPECIALIZED Research has 
made available to you SUPER Vulco Ropes—carrying 
fully 40% higher horsepower ratings—the life-prolong- 
ing Concave Side is naturally more important in conserv- 
ing belt life today than ever before. 








THE GATES RUBBER COMPANY 
DENVER, U.S.A. 
The World’s Largest Makers of V-Belts 
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Rod Locked 


Unique feoture of Thomas Varidraulic Drive design is this valve rod 
assembly, which permits removal and replacement of rods without dis- 
assembly of entire unit. One Truarc ring holds three rods, by engaging 
grooved recesses provided on one side only of each rod. When rotated 


180°, rods act like cams...spread the ring...permit their easy removal. 
Ends of replacement rods are tapered for easy re-assembly. This design 
saves an average of 10 man hours of disassembly and assembly time, and 
eliminates the costly delay of returning the unit to the factory for repair, 


Use of 8 Waldes Truarc Retaining Rings in the Vari- 
draulic Drive results in an estimated production saving 
of $12.00 per unit, reports Thomas Hydraulic Speed 
Controls, Inc., of Wichita, Kansas. 

Savings in production materials and time, plus 
simplification of repair procedure with Waldes Truarc 
Retaining Rings tell only part of the story for Thomas 
Hydraulic. In their own words: ‘Considerably less skill 
is required in numerous machining operations and at 
assembly of the drive than would have been required 
if the design did not use Truarc rings. 

‘Our use of Truarc rings has contributed substan- 


tially to a more economical design that permits sound 
sales pricing. Easier maintenance also provides an 
additional sales point."’ 

Truarc can cut costs and improve your product, too. 
Wherever you use machined collars, nuts, bolts, snap 
rings, cotter pins—there’s a Truarc ring that does a 
better job of holding parts together. Waldes Truarc 
Retaining Rings are precision-engineered, easy to 
assemble and dis-assemble. Only Truarc stays circular 
always, to give you a never-failing grip. Send us your 
drawings. Waldes Truarc engineers will be glad to 
show you how Truarc can help you 


Cee ee ee ee 




















REG,U. S PAT. OFF. 


RETAINING RINGS 


WALDES KOHINOOR, INC., LONG ISLAND CITY 1, NEW YORK 


WALDES TRUARC RETAINING RINGS ARE PROTECTED BY U.S. PATS. 2,302,948, 2,026,454; 2,416,852 AND OTHER PATS. PEND 





Business Address. 





City. Zone. State. 








7 


Waldes Kohinoor, Inc., 47-16 Austel Place 7 = 
i Long Island City 1, N. Y. | 
a Please send 28-page Data Book on Waldes T 1 

- a OK on es Tuare 
> WALDES sama | 
¥ . Name I 
2H ! 
) Title | 
| J L Company 1 
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FOOTE BROS 
igtaimenia 





lygrade enclased gear drives 


This famous line of worm gear drives has been newly 
engineered to offer the maximum in heavy-duty 
service and rugged dependability. These units now 
possess greater overhung load capacities. 

Advanced methods in manufacture make possible 
new refinements in both worm and gear which assure 
extreme precision in the development of mating 
surfaces with a flawless finish. This gives longer life, 
smoother operation, quieter service. 


Hygrade Horizontal Drive 


F COTESBRO S. 









Hygrade Drives are available in both horizontal and 
vertical types. Single reduction ratios up to 71 to 1, 
capacities up to 125 h.p. Double reduction (helical- 
worm and double-worm) with ratios from 50 to 1 up 
to approximately 4000 to 1, capacities up to 50 h.p. 


AVAILABLE FROM STOCK 


Foote Bros. Hygrade Drives in more popular sizes and 
ratios are available from stock. Write for information. 


Hypower Drives bring 
new compactness in 
design, lower original 
cost, lower operating 
cost, through increased 
thermal capacity. 


Hygrade 
Vertical 
Drives. 


























Hygrade Top Hat Drives 
have wider bearing span 
in the unit, per- 
mitting greater 
unsupported loads. 












Maxi-Power Helical Gear 
Drives, available in single, 
double and triple reductions. 


Agitator Drives 
combining helical 
and worm gearing. 


Straight Line Drives. 
Designed for long life 
and quiet operation. 
Large overhung 

load capacities 








Foote Bros. Gear and Machine Corporation 
Dept.PG,4545 South Western Boulevard 
Chicago 9, Illinois 


Gentlemen: 
Please send me information on drives checked below. 


© Hygrade Enclosed Worm Gear Drives 








Bellen Power Tea ooion 


Thiwugh Collec Lear 


FOOTE BROS. GEAR AND seve hone CORPORATION 
4545 South Western Boulevard, Chicago 9, Illinois 
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O Hypower Enclosed Worm Gear Drives 

© Maxi-Power Enclosed Helical Gear Drives 
© Agitator Drives 

© Straight Line Enclosed Gear Drives 
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FIRST name 


LYON METAL PRODUCTS, INCORPORATED 


General Offices: 733 Monroe Avenue, Aurora, Illinois * Branches and Dealers in All Principal Cities 
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PARTIAL LIST OF LYON PRODUCTS 


Filing xt ts e Storage Cabinets onveyors ® 
e Benc xes @ 
. . 
. . 
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eee and increase tool 
life from 100 to 400 
holes per grind 


When a motor truck company 
changed to this C@veland High 
Speed Adjustable Reamer, they 
reported an increase in tool life 
from 100 to 400 holes per grind. 
And they eliminated a succeeding 
hand reaming operation which had 
been necessary to produce the required finish. So 
Choeland High Speed Adjustable Reamers have 
many advantages. They are rigid... strong... quickly 
adjusted ... accurate... economical. Ask our nearest 


Stockroom for full information, or... 


Telephone Your Industrial Supply Distributor 


THE CLEVELAND TWIST DRILL CO. 


1242 East 49th Street . Cleveland 14, Ohio 
Stockrooms: New York 7 + Detroit 2 + Chicage 6 + Dallas 1 + San Francisce 5 + Los Angeles 11 
E. P. Barres, Ltd, Londen W. 3, England 


 . 
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ASK YOUR INDUSTRIAL SUPPLY DISTRIBUTOR FOR THESE AND OTHER CGveland TOOLS 


WAL 
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DISTRIBUTORS EVERYWHERE 
are ready to serve you! 

























Consider this MIGRO suggestion 


Modernizing for economy ? 








Many an older machine springs back to new life... 
giving increased production and savings in oper- 

\ ating costs by the installation of MICRO precision 
switches to make it automatic, to limit operation, 


to provide electrical interlocks or safety features. 


The new up-to-date features so noticeable on new 
equipment that make management question the 
ability of the old are often yours by applying a bit 
of ingenuity— and one or more MICRO precision 
switches. 


oe 





for rehabilitating present equipment! 


















When modernizing your equipment, economy 
suggests that you have your plant men investigate 
how MICRO precision switches can put new life 
and new productivity into the equipment you als 
ready have! 


For experienced aid in the use of MICRO precision 
switches, write MICRO SWITCH, Freeport, Illi- 
nois. Branch offices: Chicago, New York, Boston, 
Cleveland, Los Angeles. Sales Representatives: 
Portland, St. Louis, Dallas, Toronto. 










Used to make equipment 
AUTOMATIC...for LIMIT CONTROL... for SAFETY 
»»- for ELECTRICAL INTERLOCKS 


ott te 


MICRO...first name in precision switches 


Jury, 1949 


Want Additional Product Information? See Page 19. 77 











WIREBOUND BOXES and CRATES 
WOODEN BOXES and CRATES 
CORRUGATED FIBRE BOXES 
BEVERAGE CASES 

STARCH TRAYS 

PALLETS 


RATHBORNE, HAIR AND RIDGWAY COMPANY 


ewe St 2ist PLACE + CHICAGO 8, ILLINOTS 
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The SUPERSTRONG box or crate for’ 


your product is on our designer's table. 
SUPERSTRONG engineering and 
production ‘‘know-how'’—based on 
nearly a century of experience — can 
create the type and size of shipping 
container that gives you greater over- 
all economy through efficient con- 
struction, reduced space requirements, 
less shipping damage. 
No obligation—just an opportunity | 
to let us give you all details. 




















So much protection 
for so little money 


4 
... Od BRASS 
helos make it possit 
fas make it possible 

In less than a decade, the production of indicating, record- 

ing and control instruments has been doubled—and then 

; redoubled. Why? Because industry has learned that it 
costs so little and saves so much to know the pressure in 
an oxygen tank—the temperature in a brick kiln—or to 
record the cycle of a heat treating furnace. 

Take, for instance, the pressure gauge illustrated: Care- 
oF fully engineered, made of highest quality materials and 
e. assembled with precision workmanship—this gauge can 
d be bought, in quantity, for less than the price of a carton 
we of cigarettes! To make it, United States Gauge uses ten 
= Anaconda Alloys. Each is of the composition, form, tem- 
'g j per and finish most suitable for the purpose. Each con- 
6 tributes its share to a longer service life because of its du- 
4 rability, and its resistance to wear, fatigue and corrosion. 
“e 

Little wonder that so many instrument makers depend 
ty i on Brass... with so much of it from the mills of The 


American Brass Company. aei2t 





Anafliwon THE AMERICAN BRASS COMPANY 
i General Offices: Waterbury 88, Connecticut 


/rcacondlda COPPER & COPPER ALLOYS 





Lvety Merchant believes in tte open door policy... 








Glynn-Johnson furthers it by using 
EXTRUDED BRONZE SHAPES 


The experience of Glynn-Johnson Corp. (Chicago) in improving its 
product while simplifying production should be interesting to manu- 
facturers who must keep down costs without sacrificing quality. 

These Concealed Overhead Door Holders provide a safe, smooth, 
“hold-open” and “shock-absorbing” control for glass doors. Glynn- 
Johnson reports that the use of extruded architectural bronze shapes 
has reduced machining time and speeded up finishing operations. Other 
results: Seven simplified Anaconda Extruded and Drawn Shapes are 
now the principal components. Bronze makes a better product, com- 
bining architectural beauty, adequate strength and maximum dura- 
bility. The smooth operation that is built in, stays in. 





The Anaconda Extruded and Drawn Shapes illustrated at the right 
are wrought metal...tough, strong, dense-grained, smooth-surfaced 
and easy to machine. Special shapes, extruded, drawn or rolled, are 
available in copper, brass, bronze and special copper alloys—in an 
almost limitless variety of cross-sections for an almost limitless num- 


ber of applications. We’ll be glad to tell you more about them. Shapes used by Glynn-Johnson, slightly less than full si 


THE AMERICAN BRASS COMPANY © General Offices: Waterbury 88, Connecticut 
Subsidiary of Anaconda Copper Mining Company 


In Canada: Anaconpba American Brass, Lrp., New Toronto, Ont. a? oe 4 7 f, | 


COPPER & COPPER ALLC 








CURTIS air CYLINDERS 


Increase Plant Efficiency— Decrease Production Costs 











; : Curtis Pneumatic Machinery Division of Curtis Mfg. Co. 
! hal ; . 1908 Kienlen Ave., St. Louis 20, Mo. 
van full si 4 3 





I am interested only in items checked below: 
[] Air Hoists Name 


v " [] Air Cylinders Firm 
PNEUMATIC MACHINERY DIVISION | 5 Aic Compressors Street 
of Curtis Manufacturing Company 
1908 Kienlen Avenue, Saint Louis 20, Missouri 
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EXACTLY AS YOU WANT IT! 


Motors by G. E. 


Whether you need a 5-hp motor for your plant or a 1/100-hp 
motor for your product, Graybar can provide the best one for 
the job. We distribute G-E motors, of which there are more in 
use than any other kind. That's because—AC or DC, general- 
or special-purpose—they deliver the power you want, smooth- 
ly and steadily. G-E “Tri-Clad” motors have extra protection 
against physical damage, electrical breakdown, and operat- 
ing wear. 


Magic Contols 


Yes, they work almost like magic! There are proper G-E con- 
trols, distributed by Graybar, for making any motor obey 
your bidding. Even the smallest hand starter has a toggle 
that flips to mid-position, automatically shutting off the motor 
in case of overload. Magnetic starters, for remote or automatic 
control, are available in a range of types. Electronic 
“wizards” such as the Amplidyne can be supplied for 
special needs. 


POWER SPECIALISTS 


At principal Graybar locations, there are Power Apparatus 
Specialists who are expert in selecting and applying the right 
motors and controls for specific tasks. The nearest Specialist 
can help you or your electrical contractor, too, in planning the 
best use of transformers, switchgear, circuit breakers, capaci- 
tors, and other equipment for intra-plant power distribution. 


Available Now! 


You can get prompt delivery of motors and a range of con- 
trols from stocks at a near-by Graybar warehouse. Your 
Graybar Representative can supply full information about 
them as well as myriad items for lighting, wiring, com- 
munication, and ventilation. Graybar Electric Company, 
Inc. Executive offices: Graybar Building, N. Y. 17, N. Y. 
4963 


IN OVER 100 PRINCIPAL CITIES 
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ELECTRIC 
* maf HOISTS 


UP TO 10-TON CAPACITY... 


in a wide range of speeds, lifts, mountings 


= 
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=m —_ - — 
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IMPROVED IN 
Safety 


> . =_ 


Efficiency 


Your nearby Wright Distributor \ Rugg edn ess 


or Wright District Office 

can supply you with complete Ad a2Ze 
information about the line i yt b F t 

of Speedway Electric Hoists. 41aa a J 1 y 
Ask for your copy of folder DH-65. 


If you prefer, write to 
the factory at York, Penn. 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, Philadelphia, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


WRIGHT HOIST DIVISION 
AMERICAN CHAIN & CABLE 


In Business for Your Safety 
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Better Sales Information 


for Better Purchasing 


N a buyers’ market like the present, business volume is determined not by 

sales quotas, but by customers’ buying policies at every stage of distribution. 
The manufacturer must depend on his sales department for this information. 
In too many instances, the information he has to work with is too little and 
too late. 


The present wave of sharp readjustments in the way of production cutbacks 
and inventory reduction is eloquent testimony of this fact. It is a belated 
adjustment, and therefore its impact — both physical and psychological — is 
more severe than would otherwise have been the case. Among its effects is 


the serious disruption of purchasing schedules and _ policies. 


When jobbers’ inventories, for example, are cut down from 60 to 30 days’ 
supply or less, a whole month’s production is lost. That happened in the last 
quarter of 1948, not yesterday. An alert sales force, with a watchful eye on 
the jobbers’ shelves, could have seen it coming, rather than waiting until the 
customer starts to pick up small fill-in quantities in his own truck instead of 
placing the usual stock orders. The distribution policy in some industries, 
such as household appliances, which has approached a consignment basis, has 
aggravated the situation rather than recognizing and facing the essential facts. 


There is bound to be a lag in the reflection of end-demand back to the 
manufacturing level, and purchasing gets into this picture at the tail end of 
the sequence. This can never be wholly eliminated, but the lag is greater than 
it needs to be. The techniques of market research and analysis have been 
notably successful and accurate in many areas of distribution problems. It 
would be of tremendous advantage to management and to purchasing if those 
techniques were directed toward shortening the lag of inventory information. 


A great deal can still be accomplished in meeting the present situation. 
Looking ahead, it is likely that there will be a reversal of the current trend 
some time before the end of this year, and another adjustment of production 
and purchasing policies will then be in order. This generalization should be 
translated from guesstimate to specific knowledge in every individual company 


as early as possible. Sales departments should be alerted now to detect and 
report the trend. 
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®@ No change in standard case Cases of HANDY-Pack car- 
riage, machine or log bolts 
® No change in case quantities can be ordered and de- 
livered in carload or less 


® No change in bolt quality than carload lots. 





® No change in carton size 
@ No change in carton quantities ©" "hread corriage and 


at ee machine bolts have nuts 
| ® No change at all in customer's —*ttoched os always. 
! regular method of ordering 





roof — a 


Write 
for circular NOW... 


describing Handy- for the first time 
Pack advantages 


in detail. 


Specify 


oe 
Handy-Packs in eee | BUFFALO BOLT COMPANY 


all your orders... North Tonawanda, N. Y. 
starting today! 


Sales Offices in Principal cities. Export Sales Office: Buffalo International Corp. 
50 Church Street, New York City 


LL ee LS TT = PRODUCERS OF CIRCLE ® PRODUCTS —BOLTS * NUTS « RIVETS AND SPECIAL FASTENERS 
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A brief summary of outstanding features 
of timely interest and importance in this 





issue, to conserve the time of busy readers 


Evidence and symbol of the return of 
competition in American business is the 
return of the salesman to the buyer’s 
door. In the Buyers’ Market the emphasis 
in purchasing responsibility has changed 

from expediting to selection, search to 
research, for greatest ultimate economy 
and value. With the great diversity of products and 
materials to be considered, one of the chief problems of 
the purchasing agent is to know where to start in ap- 
proaching this new responsibility. Turn to page 94 
for some practical suggestions that make this problem 
less formidable and aid in accomplishing the maximum 
results. Effectiveness of purchasing performance is not 
judged on the initial transaction. The repetitive re- 
quirement—the salesman’s second call—tells the story 
of proficient buying. 





Significance of the Hoover Report on governmental pur- 

chasing goes deeper than organization and procedure i in 
the procurement agencies. ‘A keen analysis, appearing 
on page 116, points out the basic flaws in personnel 
policies and conflicts of jurisdiction that militate against 
efficient buying throughout the governmental structure 
at all levels. 


The principle of Renegotiation is again introduced in 
governmental contracts and is a mandatory feature of 
purchase contracts issued by companies doing business 
on military requirements. On page 121, the officer in 
charge of this policy outlines the factors that will be 
considered in appraising cost calculations. 


So much interest has been expressed con- 
cerning the Purchasing Department Manual 
described our May issue, that we are 
presenting (page 99) the complete text 
of this highly effective tool of depart- 
mental administration. In this authentic 
and unabridged presentation, every pur- 
chasing executive will find a valuable source material 
for reference and adaptation to his own problems and 
a guide to putting the essential features into a useful 
form for consistent policy throughout the department 
and the organization. 





Transportation cost and service loom increasingly im- 
portant in every purchasing program. A development 
that may help to ease the buyer’s burden in dealing with 
l.c.l. shipments and deliveries is the service offered by 
nation-wide freight forwarding companies, described on 
page 108. 
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This month’s Guest Editorial (page 89) is contributed 
by the Vice President of District No. 3, N.A.P.A. It 
deals with the timely topic of purchasing ethics under 
today’s changing business conditions. 


Extensive changes have recently been completed in the 
Purchasing Office layout and procedural detail at the 
surroughs Adding Machine Company, for improved 
buying practice. A comprehensive report of the 
changes, with illustrations of offices and forms, is given 
in the article on page 110. 


You may be surprised to learn how many 
industrial control instruments and devices 
of everyday living depend on the use of 
Permanent Magnets. The article on page 
137 reports on recent progress in the de- 
velopment of improved magnetic materials 
and alloys having diversified properties 
and applications for more effective use of this funda- 
mental scientific principle. With increasing technical 
knowledge and better materials to work with, further 
useful developments are expected. Keep up to date on 
this basic field. 





Are today’s Price Levels firmly held, or is a further 
adjustment being effected indirectly? The whole ques- 
tion of stability, confidence, and business recovery is 
bound up in the answer. The survey of purchasing 
opinion this month is directed toward clarifying the 
real situation, by asking the men who are in the best 
position to know. Turn to the insert on page 97 for 
the summary of replies, and compare your own opinion 
with what other purchasing men have to say. 


Inventory Policies are receiving the serious attention of 
management today. Who should have the final decision 
on inventory quantities. Purchasing, says T. W. Esta- 
brook, on page 90, and he tells why. 


It is getting fashionable to sneer at the validity of opinion 
polls, but in Closing Our Minds to outside viewpoints we 
only harm ourselves. Turn to page 141 for a prominent 
purchasing man’s testimony. 


Are you making full use of these monthly departmental 
features compiled especially to keep you informed on 
recent industrial developments? A selected list of new 
Trade Bulletins and Catalogs that are yours for the ask- 
ing (page 12) and the illustrated summary of New 
Products and Ideas (page 150) will help you keep abreast 
of industrial progress. 
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Your Steel Inventory 


During the past period, steel users naturally 
have been most interested in getting the steel 
they needed without too much emphasis on 
quality. Inventories were built up as much as 
possible because of excessive demand and un- 
certain supply. 

Now, the time has come when industry can 
begin to streamline inventories and can place 
more emphasis on quality. While a few prod- 
ucts remain on the critical list, a balance be- 
tween supply and demand has been reached 
for most steels. Under these conditions, yester- 
day’s “normal” inventory may loom large and 
steels of doubtful ancestry may prove a liability. 

We are glad to be in a position again to 


recommend that you keep your inventory at a 


practical working level and use our warehouse 
stocks as your inventory reserve. The many 
Ryerson Steel-Service Plants throughout the 
country are particularly well equipped to help 
you keep your inventory streamlined. Carbon, 
alloy and stainless steels in thousands of anal- 
yses, shapes and sizes are ready for quick 
shipment—and their uniform high quality is 
assured by our Ryerson Certified Steel Plan. 

So don’t let changes in market conditions or 
product design catch you with high inventories. 
As warehouse stocks improve we suggest that 
you extend a conservative buying policy over 
an increasing range of your steel requirements 
and keep in touch with us for your current 
needs. 


PRINCIPAL PRODUCTS 


BARS—carbon & alloy, 
hot rolled & cold finished 


SHAFTING — cold finished, 
ground & polished, etc. 


STRUCTURALS — channels, 


angles, beams, etc. 


RYERSON STEEL 


JOSEPH T. RYERSON & SON, INC. PLANTS AT: NEW YORK 


PLATES —sheared & U. M., 
Inland 4-Way Floor Plate 

SHEETS —hot & cold rolled, 
many types & coatings 

TUBING — seamless & welded, 
mechanical & boiler tubes 


STAINLESS —Allegheny 
bars, plates, sheets, etc. 


REINFORCING —bars 
and accessories 


MACHINERY & TOOLS—for 
metal fabrication 





BOSTON ¢ PHILADELPHIA ¢ DETROIT © CINCINNATI 


CLEVELAND + PITTSBURGH + BUFFALO * CHICAGO «+ MILWAUKEE « ST. LOUIS * LOS ANGELES ¢ SAN FRANCISCO 
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VERYONE concerned with pur- 

chasing has been wondering for 
a long time when all of the various 
indices used as indicators of busi- 
ness conditions and prices would 
reach their peak and either level off 
or begin to decline. That time has 
since arrived for many items, and 
along with that a clear picture of that 
proverbial saying, ““The worm. has 
turned,” presents itself. Vendor 
representatives who hadn’t shown 
themselves for quite a while are out 
making calls again, and those con- 
cerns who had a supply problem but 
continued to make calls are endeav- 
oring to do an even better job. All 
of these signs plus the freeing up of 
practically all items even to the ex- 
tent of an oversupply in some lines 








Purchasing Ethics in a 
Buyers Market 


@ By Lyall C. Stilp 


indicate that the individual con- 
cerned with purchasing is now in a 
buyer's market. 

With this change, the question of 
purchasing ethics naturally arises. 
Should the buyer make it clear be- 
yond all doubt that “the shoe is on 
the other foot” and play the game 
for all it is worth, or should a mod- 
erated effect be applied to the 
changeover? The answer to this 
question is not a simple one. If a 
buyer was established with the right 
type of vendor and the feeling of 
mutual confidence and understand- 
ing is one accumulated over many 
years of good business relations, the 
situation we find today is one that 
both parties to a transaction are 
>) 


(Please turn to page 27 





Lyall Stilp is General Purchasing Agent of the Kimberly- some 200 miles. He served as 





of the Milwaukee 





Clark Corporation, Neenah, Wisconsin, directing procurement 
activities for the company’s far-flung operations in Wisconsin, 
New York State, Tennessee, and Canadian plants and for the 
extensive woodlands developments in Canada. He is well 
equipped for this responsibility, having thirty-four years of 
experience with the company, starting as office boy in 1915. 
Within six months he was assigned to the purchasing de- 
partment, and handled every job in the department on his 
way up the ladder. He was named General Purchasing Agent 
in 1937. 

He is an active member of the Milwaukee Association of 
Purchasing Agents and has an almost perfect attendance 
record despite the fact that getting to the meetings and 
participation in committee work involves a round trip of 


Association in 1946-1947, and has just completed a highly 
successful term as National Vice President for District No. 3. 

Mr. Stilp saw active service in World War | as a sergeant 
in the Marine Corps. He assisted in the reorganization of the 
Wisconsin National Guard in 1919, and rose to the rank of Major. 

An able and civic-minded citizen, he has given generously 
of his time and talents to a wide variety of community projects. 
A companionable father, he has been particularly interested in 
working with youth groups, as leader of the Neenah Boys’ 
Brigade and director of the Youth Movement Camp at Onaway 
Island. In the midst of this busy schedule, he has still found 
time for recreation in the great outdoors, and the duck din- 
ners he has sponsored are highlights of the Milwaukee Asso- 
ciation program. 
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Inventory Red 


@ By Thomas W. Estabrook 









uction Policies 





Inventories can get topheavy when production de- 
partments add a factor of safety to their require- 
ments and purchasing adds another factor of safety 
for unexpected demand and procurement delays. 


CCORDING to the majority of 

authorities who are in a posi- 
tion to speak from a factual basis, 
evidence continues to accumulate 
that a slowing down of general in- 
dustrial activity, begun several 
months ago, still continues, and at 
an accelerated rate. Unemployment 
is increasing and more prices are 
being reduced. 

Considering the meager quantity 
of consumer goods which were avail- 
able during the war, displaced as 
they were by the demands for war 
material, and the amount of money 
which had accumulated due to full 
employment and high wages, it is 
not surprising that following the 
transition from war goods to those 
of peacetime a strong market was 
ready and waiting at the close of 
hostilities. Super-optimists to the 
contrary notwithstanding, judgment 
based on sober common-sense indi- 
cated that the recognized orgy of 
post-war civil spending could be no 
more than transitory, and present 
conditions confirm the rightness of 
this opinion. 


90 


The buyer is not only concerned with what he has 

paid for materials, but even more with what those 

materials will be worth at the time they go into the 
manufacturing process. 


Stock requirements are frequently distorted 
by piling cushions upon cushions. 


A single responsibility is essential for any 
effective control of inventory quantities. 


Purchasing is the logical department to carry 
out a realistic stock reduction program. 


It follows that industries which 
are aware of the situation are now 
using whatever means are available 
to them to so cushion further con- 
tinuing changes in the demand-sup- 
ply ratio that their future welfare 
will not be seriously endangered. 

One of these means is by reduc- 
tion of inventories of finished goods, 
raw materials, and manufacturing 
supplies. In all three groups, a con- 
tinued slide in prices means loss on 
present stocks, the products having 
been manufactured in a period when 
the higher costs of acquisition and 
conversion were offset by the higher 
sales price obtainable, the margin of 


profit remaining at a satisfactory 
level. 

This fortunate situation no longer 
exists, and now, with falling sales 
prices, materials bought on the high- 
er price-level must come into a mar- 
ket which does not support a sales 
figure sufficiently large to enable 
the former profit margin to be main- 
tained. In this situation, purchas- 
ing agents must give close atten- 
tion to the reduction of orders to the 
minimum safe coverage, with the 
knowledge that until that point in 
the future when—first, stabilization 
is reached, and either a steady mar- 
ket is in being, or—second, until the 
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normal variations in price are in ef- 
fect, this attitude must continue. By 
this means, an orderly liquidation of 
stocks of high-cost components may 
be made, with a minimum disturb- 
ance to the business concerned. 

Under present and near-future 
conditions, the function of purchas- 
ing occupies a very important posi- 
tion, with greatly increased respon- 
sibilities, and its efforts should be 
along the lines of “‘not-too-much”’ as 
contrasted with “have-plenty-on- 
hand” held by the manufacturing or 
conversion organization. The latter, 
with eyes on the lost income incurred 
by interferences with production 
caused by lack of essential materials 
or apparatus, tends toward the 
maintenance of a very high factor of 
safety as regards supplies in inven- 
tory, and are more or less impatient 
when their stated requirements are 
questioned. 

In many years of purchasing ex- 
perience, through the varying busi- 
ness conditions caused by wars, 
“booms” and depressions, the writer 


examples which point to the loss in- 
curred when “too small’ quantities 
of raw materials, spare parts, and 


operating supplies were kept in 
stock. The trouble with such stated 
instances is that while the effort for 
reduction was put forth in the right 
direction, it went too far, and in so 
doing, got into difficulty. It would 
not have overreached itself had all 
the factors concerned been carefully 
evaluated, the more important of 
these factors being “Expected Use”, 
and “Time to Secure”. 


Purchasing Department Evaluation 


In making requests to purchase, 
the user must know within close 
limits how much of a given material 
he can expect to use over the period 
when new supplies may be ordered, 
shipped and delivered. For the 
“use” factor, information must be 
secured from the scheduling func- 
tion, whose close estimates must in 
turn rest on those of sales, modified 
by the state of manufactured prod- 
ucts already in inventory. This cal- 








The department responsible for having goods on hand when 

needed should also have the responsibility of determining how 

much should be carried in stock and the factual data on which 
to base this decision. 


has never seen a real reduction in 
inventory ordered by the top man- 
agement which has been realized 
when such orders were directed to 
the manufacturing function. Thor- 
oughly familiar with their ground, 
that group can (and will) produce 
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culation involves knowledge of the 
current state of demand and a fore- 
cast of its status in the near future. 
For the factor which, baled down, 
may be read as the important “Time 
to Secure”, the evaluation must 
come from the purchasing depart- 





ment, whose fingers are on the 
strings of supply, and who should 
know more about market conditions 
and availability than anyone else. 

Faced with the necessity of mak- 
ing what amounts to a virtual prom- 
ise to secure the wanted material 
within a time to which it must com- 
mit itself, the purchasing depart- 
ment is in a position like unto the 
small boy who ventures out on thin 
ice—he wants to go out as far from 
the shore as he can, but doesn’t 
want to fall in! And so the purchas- 
ing department (if it is wise) allows 
itself a little leeway—call it factor- 
of-safety. The manufacturing de- 
partment has undoubtedly done the 
same, so the final combination re- 
flects four facts: actual use, and ac- 
tual time-to-secure, and two “cush- 
ions”—the two factors-of-safety used 
by the two departments interested. 

In highly organized institutions, 
the foregoing is a fairly accurate 
picture of the actions taken in a 
campaign to reduce inventory, and 
indeed to the normal course of de- 
termining the items of quantity and 
timing. In other circumstances, of 
less “hew-to-the-line” operation, it 
is far from a true reflection of what 
happens. 


Purchasing Department Responsibility 


In a program of this kind, man- 
agement must realize that a single 
function of the business—preferably 
the purchasing department—must be 
charged with the reduction of inven- 
tory, when such a move is indicated, 
and, that all other functions must co- 
operate with this department. This 
does not mean that they must neces- 
sarily agree with it in toto, but must 
accept the fact that the purchasing 
department has been given the re- 
sponsibility and has assumed the 
risks involved. They must, to the 
limit of their ability, supply the pur- 
chasing department with facts, and 
only facts, without mental or physi- 
cal reservations. Any “cushions” 
entering into the calculation must be 
those introduced by the purchasing 
department ; it is obvious that other- 
wise the quantity ordered would be 
the result of a “cushion upon a 


cushion” ! 


If the purchasing department has 
accepted the job of inventory reduc- 
tion, and gives to the task the con- 
centration and fairmindedness that 
it deserves, the results can only be 
satisfactory ones and will merit the 
confidence of co-workers and the ap- 
proval of top management for a job 
well done. 
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A Stores Catalog System 






that Gives All the Answers 


By Richard M. Rummel 
* 


Photographs by courtesy of United Air Lines 


FEW ago officials of 

United Air Lines stores depart- 
ment made an 8-hour check at one 
of the supply the com- 
pany’s 10,700-mile system. Out of 
87 requests for supplies, ranging 
from engine parts to office material, 
45 could not be issued immediately 
because of non-listings, improper 
listings, out-of-stock and _ other 
reasons, 


years 


rooms on 


Recently a check was remade at 
the same station during a similar 
working day. Out of 171 requests 
only eight could not be filled instant- 
ly. 

[It wasn’t coincidence that results 
of the two spot checks were so vastly 
different. Before the last one, the 
airline had evolved a catalog which 
to all intents and purposes talks. 

Before the war, when the com- 
pany carried less than 20,000 items 
on its stores inventory it could get 
by with a loose cataloging system. 
Storekeepers at individual stations 
memorized important items, becom- 
ing what amounted to “walking cata- 
logs.” It really didn’t matter too 
much if, say, a flashlight was listed 
under as many different 
tions as there were storerooms. 

But now that the company has 
grown to an organization of more 
than 10,000 persons, 145 airplanes 
and a system of skyways which links 
80 cities from Boston to San Diego 
and Honolulu to Vancouver, store- 
keeping has had to keep pace. To- 
day, there are 60,000 items in 
United’s stores inventory. 

Yet, thanks to new methods, the 
60,000 items are easier to keep track 


classifica- 
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“Out of stock” reports virtually eliminated 
by simplified and improved records. 


Identification of stock items standardized 
throughout nationwide stores system. 


Daily revisions are promptly made effective 
from San Francisco headquarters. 





Specimen of a master catalog page used for reproduction on a multigraph 
machine at United’s stores headquarters at the San Francisco maintenance 
base. On the average, 32 of the 2,000 catalog pages must be revised 
daily. Thanks to the new system, this can be accomplished in 42 seconds 


per page. 


of than the 20,000 before the war. 
The key to the new system is at the 
airline’s San Francisco Maintenance 
where the stores catalog is 
printed and kept up-to-date with 
daily revisions. An addressograph 
machine, just the same as those used 
in thousands of business establish- 
ments throughout the country, is the 
heart of the catalog department. 
Each of the 60,000 items has a 
corresponding addressograph plate, 
with code numbers and the descrip- 
tion of the item, which might be any- 


Base 





thing from a piston ring to a baby 
diaper. The plates, which assort the 
items into nine basic classifications, 
indicate the location of the items and 
whether parts can be interchanged 
with other parts. 

Thanks to the plates and the ma- 
chine a new catalog page can be 
printed or an old one revised in 42 
seconds—and the catalog contains 
2,000 pages, an average of 32 of 
which must be revised daily. Un- 
der the old methods, and without 
centralization, it might have taken 
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An addressograph plate showing inventory number, class, part number, 
and description is made up for each of the 60,000 items carried in stores. 
Pertinent stores forms, including the bin label, notice of catalog changes, 
production usage cards, stores requisition cards, and record of disburse- 
ments, are designed for uniform entry of this vital information from the 


master plate. 





Preparing a master page for the stores catalog, which controls supply 
operations throughout the nationwide airline system efficiently and 
economically. The catalog itself, in loose-leaf binders, is shown at the 
right. In the background is the file of 60,000 addressograph plates, 
covering virtually every item in the stores inventory. 


several clerks hours, or even days, 
to search out the necessary informa- 
tion to revise one page. 

The new system “talks” in other 
ways. For example, let’s say it is 
contemplated replacing all R-1830 
( DC-3) engines with another model. 
Operations in Denver wants to 
know immediately how many parts 
from the R-1830 engine can be used 
in engines still in use. The plates 
tell that also—in a few minutes 
stores people can produce page after 
page of the interchangeable parts, 
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from tiny nuts and washers to larger 
components. Listing can also be 
made alphabetically as well as by 
categories. Plates can be, and are, 
used to make bin tags, disbursement 
record cards, recorder cards, and 
usage cards. This uniform method 
of transcribing identifying media is 
one of the corner stones of the cata- 
loging program. 

In fact, stores people are not sure 
themselves of all the ramifications 
and potential side uses of this flex- 
ible new system, The major task of 





bringing order to what formerly was 
a haphazard situation is completed 
and the operation is smoothly func- 
tioning. It now remains only to find 
how many more labor saving func- 
tions can be performed to save time 
and money and create increased 
overall efficiency in this behind-the- 
scenes but vital function of a major 
airline. 

Specifically the nine basic classes 

-which constitute the framework 
for the whole method—are: air- 
frame parts, engines and parts, 
propellers and maintenance parts, 
instruments and parts, radio and 
electrical, aircraft and engine ac- 
cessories, aircraft fittings and hard- 
ware, raw stock and _ upholstery 
supplies, and general supplies. Sub- 
classes follow in these classifica- 
tions. 

Attention has been drawn to the 
need for parts classification in avia- 
tion on a national scale through the 
recent Hoover report on the coun- 
try’s defense needs. It was brought 
out in the report, for example, that 
one type of aircraft bearing was, 
carried in various governmental 
listings under well over 260 differ- 
ent classifications. 

United’s catalog department has 
been visited by representatives of 
other airlines, both in this country 
and abroad, and by officials of other 
types of transportation as well as 
executives of other businesses. 

Explaining United’s system in de- 
tail, E. M. Gordon, stores manager 
at the Maintenance Base, declared : 

“Our first responsibility as a 
Stores Organization is to keep our 
inventories at an economical level 
within a safe operational margin. 
In order to keep our inventory at 
an economical level, we must have 
uniform system-wide identification 
and uniform system-wide classifica- 
tion, this identification and classi- 
fication reflected by a concise list- 
ing or catalog. Each using depart- 
ment may then quickly and easily 
identify those items which they need 
to keep the various phases of our 
operation running smoothly. 

“Tt is not enough merely to have 
an item on the stock room shelf. 
That item is of little value to us un- 
less it can be identified and quickly 
located when needed. 

“The airline industry is spread 
over a wide area. The parts that out- 
lying points need to keep aircraft 
flying and the rest of the organiza- 
tion functioning must be stored at 
strategic points and these points 
must able to supply the needs as 
they arise.” 
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Rings Twice 


By Stuart F. Heinritz 
a 


- is perfectly obvious to anyone 
engaged in purchasing, whether 
for a manufacturing industry, a serv- 
ice industry, a merchandising enter- 
prise, or for the maintenance and 
operation of a school or university, 
that the conditions under which he 
is called upon to do his job have 
changed radically within the past 
year. 
Someone has suggested that if 
Eugene O'Neill had not been so pre- 
occupied with the character of the 
iceman in his recent play, he might 
have found an important and timely 
theme in “Lo, the Salesman Com- 
eth”. For our genial friends, the 
salesmen, after a ten-year vacation 
from any selling effort 
through the war and postwar per- 
iods, have once more taken to the 
road with their bag of samples and 
their bag of tricks. They are beat- 
ing a path to the buyer’s door. They 
are knocking at that door, and some- 
times subtly knocking their competi- 
tors. They are armed with argu- 
ments rather than alibis. They are 
no longer condescending to put your 


serious 


name on a list for some vague future 
consideration, with price prevailing 
at time of shipment—if, as, and 
when. They are doing their very 
best to get their name on your list; 
they are asking for the order—now. 

Has the return of business com- 
petition changed the purchasing job 
and responsibility? Fundamentally, 
the answer to this question is “No”. 
The American system is the com- 
petitive system. In the broad sense, 
today’s conditions represent the 
normal competitive conditions to 
which purchasing, as well as sales 
and production, should be geared. 
To many far-sighted purchasing 
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The Salesman Always 






Competition has returned to the American 


business scene. 


Where and how to start in developing the 
know-how essential to good buying. 


Selecting the right supplier for strong and 
lasting business relationships. 


agents, particularly those whose ex- 
perience in buying goes back a doz- 
en years or more to the prewar com- 
petitive markets, it is a time when 
purchasing is actually permitted to 
function in its proper sphere of 
comparison, selection, and carrying 
out a program of planned procure- 
ment. It is a time in which they can 
do a lot of the things for which there 
has been neither time nor oppor- 
tunity during the past several years 

to provide an adequate, unhurried, 
economical service of supply ; to con- 
tribute to the reduction of operating 
costs, and to extend and improve the 
work of their respective institutions 
by stretching departmental budgets. 

But practically, the purchasing 
job has been changed. There are 
bound to be new problems and re- 
sponsibilities as policies are adapted 
to any new set of conditions. At the 
very outset, there is a complete 
change of emphasis. The accent 1s 
no longer exclusively on the second 
syllable—chasing materials it has 
gone back to the first syllable where 
it belongs—purchasing, for the ut- 
most in suitability and value. That 
in itself sets up new standards of 
performance and accomplishment by 
which the purchasing agent will 
judge his own work and by which 
he will be judged. 

And along with his new opportu- 
nities come new hazards. The very 
act of selection implies the respon- 
sibility of making the right selection. 
He is suddenly faced with the neces- 
sity for exercising cautious judg- 
ment. He is gratified by securing a 


Keynote address at the 28th annual conven- 
tion of the National Association of Educa- 
tional Buvers, Boston, May 12, 1949. 


better price on certain items, but 
can he be sure that it is the best 
price? Will today’s bargain look as 
good tomorrow? At long last, he 
is able to build up a prudent stock 
of standard items in anticipation of 
future requirements, and he doesn’t 
have to worry about escalation or 
the uncertainties of price at time of 
shipment. But with prices trending 
downward, he must pause to con- 
sider the value of that inventory at 
the time of use’ Can he find some 
safeguard, either in contract terms 
or in his own buying methods, to 
provide the assurance of price pro- 
tection against further declines? 

To complicate his problem, the list 
of purchase requirements usually 
consists of several thousand diver- 
sified items. In making decisions 
and purchases, every one of these 
items must be considered individu- 
ally in terms of quality, suitability, 
service, sources, alternatives, cost, 
market conditions and trends, for 
there is no single yardstick or for- 
mula that is applicable to all. Even 
in today’s generally declining mar- 
ket, there are important commodi- 
ties and commodity groups that are 
running contrary to the trend and 
call for exceptions to general policy. 


The Problem of Know-How 


Is it possible for any purchasing 
agent to know all that he ought to 
know about all the items he buys? 
If you are pessimistically inclined, 
you might figure out the answer 
something like this. If the buying 
schedule could be evenly distributed 
throughout the year, and if the buy- 
er were able to analyze and master 
the details of five or more products 
every day, he might approach that 
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state of omniscience, in time. Un- 
fortunately, however, few of us have 
either the time or capacity for such 


research. Furthermore, the sched- 
ule is not so conveniently ar- 
ranged. 


On the other hand, we have the 
cheering. evidence of scores of ex- 
ceptionally well informed purchas- 
ing officers, who have qualified them- 
selves to cope with these very prob- 
lems. For the most part, they are 
ordinary folks like the rest of us, 
with no particular claim to genius. 
The better informed they are, the 
less they are inclined to delude 
themselves into thinking that they 
know it all. They pride themselves 
less on their specific factual knowl- 
edge of products and materials than 
on their knowledge of where and 
how to find the answers. Talk with 
them and you will learn that their 
broad information has been acquired 
a little at a time over the years, and 
often by the process of trial and er- 
ror. 

In varying degrees, every one 
who is engaged in purchasing work 
shares in that experience from the 
very nature of the buying responsi- 
bility. Practically every purchasing 
agent | have ever talked with has 
some one deal or negotiation—and 
probable several—of which he is 
justifiably proud, in which his analy- 
sis of the requirement has thorough- 
ly satisfied him that he has selected 
the right product and the right 
source, and has secured the right 
price and maximum value. It is quite 
possible that such a transaction con- 
cerned a special project, or that he 
had made it a purchasing project, 
perhaps for the very reason that he 
knew very little about it at the 
Start. 

There are, of course, many other 
instances in which he feels that his 
performance has fallen short of be- 
ing completely adequate, for any 
one of a number of reasons. Chief 
among these reasons is the lack of 
time for making a thorough study. 
But in the experiences of success 
and satisfaction that are found in 
virtually every purchasing program, 
it seems to me that we can find the 
key to competent, constructive pur- 
chasing. That key is the policy of 
regarding each requirement, so far 
as time and facilities permit, as a 
specific project, and the cumulative 
knowledge of products and buying 
methods acquired through working 
out such a policy. 

There is nothing startingly new 
or original in this observation. Few 
will take exception to it as a state- 
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ment of theory, but there are some 
practical difficulties in putting it in- 
to practice. From conversations 
with a good many purchasing agents 
during the past several months, I 
have found that many who subscribe 
to the idea are troubled by two im- 
portant questions: ‘Where shall I 
start? And how can I best take ad- 
vantage of the new competition ? 


The Second Chance 


sefore attempting to give a direct 
answer to these questions, let us take 
note of two other factors that are in- 
herent in the present situation. 

In the first place, most require- 
ments in any purchasing program 
are repetitive or continuing in na- 
ture. With increasing availability 
and quicker deliveries, it is no long- 
er necessary to commit yourself far 
in advance for the assurance of get- 
ting materials on time. It is, in fact, 
better purchasing practice to reduce 
the extent of forward coverage, and 
to buy on the basis of the more im- 
mediate need. That in itself tends 
to provide the all-important element 
of time to do a better job of buying 
on the second round. Even a couple 
of years ago, it was true that a buy- 
ing opportunity missed might be 
gone forever, forcing the purchasing 
agent to start all over again in his 
search for materials. This is no 
longer the case. 

Secondly, our American way of 
life is not only the way of competi- 
tion, but of the second chance. In 
some industrial systems, the fore- 
man who fails to meet a production 
quota set by the commissar, or the 
engineer whose design falls short of 
expectations, is invited to devote his 
talents for the rest of his days in the 
salt mines. We too have our quotas 
and objectives, but we do not believe 
in any such arbitrary personnel pol- 
icy. We are, rather, inclined to be- 
lieve that the man may have learned 
something from his experience that 
will enable him to do a better job 
next time, and that he is entitled to 
that opportunity. 

We know that in this game of 
buying, the purchasing agent may 
take plenty of strikes, and hit plenty 
of foul balls. But we also know, 
from those experiences of success- 
ful purchasing that have already 
been mentioned, that the competent 
purchasing agent can also make his 
share of hits in the pinch where it 
counts most, and can on occasion 
come through with a grand slam 
home run. 

Now let’s put these two points 
together as they apply to purchasing 





under today’s conditions. To para- 
phrase the title of another best sell- 
er, in the present competitive state 
of business the salesman always 
rings twice. Perhaps he didn’t make 
a sale on his first call, but he too has 
a second chance. It’s how you use 
that second interview—by knowing 
what questions to ask, what infor- 
mation to develop, what terms to 
negotiate—that determines the suc- 
cess of your purchasing operation. 
It may be that the urgency of the 
requirement and the pressure of 
time force you to make an initial 
purchase in routine or perfunctory 
fashion. But when that requirement 
comes up for the second or third 
round, the purchasing agent has an 
opportunity, and a responsibility, for 
better performance. 

We cannot take this responsibility 
lightly. The search for maximum 
value is the purchasing agent’s func~- 
tion; the ability to secure maximum 
value—thorough knowledge of ma- 
terials and markets, objective analy- 
sis and sound judgment, skill in ne- 
gotiation, and the development of 
good relationships with sources of 
supply—is the mark of professional 
competence in buying. Cost saving 
is a basic part of the job. It is the 
particular factor by which purchas- 
ing performance is judged, especial- 
ly in times like the present. 

It is not an easy responsibility. 
But the approach that I have sug- 
gested, of making each decision a 
separate project and building up the 
record of better buying item by item, 
should make it less of an over- 
whelming chore, bringing it within 
the scope of individual capacity and 
making it a part of the normal pur- 
chasing process. 


Where fo Start 
So we come now to those specific 


questions. First, where shall we 
start? 
The first step, promising the 


greatest immediate progress, is to 
take advantage of the information 
that is already available from com- 
petent purchasing sources, where 
comprehensive researches have been 
made and results shared. There is 
a wealth of such information to be 
had for the asking, or merely for 
the listening, at meetings such as 
this. Your own organization has 
made exhaustive studies in the field 
of educational and institutional sup- 
plies. Product exhibits are another 
prolific source of information. Visits 
to other purchasing departments 
provide the opportunity of seemg 
how others are handling certain 
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matters that may now be troubling 
you. Even if you don’t find the 
exact answer that fits your particu- 
lar case, you can give yourself a long 
headstart toward arriving at the an- 
swer and save yourself an immense 
amount of duplicated effort. 

The second step is to be con- 
sciously alert for suggestions as to 
where opportunities for improved 
practice may exist. One of the most 
important of these has already been 
mentioned—your own feeling of dis- 
satisfaction with certain transactions 
in your own experience, where you 
have recognized that a better job 
could have been done, if only you 
had the time to go into it more 
thoroughly. This is one of the sur- 
est indicators of a greater purchas- 
ing potential. Make a note of it at 
the time, so that the second round 
will not find you unprepared for 
anything except a repetition of your 
regrets. The very fact that you have 
made a mental note of it—or better 
still, starting a file folder on the sub- 
ject close at hand in your desk 
drawer, even though the folder may 
be empty to begin with encourages 
and stimulates the accumulation of 
pertinent data in the form of clipped 
advertisements and magazine ar- 
ticles, news items, and direct mail 
pieces that would otherwise be lost 
forever. 

Other suggestions may come from 
a variety of sources. Interviews 
with salesmen can and should be 
directed to exploring the possibili- 
ties of new and better product appli- 
cations and cost reduction. Don't 
discount the salesman’s enthusiasm 
as a valuable asset to the buyer in 
setting these cost-saving and better 
purchasing ideas in motion, even 
though you may have to discount 
his over-optimistic claims by 50% 
or more in the light of cold factual 
analysis. You may still find substan- 
tial benefits by following through on 
his suggestion; it’s getting started 
that counts 

The buyer who is alert rather 
than allergic to ideas and oppor- 
tunities, and is quick to correlate or 
adapt such suggestions to the re- 
quirements of his own purchasing 
program, will have no difficulty in 
lining up enough projects to keep 
himself and his staff fully and con- 
structively occupied. 


Cumulative Savings 


The third step is one of selection, 
for there are probably not enough 
hours in the day, nor enough days 
in the year, to follow all of these 
leads. There are two criteria to 
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help in making this decision—the 
possibilities of cumulative results 
and of quick results. 

Not all of the items on your pur- 
chasing list are of equal significance 
in volume and dollar value. The 
time spent in an exhaustive study 
and analysis of the occasional item, 
or the item of excessively small 
valué, is not exactly wasted. It is 
desirable, of course, to do as good a 
job as possible on every purchase. 

Sut there is a very real danger that 

the cost of this purchasing effort 
may far outweigh any saving that 
may be effected. At best, it diverts 
time that might better be spent on 
items of a repetitive nature, where 
even a relatively small and unspec- 
tacular saving per unit is multiplied 
many times over in the course of a 
year, and in succeeding years. 

Your big volume items may be in 
commissary purchases, or scientific 
equipment, or stationary supplies, or 
janitor supplies, or fuel. Whatever 
the case may be, that is where your 
primary emphasis should be placed, 
for there lies the promise of greatest 
reward. It is quite possible that you 
can serve your school better by mak- 
ing a thorough study of $4 paint 
brushes than of $400 microscopes. 
The $500 duplicating equipment that 
is to be used in turning out thou- 
sands of dollars worth of forms and 
memoranda deserves—and will re- 
pay—far more purchasing attention 
than the $1,000 lawn mower or slide 
projector. 


The Right Supplier 


The fourth step consists of main- 
taining adequate purchase records so 
as to consolidate the knowledge you 
have gained in each transaction and 
put it to work as a permanent part 
of your professional equipment as a 
buyer. The purchasing agent who 
has to tackle each requisition that 
comes to his desk as a totally new 
project, painfully going over the pre- 
liminary steps time and time again, 
is working a whole lot harder than 
necessary, and probably doing a far 
less effective job. At the beginning 
of this discussion reference was 
made to the knowledge that comes 
with experience. It is a fine thing 
to have that knowledge in your head. 
The best way to get it into your 
head is to get it into the record first. 
Meanwhile, you may have to use 
your head for other purposes, work- 
ing on new problems and projects. 

The other question, of particularly 
timely interest, is how we can best 
take advantage of the new competi- 
tive situation among suppliers. The 





obvious answer is to be found in 
price competition, but this is not 
the complete answer. Probably the 
most important advantage lies in 
better selection and the development 
of good supplier relationships. Prices 
tend to seek new and lower levels in 
a highly competitive market. The 
common expression “the market lev- 
el” for any commodity implies a 
reasonable uniformity in this trend. 
It is available to all, and is not the 
sign of any particular purchasing 
skill. But there is no such uniformity 
among suppliers. They are indi- 
viduals. 

There is a good deal of merit in 
the definition of purchasing that 
says that right quality, right price, 
and right service are all contained 
in the selection of the right supplier. 
How can we recognize the right sup- 
plier? The chances are that it will 
take more than mere recognition and 
selection ; it is quite likely that some 
cultivation and education will be re- 
quired on the buyer’s part to arrive 
at the proper standard of rightness. 

Certain basic qualifications, how- 
ever, can be noted. At the outset, 
the right supplier must be competi- 
tive both as to his ability and will- 
ingness to serve. That second point, 
of willingness, is another factor that 
can be judged more clearly at the 
second call. And beyond being com- 
petitive, he should be cooperative. 
The right supplier will make a proj- 
ect of serving the particular need 
of his customer just as it has been 
suggested that the buyer regard each 
purchase as a project. Working 
together toward a common objec- 
tive, they can arrive at the right and 
practical answer for virtually any 
purchasing problem. 

I have already suggested that the 
buyer’s own honest satisfaction is a 
fairly reliable guide to the compe- 
tence of his purchasing performance 
in any given case. Tocarry this one 
step farther, mutual satisfaction and 
mutual profit are the marks of a 
sound relationship between the buy- 
er and the seller. Nothing will kill 
it quicker than to regard competition 
as a matter of price alone, or, as the 
occasion for opportunism on either 
side. Such a sound and mutual re- 
lationship should be a normal ex- 
perience, just as competition is nor- 
mal. And it should be eagerly 
sought and cultivated by buyers and 
sellers alike, for it is the best pos- 
sible assurance of continuing trength 
of supply sources for the buyer and 
the strength of loyal customers for 
the supplier, whatever way the eco- 
nomic tide may turn. 
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| What is the Real Situation on 
INDUSTRIAL PRICES? 


| ‘‘Discount’’ houses are accounting for an increasingly large 
part of sales of merchandise at the consumer level. Despite 

fair trade laws and manufacturers’ policing efforts, home 

appliances, television sets, jewelry, and many other items 

can be bought through some dealers for as much as 25% 

below the listed retail price. In this questionnaire we have 
' asked a cross-section of purchasing executives in all parts of 

the country to what extent, and in what form, a similar price- 

cutting situation exists in regard to goods and materials 

bought at the industrial level. Their combined answers follow: 


@ Do you find a wider spread in quo- “> 
tations than at the beginning of 1949 = 





@ Hove price declines actually gone 

deeper than appears on the surface, 
through trade allowances, elimination of 8 
extras, etc.* 


NOINIdO ONISVWHDUNd — 


Still Too High 





- @ Do you consider that present quo- ~~ 
tations generally are fair, still too high, 
or already too low for a healthy bus- & 

iness condition 























Already Too Low 


es Among the examples offered in response to Question 2 are the NR 
order of frequency: 


Larger or special discounts being allowed. 





‘‘Special’’, ‘‘bonus’’, or tie-in sales offered, where one of the items 

is priced abnormally low. 

Freight charges absorbed. 

Readiness to revise quotations to meet lower prices 
Quantity prices applied to small amounts of goods 

First quality materials offered as seconds, at lower prices. : 
Jobbers giving greater discounts than manufacturers on some 
products. 


> 


xamples in response to Question 3, in order of frequency: 
Manutacturers selling direct, by-passing regular distributors 
‘Black Market'’ operating in reverse 


New products offered through second-hand and scrap dealers. 
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In response to many 


prompted by the article “The Pur- 
chasing Manual as a Purchasing 
Tool” in the May issue, we are 
privileged to present the complete 
text of the J. M. Huber Corpora- 


tion’s “Manual of Purchasing Policy 


and Procedure”. 


requests 


It was compiled 








by E. M. Krech, Director of Pur- 


chases. 
























E. M. Krech (left) discusses a purchase of trucks with Ford Motor 
Company representative J. W. Oppido. 


From the headquarters office at Brooklyn, N. Y., Mr. Krech is in charge of purchasing 


activities for the company’s plants at Brooklyn, Chicago, St. Louis, Bayonne, N. J., Borger, Texas, 


Langley and Graniteville, S. C., and Huber, Georgia, producing carbon biack, oil and gas, kaolin 


clay, and printing inks. 





J M. HUBER Corporation, com- 
* posed of its various operating 
divisions, is both a producer of raw 
materials and a manufacturer of fin- 
ished products. As such its success 
is contingent on its ability to develop 
and produce supplies of raw mate- 
rials and convert materials pur- 
chased into manufactured products 
at the lowest costs. 

The procurement of the most de- 
sirable equipment and materials at 
the most favorable prices constitutes 
the first link in this chain of interde- 
pendent functions. Due to the vital 
importance of procurement of mate- 
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|. Introduction 


rials, equipment, service, etc., on an 
efficient and economical basis, the 
Company's management has insti- 
tuted a centralized Purchasing De- 
partment, with representation in the 
operating divisions to which it has 
delegated the responsibility for this 
function. This relationship of the 
Purchasing Department with other 
Company Departments and Divi- 
sions on one hand arid the Com- 
pany’s suppliers on the other is clear- 
ly outlined in this Manual of Policy 
and Procedure. 

Purpose: From time to time, with 
the development of the purchasing 






function, practices have been origi- 
nated and adjusted to varying condi- 
tions met in actual experience. This 
Manual represents an abstract of 
standard practices covering methods 
of procedure based on such experi- 
ence to date, with emphasis on fun- 
damental principles rather than de- 
tails of operation, which are subject 
to more frequent change. It also 
strives to illustrate in concrete form 
the working of the Department, 
showing its various divisions and 
the functions of each. 

Authority: The Purchasing De- 
partment Manual is the expression 
of the Director of Purchases on 
standard practices and methods of 
procedure pertaining to the opera- 
tion of the Department. 
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Revision: The Purchasing De- 
partment Manual is subject to 
change when in the opinion of the 
Director of Purchases, new practices 
or amendments to the present ones 
are deemed necessary. The Direc- 
tor of Purchases welcomes any sug- 
gestions for changes which are con- 
sidered to be improvements. 

Cooperation: In an organization 
of any size, and particularly in a 
large one, greatly increased efficien- 
cy can be obtained by effective team 
work, A spirit of c Op ration should 


be engendered between the central- 
ized Purchasing Department and 
every other department with which 
it comes in contact. It must be re- 
membered that the attitude of other 
departments of this Company will 
be a reflection of this Department’s 
service to them. 

Contact with 


Sellers: Buyers 


should never forget to protect the - 


Company’s good name. Negotia- 
tions should be conducted with dig- 
nity and fairness and never in a 
high-handed manner. Sharp prac- 


ll. Purchasing Policies 


VERY transaction between a 
Buyer and a Seller, involving the 
transfer of property, is a contract. 
Some contracts are of the simplest 


form, while others are made the 
subject of lengthy written agree- 


ments defining the nature of the ma- 
terial, price, the method of payment, 
performance required by both Buy- 
er and Seller, etc. From the incep- 
tion to the consummation of a trans- 
action between a Buyer and a Seller 
many important problems are in- 
volved. The proper handling of 
these is a vital factor in the success- 
ful operation of a company. 

Purchasing requires careful study 
and training, and should be done by 
specialists in its activities. The suc- 
cessful Buyer must constantly study 
markets and keep informed concern- 
ing the materials he buys. He must 
have carefully compiled and easily 
available records of the purchases of 
his department, extending over a 
period of years. 

Reliable records of dependable 
sources of supply are necessary to 
successful purchasing. These rec- 
ords must be kept up-to-date and 
must be instantly accessible. Every 
Purchasing Department must sys- 
tematically select information for its 
own use from the mass of material 
that comes to it every day. It must 
be constantly looking for new sup- 
pliers, new materials, new grades 
and better delivery and prices. 

Purchases must be made in ac- 
cordance with prevailing market 


100 


conditions, placing orders for sched- 
uled future delivery where possible. 
Really efficient purchasing is shown 
both in the time chosen for making 
purchases and in prices obtained. 

The responsibility of these activi- 
ties should be placed on those who 
have the interest and the skill to do 
the work properly, and whose pri- 
mary concern is the performance of 
this special task. This requires the 
setting up of uniform policies with 
respect to seller relationships. 

Recognizing the importance of 
buying to the best advantage all the 
materials, equipment and supplies 
needed for the conduct of our busi- 
ness in accordance with specifica- 
tions requested, the following poli- 
cies should be rigidly adhered to: 

1. The Purchasing Department 
will initiate, conduct and conclude 
all negotiations affecting purchases, 
prices, terms, delivery, etc. 

2. All requests for prices and all 
purchases must be made by the Pur- 
chasing Department. 

3. Intermediate negotiations, com- 
munications and interviews may be 
conducted between members of other 
Divisions or Departments and sup- 
pliers or their representatives, but 
all such contacts shall be conducted 
only with the knowledge and the ap- 
proval of the Purchasing Depart- 
ment. 

4. All correspondence with sup- 
pliers must be through the Purchas- 
ing Department except in special 
cases where the technical details in- 


tice is reprehensible and apt to prove 
a boomerang in subsequent dealings. 
Salesmen should be accorded all the 
courtesy which we should like to 
have extended to our own represen- 
tatives. There should be no avoid- 
able delay in giving interviews. The 
friendship and goodwill of the sell- 
er’s representatives should be de- 
veloped in every way which is not 
inconsistent with the responsibility 
entrusted to the Buyers and the safe- 
guarding of this Company’s inter- 
ests. 


volved make it advisable to delegate 
authority to others. In all such 
the Purchasing Department 
must receive copies of all corre- 
spondence. 

5. In interviews with salesmen, no 
one who is not a member of the 
Purchasing Department shall com- 
mit himself on preference for any 
product or source of supply, nor give 
any information regarding competi- 
tive performance, final approval or 
price. 

6. The Purchasing Department 
shall frequently confer with the En- 
gineering, Technical, Manufacturing 
and Sales Departments for the pur- 
pose of exchanging information and 
ideas. It is the responsibility of the 
Purchasing Department to explore 
the markets for new sources of sup- 
ply, new materials, processes and 
ideas. 

7. The Purchasing Department 
may anticipate requirements of ma- 
terials or equipment when market 
trends point to an advantage. No 
final commitments shall be made, 
however, for such anticipatory buy- 
ing until an agreement has been 
reached with the Sales, Engineering, 
Technical, Manufacturing or Finan- 
cial Divisions. 

8. Purchase requisitions, bearing 
the proper signature (not rubber 
stamps), are the Purchasing Depart- 
ment’s authority to buy for the 
Company. Such requisitions must 
clearly state the need, specifications 
and delivery required. 

9. The Purchasing Department 
will have the authority to question 
requisitions with regard to the qual- 
ity and kind of material, quantity 
and stated delivery requirements. 


cases 
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The preparation of specifications 
and requisitions must not be unduly 
restrictive, in order that the choice 
of sources will not be narrowed to a 
point which stifles competition and 
interferes with advantageous pro- 
curement. 

10. The Purchasing Department 
will endeavor, in every way possible, 
to obtain two or more sources of 
supply on critical materials even to 
the extent of a price differential to 
insure a continuous supply. 

11. Salesmen should be received 
regularly in the Purchasing Depart- 


ment but in other departments by 
request only. Interviews with sales- 
men should be limited to the hours 
between 10:00 A. M. and 3:00 
P. M. whenever possible, in order to 
allow sufficient time in the morning 
and afternoon to perform regular 
department functions. 

12. It is within the province of 
the Purchasing Department to dele- 
gate representatives of other depart- 
ments to select material but actual 
purchasing can be done only on the 
approved purchase order through 
the Purchasing Department. 


lll. Purchasing Organization 


D LE to the geographical distribu- 
tion of the operating divisions 
and plants, the desirability of local 
sources of supply and the time ele- 
ment, the purchasing function can- 
not be handled by a centralized pur- 
chasing organization. Conversely it 
cannot be decentralized completely 
without the loss of advantages from 
combined purchasing power with re- 
spect to requirements common to 
more than one plant or operating 
division. 

The Director of Purchases, being 
responsible for all purchases, estab- 
lishes general policies for the guid- 
ance of Division Purchasing Agents 
and after analysis of each item, de- 
termines the allocation of purchases 
between the central purchasing or- 
ganization and the Division Pur- 
chasing Departments. 

The Division Purchasing Agents 
must become thoroughly conversant 
with local requirements and sources 
of supply, and be able to render ef- 
fective service to their respective 
plant executives in curtailing ex- 
penses, reducing production costs 
and controlling inventories. 

Although the Division Purchas- 
ing Agents and their personnel are 
organizationally affiliated with their 
Divisions’ management, there is a 
staff relationship between each Divi- 
sion Purchasing Agent and the cen- 
tralized office of the Director of Pur- 
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chases. The Division Purchasing 
Agents are responsible to local plant 
management for furnishing satisfac- 
tory service, discipline and any other 
matters in which the local manage- 
ment is intimately concerned, and to 
the Director of Purchases with re- 
spect to purchasing policies and 
methods. They should cooperate 
closely with all other Departments. 

The Division Purchasing Agents 








13. In cases of extreme emergen- 
cy, and only in such cases, may an 
exception to the above rule be made, 
with the understanding that the 
head of the department placing the 
emergency order assumes the per- 
sonal responsibility of immediately 
following the verbal order with the 
proper requisition to the Purchasing 
Department with full details. 

14. Every employee of the Pur- 
chasing Department is forbidden to 
accept from any seller, for himself 
or his family, at any time, gifts or 
gratuities in any form. 


must keep the centralized purchas- 
ing department advised of local con- 
ditions and submit suggestions and 
information which may be of value, 
not only to the local operation but to 
the company as a whole, such as the 
development of a local source into a 
general source for other Divisions. 
Any changes contemplated in the 
Division Purchasing Departments 
with respect to policy, procedure or 
organization, must be approved by 
the Director of Purchases before be- 
coming effective and prior to any 
commitments to others in respect to 
such proposed changes. 


Charles Cubbison (right), Purchasing Agent of the Ink Division, 
Brooklyn, with William Madden, in charge of stock control. 
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IV. Purchasing Ethics 


G' MODWILL is an asset with a 
real commercial value, and is 
recognized as such by the courts of 
law. It is achieved through a com- 
bination of the following :— 

1. Supplying the public with con- 
sistently dependable products over a 
considerable period of time. 

2. Identification by trademarks, 
advertising and public relations ac- 
tivities. 

3. Efforts by members of the 
Sales Department and others who 
come in contact with the customers 


and with the public in general. 

The activities of the Purchasing 
Department fall in the third category 
as the Purchasing Department has 
more contact with other companies 
than any other department except 
Sales, and it is in the Buyer’s power 
to detract from or enhance the Com- 
pany’s good name in his relations 
with suppliers and their salesmen. 
It is just as essential to develop 
goodwill between the Company and 
its suppliers and between the Pur- 
chasing Department and other de- 


V. Purchasing Duties 


HE duties of the Purchasing De- 

partment are as follows: 

1. The actual buying of or con- 
tracting for materials, supplies, and 
other items which must be procured 
for the Company’s requirements. 

2. Forecasting the future trend of 
general business and its effect on 
sellers’ and buyers’ industries. 

3. Studying markets to determine 
time and quantity to buy. It is 
that the buyer have as 
complete information as possible on 
the consumption, production, stocks 
and prices over a period of years as 
well as cost of production, transpor- 
tation, etc. Much valuable informa- 
tion is published by the United 
States Government and some by 
foreign governments. Other reliable 
data are available in trade papers. 
Quite complete information can be 
found on most of the important raw 
materials. 

4. Locating cheaper or 
sources of supply. 

5. Finding cheaper or better sub- 
stitute materials, equipment or sup- 
plies. Sometimes the purest mate- 
rials available are required. Under 
other conditions, some impurities are 
not harmful. Sometimes the final 
stages in the manufacture of a raw 
material and the first stages in its 
use can be eliminated. As an ex- 


necessary 


better 
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ample, it costs money to crystalize 
caustic soda and liquify it again 
when it is used. Under some condi- 
tions it might be cheaper to buy 
liquid caustic soda. Dilute mate- 
rials may be cheaper than the same 
materials in more concentrated form 
when transportation costs are rela- 
tively low. Materials, equipment 
and supplies made to standard speci- 
fications, and often available in stock, 
are generally cheaper than the same 
kind of things made especially for 
the buyer. On the other hand, a 
tool made for the buyer’s exact needs 
may eliminate several operations 
with an over-all saving in cost. 

6. Studying manufacturing meth- 
ods in the buyer’s own and sellers’ 
plants, particularly their effect on 
the cost of raw materials or finished 
products. Buying further ahead and 
allowing the seller a more flexible 
production and shipping schedule 
may reduce costs. 

7. Studying manufacturing meth- 
ods in competitive and similar indus- 
tries, 

8. Studying the effect of tariffs 
and tariff changes. Changes in 
tariffs may justify a change in the 
source of supply of a material, a 
change in its quality or the substi- 
tution of another material. 

9. Studying transportation costs. 


partments as between the Company 
and its customers. Therefore, the 
3uyers have a major responsibility 
to develop a good reputation for the 
Company and the Department. 
Conduct and Attitude: The Pur- 
chasing Department staff members 
are given the authority to act within 
the scope of their assignments. By 
demonstration of their knowledge of 
the requirements of purchasing, 
they have been appointed to their 
positions. However, day-to-day 
transactions broaden such knowl- 
edge, and this must be evidenced by 
performance. Honesty, fairness 
and courtesy are essential qualities 
of personal character which are re- 
flected by ethical conduct in nego- 
tiation with suppliers and salesmen. 


Transportation costs may sometimes 
be reduced by changing the source of 
supply, the quality or the quantity of 
the material bought, or the method 
of transportation. Large quantities 
of petroleum products are pumped 
through pipe lines rather than being 
moved by truck, rail or boat. Under 
some conditions, transportation by 
water is cheaper than by rail or 
truck. 

10. Keeping in touch with and 
studying the effect of Federal and 
State legislation. 

11. Studying labor conditions as 
they affect sources of supply and 
operation of buyer’s plants and 
properties. 

12. Keeping in touch with new 
developments along mechanical, elec- 
trical and chemical lines. Trade 
papers and sellers’ representatives 
are profitable sources of information. 
Visits to other plants and operations 
may often be helpful. 

13. Studying packages and con- 
tainers, their prices, suitability for 
the service, and the cost of their 
transportation. A buyer must know 
the kinds and characteristics of the 
materials to be shipped. Containers 
must be strong enough to carry ma- 
terials safely to the destination in 
good salable condition. A reduction 
in the weight of the container re- 
duces the transportation costs and, 
in the case of materials bought on 
the “gross for net” basis, reduces 
the cost of the material itself. Single- 
trip containers may have an advan- 
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tage over multiple-trip containers or 
vice versa. Metal, wood, fibre and 
paper containers and bags each have 
advantages under certain conditions. 

In the case of inflammable or dan- 
gerous articles, the containers must 
conform to regulations issued by the 
Interstate Commerce Commission, 
or the State Regulatory Body. Con- 
solidated freight classifications con- 
trol the packaging of other ship- 
ments. 

14. Assisting in standardizing the 
materials, supplies and equipment 
used. Standard products are not 
only generally cheaper, but can be 
more readily procured. 

15. Developing _ better 
methods. 

16. Keeping such files and rec- 
ords as are needed for efficient buy- 
ing and for insuring the delivery of 
the required quantity and quality of 
material at the right time. 

\ buyer must have records show- 


buying 


ing available and satisfactory sources 
of supply. In the case of raw ma- 
terials on which prices are reported 
in the press, he should at least have 
a record of such prices over a period 
of years. On all purchases of con- 
sequence, he should be able to refer 
to the prices paid on past transac- 
tions. He should know the quality 
of materials required and have speci- 
fications where they are necessary. 
His files should include catalogues 
of the equipment and supplies which 
he more regularly uses. His records 
should show the approximate time 
required for the delivery of his most 
important purchases where such 
items cannot be secured from stock. 
When the expediting or follow-up of 
shipments is a function of the Pur- 
chasing Department, it is necessary 
that outstanding orders be reviewed 
with the sellers at such intervals as 
may be necessary to determine that 
deliveries will be made when re- 
quired. 

17. Receiving and interviewing 
sellers’ representatives promptly 
and courteously. 

18. Assisting in the development 
of new products for the Company’s 
manufacture and sale. 

19. Keeping in close touch with 
the Executive, Financial, Technical, 
Sales, Operating and Engineering 
officials of the Company. Close co- 
operation between the Purchasing 
Department and the other Depart- 
ments of the Company should net 
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substantial returns. 

20. Reporting periodically to 
management and the Sales Depart- 
ment the principal activities of the 
Purchasing Department, prospec- 
tive price changes or shortages of 
important raw materials, new de- 
velopments in substitute materials, 
new equipment and any other in- 
formation which might be of assist- 
ance. 


Specific Responsibilities 


All the foregoing are more or less 
general and usual functions of the 
Purchasing Department which are 
naturally connected with the respon- 
sibilities for procurement. There are 
certain other functions which are of 
a more specific nature and which are 
included within the duties of the 
Purchasing Agent and his Depart- 
ment as follows: 

1. Expediting shipments, or the 
follow-up function, is closely con- 
nected with the task of buying and is 
handled by the Purchasing Depart- 
ment. 

2. Recording price information is 
an obvious integral part of the pur- 
chasing function. 

3. Checking invoices against the 
purchase order for order and requi- 
sition numbers, terms, f.o.b. point, 
quantity and unit prices is an asso- 
ciated function of the Purchasing 
Department. 


Things to Remember 


Consideration of the following 
points at regular intervals should 
help every buyer to improve his ef- 
ficiency and value: 

1. He should know what is in the 
Purchasing Department Manual. 


Claud Blair, Pur- 
chasing Agent of 
the Oil & Gas 
and Carbon Divi- 
sions, at the Bor- 
ger, Texas, office. 





2. He should prevent the accumu- 
lation of unfinished matters or obso- 
lete papers and samples in his desk. 

3. He should keep all work in such 
shape that another may carry it on 
with a minimum of difficulty in case 
of his absence. 

4. He should clear his desk and 
put away work before leaving at 
night. 

5. He should treat the represen- 
tatives of other companies as he 
would like to have ours treated, by 
seeing callers and answering tele- 
phone calls promptly. 

6. He should make sure that all 
expenditures have been properly 
budgeted. 

7. He should secure competitive 
quotations in every reasonable in- 
stance. 

8. He should continually search 
for better sources of supply. 

9. He should avoid “price to fol- 
low” orders as much as possible. 

10. He should show terms of pur- 
chase on every order. 

11. He should assist in keeping up 
to date our record cards covering 
suppliers’ terms. 

12. He should see that all nota- 
tions on requisitions are legible be- 
fore they are passed to the typists. 

13. He should cooperate fully with 
other departments. 

14. He should pass on to the other 
Company Purchasing Departments 
information of value to them. 


15. Everything else being equal, 
he should buy in such a way as to 
assist our Sales Department in every 
reasonable instance. 

16. He should always remember 
to protect our good name. 
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Vi. Purchasing 


HE five fundamentals of purchas- 
ing are: 
1. Quality 

2. Quantity 
3. Time (Delivery) 
+. Price 
5. Point of Delivery 

The order of importance 
vary with individual 
generally as shown above. 


may 
but is 
On the 
other hand, price, time or quantity 
may be the determining factors in 
certain items; for example a main- 
tenance material such as fuel, for 
which adjustments can be made in 
equipment to compensate for a dif- 
ference in specifications in order to 
maintain operations 


Cases, 


1. Quality 

Quality is the first principle of 
good buying, and the most impor- 
tant. It takes this position because 
proper quality is a necessity of Com- 
pany product performance and, at 
the same time, the degree of quality 
specified has a direct relation to cost. 
The highest quality is not intended, 
but only that grade or degree which 
will fulfill (but not exceed) the re- 
quirements for which the goods are 
intended. 

Guaranty of quality may be as- 
sured by any one or more of the fol- 
lowing : 

(a) By specifying brand or grade 
name. 

(b) By submitting blueprints cov- 
ering detail of design and dimen- 
and tolerances 
variation therefrom. 

(c) By requesting physical, elec- 


sions, allowed in 


trical and chemical properties. 

(d) By including a description of 
material and method of manufacture. 

(e) By insisting that the product 
meet certain standard industrial as- 
sociation or United States Govern- 
ment specifications known to the 
trade generally and to the seller. 

(f) By forwarding a sample with 
the order. 

Specifications should in all cases 
be : 

(a) Simple as can be made con- 
sistent with exactness, but so spe- 
cific that no loophole will allow any 
bidder to evade any of the provisions 
and thereby take advantage of his 
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competitors or the Buyer. 

(b) Clear regarding the inspect- 
ing and testing methods which will 
govern the acceptance or rejection, 
to avoid future controversy. 

(c) Reasonable in accepted var- 
iations and tolerances, as unneces- 
sary precision is expensive. 

(d) Reasonable in all details con- 
sistent with the requirements in 
order to be fair to Buyer, Seller and 
competitive suppliers. 

(e) Accessible to all probable sup- 
pliers and submitted to the principal 
ones before orders are issued so that 
the latest information in manufac- 
ture may be included. 

Warranties are the assurance 
given by a supplier that he will be 
responsible for the quality of his 
products within the limits of the 
buyer’s specifications. Such war- 
ranties should state the period of 
time covering the supplier's respon- 
sibility and the amount of liability 
which he assumes. It is good buy- 
ing to get such written guaranties, 
not only for complete devices such 
as machine tools, etc., but also for 
major component elements, particu- 
larly those of the seller’s own de- 
sign. When buying this type of 
goods, guaranty must be a part of 
negotiation and the order or con- 
tract. 

In many cases the quality of the 
supplier’s shipping containers or 
packing methods is as important as 
the quality of the material. The Pur- 
chasing Department must keep a 
constant check with the Receiving 
Department to control it. In many 
cases this is a major element in pur- 
chase negotiation. 

Samples: All materials from new 
or doubtful sources, especially manu- 
facturing materials, are tested before 
being placed on the approved list 
for regular purchases. The testing 
and the approval of the new mate- 
rials are done by the department re- 
sponsible for the quality of that class 
of material. Generally speaking, 
such a test is initiated by the Pur- 
chasing Department upon the sub- 
mission of a sample which appears 
to be of interest from a quality, price 
or competitive standpoint. If the 
sample proves suitable for our use, 





sufficient material for a production 
run is then procured. This material 
is tried out under the supervision of 
the department responsible for its 
testing, and if it proves satisfactory 
it is then tentatively approved. 

No material should be finally 
placed on the approved list or pur- 
chased in large quantities until it 
has been used in production a suffi- 
cient length of time to establish be- 
yond question its uniformity and 
suitability for our use. A record of 
all samples tested, together with the 
results obtained, is maintained in 
the Purchasing Department. This 
file is of great importance in locat- 
ing new sources of supply, and in 
avoiding repetition of work already 
performed. 


ys Quantity 


In most cases, it is the function 
of the requisitioning department, 
usually of the superintendent, to de- 
termine the quantity of the material 
which is needed. However, the 
Purchasing Department should keep 
the requisitioning department in- 
formed when savings may be ob- 
tained if orders are placed for larger 
quantities. 

Current and projected market 
conditions, commodity standardiza- 
tion and the Company’s production 
schedule will govern and vary quan- 
tity buying practices. 

There will be certain items which 
are bought in exact quantities for 
specific use and for exact delivery 
dates. Other items may be bought 
with deliveries on several specific 
dates to conform with the buyer's 
needs or to match manufacture. In 
many cases the quantity will be con- 
trolled by the Company’s policy on 
maximum and minimum inventory 
stocks. Depending on their use and 
standardization, certain items such 
as basic raw materials and certain 
semi-fabricated materials when cov- 
ered by long-term contracts may ad- 
visedly be purchased in large quan- 
tities. 

In protective buying, considera- 
tion should be given to the main- 
tenance of adequate stock for pro- 
tection against delays in manufac- 
turing by suppliers due to labor 
trouble, breakdowns, transportation 
difficulties and other contingencies. 
Consideration also should be given 
to price situations in current and fu- 
ture markets. 
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It should be kept in mind that fre- 
quently there is a minimum charge 
for an order. This occurs most fre- 
quently in ordering maintenance 
items. When our requirements are 
so small as to be billed at this mini- 
mum order charge, we should be 
sure that the quantity requested is 
the maximum which, based upon the 
unit price, will equal the minimum 
order charge established by the sup- 
plier. Also prices of certain items 
are based on standard package lots 
with broken packages priced at 
higher rates. 

Catalogue items are frequently 
subject to varying discounts based 
on quantity, and often the additional 
discounts will warrant increasing the 
size of the order. 

The expense of requisitioning, or- 
dering, receiving, checking, han- 
dling and accounting is the same or 
nearly the same for a large order as 
for a small one, and this should be 
weighed when considering whether 
to buy smaller or greater quantities. 

Considerations which also enter 
into the quantity to be purchased 
are general industrial conditions and 
the time it will take to secure addi- 
tional deliveries when reordering 
(geographic location of supplier 
and buyer is one factor in delivery 
time). 

Stock buying, which consists of 
ordering maximum and stock quan- 
tities, should be considered as fol- 
lows: 

(a) Length of time to consume 
quantity ordered, and inventory in- 
vestment. 

(b) Interest and carrying charges. 

(c) Storage space required, and 
extra handling in storage. 

(d) Purchase price advantage. 

(e) Ultimate cost of the product. 

(f) Depreciation (deterioration). 

(g) Obsolescence. 

3. Time (Delivery) 

“Time is the essence of this or- 
der” is a legal phrase protecting the 
right of the buyer and used in con- 
nection with some purchase orders 
and contracts. While time has been 
stated as the third fundamental of 
purchasing, its relation to quality 
and quantity is so close that. its im- 
portance is practically equal to that 
of the others. 

It is impossible to eliminate com- 
pletely the expense of telephoning, 
telegraphing, letter writing and per- 
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sonal contacting in checking on de- 
livery, but there are these three ways 
of reducing it: 

(a) Selecting suppliers of known 
ability in production and reliability 
of promise. 

(b) Establishing a definite mutual 
understanding of delivery with the 
supplier at the time the order is 
placed. 

(c) Assuring that the delivery 
promised is the accepted responsi- 
bility of the manufacturing organiza- 
tion at the home office of the sup- 
plier. 


4. Price 


This very important phase of the 
Purchasing Department’s functions 
cannot be too strongly emphasized 
and needs to be set out in detail. 

Evaluation of competitive prices 
made by the Buyer should be based 
upon a thorough, intimate and cur- 
rent knowledge of: 

(a) Uses of material. 

(b) Possible variations. 

(c) Past and current prices. 

(d) Probable prices of the imme- 
diate future, and beyond. 

3efore the Buyer releases a pur- 
chase order or contract, it is his 
duty to study quoted prices, quality 
offered, intended use and delivery 
possiblities. When satisfactory prices 
have not been obtained, new in- 
quiries must be sent out and a sec- 
ond market contacted. 


Salesmen are 
welcome at the 
Huber offices. The 
unique reception 
room. booklet 
“Let's Get Ac- 
quainted”’ has 
gone through two 
large editions. 


‘ 





Factors in price structures that 
the Buyer should know in consid- 
ering current quotations are as fol- 
lows: 

(a) Supply and demand. 

(b) Business cycles. 

(c) Trade Cycles. 

(d) Seasonal cycles. 

(e) Patents. 

( {) Substitutions. 

(g) Advancing Trends, 

(h) Declining Trends. 

(i) Probable or relative actual 
cost to the supplier, as far as pos- 
sible. 

(j) Cash Discounts. These re- 
present savings to the Company in 
that they help to reduce ultimate 
For this reason, they are a 
direct element of price. 

An Escalator Clause is a provi- 
sion in a purchase order which per- 
mits a change in price at the time 
of shipment based upon a predeter- 
mined formula agreed upon at the 
time the purchase order is issued. 

Price increases must not be ac- 
cepted until the justification thereof 
is demonstrated by the seller to our 
satisfaction. Under certain condi- 
tions suppliers sometimes refuse to 
make firm quotations, particularly 
in instances where an extended pe- 
riod is required for delivery. This 
is the result of anticipated increases 
in the labor scale, material costs and 


costs. 


taxes. 
Under such conditions it is neces- 
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sary for us to deviate from our usual 
policy of completely negotiating the 
price of the purchase at the time of 
issuing the purchase order. The de- 
partment will be governed by the 
following procedure: 

(a) We should whenever possible 
obtain firm prices before the order is 
priced, and no reference will be 
made to an escalator clause unless 
the subject is raised by the supplier. 

(b) If the supplier insists upon 
an escalator clause, we will include 
it in the purchase order or contract. 

(c) If a supplier accepts an or- 
der which does not have an escala- 
tor clause and later attempts to have 
such a clause added, we will hold to 
our legal or moral rights, to the best 
of our ability, to have the order filled 
as originally negotiated. There may 
be instances in which some com 
promise is necessary if the supplier 
refuses to ship without the incor- 
poration of an escalator clause and 
if delivery is so essential that we 
cannot afford the controversy. Buy- 


Vil. Relationship to 


HE Purchasing Department is a 

service department, and com- 
plete cooperation, goodwill and mu- 
tual confidence between it and all 
other Departments are absolutely 
essential to attain Company objec- 
tives. 

The Buyer must have an appreci- 
ation of the particular requirements 
of the several users of materials and 
services and must exercise tact, dis- 
cretion and diplomacy in order to es- 
tablish and maintain harmonious re- 
lations with other Departments. 

Other Departments must keep the 
Purchasing Department advised of 
current and anticipated activities - 
volume of business new business 
— néw products — new designs — 
etc., in such detail as will assist, in 
advance, competitive negotiations. 
The Purchasing Department, in each 
instance, must assume the neces- 
sary confidential control. 

Specific responsibilities toward 
other. departments may be briefly 
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ers are instructed to bring all such 
cases to the attention of the Director 
of Purchases. 

(d) In buying a special product 
which has no established ceiling 
price, there may be instances in 
which a seller will offer to sell at a 
price computed upon present con- 
ditions but with an escalator clause, 
and at the same time offer as an al- 
ternate a price higher than the one 
calculated on present conditions but 
not subject to revision. Buyers are 
instructed to refer these instances 
to the Director of Purchases. 

Price Information under most 
circumstances will be given to those 
authorized to received it with the 
understanding that the information 
is confidential. The number of those 
having access to this information 
should be kept to a minimum. In a 
buyer’s market, we will obtain many 
price concessions, and under no cir- 
cumstances should these prices be 
given to an outsider for any reason. 


Special Charges such as those for 


Other Departments 


stated as follows: 
Sales It is the duty of the Pur- 
chasing Department to assist the 


Sales Department by keeping it 
posted regarding market price 


trends, deliveries, etc., in order that 
the Sales Department may have this 
information in meeting competition 
and in distributing to its market. 

Engineering — The function of 
Engineering and Purchasing are di- 
rectly related, and close coopera- 
tion is essential for best results. As 
competition brings out the best and 
latest developments, as well as the 
best price, the Purchasing Depart- 
ment must be given reasonable lati- 
tude in making purchases. On the 
other hand Purchasing must give 
due recognition to the requirements 
of Company product performance. 

It is to the interest of the Com- 
pany that the Engineering Depart- 
ment should not be unnecessarily 
exacting in its specifications but 
should recognize the fact that situa- 





dies and patterns are a part of the 
price structure to be considered in 
purchase negotiations and direct 
competitive price comparisons, since 
they are included in the price in 
many instances. In some cases they 
will be paid for by higher prices for 
certain quantities, after which the 
prices are reduced. Ownership, re- 
placement, repairs or upkeep must 
be definitely established before pur- 
chase orders are placed. Where pos- 
sible such items must become the 
property of the Company, subject to 
shipment on Company instructions 
without further charge except pack- 
ing and transportation. 

Restriction of use by others of 
dies, patterns and similar tool items 
except by our consent must be un- 
derstood by supplier in every case. 

5. Point of Delivery 

F. O. B. terms are actually a part 
of the price structure. They must be 
considered in every purchase negoti- 
ation and comparing competitive 


bids. 


tions of price, source, delivery, con- 
venience in production, etc., should 
be weighed along with those of 
design. 

Accounting — The principal Pur- 
chasing activity with Accounting is 
the approval of invoices. The great 
number of invoices requires that 
they must be cleared daily, in order 
that they may be handled in a rou- 
tine manner at the least expense. 
Thorough adjustment of claims in 
connections with differences in ma- 
terial received and invoices rendered 
must be handled promptly and be 
completely supported by written 
records in order that final decision 
and adjustment may be made. 

Production and Manufacturing 
are closely related to the Purchasing 
Department, and it is necessary that 
the Purchasing Department call to 
the attention of the interested De- 
partments specific items of high 
costs, long delivery, tool cost and 
the probable effect of detailed spe- 
cifications and tolerances. The Pur- 
chasing Department should: 

1. Estimate price and delivery of 
requirements at the time a proposal 
is under consideration for quotation 
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by the Sales Department. 

2. Assist production planning and 
scheduling by maintaining up-to- 
date firm prices and delivery and, 
at the same time, call attention to 
items requiring special action. 

3. Set definite delivery dates con- 
sistent with market conditions after 
the program is complete and orders 
covering requirements are ready to 
be placed. 

4. See that Order Acknowledge- 
ments are promptly received from 
suppliers and check the acceptance 
of price and delivery date. Give im- 
mediate notice to interested parties 
of any changes which affects pro- 
duction or costs. 

5. Follow up promised delivery 
dates to assure suppliers’ perform- 
ance, 

The maintenance of power sup- 
ply, plant equipment and other fa- 
cilities is an important item of ex- 
pense. It is expected that the Pur- 
chasing Department will assist in 
reducing such costs and act prompt- 





ly in emergencies to avoid manufac- 
turing or production delays. 

Purchasing must maintain close 
contact with the Receiving Depart- 
ment in order that material below 
quality will receive immediate at- 
tention and be promptly adjusted or 
replaced by the offending supplier. 
This information covering material 
below quality must be analyzed and 
recorded and may form the basis for 
the future elimination of certain 
suppliers. The Receiving Depart- 
ment must be promptly notified of 
unusual quantities to be received, 
handled and stored, and of special 
shipments requiring immediate or 
special handling. 

Traffic—The Purchasing Depart- 
ment shall upon request obtain for 
the Traffic Department all informa- 
tion and prices necessary to assist 
the Traffic Department in the selec- 
tion of transportation and materials 
handling equipment. 

The Purchasing Department de- 
pends upon the Traffic Department 


VII. Conclusion 


HE Purchasing Department ex- 

ists through the need of the Com- 
pany to secure goods for its opera- 
tions. As stated in other chapters, 
this means the right quality of ma- 
terial on hand in the right quantity 
at the right time and at the right 
price. The successful Purchasing 
Department fulfills this responsi- 
bility. 

To fulfill the demand for purchas- 
ing service, it is necessary to estab- 
lish certain definite routines, systems 
and forms to carry on the day-to- 
day work as well as to record such 
information as is necessary for fu- 
ture use. 

All such activities should be 
studied carefully and held to a 
minimum to reduce the payroll and 
other expenses in connection with 
them. 

Purchasing activities require alert- 
ness and application. Punctuality in 
attendance is essential to accomplish 
the daily task within the working 
day. Absence from the department 
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or from the desk should be arranged 
for and someone who will have a 
knowledge of the time of return of 
the Buyer shall be designated to re- 
ceive telephone calls or visitors. 

No manufacturing enterprise can 
long remain in business without an 
efficient, aggressive and well-trained 
Purchasing Department. ‘To do an 
outstanding purchasing job, a Pur- 


Inventory records 
are kept in a vis- 
ible card file. 
Shown here are 
Frank Turner, 
purchase auditor, 
and P. A. Claud 
Blair. 








for all information concerning rates 
and routing. Purchasing must ob- 
tain from the Traffic Department 
where practical the best routing of 
large inbound shipments of supplies 
and materials being shipped from 
distant points. All claims for loss 
or damage in shipment must imme- 
diately be turned over to the Traffic 
Department for collection. Before 
placing purchase orders, all rates for 
inbound materials and equipment 
being purchased f.o.b. shipping point 
must be obtained in order to deter- 
mine the lowest delivered price. The 
Traffic Department will keep in 
close touch with the Purchasing De- 
partment concerning new locations 
of competitors’ plants and of sup- 
plies. 

Technical—The Purchasing De- 
partment shall cooperate closely with 
the Technical and Development De- 
partment by obtaining information 
required in the development of new 
products, new markets and new uses 
for products now manufactured. 


chasing Department requires well- 
defined and established policies and 
personnel with initiative and enthu- 
siasm. 

This manual has been prepared, 
therefore, as a guide for Purchasing 
activities and for the information of 
the several Divisions and their De- 
partments. It is to be considered 


the basis of the Company’s purchas- 
As we cannot afford not 
to do an outstanding job of purchas- 
ing, it should be constantly referred 
to and every effort must be made to 
adhere to the fundamental policies 
contained herein. 


ing policy. 











ow the Freight Forwarder Can Help 






Consolidated shipments provide fast carload 
service on small quantities. 


By J. W. Mullen, Traffic Manager 


Universal Carloading & Dist. Co. 


New York 
ca 


HETHER your company has 

a well organized traffic depart- 
ment or whether you, as purchasing 
agent, are responsible for specifying 
the shipping method and routing of 
incoming shipments, it will pay you 
to know a nation-wide freight 
forwarder and how his 
services can be utilized to your bene- 
fit. 

Just as there been dramatic 
improvements in production meth- 
ods since the war, so there have been 
comparable developments in the field 
of distribution. Freight forwarding 
service is not new, but the extension 
of such facilities and improvement of 
both administrative and physical 
freight-handling methods have 
greatly enhanced the scope and value 
of the service. It is particularly sig- 
nificant in these days of smaller stock 
inventories and closer scheduling of 
requirements 


| 
now 
operates 


have 


Dispatcher’s office at Universal’s St. John’s Park de- 

pot. Pick-up calls are reported by Telautograph for 

immediate action. Board at rear shows location and 
routing of pick-up trucks. 





Premium traffic service available to buyers and 


shippers at standard freight rates. 


One freight bill covers shipment regardless of 
how many carriers are involved. 


The function of the freight for- 
warder is to consolidate less-than- 
carload quantities of merchandise 
into full carload shipments, thereby 
assisting shippers, receivers, and 
carriers. Freight forwarders pay 
the full carload rates to the carriers ; 
they charge their customers the 
higher i.c.l. rates which the latter 
would have to pay in any case, based 
on weight and classification of the 
shipment. Thus, in effect, they pro- 
vide a premium service but without 
a premium rate. The difference be- 
tween carload and l.c.l. rates is the 
“spread” which the freight forward- 
er earns. 

For this relatively small spread, 
he offers a variety of services. Serv- 
ice is necessarily the keynote of his 
operation, for it is only through of- 
fering and providing faster and 
more reliable delivery and service in 
expediting and tracing that the indi- 





vidual forwarder can compete with 
other Lc.l. means of transportation 
and with other forwarders. 

A few of these extra services can 
be outlined as follows: 

Speed, Through an intricate and 
highly coordinated system of ad- 
ministration, forwarders are enabled 
to pick up merchandise, consolidate 
shipments to specific destinations, 
and route them the same day they 
are picked up via the fastest possible 
carrier, and deliver them to store 
door immediately upon arrival at the 
destination city. Because of the in- 
creasing use of “merchandise trains” 
which utilize passenger wheels and 
regular schedules, as well as other 
modern shipping methods, forward- 
ers have effectively overcome the 
belief that freight transportation is a 
long, slow process. 

Flexibility. Forwarders are not 
obliged to use any one means of 


Transfer from truck to train is accomplished with 
speed and efficiency by systematic spotting of trucks 
and cars at the loading platform, thus keeping 
handling to a minimum. 
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transportation, or any one railroad 
line. They use rail, truck, or water, 
and often a combination of these. 
They have available every railroad 
system in the country, and through 
their contracts with local and inter- 
city trucking lines they are able to 
call upon thousands of trucks as 
well. Thus the entire network of the 
great United States transportation 
system is at their command. Most 
often, rail is used for shipments be- 
tween major points and trucks for 
pick-up and delivery to and from 
the railroad center. In special cases, 
there are variations from this pat- 
tern. For example, on shipments 
between Texas and New York boat 
trains may be used, saving 50% of 
the cost of rail shipments, yet taking 
only one day longer. 

Simplicity. When you deal with 
a freight forwarder, you deal with 
only one company. Even though 
several rail lines and/or trucking 
companies may be used on a ship- 
ment, only one bill is presented to 
the shipper or consignee. 

Savings. Many shippers and re- 
ceivers are under the mistaken im- 
pression that premium transporta- 
tion services are required for fast 
delivery ; but with the expert utiliza- 
tion of standard carriers and the 
consolidation of many small pack- 
ages for handling as a single ship- 
ping unit, plus expeditious handling 
between freight terminal and store 
door, the average of total time from 
shipper to receiver compares very 
favorably with that of premium serv- 
ices costing two to three times as 
much as the freight forwarder’s 
Forwarders are regulated 
by the Interstate Commerce Com- 


charges. 


A wide variety of merchandise can be handled in 
consolidated shipments; in this typical truckload are 
package goods, and heavy 


building materials, 


machinery items. 
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mission. ‘Their rates can be no 
higher than railroad l.c.l. charges. 
They charge the shipper the tariff 
railroad rate from consigner-to-con- 
signee, whether railroads are used 
wholly, partially, or not at all. 

Tracing. Tracing of small ship- 
ments is difficult at best, and it may 
be practically impossible when lL.c.]. 
shipments are placed directly with 
the railroad. However, the for- 
warder, whose very function is the 
routing and keeping track of thou- 
sands of such shipments, is not only 
able to locate your shipment at once, 
but can expedite or even divert the 
shipment if required. This is particu- 
larly important in the case of strikes, 
bad weather conditions, wrecks, 
tracks or roads under repair, or 
when a sudden emergency need for 
the shipment develops. 

Safety. Purchasing agents are 
chiefly interested in receiving mer- 
chandise on schedule, when needed, 
rather than in filing claims for loss 
or damage. 3ecause of careful 
handling and loading of merchan- 
dise, claims are held to a minimum. 
Sut even with the utmost of care 
there may be, on occasion, some 
damage to shipments. When this 
occurs, it is a part of the freight for- 
warder’s service to negotiate settle- 
ments at once, 

Facilities. Because of the com- 
plete, coast-to-coast organization of 
the larger freight forwarders, a pur- 
chasing agent can restrict his freight 
specifications to one or a few for- 
warders who would be qualified to 
handle any type of shipment and any 
quantity up to carload, thereby im- 
measurably easing the buyer’s ad- 
ministrative and follow-up duties. 


To give some idea of the vastness 
of these enterprises, Universal Car- 
loading has trucking contracts with 
more than 5,000 trucking companies, 
and in addition has its own fleet of 
trucks numbering about 3,000 ve- 
hicles. Thus, with their more than 
100 offices, from which they pick up 
and deliver within a 250-mile radius, 
and their representatives in smaller 
communities (usually local transfer 
or trucking companies), shippers in 
virtually every point in the United 
States are within reach of the freight 
forwarder’s service. 

One of the real services offered by 
such forwarders is a complete im- 
port operation. A shipment can be 
made from the Far East to a United 
States point of destination with no 
more paper work or headaches than 
a routine domestic shipment. Again 
there is only one bill—and one car- 
rier to deal with. This carrier will 
handle all aspects of the shipment: 
will pick up, arrange for cargo 
space, transfer to domestic carrier, 
deliver to store door, and handle 
all paper work from start to finish 
of the transaction. 

Purchasing agents are frequently 
particularly anxious to arrange for 
the receipt of several different ship- 
ments of merchandise at the same 
time, from different sources. This 
problem of coordination and sched- 
uling can easily be accomplished 
through the local forwarding repre- 
sentatives, 

In summary, the modern freight 
forwarder is a service organization 
that can relieve you, in many in- 
stances, of all the headaches and 
complications of handling the trans- 
portation of I.c.l. shipments. 


Foreign trade shipments moke up one of the for- 

warder’s most useful services; here are miscellane- 

ous goods destined for Bermuda, Iceland, Belgium, 
Holland, Morocco, and the Philippines. 
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Better Buying at Burroughs 


By Dwight G. Baird 
a 


New procedures and new facilities enhance 
sound purchasing policies. 


Central purchasing organization controls 
extensive procurement program. 


Simplicity and informality are keynotes of 
plant and sales relationships. 





E. M. Helwig, Director of Purchases 


N UMEROUS changes and im- 
provements in procedures and 
facilities of the Purchasing Depart- 
ment of Burroughs Adding Machine 
Company, Detroit, have contributed 
to the satisfaction of all concerned 
and have served to enhance this 
company’s sound purchasing polli- 
cies. 

This Central Office Purchasing 
Department does the buying for the 
surroughs main plant and Schaefer 
plant, both in Detroit; and for the 
Plymouth, Michigan plant. Total 
purchases in 1948 amounted to more 
than $13,000,000. It also supervises 
the buying for the Windsor, Ontario, 
Canada plant. 
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E. M. Helwig is director of pur- 
chases. Prior to December, 1946, 
he was also head of the Scheduling 
Department. That, he says, was 
comparable to playing both pitcher 
and catcher on a baseball team; he 
threw the ball, then ran and caught 
it. In other words, he initiated the 
purchases, then made the buys. 

All this came about quite natural- 
ly. Mr. Helwig took charge of the 
Scheduling Department at Bur- 
roughs in 1909, after having been a 
buyer for the Detroit plant of an- 
other company for several years. In 
his new position he was responsible 
for the issuance of purchase requisi- 
tions for production parts, materials 


and supplies, for receiving them, 
scheduling them for production, and 
so on, 

These duties were very colsely 
related to purchasing, of course, 
and it was a logical development that 
in 1931 he was made director of 
purchases and moved his desk into 
the Purchasing Department while 
continuing to serve as head of the 
Scheduling Department. That was a 
pretty heavy schedule at any time, 
and when the post-war period of 
shortages and expanded production 
came on, he was relieved of his pro- 
duction scheduling duties to devote 
his full time to purchasing. 

During the war, the regulations 
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gov erning plant contacts were neces- 
sarily very strict, for Burroughs was 
manufacturing the Norden bomb- 
sight. Since then, when security 
measures were relaxed, the company 
has initiated a more informal policy 
concerning vendors and their repre- 
sentatives. While the Purchasing 
Department still oversees, and is 
kept strictly informed on all callers, 
the vendors are free to ask to see 
men in the plant, and if the latter 
wish to be interviewed, permission 
is granted. 

In this way, department heads 





Callers are promptly an- 
nounced to the buyers’ of- 





have been able to keep in touch with 
sources, to know what is new in 
their lines, what conditions are, 
what advantages different ones have 
to offer, and in general, to hear their 
stories. This is pleasing to the 
callers, too, of course. 

To implement this policy and also 
to place responsibility for issuing 
purchase requisitions, the works 
manager issued a directive in which 
he designated the individuals who 
are authorized to issue purchase re- 
quisitions for each class of commodi- 
ties and also stated the procedure to 


Two free phone 
booths in the Pur- 
chasing Depart- 
ment keep buy- 
ers’ lines open 
while enabling 
local vendors’ 
representatives to 
contact their own 
offices handily. 





be followed in receiving and inter- 
viewing vendors’ salesmen. 
Commodities to be purchased are 
classified in sixteen groups and 
supervisory personnel who are auth- 
orized to issue purchase requisitions 
for them are designated. All such 
requisitions, however, must be ap- 
proved by the proper authorities. 
Vendors’ salesmen handling produc- 
tion materials, shipping details, car- 
tons, and all manufacturing and 
maintenance supplies carried in 
Stores are directed to the Purchas- 
ing Department. Those handling 
other commodities .may make ap- 
pointments with the proper super- 
visory personnel and call on them. 


Interviews Arranged 

In the latter case the receptionist 
asks the nature of the call and 
whether the visitor has an appoint- 
ment. If not, he is referred to the 
Purchasing Department. If one 
does have an appointment, the re- 
ceptionist calls the Works Mana- 
ger's office and informs his secretary 
of the call and whom the visitor 
wishes to see. If that individual 
elects to receive the caller, he has 
him sent to his office or to the con- 
ference room in the Purchasing De- 
partment. Interviews are not con- 
ducted in the lobby. 

When buyers have reason to be- 
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lieve that salesmen whom they are 
interviewing have information of 
value which should be brought to 
the attention of department heads, 
they invite such supervisors to come 
to their office to talk with them. 
Furthermore, supervisory personnel 
are privileged to contact outside 
vendors by phone or letter and to 
arrange to have a representative call. 


Purchasing Controls 


All proposals or requests for quo- 
tations must be in writing and must 
be cleared through the Purchasing 
Department with a copy for its files. 
In addition, all samples of materials 
are cleared through the Purchasing 
Department, which sends them, to- 
gether with notes containing all per- 
tinent information, to the Engineer- 
ing Division for their approval or 
rejection. After the necessary in- 
vestigation, Engineering reports 
back to the Purchasing Department, 
which is then in a position to advise 
the vendors as to the results. A 
permanent file of these records and 
reports is kept in the Purchasing 
Department, under the vendor's 
names. 

Any negotiations with vendors re- 
garding defective production mate- 
rials are handled through the Pur- 
chasing Department. The superin- 
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To John Doe Foundry Company 
The Purchase Order is a shori 
form. Terms and conditions 
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original copy. Office file copy 
on heavy stock is indexed for 
follow-up action and the re- 
verse side is ruled for a rec- 
ord of receipts and invoices 
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purchase orders are handled 
by means of Change Notice 
forms. 
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tendent of parts inspection is called 
in to participate in vendor inter- 
views conducted by the Purchasing 
Department relative to defective pur- 
chased production parts or castings. 

The Purchasing Department fur- 
nishes Production Control with a 
statement of lead time required or 
placing of purchase requisitions for 
various commodities and revises ‘t 
quarterly or oftener, depending upon 
market conditions. 

It receives inventory statements 
monthly and works closely with fac- 
tory production departments to 
maintain adequate stocks, while at 
the same time keeping inventories as 
low as is consistent with safety. 


Efficient Office Layout 

Several other major changes were 
made late in 1948. 

The Purchasing Department was 
moved from the ground floor to the 
second floor, right above the main 
lobby. Each of the five buyers and 
one expediter, all of whom formerly 
had been located in one large room, 
were assigned individual offices. 
There is also a small conference 
room in the new quarters, furnished 
with a table and six chairs. The 
same room is used as a reference de- 
is 
ters, and some files are kept. Al 


partment where catalogues, regis- 
furniture and equipment are of metal 


eg 


COMMODITY CLASSIFICATIONS AND BUYERS’ ASSIGNMENTS 


B. E. Brotherton 


Abrasives 


D. E. Wendt 


and of the most modern type. Both 
clerical and executive desk chairs 
are Burroughs’ own make. Electric 
typewriters are used. 

Two girls formerly wrote all pur- 
chase orders. When buyers had to 
write letters, they called in a stenog- 
rapher. Filing was handled by other 
clerks. Now each buyer has been 
assigned a secretary who writes 
purchase orders, takes care of his 
files, takes dictation, handles tele- 
phone calls, does some follow-up 
work, and assists in other general 
office work. Dictating machines are 
also used. Secretaries have desks 
outside their buyers’ offices in an 
open room. A little cut-out in the 
glass partition between them and the 
buyer enables them to pass papers to 
him, or receive papers from him, 
without entering his office. 

Reception of Salesmen 

Each buyer has a two-drawer file 
in which he keeps copies of purchase 
orders, acknowledgments of orders, 
and other papers. Each secretary 
has a three-drawer file by her desk 
for purchase record cards, corre- 
spondence, and other purposes. On 
her desk is a small, rotary-type file 
in which she keeps a separate card 
for each vendor from whom her 
superior usually buys, listing vend- 
or’s name and address, representa- 


R. T. Stark 


R. E. Dickson 





tive’s name, terms and F.O.B. Point. 

The procedure in receiving sales- 
men has been improved, too. Now 
when a salesman registers in the 
lobby, the receptionist notifies an in- 
formation girl in the Purchasing 
Department. The information girl 
makes the proper entry in a Pur- 
chasing Department call record, 
then fills out a call slip and places it 
on the proper buyer’s desk to apprise 
him of the fact that the caller is wait- 
ing in the lobby. The time of the call 
is written on the call record sheet 
and on the call slip. When a buyer 
is ready to receive the caller, he 
pushes a button and his number ap- 
pears on an annunciator by the in- 
formation desk. The information 
girl then has the salesman sent up 
and at the same time enters the 
“time interviewed” on the call rec- 
ord sheet. The Director of Purchases 
thus has a separate record of all 
callers in his department, together 
with names of buyers called upon, 
time of arrival, and time of inter- 
view. In addition to these duties, 
the information girl assists in the 
writing of purchase orders and 
maintains a large floor type rotary 
card file as a master record of all 
vendors. 

Burroughs buys quantities of 
small tools and supplies from local 
mill supply houses, and special pro- 


E. C. Wendt 


Casters 


Advertising & Printing 


Sound Deadening 
Felt 


All Paper Anodes, Cadmium, 
Corrugated Board & etc, 

Boxes Chemicals 
Felt Coals 


Electrical Supplies 


Enamel, Paints, 


Ball Bearings 
Production 


Brass & Bronze- 


Rod, Sheet & 
Tubing 
Aluminum— 
Rod, Sheet & 
Tubing 


Castings 

Die Castings & Ingots 
Forgings 

Maintenance Steel 
Name Plates 


Outside Work On: 
Slitting & Shear- 


General Office Varnish Carbon Brushes ing 
Supplies Lumber Glass (key) Roller Levelling 
Hospital Supplies Mill Ends Keyrings & Cups PI at Treating 
Printing & Ribbon Mill Supplies Magnet Wire —— 
Supplies Oil Q Powdered Metal 
ils Insulating Paper 
Ribbon Fabrics Sand Armitite Transfers 
Roll Paper Solvents Irv-O-Slot 
Plain St Fibre & Fish Paper 
Carbonized ee . 1 
; Rubber Electrical Insulation 
Textiles Steel Tapes 
Tools, Jigs, Fixtures Tape Rubber Parts 
Special Tools Steel—Bars, Strip, 
Wood Cores Sheet & Tubing 
Machinery 
* 


Chair Parts 


Grinding Wheels 
Abrasive 


Plumbing Supplies 
Screw Machine Work 
Welding Supplies 
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1 MANYFACTURING ORDER N°? M3380 
BURROUGHS ADDING MACHINE COMPANY 
6071 SECOND AVENUE, DETROIT 32. MICHIGAN 
TO: ALL INVOICES. SHIPPING MEMOS 
DE HAND MOLDED PLASTICS, INC. ee 
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RO-EB 
PR. Ne. 69296 Cc 
Dirantmee ACCOUN rot ae — Tas : — r 
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eee —_ Sinienuiimiatenitiiinee . Se Shs a a states 
51,000 1-83339 3/8 #h PLASTIC TWIRLER M 
GRADE TENITE 11 265A-7892 MH BROWN | — 
|PRICE IN- 
AS PER ATTACHED B/P APPROVED 2-22-49 [CLUDES 
[eure ins, 
ASSEMBLING 
PACKING 
MINIMUM OF 2,000 PCS, PER WEEK 
REQUIRED AFTER he15ei9, | QUOTATION 
S | 2=220h9 


TAX EXEMPT ENSE 
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o™ 





THE FOLLOWING MATERIAL WILL BE FURNISHED BY BURROUGHS 











fa SUA DESCRIFTON 
ee — sibiiiiiindipieadinn equmasindiieenes —— 
INSERT - 83339 3/8 #h «= 56,000 PCS, 
SET SCREW = 51550 . 107,000 PCS, 
! 
| 
} 
This order is subject to the terms, conditions ond specifi meee ADDING MACHINE COMPANY 
cotions stcted above ond those printed on the reverse de 
Acceptonce hereof binds you to del ver the moteric! above af. ti fev 
specified in occordance with the whole of this order By ts 


b eur. — 
MANUFACTURING ORDER— CONTRACTOR'S COPY PS, Te, a 54 
Sf 


Printed is U. & Americs et - ~ 





A special form of purchase order is used for manufacturing orders 
where material is furnished by Burroughs. 


vision has been made for handling 
representatives of these firms. The 
business is distributed among a num- 
ber of vendors whose product and 
price satisfy requirements, and to 
expedite the handling of their sales- 
men, the buyer may hand a sales- 
man a number of requisitions when 
he calls and ask him to use one of 
the two small rooms the Purchasing 
Department has provided with a 
telephone, directory, pencils, paper, 
writing shelf, and chair. With these 
facilities he is able to contact his 
office to obtain the necessary infor- 
mation regarding availability of the 
material specified on the requisi- 
tions, price, and any other pertinent 
facts. 

After obtaining this information, 
the salesman may hand the requisi- 
tions back to the buyer, or if the 
buyer is busy, to his secretary, 
which permits the salesman to be on 
his way. The requisitions are later 
reviewed and orders written on 
those accepted and mailed to the 
vendor. This procedure not only 
leaves the buyers’ phones free for 
their own use but enables them to 
receive other salesmen with a mini- 
mum of delay. 


Forms and Procedure 
Purchase requisitions are written 
in triplicate and two copies are sent 
to the Purchasing Department. 
There the Director’s secretary 
stamps the date on them, sorts them 


by buyers, and places them on his 





TRON CASTING 


g! A. B. smith Foundry Co., Detroit, ‘Michigan 
92 John Doe Foundry Co., Cleveland, Ohio 


Materia 203668 No. 3 IRON CASTING =. pee Ses __cope No__841580_ 


: s_Match Plate of G) per, Patt. Not. 4-19-46 
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DATE | "j=" | ORDER NO.) QUANTITY | PRICE | TERMS : F.0.B | panto REMARKS 
10-21-47 1 | 25528 | 4000 | $47.50 cc | Net | Our Plant| | ps 
1-26-48 | 1 | 32924 | 5000 $47.50 Cc | Net | Our Plant | 
4-2-48 | 1 | 37782 | 2000 | $45.00 cc | Net 30 Days | Our Plant | | Ceery 
8-27-48 | 1 | 88040 | 8000 | $45.00 CC | Net 30 Days Our Plant | | 
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4-12-49 | iS 12345 | 3000 | $.25-1/4 Ea. Net 


A Purchase Record Card is 
maintained for every item. 
It provides for 8 alterna- 
tive sources of supply and 
carries a history of past 
transactions. 
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desk for review. She holds the du- 
plicate copies as tracers until pur- 
chase orders are placed and then dis- 
cards them. After the Director of 
Purchases has reviewed the originals 
and made any notations he may see 
fit, his secretary distributes them to 
the buyer. Their secretaries note 
the kinds of commodities to be 
bought, pull the proper purchase 
record cards from their files, attach 
the purchase requisitions to them 
to show the usual sources from 
which these commodities are pro- 
cured, and pass them on to the buy- 


ers 
This purchase record card is 9% 
x 7 inches in size and is ruled to 


provide spaces for kind of material, 
code No., date, serial No., names 
of eight vendors, and a record of 
purchases, including prices, terms, 
shipping, and remarks. Most of the 
record cards provide a history of 
purchases for many years. 

On receipt of a purchase requisi- 
tion, accompanied by the purchase 
record card, the buyer contacts his 
vendors, gets quotations, notes them 
on the back of the form, checks 
prices and terms, decides where to 
make the buy, and finally initials the 
requisition and hands it to his secre- 
tary to write the purchase order. 
The original requisition then is filed 
numerically and kept for seven 

he regular purchase order is 
only 8 x 5 inches. This size has 
been found most convenient. It 
takes less filing space, copies are 
less likely to get wrinkled and dog 


ecause generally only one item is 
listed on an order, with a maximum 
of three items depending on the de- 


scriptive information, 


eared, and the form is large enough 
he 


Seven copies are made and dis- 
tributed: the original goes to the 
vendor, one copy to the department 
originating the requisition, one to 
the Plant Accounting Department, 
two to the Receiving Department, 
one to the buyer, and one to the in- 
voice clerk. One of the two copies 
sent to the Receiving Department is 
a hectograph duplicating form, and 
when the goods are received, it is 
placed on a duplicating machine and 
8S copies are produced and sent to 
various departments to notify them 
of the receipt of materials. The 
buyer's copy is used as a follow-up, 
and all telephone information and 
correspondence related to the order 
is noted thereon or attached. 

The last or office copy, made of 
ledger paper, goes to an invoice desk 
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In the new Purchasing Department quarters, buyers have indi- 
vidual offices. Their respective secretarial assistants have desks 
conveniently located in the adjacent open office. 





Herman Roth, representing Latrobe Electric Steel Company, 

discusses Burroughs requirements with metallurgist Clyde David- 

son (left) and expediter Marvin Partridge (right) in the Purchas- 
ing Department conference room. 


where it is filed to await receipt of 
the invoice. When invoices are re- 
ceived, they are time-stamped, then 
are sent to this desk to be checked 
against the purchase orders. If 
there has been any change in price, 
terms, or F.O.B. point, the clerk 
notes it and calls it to the attention 
of the proper buyer. She also enters 
the record of all shipments on the 
back of the order. If everything is 
correct, she sends the invoice to the 


Plant Accounting Department and 
places the purchase order in a 
“Filled” file alphabetically where it 
is kept for five years, 

\ larger purchase order form 8% 
x 11 inches, is used for manufactur- 
ing orders which involve materia! 
to be furnished by Burroughs. 

Other forms used include a pur- 
chase requisition change notice and 
a purchase order change notice. 
Both are of conventional type. 
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@ By M. E. O'Connor 


dt gn again the lantern of 
Diogenes has been focused on 
the administration of Federal gov- 
ernment. The investigators for the 
Commission on the Organization of 
the Executive Branch of the Gov- 
ernment produced a_ report 
which reemphasizes many of the 
principles and pitfalls in governmen- 
tal affairs that have been brought 
into the limelight repeatedly for gen- 
erations; only this time they are 
bigger and more important in our 
expanded governmental economy. 
Whether Mr. Hoover, in this study, 
has made the greatest contribution 
of a distinguished career, or whether 
he will be just another dishonored 
prophet in his own country, depends 
largely on whether his recommenda- 
tions are taken seriously and result 
in remedial action, or whether they 


have 


are buried in the government ar- 
chives. 
The Task Force Report on the 


Federal Supply System should be 
compulsory reading for all govern- 
mental employees engaged in public 
purchasing. Some of the situations 
described at the Federal level are so 
pertinent to other governmental 
purchasing agencies that one feels 
the report could be based on infor- 
mation culled at state, city, county, 
and local The meat of the 
Report strikes at autocracies, falla- 
and procedures that have 
seeped through much of the govern- 
mental structure, at all levels. 


levels. 


cies, 


Exceptions to the Rule 
The Report itself is harsh in its 
generalities and fails to discriminate 
sufficiently between lack of interest 
and effort on the part of personnel 
and lack of results. For this reason, 
it can lead to decidedly misleading 
and unfair conclusions that tend to 
discredit all governmental purchas- 
ing. From that angle, a supplemen- 

tary analysis seems in order. 
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Bureaucracy in Public Purchasing 






An analysis of the Hoover Report stressing 
the human side of public service. 


Constructive personnel policies would raise 
standards of morale and performance. 


Jurisdictional 


conflicts 


breed 


inefficiency 


in public administration. 


The Task Force Report is a tra- 
gic indictment of bureaucracy, 
which, in this connotation, is only 
another name for political manipula- 
tion of the public service. In its 
first pages, the Bureau of Federal 
Supply is represented as enmeshed 
in a huge web, with the Comptroller 
General, the Civil Service Commis- 
sion, and the political machines as 
some of the spiders weaving the 
strands which effectively prevent 
efficiency and economy in govern- 
mental expenditures, and which 
keep many honest and competent 
officials at the bottom of the political 
heap. 

Within the Report, however, is an 
admission that some people do en- 
ter the public service with high am- 
bition to render real service and to 
make a record of achievement. Yet 
Federal employees engaged in pur- 
chasing are pictured in the aggre- 
gate as spineless individuals, play- 
ing safe, trying not to offend either 
God or Mammon; apathetic, dis- 
couraged, defeated, watching the 
calendar for pay day and hoarding 
up a reserve for security at retire- 
ment. Compare this picture with 
the previous paragraph. Is it fair 
to stigmatize the personnel as inef- 
ficient when admitting that efficiency 
is impossible within the system? 
Instead, why not uproot this force, 
or combination of forces within our 
government, that destroys what it 
cannot control ? 

The Government of this great 
country would be in a sorry plight 
indeed if all employees who have re- 
mained in governmental service 
under adverse conditions fit into 
this characterization of public em- 
ployees. Many people do leave a 
service—at all levels of government 
—where they cannot accomplish 
their objectives, where merit is dis- 
credited, and where loyal and com- 
petent public servants are some- 





times singled out and kicked upstairs 
or down, muzzled, or otherwise 
made ineffective in positions where 
they are an offense to the oppor- 
tunists because they have a righteous 
values and ethics. But 
there are others who, for their own 
reasons, prefer to remain in the 
service, who are faithful enough to 
fight on, even though they could be 
better paid in commercial circles by 
capitalizing on their governmental 
service. In their zeal for good gov- 
ernment they are willing to take the 
hundred-to-one odds that the citi- 
zens and taxpayers will eventually 
take an interest in the problem and 


sense of 


call for a fair deal for themselves 
and the employees. Perhaps the 
Hoover survey will justify their 
faith, Who knows? Certainly it 


would be unfortunate if the Report 
of the Task Force Committee itself 
should fall into disparagement be- 
cause it fails to get “results”. 
The Empire Builders 

Again, the Task Force Committee 
Report compliments the taxpayers 
on the honesty of public employees: 
“The myriad regulations governing 
the custody and expenditure of 
funds are seemingly based on the 
premise that all employees are con- 
genital crooks; whereas, there is 
nowhere to be found a group more 
honest in money matters than Gov- 
ernment employees.” However, it 
must be conceded that some politi- 
cally-minded employees have a pe- 
culiar sense of honesty. ‘They are 
honest, then, in so far as the law 
and its checks and counterchecks 
compel them to be for personal 
safety, but they will violate their 
oaths of office and circumvent 
the law, ethics, and morals under 
any and every circumstance to build 
up their own “empires”, at untold 
cost to the taxpayers. As pointed 
out in the Report, this is undoubted- 
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ly the result of statutory regulations 
which hedge accounting on every 
side but leave unlimited power in 
other phases of activity. 

Fortunately, it is the few and not 
the many who fit into these cate- 
gories of undesirable employees, but 
these “empire builders” are a stum- 
bling block to efficiency in govern- 
ment. They lack experience or 
qualifications for administrative po- 
sitions and are jealous of those who 
possess them. They try to erect an 
iron curtain around the executive 
officers, through which they alone 
have entree. As go-betweens, they 
appropriate, misrepresent, or kill the 
plans of experts, since they must 
build themselves up by tearing 
others down, and they sabotage pur- 
chasing efficiency for personal ad- 
vantage. More than likely, how- 
ever, they are not free agents, since 
presumably political advancement 
must be paid for. This system of 
bureaucracy has grown to its pres- 
ent strength in spite of the voters, 
who have failed to realize its dan- 
gers. It can be stopped now and 
thrown for a loss if the people of 
the United States will rally behind 
the recommendations of the Hoover 
Commission and demand increased 
efficiency in government instead of 
increased taxation, and if public of- 
ficers at all levels of government 
will scan the Report for the “hand- 
writing on the wall’ and profit by 
the sound analysis of what is con- 
sidered right and wrong in the field 
of public purchasing. 


Politics and Purchasing 


Centralized purchasing for gov- 
ernment was honestly conceived in 
the public interest and was never 
intended to become a political foot- 
ball. Indeed quite the contrary. A 
story is told of an astute politician 
who refused to nominate one of his 
constituents to head a new govern- 
mental purchasing office and per- 
mitted the plum to go elsewhere. He 
labeled the function “political dyna- 
mite’ and predicted that misfeasance 
or malfeasance in this exercise of 
power, with all of its ramifications, 
could wreck any political party. He 
advised “hands oft” to political 
manipulation of the purchasing serv- 
ice. We need more astute politi- 
cians who recognize that good gov- 
ernment is good politics, and that 
we can have good government in the 
field of purchasing only through 
good administration, good person- 
nel management, and good public 
relations. 

Some great people have contribu- 
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ted to planning centralized stand- 
ardization and purchase for govern- 
ment, and many of them have re- 
ceived little credit for their work 
because no historical records of the 
project have ever been compiled. In 
my own State, with the advice and 
help of outstanding governmental 
and commercial purchasing agents, 
Governors Grover Cleveland, Na- 
than L. «Miller, Alfred E. Smith, 
and Charles Evans Hughes have 
fathered constructive plans for cen- 
tralized purchasing. And Mr. 
Hughes headed the Commission on 
the Reorganization of State Govern- 
ment in 1925, which was responsi- 
ble for placing the function directly 
under executive control, as a Divi- 
sion of the Executive Department. 
This is exactly in line with the sug- 
gestion now made for the Federal 
Jureau of Supply by the Task Force 
Committee. It was then, as now, 
the consensus that centralization 
would result in reducing the num- 
ber of purchasing officers and per- 
sonnel to a minimum, and elimi- 
nating duplication and superfluous 
organizations. It would be inter- 
esting to determine through a sur- 
vey how far results measure up to 
these past expectations. 

There is some fine administration 
in government service. Splendid 
work is being done in the interest of 
the public, the wards of government, 
and humanity, and nothing should 
be permitted to detract from such 
accomplishments. Where the con- 
trary is true, it will be found in- 
variably that those at the top of the 
ladder should never have been there. 
They lacked the basic qualifications 
for public service; they were the 
tools of selfish interests; or they 
were appointed, promoted, and pos- 
sibly assured of tenure without be- 
ing required to meet the standards 
established for the positions. They 
are where they are by unfair means. 

There is some constructive per- 
sonnel planning in the making in 
Civil Service quarters, probably en- 
gendered somewhat through a fear 
of unionization of public employees, 
but it will never be effective if 
handed over to this type of neophyte 
for implementation. 


Personnel Policies 

Civil Service Commissions have 
the power to make or break efficien- 
cy in public purchasing through 
standardization of positions, classifi- 
cation of salaries, and the prepara- 
tion of adequate examinations for 
positions at all levels. But currently, 
“Civil Service regulations offer little 





inducement to specialization nor do 
they ‘stimulate a forward-looking at- 
titude. Unfortunately, the surest 
way to promotion and a salary in- 
crease is to become the supervisor 
of a large staff. This inevitably en- 
courages empire building. . . An em- 
ployee may have to abandon entirely 
his ideas of specialization and be- 
come an administrative supervisor, 
in order to gain a respectable in- 
come.” 

Real efficiency in governmental 
service comes when loyalty, experi- 
ence, and know-how are utilized to 
the best advantage, rather than re- 
ducing a function like purchasing to 
humdrum routine. When new em- 
ployees come into the service under 
top classifications, they should be 
qualified to stand on their own feet 
and initiate their own fields of pur- 
chasing, where the system needs ex- 
panding. Too often, work is taken 
away from specialists and giyen to 
apprentices at higher salaries to 
build up the latter so they can quali- 
fy for their positions by volume 
rather than quality of work. In fact, 
Civil Service systematizers will tell 
you that they are not concerned with 
quality of work. This produces ex- 
pansion of payroll rather than of 
project, and leads to discouragement 
on the part of experienced personnel. 


Personnel Training 

Training of personnel is wholly 
lacking at many levels of govern- 
mental purchasing, whatever may be 
the case in the Federal service. This 
is the case, first, because unqualified 
supervisors cannot teach what they 
do not know, and second, because 
most purchasing bureaus are badly 
understaffed. As young people come 
up through the ranks, they should 
be required to specialize and fit 
themselves for advancement, as a 
condition to promotion. Prescribed 
reading and preparatory courses 
should be a part of personnel train- 
ing, with emphasis on the fact that 
clerical work is not buying. Ex- 
aminations should fit the jobs, and 
not the people. Provisional em- 
ployees, if any, should be required 
before appointment to meet the 
standard qualifications for the posi- 
tions to which they aspire. 


The inclination of some top level 
government executives seems to fa- 
vor appointments by selection rather 
than by examination. This does not 
make sense to those who are inter- 
ested in the Merit System of Civil 
Service, since it is the abuse rather 
than the exercise of the Merit Sys- 
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tem that is at fault. The qualified 
expert does not fear oral or written 
examination to place his qualifica- 
tions on record. The only persons 
afraid of examinations are those who 
cannot pass them. Proper examina- 
tions will check on the veracity of 
claims of experience, capability, and 
integrity, rather than reading, writ- 
ing, and arithmetic And they will 
be far in recruiting 
desirable public servants than taking 
the appointments out of the field of 


compe titive Civil 


more etfective 
Service 
The Basic Yardstick 


Task Force 


highlights the 


rhe Committee ex- 
pertly main detour 
from the route to efficient adminis- 
tration of centralized purchase—a 
tendency to convert the project from 
contract making to purchase routing 
and a shift “from service to jurisdic- 
tion” staff 
agency, to be successful, must place 
“It 
unless it can 


1 


They point out that any 


service above self-interest: has 
no excuse for existence 
render better service to the agencies 
than can perform for them- 


selves, 


they 
and at lower cost.” 
There is the yardstick to measure 
pur 
chasing office. Can we measure up 
to it—and if not? Is it 
because the people who ask ‘What 
is the extent of my authority under 
far should I go?” are 
in favor of those who 


value in every governmental 


not, why 


| 


how 


the law: h 
’ 


discredite 
want to know “Who is going to stop 
me?’ Within these two attitudes can 
lie the shift “from service to juris 
diction”. More and the in- 
dividual concept of the administrator 
he overall pattern 
of planned governmental adminis- 
tration, and eagerness to control all 
buying indiscriminately may be re- 


more, 


may be displacing t 


placing planned advance procedure, 
which is bound to be many times 
more effective 

This is hardly a time to accept the 
picture of governmental purchasing 
“as 1s’’, as indicative of what govern- 
mental purchasing officers call nor 
mal procedures. Emergencies breed 
their own pests. Federal regimen- 
tation, rationing, control of the pro- 
duction and distribution of merchan- 
dise, price fixing, uniform bidding, 
emergency regulations under which 
commissions could be paid to routers 
ts rather than distributors 
of. commodities, have left a mark on 


of contra 


both buvers and vendors. 
However, many of the “necessary 
evils” inherited 


be classed as necessary 


from wartime can 
mly because 
we like them so much that we do not 
want them abolished. But when 
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they become publicized and discred- 
ited, and as practical procedures are 
available to replace them, the com- 
petent official is only too glad to be 
indoctrinated into new plans and 
methods. The efficiency of central- 
ized purchasing in state, county, 
city, and local communities, as in the 
Federal Government, is wholly de- 
pendent on scientific planning, an- 
ticipation of requirements, ‘standard- 
ization, quantity purchasing of qual 
ity pre ducts, inspection of deliveries, 
dispatch, simplification of paper 
work and procedures, and the elimi 
nation of red tape. 


Jurisdictional Authority 


The Task Committee 
stresses the advisability of placing 
authority in the hands of the pur- 
chasing officer and then buttressing 
this authority with that of a Chief 
xecutive “to command respect for 
and compliance with its policies, 
rules, and regulations, among other 
the Government”. It 
deplores the breakdown of initiative 
and morale in Federal 
under the 
Comptroller General, who “has ar 
himself the ultimate 
authority for determining the legal 
or pro 


x ree 


agencies of 


purchase 


yureaus shadow of the 


rogated to 
ity of administrative actions 
cedures.” 

This is soothing music to the ears 
of most public purchasing agents, 
for the Comptroller General has a 
counterpart at many 
ernment, and them are as 
arbitrary as the latter who 
distinctly confronted with a court 
ruling, declares that he will follow 
the courts only when he thinks they 
are right.”’ 


levels of gov 


Some ( rf 
“where 


the 
purchasing function is curbed too 


Sometimes the exercise of 
tightly by legitimate authority, such 
as State statute, local ordinance, etc 
The City Council, Board of Alder 
men, Board of Supervisors, or other 
authority keeps the actual approval 
of purchase requisitions in its own 
hands, and thus creates an impasse 
from the standpoint of efficiency and 
dispatch. In communities a 
purchasing officer cannot make a 
$100 purchase without presenting 
the transaction for other approval. 
In other communities the amount is 
Leo A. Murray, City Pur 
chasing Agent of Chicago, reports: 


some 


higher. 

‘Under the law I am prohibited 
from buying anything that costs 
over $1,000 without 50 aldermen 
passing on it and approving it. 
In industry, the Board of Direc- 
tors’ approval is secured for big 





jobs and then the Purchasing De- 
partment buys within the allot- 
ment. In Chicago, we get all the 
prices first, and then the Board 
of Directors decides whether we 
can spend the money.” 
Since Boards meet only 
monthly and there may be absentees, 
or because the matter may be set 
aside at one meeting for further con- 
sideration, 90 days’ delay is not un- 
common in the approval of single 
requisitions. Many of the Boards 
do not favor this involved procedure, 
but there has been no concerted ac- 
tion to correct it. Undoubtedly a 
purchasing officer should be gov- 
erned by budgetary allocations and 
subject to rigid requirements of 
competitive bidding and accounta 
bility, but he should be given author 
ity to function in a reasonable and 
business-like manner within these 
limits. He should be able to service 


his customers promptly, which he 


some 


cannot do under some existing sta- 
tutes, particularly those requiring 
long periods of advertising before 
purchase 
Problems of Administration 

There are other purchasing agents 
with full authority to 
impose unnecessary 
on the agencies under their control 
in matters of procurement. Their 
rules are so all-inclusive that every 


function who 


regimentatiot 


requisition issued by any publi 
agency under their jurisdiction is re- 
quired to clear through the central 
nve- 
these 
] 
i 


office regardless of cost, in¢ 
nience, and delay. Some of 
officers have their staffs so b PF Fel 
down with daily requisitions, subject 
to rubber-stamp procedure, that the 
never arrive at the contract stage of 
purchasing. These officers should 
take heed to the warning in the Task 
Force Committee Report the 
cost of handling small orders, and 
revise their procedures accordingly 
“The partial cost of processing a 


on 


purchase transaction is greatly in 
excess of $10... The taxpayers can- 
not longer afford the luxury of the 
hundreds of thousands of purchase 
transactions which now cost more 
in paper work and documentation 
than the cost of the commodities in- 
volved.” 

At least as important 
of government is the effect of 
reaucracy in red tape, delays, 
the hamstringing of administrative 
officials, particularly in the humane 
work of government. Public offi- 
cials are staggered by the continual- 
ly enlarging scope of the welfare and 

(Please 


as the cost 
bu- 


and 


turn to page 277) 
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in a Buyers 


G' OD purchasing practices have 
not been forgotten during the 
past few years, but the type of mar- 
ket existing did serve to lay empha- 
sis on certain aspects of purchasing 
rather than its full broad scope. The 
most important thing for us to do 
now, in order to fully exploit the 
wonderful opportunity for continu- 
ing the progress of our profession, 
is to make a complete analysis of 
ourselves, our attitudes, and our 
plans for the future. 

Some men have been in purchas- 
ing for a long time, and a buyers’ 
market is not something new to 
them. However, we have had a lot 
of newcomers join our ranks in the 
last few years, and it is something 
they have never experienced. They 
have been schooled in a period of 
shortages. We can all profit, young 
and old alike, by reflecting on just 
what the change means and how, as 
members of management, we should 
conduct ourselves in the changed 
market. 

We can make a worthwhile con- 
tribution to our companies, by doub- 
ling in brass as salesmen. Our ef- 
forts in this direction have a distinct 
advantage over other forms of ad- 
vertisement and selling because they 
are unexpected and inconspicuous 
when correctly handled. The pur- 
chasing agent is in a position to sell 
himself and his company without 
anyone being aware of what is hap- 
pening. Our role as salemen is 
accomplished by being fair and con- 
siderate, and spreading goodwill at 
all times. It’s not a task, but a 
pleasure which becomes more en- 
joyable the longer it is practiced. 

Since our main efforts in selling 
will be received by the many sales- 
men visiting our offices, we must 
make certain that this association is 
always cordial and friendly. The re- 
lationship may have been strained at 
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Management 


Present business conditions enable the buyer 


to do a complete job. 


Cultivate good supplier relationships now for 
the next sellers’ market. 


Purchasing should serve as the eyes and ears 
of management, alert to business trends. 


By Andrew H. Phelps 


Vice-President — Purchasing 
Westinghouse Electric Corp. 
Pittsburgh 


times by shortages in the past sev- 
eral years which provided many dis- 
appointments for the purchasing 
agents. Small quotas and poor serv- 
ice made it very easy for the pur- 
chasing agent to feel a certain 
amount of self pity and resentment. 
However, it is also true that the 
period of shortages provided many 
pleasant experiences. It was a great 
satisfaction when a supplier proved 
his friendship by coming to our 
rescue and furnishing a badly needed 
item. As we think back on it, there 
were many of these instances. 

Did you ever hear of the “little 
black book”? I haven’t actually 
seen one, and maybe none exists. If 
any do exist, throw them away and 
erase from your memories any un- 
pleasant experiences of the past 
sellers’ market. 

There may not be another sellers’ 
market in the near future, but we 
should have our departments con- 
ducted as if we were preparing for 
one. We must concentrate on estab- 
lishing the best possible relation- 
ships with suppliers. We must be 
friendly to all, but we must build 
with an eye to the future by judi- 
cious selection of our sources of 
supply. Ask yourself: Why are we 
giving so and so this business? Is 
my decision sound? Have I con- 
sidered the future as well as the 
present ? 

The Golden Rule as it applies to 


salesmen is good business, and we 
can very profitably remind our per- 
sonnel of its importance from time 
to time. “Do unto the salesmen that 
come to visit us as we would have 
other purchasing agents do unto our 
own salesmen.” You cannot go so 
far as to place an order with each of 
them, but you can remember to treat 
them with kindness and courtesy 
without being invoiced for it. 
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The purchasing agent should be 
honest and straightforward with 
suppliers. There is no purpose 
served in merely telling a supplier 
that he does not get orders because 
he is “high”, if there are other rea- 
sons existing why he could not par- 
ticipate in the business even if he 
were the lowest bidder. When we 
fail to discuss this matter honestly 
and completely with the salesman 
we are wasting his time as well as 
our own. It is a sound and funda- 
mental principle that bids should not 
be solicited from anyone to whom 
you would be unwilling to give the 
business if their bid qualifies them. 

We must extend to all salesmen 
the “open door” policy. This will 
aid in developing their understand- 
ing that as purchasing agents we are 
interested in their products, and also 
that we are the most helpful mem- 
bers of our companies. 

When you arrange an interview 
between a salesman and a technical 
expert, ask that technical man in 
your company to report the outcome 
of the discussion to you. This may 
be standing operating procedure to 
your organization, but in some cases 
it is neglected, The report from the 
technical expert will furnish you 
with the information necessary in 
handling similar situations in the 
future, and you can save the time of 
other salesmen as well as your own 
time by having the correct answer. 


Advice Aids Buyer 


\n example of such a situation 
might be drawn from my own com- 
pany. For our operations in the 
manufacture of Micarta we had al- 
ways used ethyl alcohol. The first 
time a salesman for isopropyl alcohol 
talked to our purchasing department 
at East Pittsburgh about using his 
product in their production, he was 
referred to the technical experts. It 
was determined that the isopropyl 
alcohol did not suit our manufactur- 
ing setup, and the purchasing de- 
partment was advised accordingly. 
This advice served as a 
knowledge by which the buyer was 
able to explain to the subsequent 
vendors of this product why we were 
not in the market for it. The techni- 
cal man was spared the necessity of 
taking more of his time to review the 
Same story. 

However, this did not keep the 
purchasing agent from seeing these 
suppliers, and later a sales represen- 
tative selling isopropyl alcohol of- 
fered something new, when the dif- 
ficulty of producing our Micarta 


basis ot 
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from his alcohol was explained. This 
salesman offered more than the al- 
cohol, because he had had experi- 
ence in producing products similar 
to our Micarta by using isopropyl, 
and they were successful. This man 
was referred to the technical expert 
to discuss his knowledge and tech- 
nique. Eventually it was possible, 
through the cooperation of the sup- 
plier, to adopt the alcohol to our 
production at a substantial saving. 

The importance of cost reduction 
and responsibilities of purchasing in 
this regard are obvious. We must 
explore suppliers’ suggestions com- 
pletely, follow through on our en- 
gineers’ ideas, and contribute inter- 
est and ideas of our own. Find out 
which line of products is showing 
the poorest profit margin and start 
from there. 


Where Can You Cut Costs? 


Now is the time to check the need 
for all the extras and refinements. 
How many cases exist in your plants 
where deep drawing sheet steel is 
purchased only to be used as a flat 
punching, with no bends or draws 
whatever? How much money could 
you save by going to the next lower 
grade of lumber for use in packing 
your finished product? Few of the 
situations of this nature are particu- 
larly dramatic, but such direct con- 


tributions toward decreasing the 
cost of manufacturing our com- 
pany’s products are needed more 


than ever before. 

The purchasing department which 
is progressive and alert to its re- 
sponsibilities must offer manage- 
ment at least complete equality with 
competition as regards price, service, 
and quality. To do less is failure, 
means your company is 
carrying an unfair handicap through- 
out the entire process of produc- 
tion and selling. 

At Westinghouse we buy about 
100,000 different items. Our pur- 
chases constitute 47% of the com- 
pany’s sales dollar. With other com- 
panies this ratio varies from 20% 
to 60%. Two things are clear. First, 
management is compelled to recog- 
nize the importance of purchasing. 
Second, for the purchasing agent, 
responsibility and opportunity go 
hand in hand. 


because it 


Our customers want more for 
their money so does our manage- 
ment. 


Currently one of the biggest wor- 
ries of our companies is inventory. 
It has become a matter of concern 
because in so many cases inventory 





turnover has slowed down from a 
run to a walk. There are very few 
of us who do not have an inventory 
turnover problem on some materials. 

With respect to the current sit- 
uation, our first problem is of course 
to get our inventories in balance by 
taking whatever action is necessary 
with respect to commitments and 
surpluses. In addition it will pav 
all of us to give further study to 
the question of better control of in- 
ventories, and in this problem the 
purchasing department naturally has 
definite responsibilities. The pur- 
chasing department can sponsor pro- 
grams of raw material standardiza- 
tion and simplification, which will 
result in smaller inventory being 
required. The purchasing depart- 
ment can assist in the development 
of the proper and economical order 
quantities as a result of study of 
consumption, the effect of small 
quantity premiums and the benefit 
of savings for ordering in larger 
quantities. A development of proper 
ordering quantities will also result 
in a reduction of purchasing ex- 
pense. 

Our replacement of stock is of 
course determined by consumption 
and the time required for obtaining 
material. There is no time like the 
present for reviewing your method 
for keeping your production depart 
ment advised as to the lead times 
required for obtaining materials. 
This information should be accurate, 
up-to-date, and a setup provided for 
distributing revised information as 
often as needed. 


Keep Inventory Low 


The future trend will be for in- 
dustry to operate on a more rapid 
inventory turnover. Management as 
a whole is well aware of the tight- 
ness of money and the prospect that 
investment capital will continue 
tight in the future. It is difficult to 
picture drastic reductions in labor 
rates, although prospects of in- 
creased productivity seem favorable. 
Therefore, it is vitally important, 
if our companies are going to stay 
in the black and show a profit, that 
everything possible be done to re- 
duce the amount of money that is 
tied up in inventory and in work in 
This is one of manage- 
ment’s most important problems to 
which purchasing must contribute 
its part of the answer. 

With the exception of those re- 
sponsibilities which properly belong 
to the sales department, the purchas- 

(Please turn to page 274) 
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N the Spring of 1948 when Con- 

gress was considering the enact- 
ment of substantially increased ap- 
propriations for National Defense, it 
decided to re-enact a renegotiation 
statute, titled the ‘“Renegotiation Act 
ot 1948”, 

The Act, which is quite similar to 
Renegotiation Acts in effect during 
the war years, provides that “all con- 
tracts in excess of $1,000 entered 
into under the authority of this Act, 
obligating funds appropriated here- 
by, or entered into through contract 
authorizations herein granted, and 
all subcontracts thereunder in excess 
of $1,000 shall contain the following 
renegotiation article: 

“Renegotiation Article —This con- 
tract is subject to the Renegotiation 
Act of 1948 and the contractor 
hereby agrees to insert a like article 
in all contracts or purchase orders to 
make or furnish any article or to 
perform all or any part of the work 
required for the performance of this 
contract. 

The necessity of providing for re 
negotiation by including this clause 
in purchase orders and subcontracts 
applying to National Defense orders 
makes the legislation of direct con- 
cern to the purchasing agents of all 
prime contractors, beyond the basic 
responsibility of keeping their own 
purchasing performance and records 
in good order for renegotiation re- 
view. 

The Act shall not be applicable in 
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Factors Considered in 


RENEGOTIATION 


A familiar term of wartime purchasing reappears 
in National Defense orders. 







Reasonable costs and pricing policies are basic 
considerations to government auditors. 


How the new legislation affects the purchasing 
agent on Defense contracts. 


By Frank L. Roberts, Chairman 
Military Renegotiation Policy and Review Board 
National Military Establishment 


the event that the aggregate of the 
amounts received or accrued from 
any contract or contracts or subcon- 
tract or subcontracts required to 
contain the Renegotiation Article is 
less than $100,000 during any fiscal 
year, 

Because of the nature of the ap- 
propriations contained in Public 
Law 547 and subsequent action of 
discretion granted to the Secretary 
of Defense by Public Law 785, re- 
negotiation applies generally to the 
procurement of aircraft, aircraft 
parts, and related procurement. 

The Military Renegotiation Policy 
and Review Board was established 
by the Secretary of Defense to carry 
out the provisions of the Act. In 
addition, the Secretary created an 
operating board known as_ the 
Armed Services Renegotiation 
Board which functions through Di- 
visions in each of those three De- 
partments. The members of the 
Military Renegotiation Policy and 
Review Board are the Chairmen, re- 
spectively, of the Army, Navy and 
Air Force Divisions of the Armed 
Services Renegotiation Board. 

The Military Renegotiation Pol- 
icy and Review Board members, 
representing the Army, Navy, and 
Air Force, respectively, are Brig. 
Gen. Ernest M. Brannon, Rear Ad- 
miral Morton L. Ring, and Mr. 
Frank L. Roberts, Chairman. 

In general, the objectives of the 
Board are: 


(1) To eliminate profits which 
are clearly excessive in view of the 
pertinent facts and circumstances of 
the contractor’s business. 

(2) To maintain or provide a sub- 
stitute for competitive pressures on 
prices and costs. 

(3) To induce reduction in prices 
and costs. 

(4) To encourage efficiency and 
stimulate production. 

(5) To encourage prompt adjust- 
ment to a reasonable basis when pro- 
duction experience indicates the 
original price basis was unreason- 
ably high. 

The apparent reason for selecting 
renegotiation as a means for elimi- 
nating excessive profits, which in 
many cases are neither anticipated 
nor desired,.was its relative flexi- 
bility. Under this method no fixed 
formula is applied. Each case is 
considered on its merits. The profit 
alowed after renegotiation is de- 
pendent upon a. number of factors, 
such as the complexity of the opera- 
tion, the efficiency of the contractor, 
etc. The contractor, in every in- 
stance, is given an opportunity to 
present his case in detail and to call 
attention to any and all special con- 
siderations which he believes perti- 
nent and to his possible advantage. 
A favorable characteristic of rene- 
gotiation is that it is conducted on 
an overall, fiscal year basis which al- 
lows losses or inadequate profits on 
certain renegotiable contracts to be 
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offset by compensating profits on 
others. 

In order that purchasing agents, 
their industry associates, and the 
general reading public may have a 
better understanding of the opera- 
tion of the Act, it seems desirable to 
mention, as background material, all 
the factors set forth in the Renego- 
tiation Regulations in the light of 
which each case is considered. In 
the case of the first five such factors 
listed below, specific contribution on 
the part of purchasing agents is 
largely precluded by the nature of 
their duties, though selection of 
qualified subcontractors is pertinent 
consideration hey are afforded 
an excellent opportunity, however, 
to contribute to their firm’s efficien- 
cy and consequent favorable consid- 
eration in the matter of renegotia 
tion under the last of the factors 
cited in the paragraphs immediately 
following. 


Capital Employed 


Consideration is given to the 
amount and source of capital em- 
ployed as well as to the amount of 
net worth which, it is estimated, is 
used in renegotiable business. The 
relationship of the profit on such 
business to the capital employed and 
net worth used is one of the consid- 
erations entering into the determina- 
tion of excessive profits, if any. In 
general, it might be said that a con 
tractor who uses his own capital and 
net worth is considered entitled to a 
somewhat higher rate of return than 
one who is dependent on capital or 
facilities furnished by the Govern- 
ment or other customers. 


Extent of Risk Assumed 


In determining the amount of ex 
cessive profits, if any, the extent of 
risk assumed, including the risk in- 
cident to reasonable pricing policies, 
is a factor considered. In general, 
the contractor who sets his prices at 
a relatively high level, resulting in a 
high profit margin, has taken little, 
if any, risk; and, in the circum- 
stances, is not entitled to favorable 
consideration under this factor. 
Conversely, the contractor who has 
followed a reasonable pricing policy, 
resulting in a moderate profit mar- 
gin on sales, has obviously incurred 
a risk and is entitled to relatively 
favorable consideration as a result. 
Outside of the degree of risk caused 
by a contractor’s pricing policy, 
there are various. other risks 
to which he may be subject and 
which must be considered. Among 
such risks might be mentioned pos- 
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sible increases in wage and material 
costs, cut-backs in quantity, guaran- 
tees of quality and performance, etc. 


Contribution to National Security 


Inventive and developmental con- 
tribution to the national security, in- 
cluding technical assistance fur- 
nished to the Government and other 
contractors, is a factor considered in 
arriving at the level of settlement. 


Character of Business 


The manufacturing contribution 
of contractors naturally varies great- 
ly, depending on the nature of the 
product and the degree of skill and 
precision required in its manufac- 
ture. Generally, a complex opera- 
tion will be considered entitled to a 
higher profit than a relatively simple 
operation, 


Efficiency of Contractor 


he degree of clearly demon- 
strated overall efficiency of a con- 
tractor is to be considered with par- 
ticular regard to the quantity and 
quality of his production, economy 
in the use of materials, facilities, and 
manpower, and reduction of costs. 

Further, a contractor who suc- 
seeds in meeting his production 
schedules, whose rejection record is 
comparatively good, and one who 
effects reductions in costs through 
decreasing controllable administra- 
tive, selling and advertising expenses 
is credited with efficiency in man- 
agement in reviewing his profits on 
renegotiable business. 


Reasonableness of Costs and Profits 


An important element of costs is, 
obviously, that of purchased mate- 
rials and work subcontracted. Un 
der this factor, therefore, the pur- 
chasing agent can, by judicious buy- 
ing, do much toward making it pos- 
sible for his firm to receive favorable 
consideration in renegotiation. His 
opportunity, in this respect, is much 
greater than it was during the war 
years when it was often a question of 
actually getting the needed mate- 
rials or subassemblies at the right 
time, rather than of the price paid. 
Under conditions prevailing today, 
procurement for the national security 
represents a much smaller percent- 
age of total national production. 
Purchasing agents, consequently, 
have a chance to try out additional 
sources, experiment with new 
processes, and in general, adopt a 
far more price-conscious attitude 
than was possible under the pressure 
of the war years. 

It is the firm intention of those 


charged with the administration of 
the Renegotiation Act to give favor- 
able consideration to the low-cost 
producer and to those who succeed 
in effecting reductions in cost. Low 
cost contractors should, after rene- 
gotiation, receive not only a higher 
margin of profit on sales, but also a 
higher dollar profit per unit of pro- 
duction than higher cost competi- 
tors. 

Also to be considered under this 
factor is the reasonableness of costs 
and profits in relation to volume and 
‘arnings on commercial business 
during the year under review and 
prior years. Changed economic con- 
ditions of today as compared with 
those prevailing during the war 
years will receive thoughtful and 
positive consideration. 

In weighing costs, a distinction 
will be made between controllable 
costs and those which appear to be 
beyond the contractor’s control. At- 
tention will be given to relative 
changes in controllable costs. Low 
costs with relation to costs of other 
contractors producing similar items, 
where clearly established, will entitle 
a contractor to favorable considera- 
tion. Where a firm is engaged in 
more than one type or class of busi- 
ness, the varying characteristics of 
the several classes, also, will be 
taken into consideration. 


Summary 


To sum up, experience has in- 
dicated the desirability of 
method of review of profits realized 
on Defense business, particularly 
where there is insufficient manufac- 
turing experience to estimate costs 
in advance with any degree of ac- 
curacy. Congress, in considering 
the matter, concluded that of the 
various proposed methods, renego- 
tiation was preferable to any other, 
both on account of the successful 
experience in application during the 
war years, as well as the flexibility 
which it allows in the treatment of 
each case on its on merits or its own 
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defects. 

Just as was the case in wartime 
renegotiation, it is recognized that 
the administration of the present 
Act requires the services of men 
with a broad background of training 
and experience in business, finance, 
and accounting, together with the 
talent to adapt such proved training 
and experience in the fields men- 
tioned to the whole process of re- 
negotiation. It is intended that the 
understanding and cooperation be- 
tween industry and Government 

(Please turn to page 278) 
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Today's Business Trends As 

Reported In Current Statistics 
MONTH YEAR % OF CHANGE IN 
BASE LATEST AGO AGO MONTH YEAR 
1935-39—100 174 179 192 2.8 9.4 
000 net tons 1,598 1,762 1,730 9.3 — 7.6 
mil KWH 5,300 5,284 5,132 +03 + 3.2 
000 net tons 12,960 11,210 13,321 +1§ — ZF 
units 127,924 121,845 104,407 +49 422.5 
000 bbls 4,876 4,897 5,480 0.4 11.0 
000 $ 173,434 128,379 156,497 +35.0 +10.5 
1926100 154.8 155.9 165.5 0.7 6.5 
1926100 170.7 171.6 193.0 0.5 11.5 
1926100 166.1 168.1 158.0 is + SI 
1926100 191.9 185.3 196.7 » oF oe 
gross ton $58.24 $58.24 $50.00 +-16.4 
ton 22.50 22.75 40.25 0.1 —44.) 
Ib. 16% 18 21% 8.3 23.4 
Ib. 3375 3382 3813 0.02 11.5 
Ib. 16 18% 23 1.2 30.4 
bu. 2.43 V2 2.62% 2.53 % 7.3 4.0 
1935-39100 289 333 304 132 —49 
no. 174 193 110 9.8 +58.1 
cars 808,156 768,337 906,663 + §.3 —10.9 
1926—=100 110.0 118.1 135.0 6.9 —18.5 
mil $ 7,453 6,803 8118 +95 — 8.2 
mil $ 19,911 20,559 21,519 <* = on 
mil $ 27,391 27,452 7,20 06ClC — 4 US 





PURCHASING 





July, 1949 


MANUFACTURERS’ SALES, 

















1948 1949 
indexes of Value of Manufacturers’ Sales 
(Average Month 1939 — 100) April Nov. Dec. Jan. Feb. March April 
Total Manufacturing. eer e fe eT TTT Te TT TT TTT eT 324 353 342 330 335 326 307* 
Durable Goods Ghee kad whe hed oOn bee bhns Oe aeks oe ohne 353 400 395 372 387 381 366* 
Grom, Seed G pred. ccc cc ccc cccccccsccsceceeeccccoeeceseose 325 386 387 380 376 371 
Nonferrous metals & prod... .. 1... ccc nce eeeeeneeeeenenee 415 489 461 419 426 361 
Electrical machinery & equip.......... 6. ssc eee eee eeeenenes 440 496 507 448 483 487 
Machinery, except electrical... ... 2... 6c c cece eee ennnwnnnes 350 354 366 333 349 350 
Automobiles & equipment.......... tied tée) bb ade pénamner’s 413 510 486 487 519 501 
Transportation equip. except autos... . ~~... ssc c cere een ennnnnes 500 561 600 544 649 690 
Furniture and finished lumber prods......... 1... -sseeeeeeeeees 256 258 254 234 237 234 
Stone, clay and glass products...... Es SE eee 274 288 270 233 238 255 
Gohher Guvalele Geeds . nc cccccccccccccccccccccccccceccccense 255 263 243 230 229 228 
CGemUPGRTO GOOES. 2 wc ccccccccccsccecs Secocseseocooescoceees 307 322 311 306 304 294 288* 
Peed and Bindived preGusts. cc cccccc cc cctcevesccesceccedeses 299 310 304 313 304 289 
Textile-mill products (excl. apparel) DeaCinetwalek ne hel eeads 333 340 300 294 310 280 
Leather and products vééwiewy renee -:nheossoe aed cennkees 266 270 268 324 335 313 
Paper and allied products... ... 1... 6. cece ee ceeeenes cheeeues 332 349 314 306 313 312 
Chemicals and allied products............... dae honewer 334 309 286 308 295 381 
Petroleum and coal products........ $oes estan se ween adaee 4 318 351 373 346 317 306 
Rubber products Cn cdedat ce babehetaddeherhdtasbabe bie 312 330 349 N.A. N.A. N.A. 
Other nondurable goods............. vitann~ane tease one 326 349 305 281 318 338 
indexes of Book Value of Manufacturers’ Inventories 
(Average Month 1939 — 100) 
ER, So ccaeks cheese SROC eek eenens bbetes Ohaus 271 290 296 298 298 295 292* 
Durable Goods iSuwad eeuctes dk ‘ werTEeT TTT? 284 302 306 313 317 316 313* 
Gram, ceed & predic. ccc cccccccces sateeeavodsedsavedsesoeese 206 241 243 243 246 242 
Nonferrous metals & prods...............- beeeecescesenooes 262 283 298 303 301 312 
Electrical machinery and equipment...............50e065 we 388 402 401 417 424 425 
ee, CE ME ccd eeeweseeeenseneereseéeert ad 297 306 313 317 319 321 
Pe i CED. wcccsvecceseoscosceceseseeetes 472 489 501 536 549 548 
Transportation equip., except autos... ... 2... 66. e cece e eee cees 632 665 677 674 674 653 
Furniture and fin. lumber products... ... 2.2... cece ceececees 255 253 255 266 271 274 
Stone, clay and glass products..... .Tehs HOREED CHO HOR RR ROWER 163 179 184 189 194 189 
Other durable goods.............. he aw Ooweda be tbabnboees 204 194 188 191 197 197 
Nondurable goods. . eee ee TTT TT eT Cee eees 261 281 287 286 283 278 276* 
Food and kindred products....... : PrrerrrT +e TT eer 236 251 260 253 237 220 
Textile-mill products (excl. apparel) ...... 2.0.6.6 cceceeeees 253 254 260 258 266 264 
Leather and products. . Mae ae ee as 241 254 267 268 268 264 
Se Cr rr Cn. ccc cceeeoebeeeeeesecoeesessesesed 276 314 312 313 308 312 
Chemicals and allied products. ..... 2.0.6.6 ce cee eens 285 286 296 294 292 288 
rr i i CO ccc eks bbe need sbdesdondons 186 232 231 228 237 234 
Rubber products PPT TTT TT eT E CT ETT TTT PTO 293 288 302 N.A. N.A. N.A 
rn i. 6s tere dene eh bens ene 204080 ade deen 332 392 404 405 394 384 
Indexes of Value of New Orders (Average Month 1939 100) 
I ee eT Se ee eee ee 252 249 243 237 220 218 N.A 
CR. 6:4: 2+c deka Peedi neo ebs eda nwedeeedeeendi/ ead 292 278 290 285 253 245 N.A 
PTT en eT ee ee em } 228 231 214 209 201 202 N.A 


























Source — Department of Commerce, Revised Series 
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@ Automotive production in the week ending June 17 
was expected to be over 138,000 units, a twenty-year 
record. Meanwhile, the total number of passenger cars 
produced so far this year passed 2,000,000, a number 
that was not reached in 1948 until late in July. 


@ Five western steel producing states made 5.3% of 
the nation's raw steel in 1948 compared with 2.5% 
ten years earlier, according to the American Iron and 
Steel Institute. The tonnage output of these states in- 
creased nearly fivefold during the same period. Steel- 
making furnaces in California produced 2,013,800 
tons in 1948, exceeding the record of the -previous 
year by 12.3%. Colorado, Utah, Washington and 
Oregon combined to exceed their 1947 peak by nearly 
5%. The California percentage increase is the largest 
shown in the country. 


@ Capital investments of over two 
billion dollars for improvement 
and modernization of the domes- 
tic petroleum industry are planned 
for 1949, according to the 
American Petroleum Institute. The 
industry invested a record 2.3 
billion dollars for improvements 
in 1948. 





@ The Army Engineers have made contracts for a sur- 
vey of thirty-seven states and Alaska to determine 
areas suitable for manufacture of synthetic liquid fuels. 
The surveys, which are being made at the request of 
the Department of the Interior, are general in nature 
and not intended to select specific sites for the con- 
struction of plants. 


@ Efforts to develop a synthetic substitute for palm 
oil, are nearing success, according to reports in the 
steel industry. Palm oil has a number of uses in indus- 
try, notably in making hot-dip tinplate, and heretofore 
has had to be imported over long shipping routes from 
North Africa and the East Indies. 


@ A committee of the New York Building Congress has 
reported a drop of from 10 to 15% in building costs 
in metropolitan New York from the post-war peak of 
September, 1948. The committee voiced the opinion 
that there will be no further substantial reduction in 
the next year. 


@ The annual report of the Controllers’ Congress of 
the National Retail Dry Goods Association predicts a 
drop of about 6% below 1948 for sales of department 
and specialty stores throughout the nation this year. 
The report estimates that net profits will be off between 
20 and 35% this year. 


@ April sales of retail stores are estimated at $11,060, 
000,000, about 3% above a year ago, according to 
the Department of Commerce. However, after allow- 
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ance for the late Easter this year, the sales were 2% 
below April, 1948. 


@ Sales of chain store and mail-order houses in April 
were at $2,403,000,000, about 6% above a year 
ago, according to the Department of Commerce. After 
adjusting for the effects of the later Easter, however, 
and for differences in the number of trading days, sales 
at these stores were 2% below April, 1948. 


@ American imports declined and exports remained 
steady during April. Imports went down in the month to 
$534,000,000 from the $632,000,000 registered in 
March. Exports were $1,147,600,000 compared with 
$1,154,000,000 in March. 


@ No shipments of manganese or chrome were re- 
ceived in this ‘country from Russia during April, the 
Census Bureau revealed. Total Russian exports to the 
United States dropped during the month to $1,300,- 
000, compared with the April figure of $4,300,000. 
Furs accounted for the largest decline. 


@ The continued decline in business loans noted by the 
Federal Reserve Bank of New York during the past four 
months halted during the week ended June 15. Figures 
for that period were practically unchanged from the 
previous week. 


@ The Federal Reserve Board's 1949 survey of con- 
sumer finances, taken in 66 sampling areas during 
January and February indicates 
that the financial position of most 
consumers was ‘relatively strong” 
in that period that they expected 
prices to come down; and that 
they were expecting continued 
good times. In interpreting the = 
results of the survey, the board 
said ‘‘the present situation would 
appear to highlight the need for more aggressive mer- 
chandising programs on the part of many manufac- 
turers, distributors and retailers to tap latent consumer 
demand."’ The Board emphasized that the survey cov- 
ered only the first two months of the year and did not 
take into account economic changes since then. 
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@ Plans are now being made for the distribution of 
over $2,000,000,000 in dividends to holders of Na- 
tional Service Life Insurance. No official word has been 
issued in Washington ag to the date when payments 
will begin, and speculation has been aroused as to 
whether the outlay of money will be made this year 
as a boost for a sagging economy or some time next 
year when elections will be held. According to one 
newspaper report, the Veterans Administration “has 
stated that December 1 is the earliest date on which 
payments can commence, because of the tremendous 
bookkeeping problems faced. 
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‘The public, including our employees, tend to think of 
American business as an entity. And, for our own self- 
preservation, if for no other reason, we had better 
begin to think of our social and political responsibil- 
ities in the same way. We should begin to think and 
act cooperatively and constructively in the social and 
political sphere, while maintaining the maximum of 
competition in the economic sphere. This doesn't re- 
quire that we succumb to corporate schizophrenia, as 
it might seem. We can do both, and we need to 
do both.” — Walter H. Wheeler, Jr. 
President, Pitney-Bowes, Inc. 





“QUOTES” 


‘If the courts are to apply the lash of the anti-trust laws 
to the backs of business men to make them compete, 
we cannot in fairness also apply the lash whenever 
they hit upon a successful method of competing. That 
... appears to be the case before us.”’ 








' — Supreme Court Justice Robert 

H. Jackson in a dissent to the 
court's decision forbidding oil 

: company agreements that bind 


“The salesman will decide whether the future brings 
dealers. 


us depression or prosperity. These sellers, the commer- 
f cial research men, the advertising men — the peddlers, 
if you please — are once again about to become the 
prime movers in the economic picture.” 
— David Austin, Vice President 
United States Steel Corp. 


; “It (the decision barring the agreements) helps remake 
America in the image of cartels."’ 
— Justice William O. Douglas, 
also in a dissent. 


“We have done astounding things in the realm of ma- “If the Government conducted its own affairs in an 
chines but have left to others the realm of ideas. Yet anti-cyclical fashion, it would have plenty to do 
perhaps in the years that lie just ahead, we shall need without spilling over into the private economy to tell 
greater skill with intangible ideas than we shall with the private sector what to do to prevent a boom-bust. 
physical things like plant expansion. We have taught To do as poor a job as it has and then to try to advise 
men to be production minded, but we have not always and guide the private economy smacks of hypocrisy.” 
sensed that it was our job to make them freedom- — Dr. Emerson P. Schmidt 

minded."’ — Clarence B. Randall U.S. Chamber of Commerce 


President, Inland Steel Co. 


“Some consider it unholy to mention the word ‘depres- 


‘| propose an all-out attack on a tax structure that is sion’. One must revert instead to expressions reminis- 
obstructing expansion and throttling incentive and ini- cent of the Victorian era when girls were disembodied 
tiative. It is a fight to encourage industry, to remove the to the extent of not having legs in a mentionable way. 
basis for fear that is spreading, to prevent hardening The man who invented the expression ‘disinflation’ 
of the economic arteries.” belongs back there with those legless wonders of the 
— Emil Schram, President 1870's.” — James Blaine Walker 
N.Y. Stock Exchange Goldman, Sachs & Co. 
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Steel production continued to 
drop steadily during the month 
as demand decreased in line with 
general business conditions. 
Leading executives indicated that 
they expected the decline would 
carry over into the latter half of 
the year, without making speci- 
fic comments or estimates as to 
how far the rate woyld go down. One official said 
that the industry was now entering a competitive con- 
dition that is normal and desirable. He said that back- 
logs of customer orders were diminishing at a rate that 
would probably cause them to disappear by the end 
of June. He added that nothing in the current situation 
should give cause for alarm. 





Price cuts on a few items were registered during the 
month, but only on items that had been beyond the 
range of competitors. Basic prices remained firm as 
did the steel companies’ stand that in the face of cur- 
rent costs that reductions could not be considered. 


Possibilities of direct and indirect labor troubles 
faced the steel industry at this writing: there were indi- 
cations that the coal miners might go out on July 5 in 
compliance with their traditional ‘no contract, no work"’ 
policy; and progress in negotiations between the steel 
workers and the leading companies was stalled. Under 
the terms of their current agreement, the steel workers 
are free to go out on strike after July 15. Steel buyers 
would have less concern over the coal strike, if it oc- 
curred. Stocks of coal above ground are very high — 
one reason why John L. Lewis called for the preliminary 
“stabilizing period of inaction’’— and steel production 
probably would not be hampered for some time to 
come in the event of a walkout. An extended steel strike 
would cause a little more trouble, particularly if union 
attempts to get the Government to force the companies 
to pay full time for lost work time during a strike are 
successful. The attempt was being made as this was 
written, and it was figured at that time that upwards 
of $45,000,000 a week in lost pay would be involved. 
Such an outlay, combined with no production would 
have a decided effect in eliminating talk of possible 
price cuts. 


The O'Mahoney bill, which would allow a return fo 
the former basing-point system of pricing if there is 
no conspiracy involved, may soon become law. There 
is little indication that this will do much, if anything, to 
make for lower prices, but it is widely felt that it will 
result in better steel distribution than exists now. 





NON-FERROUS METALS 


The price of copper dropped again during the month 
and on June 17 went to 16 cents a pound, a decline 
of 7% cents a pound since March 29, when the post- 
war high of 23% cents a pound was reached. Deliver- 
ies of refined copper to consumers in the United States 
totaled only 32,566 short tons in May, the lowest for 
any month in the past 11 years, according to the 
Copper Institute. Industry stocks, meanwhile, climbed 
to 76,494, highest point since December, 1940. 


Continued price reductions in the red metal seem 
to have had little effect in stimulating demand, which 
is expected to go even lower during the next few 
months because of seasonal factors. As a result of 
this situation, production is being cut back and new 
efforts are being made to reimpose the 2-cent import 
duty that has been suspended until next year. Some 
opposition to this latter move was implied, however, 
by an official of a large brass firm, who stated that 
there is still a possibility of a renewed shortage of 
copper this year, since stocks now available are not 
much larger than at the close of last year, when supply 
was considered inadequate. He declared that foreign 
imports had not caused a decline in prices, but attrib- 
uted it to consumers who were reducing inventories. 


Inventory reduction despite declining prices also 
appeared to be the order of the day in the zinc market. 
Prices of prime western grades of the metal continued to 
go down until they were at the 9 cents a pound level at 
this writing, without any noticeable improvement in de- 
mand. Deliveries of slab zinc to domestic consumers in 
May were the same as in April, 35,948 tons, a low for 
the past 11 years. 


The price of lead remained un- 
changed at 12 cents a pound 
and there were reports that the 
volume of orders was picking up, 
in contrast to the slowness that 
has existed for the past couple 
of months. A spokesman for the 
Lead Industries Association stated 
that manufacturers’ stocks of pig 
lead had shown a substantial drop recently, marking 
the first time such a decline had occurred since 
May, 1948. 





Zinc attained some sort of a distinction with the 
latest price drop as being the first metal to be sold 
at lower than OPA prices since the lifting of controls. 
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The ceiling price under OPA was 9.25 cents a pound, 

one-quarter of a cent over the 

latest quotation. Other compara- 

,” tive prices are: copper, now 16 
cents, under OPA, 14.37 2 cents; 
lead, now 12 cents, under OPA, 
8.25 cents; aluminum 17 cents, 
under OPA 15 cents; tin, $1.03, 
under OPA, 52 cents. 


CHEMICALS 


The general price level chemicals maintained its 
downward trend as buyers continued here, as with 
almost all other commodities, to adjust inventories. 
Descending non-ferrous metals prices were also a fac- 
tor in bringing down the prices on chemicals based on 
them. 


The chief exception to the general trend was ethyl 
alcohol, the price of which was boosted, as of July 1, 
by a large producer, with others expected to follow 
shortly. The price went up about 10 cents a gallon 
over the level of the past few months, during which 
time alcohol was being produced at below-profit level. 
The price rise was not unexpected, and buying picked 
up recently, but to no great extent. 


lt is reported that buying of benzol, toluol and xylol 
has been stepped up in anticipation of a long coal 
strike. The latter two can be derived from petroleum, 
but benzol supply would suffer most from any coal 
shortage. 


Phenol, the supply of which might also be affected 
adversely by a coal strike, is reported in increasing 
demand, particularly in the plastics and textiles indus- 
tries, and some producers are reported as requiring at 
least a month for deliveries. Prices are still firm, but 
trade circles have mentioned the possibility of an up- 
turn during the latter half of the year. 


PETROLEUM PRODUCTS 


After a series of six price cuts extending over six 
months, the price of Pennsylvania crude oil was boosted 
on June 16, in some cases as much as 16 cents a bar- 
rel. The last cut reported was 13 cents a barrel. 


Meanwhile, the president of a large producer urged 
that production be curtailed ‘so long as a delicate 
balance prevails’. 


The first instance since the war of a large buyer of 
crude oil restricting its buying came earlier in the 
month when Esso Standard Oil Co. reduced by 15% 
its purchases of crude oil of all types in Louisiana, 
Arkansas and Mississippi. 


The Texas Railroad Commission ordered a 125,101 
barrel daily cutback in oil production for July and 








August. This is the seventh consecutive time that the 
body has cut crude allowances. 


Thomas H. Miller, acting director of the Bureau of 
Mines, predicted on June 17 that the demand for oil in 
the latter part of this year will increase ‘‘significantly"’. 


COAL 


As this was written, the United Mine Workers had 
rejected a proposal by Southern operators to prevent 
another coal strike on July 5 (when the miners’ annual 
“vacation” period ends) by extending the preset con- 
tract until August 15. In spite of the refusal, it was 
reported that Northern operators were hopeful that the 
U.M.W. would extend their contract, inasmuch as they 
had allowed John L. Lewis to take the initiative in re- 
questing negotiations for a new contract, in contrast 
to the Southerners’ action in giving formal notice of 
contract termination at the end of April. 


At any rate, there appears to be a rather substan- 
tial stockpile of about 70,000,000 tons of coal above 
the ground at present, which presents a very comfort- 
able cushion against a strike of normal proportions. 


FOREST PRODUCTS 


Moderate price declines in the wake of reduced 
demand were noted among a number of paper prod- 
ucts during the month, including multiwall bags, fine 
papers, offset paper, and paper bags, particularly in 
the lower grades. Some trade circles anticipate even 
greater declines later in the year, in view of reported 
offerings of surplus wood pulp at $5 to $12 per ton 
below current contract prices. 


Prices on newsprint remained 
unchanged, but one industry 
leader said that the ‘‘gray mar- 
ket’’ in newsprint is gone and 
supply is catching up with de- 
mand. He said that paper mills 
on the west coast are in full pro- 
duction and the shortage is 
"pretty near at end’. A similar 
situation was reported by a Canadian trade associa- 
tion official. Both men stated that they had heard of 
no reductions in price for newsprint. 





Because of lowered demand many paper mills are 
not operating on full schedule, and it was understood 
in industry circles that extended vacation period would 
be taken by some to allow orders to build up in the 
interim. In addition, the summer months are ordinarily 
a slack season, which works against reduction of 
mill stocks. 
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New England College Group 


is Host to N.A.E.B. Convention 


HE twenty-eighth and largest an- 

nual convention of the National 
Association of Educational Buyers 
was held at the Hotel Statler, Bos- 
ton, Mass., on May 11th to 14th. 
Four hundred and fifty members, 
representing 205 institutions in all 
parts of the country, participated in 
the active and well-rounded business 
and social programs that marked the 
highly successful meeting. 

The 1949 Convention Committee 
responsible for the general planning 
of the affair was composed of Jamie 
R. Anthony, Vice President of 
N.A.E.B., of the Georgia Institute 
of Technology, Chairman; Harold 
W. Loman, Pennsylvania State Col- 
lege, and Carl M. F. Peterson, 
Massachusetts Institute of Tech- 
nology. Seventeen members of the 
New England Group of the associa- 
tion, under the chairmanship of Mr. 
Peterson, and the co-chairmanship 
of James G. Hawk, Babson Insti- 
tute, and Prescott H. Vose, Harvard 
University, made up the Host Com- 
mittee. 

The official opening of the con- 
vention was preceded by the custo- 
mary Business Officers Conference, 
held on Wednesday afternoon, May 
11. George F. Baughman, Business 


Convention delegates 


Lively discussion meetings feature 28th 
annual meeting of educational buyers. 


“Fair Trade” legislation is criticized as 
unrealistic under present conditions. 


Cooperative buying service reports sharp 
growth in volume and savings. 


By Paul V. Farrell 


Manager, University of Florida, 
presided at the session. 

George Van Dyke, Specialist in 
College Business Administration, 
Division of Higher Education, 
United States Office of Education, 
spoke on the functions and activities 
of this new section of U.S.O.E. and 
answered a number of questions on 
Federal policy and social security 
for employees of colleges and uni- 
versities. “Is a College a Good Cred- 
it Risk?”’, an analysis of the financial 
factors and problems involved in 
measuring the credit of educational 
institutions was presented by Vin- 
cent J. P. Connoly, of Smith, Barney 
& Co. Stewart McCready, Business 
Manager, Geneva College, Beaver 


Falls, Pa., spoke on “Insurance; A 
Safeguard for Institutional Fi- 
nances”. His talk provoked a long 
and lively discussion from the floor, 
covering the many ramifications of 
insurance problems—rates, types of 
coverage, self-insurance, _ liability 
hazards, the effectiveness of “‘fire- 
proof” construction, and the like. 


Warm-Up Party Features Fun 


The traditional Warm-Up Party 
was held at the M.L.T. Rockwell 
Cage on Wednesday evening, with 
the New England Group playing 
host at a social hour that set the 
stage for an old-fashioned shore din- 
ner. Following dinner, Professor 
Arthur R, Davis and Maynard E. 


assembled in the Rockwell Cage at M.I.T. 
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N.A.E.B. Executive Committee in Session. 

Vanderbilt; Jamie Anthony, Georgia Tech; Executive Secretary Bert 

Ahrens; Retiring President Charles Hoff, Univ. of Omaha; President-elect 

Holger Bentsen, George Williams College; Treasurer H. W. Loman, Penn 
State; George Mew, Emory; Rev. Leo Sullivan, Holy Cross. 


M.1.1 


teresting and instructive 


Smith, of presented an in- 
discussion 
and demonstration on “Fire and the 
Control of Fire” 

As a climax to an enjoyable eve- 


> 


ning, the large group attending saw 
a group of their members, 
normally staid and respectable look- 
ing, walk on to the stage and become 
transformed into a 


ful characters ranging from an elder- 


. 71 
rellow 


\ ariety of col ir - 


ly grandmother to a_ hard-boiled 
convict, by a deft make-up artist. 
President Charles W. Hoff, Uni- 
versity of Omaha, presided at the 
Thursday 


general session on 
morning, marking the official open 


first 


ing of the convention. Commenting 


on the record attendance at the con- 


vention, he revealed that the 
N.A.E.B. had recorded the greatest 


growth of any year of its existence 
during the past 12 months. More 
than 50 lI and schools 
were added to the membership rolls, 
bringing the total membership in the 
organization to 660 institutions 
throughout the United States, he 
stated. 

Following the invocation by Dr. 
Edward S. Mann, President, East- 
ern Nazarene Wollaston, 
Mass., the welcomed 
to Boston and New England by 
Horace S. Ford, Treasurer of 
M.I.T. and one of the charter mem- 
bers of the Association. His in- 
formal address was a lively report, 
not on “the historical memorials and 
industrial opportunities and the ad- 
vantages of living in this corner of 
the country” but on “what makes 
the New England people go”. 


new co 


res 
ce ¢ 


College, 


visitors were 
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(L. to R.) Gerald Henderson, 


Stuart F. Heinritz, Editor of 
PURCHASING, then spoke on “The 
Salesman Always Rings Twice”, an 
analysis of purchasing responsibili- 
ties and policies in a buyers’ mar- 
ket. An abstract of his address ap 
pears elsewhere in this issue 

Charles W. Hayes, 


ot Purchases, Emory 


Supervisor 
University, 
Georgia, opened the Commodities 
Discussion portion of the meeting 
with an address on “Comparative 
Commodity Costs”. He traced the 
course of commodity prices and the 
factors affecting from 194] 
through to 1945 and the lifting of 
price controls, then up to the present 
He pointed out that this study came 
about as a result of his participation 
in the investigations of the Joint 
Committee on the Economic Report. 
He reviewed | to the 
committee at that time, including 


them 


lis comments 


those strongly against the lifting of 
OPA regulations. 


No Sharp Price Breaks Seen 


With the aid of mimeographed 
tables, distributed among the audi- 
Mr. Hayes reviewed the 
emerging price picture, and pro- 
jected it to show what he anticipated 
it will be in the months to come. “I 
do not believe,” he said, “there will 
be any sharp breaks, but I think that 
the going down process will tend to 
accelerate and will not buck up again 
with any degree of appreciation. 
And even though purchasing agents 
generally are now extremely cau- 
tious about large commitments,” he 
added, “I think we all have more or 
less dead stock lying around which 
we ought to 


ence, 


use up before it gets 
even deader and starts smelling.” 

He stated that such factors as the 
farm support program, our foreign 
aid commitments, and the “cold 
war” are working against any repe- 
tition of the 1929 crash, but called 
for caution. He advised that “major 
projects that can be deferred might 
well wait. There is doubtless still 
a great deal of inflationary water in 
our total economy. As it is squeezed 
out it will have its inevitable effect 
on prices.” 

“Tt is past time for us,” he con- 
cluded, “to get lined up with our 
most efficient suppliers and to get 
our own management houses in or- 
der. Funds for educational institu- 
tions, whether from taxes or private 
harder to secure in 
times of depressed economic activity, 
whether we call it disinflation, a re- 


sources, are 


cession, a depression, or a panic.”’ 

With Mr. Heinritz acting as mod- 
erator, Mr. Hayes answered a num- 
ber of questions from the floor on 


specific commodities, and turned 


Claude Hough (Principia) leads forum on work simplification. 





PURCHASING 























several others into general discus- 
sions in which numerous members 
participated, 

The only meeting scheduled for 
Thursday afternoon was on “Con- 
struction Problems and New Mate- 
rials”. It was presided over by John 
Rork, Purchasing Agent, University 
of Denver, who discussed a number 
f these problems as they are faced 
by educational institutions. 

KK. A. Jacobson, of the California 
Institute 
the role of new materials in meeting 
laid 


great stress on the use of lightweight 


of Technology, discussed 


some of these problems. He 
aggregates for building, as a means 
f cutting costs, particularly on steel. 
He discussed the importance of alu 
minum, “probably one of the most 
competitive items in today’s mar- 


ket”, for use as insulation, sash, 
trim and duct 
pointing out its advantages and, in 
disadvantages. Mr. 


Jacobson also gave a brief summary 


work, and roofing, 
some Cases, 


of new lighting, 


and plumbing 


developments in 
ventilating systems, 
ixtures. A general discussion cov- 
ering a wide range of subjects and 
problems followed the talk. 
Dormitory and dining hall costs 
and related programs were the sub- 
of an intensive discussion at the 
informal discus 
The 


meeting was presided over by Har- 


specinc 


series ol 


st Ola 


Thursday evening. 


d \W. Herman, Managing Editor, 
lege and University Business. 
Mr. Herman discussed various 


phases of the Bulletin of the Ameri- 
an Institute of Architects on college 
residence halls. He discussed the 
attempts now being made by some 
colleges to meet the “interesting” 
standards set up by the bulletin, 
even with limited budgets, to pro- 
vide the environment for the 


ollege student 


best 


Before and After. 


Mr. Herman revealed that a sur- 
vey conducted by his magazine 
showed that over a million students 
in this country are being fed every 
day by college-operated facilities. 
The cost of these operations has been 
estimated by authorities at $3,000,- 
000 a day, he said, adding that he 
thought that colleges do not seem to 
give as much attention to controlling 
the costs involved as they should. 
“I sometimes wonder,” he said, 
“why so much time is spent in trying 
to increase your endowment yield, 
when you turn around and pour it 
into the garbage can as quickly as 
you can.” 

“Work Simplification, the Key to 
Better Results: an Analytical Ap- 
proach to the Jobs and the Forms’’ 
was the subject of a group discus- 
sion under the chairmanship of 
Claude L. Hough, Purchasing 
Agent, The Principia, Elsah, IIL, 
assisted by Harold Porter, Purchas- 
ing Agent, Tulane University, New 
Orleans. Mr. Porter opened the 
discussion with a plea for a “horse- 
sense” approach to pri cedural jobs. 
He outlined the four steps developed 
by the Training within Industry 
Group with the War Manpower 
Commission, generally known as the 
Job Methods Training Program. 

As presented by Mr. Porter, the 
first step is to break down the job, 
listing all the details or procedure 
exactly as they are done by the pres- 
ent method. The next step is to 
question every detail, asking such 
questions as why is it necessary, 
what is its purpose, where and when 
should it be done, who is qualified 
to do it, and how is the “best way” 
to do it. Forms, machines, office 
layout, etc., should ques- 
tioned. The third step is to develop 
the new 


also be 


method, eliminating un- 
necessary details, combining details 


when practical, rearranging for bet- 
ter sequence, and simplifying all 
necessary details. Working out 
your ideas with others and putting 
your proposals in writing complete 
that step. Step four, applying the 
new method, calls for selling it to 
your superior and staff, getting final 
approval on policies, forms and 
work flow, and putting the new 
method to work. Mr. Porter illus- 
trated the application of the four 
steps by showing how the procedure 
for handling requisitions in the pur- 





President Charlie Hoff introduces 
his successor in office, Holger 
Bentsen. 





Charles Hayes (Emory) traces cur- 
rent price trends. 


Startling transformation of university buyers 


effected by make-up artist at the Warm-Up Party. 
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Philip Duffy (Stanford) and George Schwab (Louisiana State) discussed 
the commodity situation. 


chasing department at Tulane was 
analyzed and revised. 

Using a blackboard display as a 
basis, Mr. Hough discussed the 
question of forms as a part of the 
analytical approach to work simpli- 
fication. The display included nu- 
merous samples supplied by member 
colleges, and were analyzed as to 
their suitability for use in various 
sizes of institutions where there is a 
wide difference in the number of 
purchase orders written yearly. Mr. 
Hough also distributed a forms 
checklist for use in analyzing and 
revising paperwork procedure, based 
on Benjamin Hamilton’s article in 
PURCHASING for February, 1949. 


Getting Surplus Property to Schools 

“State Activity in Federal Sur 
plus Property Acquisition” was the 
subject of the final informal group 
discussion of the evening, with Ber- 
nard Beeson, Business Manager, 
Midland College, Fremont, Nebras- 
ka, presiding. 

Mr. Beeson described the setting 
up and operations of a commission 
representing all types of schools in 
Nebraska, the purpose of which is to 
advise the State Agent as to the de 
sirability of receiving surplus ma- 
terials and what various schools 
need. The commission also deter- 
mines the type of materials the 
schools are eligible to receive. It 


works with congressmen and legisla- 
tors in effecting sound laws concern- 
ing disposition of surplus property. 
Probably its most important duty, 
Mr. Beeson pointed out, is to see 
that all information on surplus prop- 
erty is properly disseminated to 
schools throughout the State, doing 
a “public relations job between gov- 
ernment agencies and the schools 
themselves’. 
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He said that according to figures 
taken from the Educators’ Washing- 
ton Dispatch, there are approximate- 
ly 400 accredited assistants who are 
discovering materials at the rate of 
about $5,000,000 a month. Yet, he 
added, schools are going without 
surplus property because they just 
do not get enough information. Con- 
ditions of this sort, he said, led the 
National Association to recommend 
to the Nebraska State Legislature, 
the Government and the Office of 
Education that the advisory group 
be set up. 

Willham  Bunyon, Purchasing 
\gent of Fordham University, New 
York City, described how colleges 
in New York State joined in a co- 
operative effort to have a man devot- 
ing full time seeking out surplus 
property that might be given to edu- 
cational institutions. This step was 
taken, he said, after consultation 
with the official state agency con- 
cerned with surplus property for 
education, which did not have 
enough personnel to check what 


property was available. This man, 
Mr. Bunyon revealed has already 
located a great deal of surplus prop- 
erty, aided by the regional offices of 
the United States Office of Educa- 
tion. This property is turned over 
to the state agency together with a 
note on what school needs what par- 
ticular piece of property. 

Mr. Bunyon said that he did not 
know the complete answer to the 
pressing question of how to dispose 
of surplus property that is no longer 
useful. He said he had obtained a 
ruling from the legal division of the 
War Assets Administration that 
property obtained directly from 
W.A.A. before June 17, 1948, may 
be disposed of in any way the pos- 
sessor sees fit. Property acquired 
under Public Law 697 from the 
Federal Works Agency, he stated, 
can be disposed of only if destroyed 
or worn out. He said there was no 
answer to what to do with property 
acquired directly from the armed 
services, and suggested that steps be 
taken to draft tentative legislation 
defining what could be done with it. 

Large groups took advantage of 
the several “On Your Own” 
held on Thursday. One bus trip in 
the afternoon covered several well 
known educational institutions in the 
Boston area, including Harvard, 
M.I.T., Boston College, Babson In- 
stitute, Wellesley, Perkins Institu- 
tion, and Boston University. The 
bus toured the Wellesley campus, 
and a stop was made at 
stitute to view the famous Relief 
Map. One group visited the plant 
of the Champion Lamp Works at 
Lynn, Mass., and saw the process of 
lamp making right through from the 
raw materials to the packing case. 
A morning bus trip for the ladies 
covered the outstanding points of in- 


events 


fabson In- 


Harold Porter (Tulane) was one of the forum leaders. 
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terest in historic and modern Bos- 
ton. 

Reverend J. Leo Sullivan, S.J., 
College of the Holy Cross, Worces- 
ter, Mass., presided at the opening 
general session on Friday morning, 
which featured an address by Dr. 
Harry L. Hansen, Associate Profes- 
sor of Administration, 
Harvard University, on “Fair Trade 
Laws and Their Implications”. 


Business 


Fairness of “Fair Trade” Questioned 


Dr. Hansen described the theme 
of his talk as “What’s Fair About 
Fair Trade” in contrast to the an- 
nounced title. Tracing the history 
of the fair trade principle, which he 
said had been enunciated as far back 
as 500 years ago, he emphasized that 


fairness was a relative matter. The 
buyer, the seller, and the legislator 
all have different concepts of what 


fair trade is, he said. 
He declared that fair trade laws 


comprise two broad types of legis 


lative restrictions, those directed 
against price discrimination by com- 
nercial sellers and buvers at whole 
sale (covered by the Robinson-Pat- 
mal \ct), and those aimed at 
control of the retail prices paid by 
1 ate consumers (the subject of 
irious State price maintenance 
acts). A third type is the not-selling 
velow-cost statutes in force in 28 
states 

lracing the legislative maneuver 
ing and t influence of interested 
groups that resulted in the Robin 


son-Patman Act, Dr. Hansen ques 


ed the “fairness” of its origin, 
ind said that he didn’t see how it is 
possible for a seller now to do busi 
ness d be within the law Under 
the law, he declared, a seller can 
neet a competitor's price but he 
cannot beat it, raising interesting 


problems on how to figure out what 
that price is. Furthermore, he said, 
the seller must be sure his competi- 
tor is selling at a legal price, inas- 
much as it is unlawful to meet a 
forbidden price. Thirdly, he said, 
when there is injury to competition 
resulting from meeting a competi- 
tor’s price, the seller cannot con- 
ceivably be regarded as meeting that 
price in good faith, and not meeting 
it in good faith puts him outside the 
law. Injury to competition can be 
inferred, Dr. Hansen stated, from 
a substantial price difference, with- 
out any further evidence of an effect 
upon competition. 

Dr. Hansen pointed out that the 
Robinson-Patman Act interpreta- 
tion of price as the price received 
back by the seller after the deduc- 
tion of transportation costs has re- 
sulted in the F.T.C 
against freight absorption. 

Summing up, Dr. Hansen said, 
“We have today fair trade legisla- 
tion based upon our problems in the 
middle of the depression. It is dif- 
ficult to see how legislation enacted 
under these 


campaign 


pressures could have 
been fair even at that time, and par- 
ticularly difficult to see why it is fair 
today.” He described the laws as 
pressure legislation and added, “All 
we can hope for is that one pressure 
group produces 
group, and _ that 
groups are opposed.” 

Philip Duffy, Purchasing Agent 
of Stanford University, California, 
presiding at the Commodities Dis- 
cussion following, opened the session 
with a brief review of the growth of 


1 
} 
i 


another pressure 


these pressure 


California, particularly in regard to 
industry. He said that salesmen in 
the area were out in such force that 
“we feel that the days of ’49 are with 


us again Che trend is beginning 


Bud Loman (Penn State), John Rork (U. of Denver), Mrs. George Mew 
(Emory), and K. A. Jacobson (Cal Tech) at the Friday luncheon meeting. 


to make us feel like purchasing 
agents again, rather than order 
takers” he added. 


Supply Situation Improving 


He was followed by George W. 
Schwab, Purchasing Agent, Louisi- 
ana State University, who reported 
a similar situation in his vicinity. 
He said that paper and paper prod- 
ucts, office supplies, paint, roofing, 
and lamps were among the products 
showing a definite improvement in 
supply. 
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President James R. Killian of 
M.I.T. was the featured banquet 
speaker. 





Manager Bill Price of the Coop- 
erative Service. His business in- 
creased 45%. 


Dr. Harry L. Hansen (Harvard) 
questioned the fairness of Fair 
Trade Laws. 
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He said that purchasing agents, 
to meet their professional obliga- 
tions in a buyers’ market, must see 
all salesmen, must know the mate- 
rials they buy, and must keep con- 
tact with the professors and depart- 
ment heads for whom they buy. He 
emphasized that every purchasing 
man should know the fundamentals 
of his profession, and the policies 
and operations of his institutions, 
and should be willing to learn more 
about materials, supplies and equip- 
ment. He urged the group to be 
fully aware of purchasing ethics and 
principles, and “give all an equal 
opportunity to have their day in 
court”, 

Harlan S. Kirk, Purchasing 
Agent, Iowa State College, acted as 
chairman of the extended discussion 
period that followed. 

A 45% increase in sales and an 
82% increase in earnings for the 
EK & I Cooperative Service was re- 
ported at the Annual E & I Program 
on Friday afternoon by George H. 
Mew, Treasurer of Emory Univer- 
sity, Georgia, and President of the 
Cox p. 

William S. Price, Manager of the 
I & I Service, reported that supply 
and delivery on practically every 
item in the contract book is improv- 
ing. He said that labor, however, 
was the dominant factor in keeping 
prices at a high level, adding that 
there was a chance for price soften- 
ing if steel, lumber, and other basic 
commodities decline He advised 
members to buy paint now as the 
supply situation “is not as good as it 
might be’. Mr. Price said that 3 
months should be allowed for de- 
livery on furniture. He called esca- 
lator clauses on metal furniture “a 
thing of the past”’, 

The President’s Inaugural Ban- 


Bernard Beeson (Midland) sees con- 
tinuing opportunities for acquisition of 
government surplus property. 
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quet was held in the Imperial Ball- 
room of the hotel on Friday evening, 
with Charles W. Hoff presiding. 
The invocation was given by Very 
Reverend John A. O’Brien, S.]., 
President, College of the Holy 
Cross, Worcester, Mass. Principal 
speaker was Dr. James A. Killian, 
Jr., President, Massachusetts Insti- 
tute of Technology, Cambridge, 
Mass. whose subject was “Univer- 
sity Administration: Postwar”. 

Dr. Killian expressed satisfaction 
and hope in the fact that colleges are 
now calling in industrial engineer- 
ing outfits to help them increase 
their efficiency. “Colleges are no 
longer able to afford inefficiency,” 
he declared. 

Citing the huge growth in enroll- 
ment since before the war, Dr. Kil- 
lian said that institutions may be 
overcrowded and understaffed and 
pointed out that it would be an ex- 
tremely serious mistake to let pre- 
occupation with figures take prece- 
dent over quality. He called for 
further exploitation of the “junior 
college” principle to help handle the 
load properly. 

He decried the snobbery attached 
to the bachelor’s degree in this coun- 
try and called for a new kind of de- 
gree from a junior college that 
would give the graduate a fair 
chance for placement in business and 
industry. He warned that the coun- 
try may have an oversupply of col- 
lege graduates who are thinking in 
terms of jobs they wanted to get on 
the basis of a degree before the war. 

Dr. Killian declared that industry 
has a stake in the future of higher 
education and said a basic problem 
is to work out some way that cor 
porations can make contributions to 
colleges on the same basis they do 


to charity. “I still hope that our 


institutions can get all the financial 
help they need,” he said, “but we 
must use all our imagination and 
vigor to accomplish it.” 

New N.A.E.B. officers for 1949- 
1950, installed at the banquet, are: 

President, Holger B. Bentsen, 
George Williams College, Chicago, 
Ill. ; 

Vice-Presidents, Reverend J. Leo 
Sullivan, S.J., College of the Holy 
Cross, Worcester, Mass.; Jamie R. 
Anthony, Georgia Institute of Tech- 
nology, Atlanta, Ga.; John B. Rork, 
University of Denver, 
Colo. : 

Associate Vice President, Wk. A. 
Jacobson, California Institute of 
Technology, Pasadena, Calif. : 

Treasurer, Harold W. Loman, 
Pennsylvania State College, . State 
College, Pa.; 

Executive Secretary, Bert Ahrens, 
New York, N. Y. 

The convention closed on Satur- 
day morning with reports from Past 
President Hoff, Treasurer H. W. 
Loman, and chairmen of working 
committees as follows: Education, 
Forrest L. Abbott, Teachers Col- 
lege, Columbia University ; Library 
and Bibliography, Harold V. Neece, 
Northwest Missouri State Teachers 
College; Membership, Gerald D. 
Henderson, Vanderbilt University ; 
Standards and Testing, Gilbert A 
Force, Illinois Institute of Tech- 
Placement, C. Milton 
Pagel, Goucher College ; Profession 
al Guidance and Ethics, Charles W. 
Hayes, Emory University; Publi- 
cations, Prescott H. Vose, Harvard 
University ; Purchase Manual, Hen- 
ry b. Abbett, Purdue University ; 
Constitution Revision, Gerald D 
Henderson. 


Denver, 


Ti¢ yl Py = 


Houston, Texas, was chosen as 
the site of the 1950 convention 


Capacity attendance and keen interest marked the 
general sessions. 
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Permanent magnets 
have many useful 
applications in our 
everyday life — in 
the radio, thermo- 
stat, electric clock, 
and telephone 
shown in this illus- 
tration, as well as 
many other unseen 
but important uses. 





Pertinent Facts About 
Permanent Magnets 


Scientific research has developed more efficient 
magnetic materials and design. 


The “packaged energy” of permanent magnets has a 
wide variety of useful applications. 


For satisfactory procurement, specify conditions of 
use and the results desired. 


By C. A. Maynard 


Director of Research and Engineering 


The Indiana Steel Products Company 


Valparaiso, 


AGNETISM is a pro- 
duced by electricity in motion. 

In 1820, Oecersted discovered that 
when an electric current was passed 
through a wire which was close to 
a compass, the needle would turn 
one way or the other, depending 
upon the direction of the current. 
realization that 


rorce 


This was the first 
there was any connection between 
electricity and magnetism. The same 
year, Ampere discovered that two 
wires carrying electricity were at- 
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Indiana 


tracted or repelled by each other, 
depending upon the relative direction 
of the current flow. The same year, 
Arago discovered that if electricity 
is passed through a coil of wire and 
a piece of steel or iron was placed 
in the coil, the iron becomes mag- 
netized and retains some of its mag- 
netization. 

These were the beginnings of the 


electrical industry, because these 


functions are the basic elements of 


all motors, generators, and instru- 


Heretofore, there had been 
accidental magnetization. Lodestones 
had been found that were mag- 
netized, probably, by the lightning 
striking the earth. Steel magnets 
had been made by stroking a piece 
of steel on these lodestones. These 
discoveries showed a definite way 
to make a magnetic field or a per- 
manent magnet. 

Where is the “electricity in mo- 
tion” in a permanent magnet? It is 
there. Physicists have learned that 
the atom is made up of a nucleus 
about which electrons move in an 
orbital motion, and that these elec- 
trons also spin on their own axis 
as they go around the nucleus. The 
atoms of each element have a speci- 
fic arrangement as to the number 
and location of electrons revolving 
about the core. Some of the electrons 
spin clockwise and some anticlock- 
wise. This is electricity in motion. 

By comparing the non-magnetic 
materials with those that are mag- 
netic, the physicists have learned 
that when, within any atom, there 
are an equal number of electrons 
spinning to the right and to the left, 
the material is non-magnetic ; where- 


ments. 
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Characteristics of Permanent Magnet Material 
Solid bands indicate relative energy product 
| } | Ce- Resist 
Residvel Coercive Energy Peok ’ efficient of ivity 
Induchon Force Product |Megnetiing Weight h Tensile rensverse| Thermal | Micro- 
[Minwmum) (Mins (Mini- | Force . cvin Form Propertes Strength Pioavtee Exper- | ohm 
18, Gousses mum) mum) | Ocrsteds te. ‘sq.in. fof Rupture) sion per | —em 
| i) BH, men) te sqin. | Degree Cl] ot 
Oersteds| x 10 | «10°, | a5°¢ 
Alnice | 7,900 | 440 | 1.4 2,000 | .249 | Cost | H-B |  4,100| 13,000] 126 | 75 
-_ — + , + ‘ + + ; + > + + 
Ainico 2.200 | 560 | 16 2,000 | .256 | Cast 4-8 3,000 | 7,200 12.4 | 6s 
Ainicoll | 6900) 5201 ).43 | 2,000| .249 | Sintered) H | 65,000| 70,000, 12.4 | 68 
Sintered | | | | 
‘Ainico lt — | 900 | 479) 1.35 | 2,000| 249 | Cost | HB 12,000 | 22,000, 13.0 | 60 
—E . , + , + ; + + + 
Ainico V _5.500) z09) 1.3 3,000 | .253 | Cost | HB |  9,100| 24,000, 13.1 | 75 
‘Ainico 'V | 3.200 | 709 | 1.2 | 3,000 | 250 | Sintered| H | 60,000 | 85,000 13.1 | 68 
Sintered | | 
AinicoV 12,200! 580) 45 | 3,000 | 265 | Cou HB |  5,400| 10,000 11.3 | 47 
Alnico V 10.500 | 600 | 20 | 3,000 | 260 | Sintered| HB | | 
Sintered | | 11.3 
Ainico Vi = LJ0.)00 | 750 | 35 3.000 | 265 | Cost | H-B 20,000 | 45,000 11.4 | 50 
nico XL | | 3.000 | 264 | Coss | HB | 41.0 | 62 





Permanent magnet materials are available in a wide range of 
physical, electrical, thermal, and magnetic properties. 
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as 1ose atoms where there are 
more electrons spinning in one di 
rection than in the other, the ma- 
terial is magnetic. In the latter case, 


a magnetic field 


tinuously) 


is produced con- 
the North and 
South poles are all jumbled up and 
produce an external field, 
though there are internal fields. 
When we 


or other magnet 


Howe ver, 


} s + 
ao ri 


a piece of iron 
material in a coil 
of wire carrying a current, the mil- 


plac e 


lions of little elementary magnets 
align themselves with the field of 
the coil, just like the magnetic com- 
pass aligns itself with the earth’s 
magnetic field. A tremendous in- 
crease in flux is obtained 


Different types ot steel and other 
act alike 
influence of the mag- 


netizing torce lhe 


magnetic materials do not 
under the 
reasons have 
not been adequately explained as 
: they evidently have some 
thing to do with quantum mechanics 
that hold matter to- 
this discussion, let us 
materials these 
domains are much more stubborn as 


the forces 
gether. Foh 
ay that in some 
change, and also, having 


once been changed, they resist re- 
turning to their original state 
Materials ori- 


generally known as soft 


which are easily 
ented are 
or low magnetic materials. 
Materials of this type can be placed 
in the field and they do not require 


much 


energy 


current to make the flux in- 
crease, but 
moved, 
Such 


when the current is re 


the flux also “goes bye-bye.” 


used for the 
cores of transformers, motor lamina- 
tions, etc. On the other hand, there 


are those materials which require 


materials are 
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a much bigger “sock” to produce a 
comparable magnetic effect, a much 
stronger field to give saturation, but 
they are difficult to demagnetize 
\VWhen the current is taken off, the 
flux stays there, and it is difficult 
to make it return to its original de- 
magnetized condition. These are the 
“hard” or high energy materials that 
are the basis of permanent magnets. 


Three Fundamentals 


three basic funda- 


mentals of magnetism that are per- 


There are 


tinent to all magnetic applications: 


l. A permanent magnet 1s a 
hysteresis device 
2. The energy of a permanent 


magnet is potential 

3. There is no insulation for mag 
netism. 

The retention of magnetism upon 
the removal of the magnetic field is 
due to hysteresis—the tendency for 
a body to exist in the state or condi- 
tion in which it was previously. In 
a permanent magnet, this condition 
is true not only in initial magnetiza 
tion, but also for any other condition 
that might be set up. This phe- 
nomenon is best illustrated by a 
condition that is often encountered 
in using magnets. 

If, for example, we were to take a 
loudspeaker and magnetize this 
magnet with the magnetic circuit in 
place, we might find that the field 
produced in the air gap would be 
10,000 gauss. However, if we were 
to take the magnet from the assem- 
bly and replace it without doing any- 
thing else, we would find that the 
flux produced by the magnet in the 
gap might be only on the order of 


3,000 gauss. What has happened? 
When the magnet is removed from 
the speaker, we have subjected it to 
a different condition than was pres- 
ent when it was magnetized in the 
speaker. Owing to demagnetizing 
forces, the magnet was placed in a 
different condition, and even though 
it be placed back in its original con- 
dition, it remembered how it had 
been and this influenced the results 
as to the flux produced in the air 
gap of the speaker. One of the 
most important factors in design is 
the realization of this phenomenon 
Often by proper design and mag- 
netizing procedures, a much smaller 
magnet can be utilized to produce 
the desired results than would be the 
case if the magnet was subjected to 
this intermediate condition. 

This factor of hysteresis is also 
apparent when comparing various 
permanent magnet materials. 
erally, it is graphically indicated by 
a curve, and the area enclosed in the 
curve is a measure of the quality of 
the permanent magnet material. 
Usually, only a portion of the total 
hysteresis curve is shown, and it 1s 
known as the demagnetization curve. 
The reason for showing only a por- 
tion of the curve is that in practically 
all applications the magnet is work- 
ing under conditions as indicated by 
this curve. Technically, there 1s one 
point on the curve at which magnet 
material will be utilized most effi- 
ciently. This point is known as the 
peak energy product, and is the 
value most often given in determi 
ing comparative quality of a perma- 
nent magnet material. 

The characteristics 
the hysteresis loop, and especially 
the demagnetization 
minor hysteresis loops 
therewith, are the basic information 
required by engineers for efficient 
design. Also, from the metallurgi- 
cal standpoint, this information 1s 
the basis upon which improvements 
in permanent magnet materials are 
determined. We have come a long 
way in the past 30 years in improv- 
ing the energy that is available from 
a permanent magnet. Prior to 1918, 
we had tungsten permanent magnet 
materials which produced an energy 
product of only 300,000, whereas 
we now have various grades of Al- 
nico producing an energy product 
of 5 million or more. In 
words, we have been able to 
prove the quality of the material to 
such an extent that it requires only 
approximately 1/17 as much mate- 
rial as it did prior to World War I. 
We have also developed ductile per- 


(sen- 


indicated by 


curve and 


associated 


other 


im- 
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In this can opener, a permanent mag- 
net holds the lid after it is cut away 
from the can. Lid cannot fall into can, 
contaminating contents or cutting the 
operator's fingers. 





A spring-driven 
whirls within a ring of wire coils in 
this batteryless photoflash unit 

produces current strong enough to 


permanent magnet 


fire four bulbs simultaneously. This 

amazing generator will operate under 

water, and is unaffected by heat, 
cold, or humidity. 


manent magnet materials and others 
aving special characteristics. 
We often refer to a permanent 


magnet as being “packaged energy 


This energy is potential, and not 
kinetic, energy. By definition, po- 
tential energy is that energy due to 
condition or position. The weight 
placed upon a table has potential 

with respect to the floor. 
Likewise, a magnetized material has 
been placed in a definite condition. 
If it be placed close to a steel bar, 


energ\ 


the bar is attracted to the magnet. 
lf we were to the 
produced by the magnet attracting 
the bar and the energy produced by 
this motion, and compare this with 
the energy required to remove the 
bar from the magnet, we would find 
that they are equal and opposite. 
Consequently, the permanent mag- 


measure forces 
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net in itself has not produced or used 
up any energy. 

It is important that this be re- 
membered, because it is the explana- 
tion as to why we can use the term, 
permanent magnet. The magnet is 
not using up energy, consequently it 
will remain permanent. However, in 
design, it is necessary to take into 
account all of the factors to which 
the magnet shall be subjected, so 
that sufficient allowance is made for 
them. 

There is no insulation for magne- 
tism. As a matter of fact, it is be- 
cause of this characteristic that we 
are able to use permanent magnets 
at all. In practically all designs of 
permanent magnets, it is necessary 
to have an air gap. In this gap are 
moving coils, or perhaps another 
magnet, or perhaps even moving 
The desired performance is 
based upon the consideration that in 
this gap certain definite reactions 
are to be had. 


gases. 


In many cases, not 
only is this air gap present as such, 
but also the magnetic field is re- 
quired to work through glass, brass, 
or other non-magnetic materials. 
With the exception of very minute 
variations, the magnetic force is the 
same. However, this does introduce 
one of the factors that must be taken 
into account in design. 

Since there is no insulation, we 
cannot obtain the field in that por- 
tion of the magnetic circuit which is 
desired without having stray flux 
in other portions. We call that por- 


tion of the field which is useful, the 
useful flux, and that portion which 
is not necessary to our purpose, the 
leakage. In some designs, the total 
flux may be only 25% greater than 
the useful flux, whereas in other de- 
signs the total flux may be as great 
as 50 times that of the useful flux. 
This leakage flux accounts for some 
of the unusual shapes and changes 
in sections that are to be found in 
some magnets of modern design. 

Since all of these factors are es- 
sential in the procurement of a prop- 
er magnet, it is very necessary that 
sufficient information be given to the 
magnet manufacturer as to the grade 
of material or complete information 
as to the nature of the application 
and results desired. This will en- 
able him to supply the required mag- 
net or to recommend the type and 
grade of material most adaptable to 
the application. 

It should be mentioned in this 
connection that there are various 
physical characteristics also tied up 
with the various grades of perma- 
nent magnet materials. For ex- 
ample, the Alnicos are cast materials 
and cannot be machined or drilled, 
and any finishing can be done only 
by grinding. Others, such as the 
cobalt and chrome and tungsten 
grades, can be drilled after anneal- 
ing and prior to final hardening. 
Others, such as Cunife and Cunico, 
may be machined in the final state. 
\lso, some materials may be either 
cast or sintered. 





Permanent magnets are manufactured in thousands of shapes and 
sizes from many different alloys. 
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What can permanent magnets do 
for you? The commercial applica- 
tions may be grouped under four 
general classifications : 

1. Transformation of electrical to 
mechanical energy. Permanent mag- 
nets supply a magnetic field; when a 
conductor electricity is 
placed in this field, a force is pro- 
duced at right angles to both the 
held and the conductor, tending to 
force the wire sideways in the mag- 
netic field. Many small D. C. motors 
have been built 


carrying 


using permanent 
magnets in this way. The same prin- 
iple is used in the loudspeaker ; as 
the current passes through the voice 
coil, a mechanical motion is given to 
the diaphragm and we hear the 
] 


ehal 
SOLTT 


It is the basic principle in 
instruments whereby 
we measure voltage and amperage. 
Many control devices utilize this 
fundamental instrument design; in 
pyrometers, the voltage generated by 


1! ] - . 
a small thermocouple is connected to 


I | 
the instrument and, by suitable cali- 
bration, indicates the temperature 
direct] lhe magnetron tube used 
in rad lepends upon a permanent 


magnet to produce the field which 
acts upon the electrons, causing them 
to take the desired pattern. In mo 


] +1 ] 
tion picture projectors using an ar¢ 


lamp as the light source, the mag- 

netic field is superimposed to cause 
5 | ° 7 

the arc to take a desired pattern, 

thus holding the are steady. New 

coml 


nations and applications are 
tually arising, which make use 
; : nNrmncini 
i) . cipie 
1e% hant al 
( This is the re- 
verse of the process just described. 
It is the basic principle in the genera- 
tion of electric power. Many small 
generators use permanent magnets 
to supply the field. In some, the 
magnet is stationary and the moving 


2. Transtorm 


energd\ 


armatures carries the conductors 
However, in some cases it has been 
found more economical to rotate the 
magnet, as in the flashlight genera- 
tor. Both of these designs are also 
used in magnetos, which supply de- 
pendable ignition for aircraft. Mag- 
netic phonograph pickup and the 
dynamic and velocity type micro- 
phones all use a permanent magnet 
to transform mechanical to electrical 
energy. 

3. Tractive forces. The most ob- 
vious use with which we generally 
associate magnets is their ability to 
attract a piece of iron or steel or 
another magnet. Likewise this ef- 
fect between two magnets can be re- 
versed, to repel each other when 
their like poles are placed together. 
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One of the most common applica- 
tions of this is the magnetic separa- 
tor, mounted in chutes over which 
materials must pass; any iron par- 
ticles or magnetic materials are at- 
tracted to the permanent magnet and 
are prevented from passing on into 
the mills or into the final product as 
harmful impurities. There are many 
places where this magnetic separa- 
tion is very desirable, as in foun- 
dries, food industries, chemical, coal, 
and mining industries. Magnetic 
separators may take on even more 
elaborate forms; for example, the 
magnetic pulley. <A _ belt passing 
around this pulley carries the mate- 
rial. Non-magnetic material readily 
drops off the end, whereas magnetic 
material is retained for a longer in- 
terval and drops into a special hop- 
per 

The tractive force is utilized in 
magnetic chucks, and for special tool 
holders, magnetic screw drivers and 
other magnetic tools. It is used for 





filaments, less end 


broken 
breakage, and less attention required 
for machines are some of the results 
from using a permanent magnet in 
this yarn winding machine to hold 
tension leaves against wear plates 
with regulated force for even winding. 


Fewer 


retrieving iron objects which may 
be dropped on the floor or in out-of- 
the-way places around machinery. 
It has been used to remove magnetic 
particles from the eye, or those 
which have been swallowed by chil- 
dren. It is the basis of magnetic 
toys and games. 

This principle is also used for in- 


dicating and control gauges. In 
some of these, two magnets are used, 
one of them on one side of a seal 
and the following magnet on the 
other side, resulting in a transfer of 
motion from a sealed inner member 
to an outer member. This elimi- 
nates hazards in case of voltaile 
liquids or inflammable gases. The 
outside member will indicate the 
level, or actuate suitable controls or 
signal devices. With more power- 
ful magnets, actual power has been 
transmitted to drive a pump in the 
sealed member. Thus we have a 
magnetic drive through a seal. 

One special utilization of the 
tractive effort is in the hysteresis 
motor or drive. In the drive, one 
permanent magnet is used to magne- 
tize another, smaller, permanent 
magnet. They will turn in synchro- 
nism as long as too much power is 
not required’ when the power re- 
quirements are exceeded, there will 
be slippage however, there will be 
a constant torque developed between 
the two magnets regardless of the 
In the hysteresis motor, the 
rotating electrical field acts on the 
permanent magnet material, and if 
the torque requirements are not too 
high the magnet will turn in syn- 
chronism with the applied rotating 
field. Many more applications in 
this general category could be cited. 
The principle is so fundamental that 
its application to a large extent de- 
pends upon the ingenuity of the de- 
signer. 

4. Miscellaneous physical effects 
The utilization of a permanent mag- 
net to change the physical character- 
istics of material has been, up to the 
present time, chiefly of theoretical 
importance. Certain magnetic ma- 
terials, when placed in a magnetic 
field, will change their dimensions. 
This principle has been used in the 
magnetostriction generators used for 
underwater signalling. A magnetic 
field will also cause certain mate- 
rials, such as bismuth, to change 
their electrical resistance. Minute 


speed. 


changes in the angle of light refrac-. 


tion can be obtained. These and 
similar effects may eventually lead 
to further applications of the mag- 
net, especially in scientific work and 
possibly control functions. 

In summary: the permanent mag- 
net can be used to serve man’s re- 
quirements in many ways. A perma- 
nent magnet produces a steady force 
which is not affected by moisture. 
There are no electrical hazards. It 
does not run down. It truly lives 
up to its name, the permanent mag- 
net. 
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The Cynic in the P.A’s Chair 


Progress is made through the interchange of 
experience and opinions. 


By Julian G. Davies 


Purchasing Agent 
N. Slater Company Ltd. 
Hamilton, Canada 


DITORIAL comment in_ the 
May, 1949, issue of PURCHAs- 
ING (page 62), on the generally 
ical attitude toward polls and 
ers, puts the finger on a serious 


weakness common 


skept 
pollst 
to business men 
\s a part of that group, pur- 
hasing men are far from immune. 
Certainly we want these surveys. 
interested in the 


oughts of others in a similar line 
. ? 


oda 


we are not 


usiness to ourselves, why do we 
monthly P. A. meetings, 
why do several thousands of us 
national 


tt er . 
tend oul! 


conventions ? 
to obtain information and 
ewpoints of 


ittend our 
\Ve do so 
| others to stack up 
against our own. 
Most of us that our 
performance of our daily tasks would 


without the knowl- 


will admit 
suffer severely 
edge we have gleaned from purchas- 
and our 
personal contacts with others in our 
Sel field 
ire of our ground on many of to- 
day's problems 


magazines, meetings, 


Few of us can be so 


as to be indifferent 
We can- 
afford to ignore any source of 
information which may have a bear- 
ing on our work, or on the welfare 
f the corporation which employs us. 
\s Mr. Zeigler, quoted in the edi- 
torial, points out: Who is in a bet- 
ter position to obtain and transmit 
authentic information from 
more widespread sources as to what 
others are thinking than an editorial 
staff in touch with a broad cross- 
section of the field? It would be 
regrettable indeed if the existing 
antipathy to polls should influence 
unduly this method of disseminating 
valuable information. And why 
should it? 

Why do we fairly glow with satis- 
faction when some well known opin- 
ion research 
prominent 
wrong ? 


| 


o the opinions of others. 


rot 
) 


Oo! 


to us 


organization, or a 

economist, is proven 
Is it because many of us 
ordinary mortals suffer from a pro- 
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No one can afford to be indifferent to the 


judgment of others. 


Don’t discount all surveys because some of 
the predictions didn’t come true. 


nounced inferiority complex? We 
know we are far from infallible, and 
when prominent individual 
gives out with a prediction which is 
later proven wrong, we congratulate 
ourselves that he is no better than 
we are, or—what is more comfort- 
ing to our ego—that we are just as 
good as he is, because we make mis- 
takes too. 


some 


Many reasons have been assigned 
for President Truman’s unexpected 
victory last November, the farmer 
vote, the labor vote, the vote that 
stayed away from the polls because 
of overconfidence, and others. The 
probability is that while each of these 
was a factor, the most potent cause 
was the trait inherent in the minds 
of the American people which in- 
duces them to sympathize with the 
“underdog,” a quality which the 
various polls as then constituted 
were not designed to allow for. 

conomists use facts as the basis 
of their predictions, supplemented 
by possibilities which may affect the 
issue. All of them realize that cer- 
tain imponderables not yet discern- 
ible may enter the picture to upset 
their calculations. We know that 
confidence, or the lack of it, in future 
developments is one of the prime de- 
termining factors in the future 
trend of business. During the past 
couple of years, while civilian pro- 
duction and business profits were 
reaching unprecedented heights, 
there was no response from the stock 
market. Why? Lack of confidence ; 
fear that the “cold war” would de- 
velop into another world-wide cata- 
clysm. In the period immediately 
following V-J Day, when we ex- 
pected, like sensible people, to see 
the “swords turned into plough- 
shares”, can our economists, human 
beings like ourselves, be criticized 
for their failure to foresee the con- 
fusion and national ill-feeling which 
would exist in the world several 


years after the close of World War 
Il? 

A recent personal experience il- 
lustrates the danger of an over-skep- 
tical attitude on the part of the pur- 
chasing agent. Following the col- 
lapse of business in 1929 and 1930 
this writer, largely as a _ hobby, 
started to study cycles in business 
and in nature. He addressed a group 
of businessmen on that subject early 
last February. At the conclusion of 
his talk and the discussion period 
which followed, one of the audience 
buttonholed the speaker and _ said, 
“You know, when I listen to a talk 
such as this, the thought uppermost 
in my mind is, ‘If this guy knows so 
much about trends in business, why 
hasn't he put his knowledge to work, 
and become disgustingly wealthy ?’ 
After all, the proof of the pudding 
should lie in the eating of it.” 

“My friend,” was the reply, “I 
have heard that comment many 
times. There are several answers to 
it, but I will mention only two. The 
first is the fallacy, so commonly held 
by young men like yourself, that 
life’s supreme satisfaction lies in the 
accumulation of great riches. To 
me and to many others, that is far 
from being a fact. I am doing the 
things I really want to do. Piling 
up money beyond the needs of my 
family and myself is not one of those 
things. 

“The other reason I shall men- 
tion is that if a huge sum of money 
is to be accumulated quickly, the 
salary of a purchasing agent can 
hardly prove a suitable foundation. 
It will be necessary to go into the 
stock market, or operate in real 
estate, or some other form of invest- 
ment. Many years ago I did specu- 
late in the mining market for a very 
brief period. An investment of a 
few hundred dollars was multiplied 
15 times in two weeks. In the ex- 

(Please turn to page 275) 
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Look, No Hands! 


@ By Grey Leslie 


Mechanical fingers prevent mutilated hands 
rather than merely replacing them. 


Ford Motor Company develops safe automatic 
devices for hazardous operations. 


Efficiency curve rises as accident curve turns 


downward. 





An iron hand removes a stamped automobile floor pan from 
draw-die, feeds it to conveyor for movement to the trim press. 


A so frequently occurs in our era 
of advanced mechanics and 
production techniques, the 
solving of one problem often con- 


mass 


tains the solution of many others. 
For years, surgeons and manufac 
turers of artificial limbs taxed their 
ingenuity 
providing implements t 


to devise some means of 
) give serv- 


ice to those who had lost hands or 
arms. 
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Modern science has now per- 
formed veritable wonders in the per- 
fection of mechanical hands for am- 
putees. These ingenious contriv- 
ances have replaced the crude and 
ugly metal hooks that were so ob- 
viously limited to extremely simple 
uses. The new and intricate me- 
chanical devices are capable of func- 
tions almost equal to normal hands 
and coordinated fingers. They can 


pick up a needle or a fine thread, 
and grasp various objects with just 
the right amount of pressure. lhey 
perform operations that would be 
exacting for even a normal hand, 
and they do it with an ease and con- 
trol that are truly astounding. 

It seems incredible that by the 
controlled muscular movement of 
back and shoulder muscles, a me- 
chanical hand can be made to per- 
form almost all of the functions of 
an integrated, normal 
Thousands of unfortunate persons 
whose hands have been irreparably 
mutilated or amputated have been 
rehabilitated, and they 
quired an amazing dexterity by the 
use of these modern wonders. 


member. 


have ac- 


The adaptation and application of 
these mechanical muscles have now 
found a fixed place in our industrial 
life. Devices that were designed to 
replace a lost hand or arm, are now 
put to use to prevent the injury or 
loss of these vital members. In re- 
ducing the number and nature of 
accidents incident to the handling 
of metals, a new unit of efficient 
production has been added to the 
working tools of American industry. 
If vou have ever watched a crew of 
men feeding metal plates or heavy 
sheet stock into a draw or stamping 
press, a shear or a brake, and seen 
the greased steel become almost a 
writhing serpent in such operations, 
you would be tremendously im- 
pressed by the mechanical hands 
adapted to perform such dangerous 
work with ease and safety. 

The Ford Motor Company has 
inaugurated a special department to 
study each motion in manufacturing 
and processing, with a view toward 
the eventual substitution of auto- 
matically operated mechanisms for 
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manual labor wherever possible. An 
initial development has been the 
adoption of mechanical hands which 
now make it possible for an entire 
press line to be served by control 
operators who have little more than 
a push-button task. 

Heretofore, large or heavy metal 
stampings or deep-draws were pro- 
cessed by workers standing in front 
of the They swabbed the 
metal, lifted, pushed and fed it into 
the dies. At the rear of the press 
other workers removed the stamp- 
ing, turned it over and transferred it 
to the next press or stacked it for 
the next operation. 


press. 


Each of these operations meant 
manual handling with constant dan- 
ger of cut, bruised or mangled fin- 
gers and hands, and the incipient 
danger of infection to even slight 
cuts or abrasions. Even the stout- 
est gloves afforded inadequate pro- 
tection, and the accident rate was a 
perpetual menace to all safety meas- 
ures. An “iron hand” now feeds, 
extracts, turns over, stacks and loads 
blanks; it unloads, oil-swabs, re- 
moves scrap and counts—all with- 
out human labor or effort other than 
the pull of a lever or the touch of a 
button. 

The same process takes place at 
the multiple welders. Station to 
station transfer devices that convey 
sheet metal parts from operation to 
operation have been designed to 
supplement the “mechanical hands”. 

The primary objective of the in- 


Floor pan is automatically fed into flange die. This 
was formerly a hard and dangerous job requiring 


the labor of four men. 


stallation of these “iron muscles” 
was to improve safety measures. 
However, as might be expected, in 
typical American fashion, important 
by-products have resulted. Acci- 
dents have been noticeably reduced 
because mechanical devices have 
been substituted for manual opera- 
tions, but output per machine has 
been measurably increased because 
the production line operates under 
synchronized controls. Fewer Op- 
eratives mean fewer interruptions as 
a result of human fatigue; physical 
hazard has been almost entirely 
eliminated, and that, of course, 
means less absenteeism. 

By the very ingenuity of their 
conception and application, devices 
that were designed for the alleviation 
of physical disabilities, have ignited 
the spark of peculiarly American 
genius of making our working life 
easier and more productive. 

It is reported that the installation 
of these mechanical hands at Ford, 
together with their component and 
auxiliary conveyors, will ultimately 
mean the release of 1000 men from 
manual more productive 
work. 

We shall have to recognize the 
error in the outmoded notion that 
the invention of more machines will 
result in the displacement and un- 
employment of countless thousands 
of manual workers. The fallacy of 
that notion can perhaps best be illus- 
trated by the fable once told by an 
engineer of a large industrial estab- 


jobs to 


lishment, who showed a visitor the 
facilities that represented the final 
achievement of mechanization. All 
human labor seemed to have been 
eliminated. The raw materials en- 
tered at one end of the factory and 
were eagerly seized by a vast array 
of superhuman machines. They auto- 
matically shaped, welded, assembled 
and finished glittering products 
without the use of a human hand. 
But, oddly enough, the plant seemed 
to be teeming with workmen. The 
explanation of the presence of all 
these humans in an otherwise auto- 
matic plant was that the humans 
were the maintenance men and the 
masters of the machine. 

The mechanical hands at Ford 
have fully proven their worth. It is 
likely they will be speedily adopted 
by numerous other metal manufac- 
turers and processors throughout the 
country. These and similar me- 
chanical servants of progress that 
have proved SO revolutionary in our 
industrial life are constant examples 
of the truth that some of the most 
important forces in the history of 
civilization have been and are being 
quietly marshalled behind the doors 
of our splendid factories. Our giant 
plants and our daily miracles of 
production are due to our fabulous 
machines and the processes they 
make possible in our American ma- 
chine age. 

They prove with convincing real- 
ism that there are no frontiers in our 
American inventiveness. 


Mechanical fingers guide the stamping into a weld- 
ing machine. With such automatic aids, factory work 
has become a white-shirt job. 











The Law of Freight Rates 


and Classifications 



































By Leo T. Parker 


* 
ECENTLY a reader wrote, as 
follows: “We have an oppor- 


tunity to purchase a large quantity 
of old material from a distant com- 
pany. We are holding back because 
of the freight rate. In other words, 
if we have to pay the freight rate 
on usuable commodities we cannot 
afford to make the purchase be- 
cause the freight charges from the 
seller’s location to our city will eat 
up our profits. But if we can ship 
the material on freight rates for 
‘scrap’ material we can earn a nice 
profit on the transaction. What we 
want you to advise us about is 
whether we can purchase this ma- 
terial as ‘scrap’, ship it under freight 
rates for ‘scrap’ and stili make use 
of the material in our regular busi- 
ness. Also, due to present abnormal 
conditions, what new higher court 
decisions can you refer us to which 
will assist us to reduce transporta- 
tion costs and give us more profit ?” 

Obviously, the correct answers to 
these legal questions will assist all 
purchasers to increase their normal 
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Substantial savings in delivered cost may 
depend on good traffic information. 


Proper rate classifications and valuation 
of shipments is important. 


Be sure that you are adequately protected 
on carrier’s liability during transit. 


profits. Therefore, we shall review 
outstanding late and leading higher 
court decisions designed to assist 
readers to increase -profits; effect 
savings and minimize financial 
losses resulting from transportation 
of purchased merchandise. 


Subsequent Use Is Immaterial 


First, we shall consider the ques- 
tion whether a purchaser of scrap 
material to be used in his regular 
business may transport it at freight 
rates for scrap material. 

According to a _ recent higher 
court the burden is upon the carrier 
to prove that a shipment carries a 
different freight rate than claimed 
and paid by a shipper. 

For illustration, in Sonken-Ga- 
lamba Corporation v. Union Pacific 


R. Co., 145 Pac. (2nd) 808, it 
was shown that the freight rates 
on steel plates are considerably 
higher than on scrap iron, The 


Sonken-Galamba Corporation con- 
signed four carloads of used tank 
bottom plates to itself. They were 


“thrown loosely in an open car’ 
without any blocking or damage, 
and were billed as “scrap iron’. All 
of the metal thus shipped was sold 
by the corporation to Henry Die- 
trich, a “junk dealer” in Topeka, 
Kansas, for $20 per net ton, f. o. b. 
Topeka. One car-was retained by 
Dietrich and-unloaded at his junk 
yard, where part of the plates were 
sold to individuals for various uses, 
and the remainder sold for remelt- 
ing purposes. Three of the carloads 
were sold to the Wentz Equipment 
Company who manufacture road 
machinery, for $23 to $26 per ton, 
depending upon the quality of the 
material. Between 50% to 75% of 
the metal purchased by Wentz was 
used in the manufacture of sub- 
standard road culverts, and sold to 
the state, counties and municipali- 
ties. 

The Wentz Equipment Company 
had previously purchased other tank 
bottoms from Dietrich for use in 
the manufacture of substandard cul- 
verts and a “few” small storage 
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KNOW YOUR RIGHTS AND LIABILITIES 
UNDER TRANSPORTATION LAWS 
Does the fact that material is sold as scrap because of obsolescence 
entitle it to be shipped at the rate for scrap? 


Does subsequent processing and use of material shipped as scrap 
change the freight classification? 


How are freight rates determined on mixed shipments? 


On whom does the burden of proof rest in deciding what classifica- 


tion and rate shall apply? 


Can overpayments of freight due to subsequent revision of rate 
classification be recovered by law? 


Can a common carrier be compelled to accept shipments at scrap 
rates if that valuation of the material has been established? 


Under what circumstances can the carrier limit its liability for lost 


shipments? 


Is the carrier required to inform a shipper that a choice of rates 


is available to him? 


ls a shipper bound by valuations set by his agent, in respect to car- 


rier’s liability? 


Can a consignee avoid liability for payment of demurrage charges? 


What is the status of a private carrier in respect to rates and 


liability? 








tanks. It had also unsuccessfully 
attempted to use the tank bottoms 
in the manufacture of snow plows. 
Two or three of the Wentz Com- 
pany’s competitors in the vicinity 
had used some of the tank 
bottoms in the manufacture of road 
culverts, but there was no other 
recognized market for the use of 
this material in the manufacture of 
finished products. 

The carrier learned that the Son- 
ken-Galamba Corporation had sold 
part of the material for manufacture 
of products and sued to recover the 
difference between legal 17 cents 
per hundred pounds which had been 
charged and collected for transporta- 
tion of “scrap” and the higher freight 
rate on 4 carloads of steel plates 
at 44 cents per hundred pounds. 
The higher court refused to hold 
in favor of the carrier, saying: 

“The question is whether the fact 
that a part of the material was re- 
sold to a manufacturer who used 
some of it in the manufacture of 
substandard road culverts, and re- 


also 
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sold the balance as scrap, changes 
the character of the material from 
that which identified it at the time 
and place of its shipment. It is 
necessarily the predominant use or 
value which should determine the 
character of the shipment, and not 
the isolated and sporadic use to 
which it may sometimes be put after 
it has been shipped to its intended 
destination. . . . From the foregoing 
analysis it is made plain that the 
nature and character of each ship- 
ment at the time tendered deter- 
mines its status for rate purposes, 
and the use which may be subse- 
quently made of the materials does 
not control the question whether the 
shipment has a_ recognized 
mercial value 
purposes,” 


com- 


save for remelting 


What Is Scrap Iron? 


Also, see Sonn v. Magone, 159 
U. S. 417. This court held that 
the rate making authority has by 
revealing words defined “scrap iron” 
as used in its prescribed tariff as 


that class of metal which has value 
for remelting purposes only, and it 
has amplified that definition by de- 
scribing “scrap iron” as consisting 
of “old, worn-out, obsolete, broken, 
and cut iron, or dismantled ma- 
chinery, and parts thereof, entirely 
unfit for original use and having no 
commercial value except for remelt- 
ing purposes.” 

For comparison, see Klotz Bros. 
. Chesapeake & Ohio, 177 I. C. C. 
57. Here the Commission held 
that old boiler flues and tubes which 
were damaged and unfit for further 
use in the manufacture or repair of 
boilers, but which “after being 
cleaned, trimmed and otherwise re- 
conditioned,” could be utilized with- 
out remelting as pipe, fence posts, or 
other purposes, had a recognized 
commercial value other than the 
elementary metal from which they 
were manufactured, and were there- 
fore not scrap iron. Hence this 
court held that the old boiler flues 
and tubes carried a freight rate not 
for “scrap” but for pipe, etc. This 
is so because all of the shipped flues 
and tubes were usable for commer- 
cial and industrial purposes. 

And again see Alaska Junk Com- 
pany v. Spokane, 98 I. C. C. 551, 
where shipments of unused steel ship 
rivets and nuts, and washers, which 
remained on hand at the shipyards 
after the building of steel ships was 
discontinued, were held not to carry 
the scrap iron freight rate although 
it was sold at scrap iron prices to be 
remelted only. In this case it was 
admitted that if there had been a 
market for the rivets, they would 
have been sold as such instead of 
scrap. 

The higher court thought that 
these articles had a recognized com- 
mercial value and were therefore not 
properly within the description of 
scrap steel. 

Therefore, the applicable freight 
rate was for rivets, and not “scrap 
steel.” This was so because no proof 
was given that the rivets were to be 
remelted or processed. 


. 
5 


Carrier Must Prove 


As above mentioned, the burden 
rests with the carrier to prove that 
the shipped material is not “scrap”, 
otherwise the merchandise takes the 
freight rate specified for “scrap”’. 

In Knight Iron & Metal Company 
v. Gulf, M. & N. R. Company, 101 
I. C. C. 623, ten carloads of iron 
bars, ranging in length from 10 to 
27 feet, approximately one to one 
and one-half inches in diameter and 
which had been used for reinforcing 
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concrete, were sold as scrap. The 
shipment was shipped and billed as 
scrap iron. 

Che court held that since the met- 
al was originally billed as scrap iron 
and subsequently changed to iron 
bars by the carrier, the burden 
rested upon the carrier to show that 
the shipments were not scrap. The 
higher court decided that the carrier 
did not prove its contention and 
held that the freight rate for scrap 
was applicable. 


Refund Ordered 


Considerable discussion has arisen 
from time to time over the legal 
question: If a carrier collects freight 
rates based on the commercial value 
of a shipment of scrap material, can 
the shipper or purchaser sue the 
carrier and recover the difference 
between the freight rate paid and 
the rate for the scrap? The answer 
is yes 

For illustration, in Pittsburgh 
Crushed Steel Company v. Boston 
& Maine R. Company, 140 I. C. C. 
339, the materials shipped were 
refuse or screenings from the manu- 
facture of chilled-iron shot, consist- 
ing of small pieces of chilled iron 
having no definite shape or form, 
and were useless for any purpose 
except remelting or conversion into 
another commodity. It was shipped 
in carload lots to the purchaser’s 
plant, where it was crushed for use 
as an abrasive in the process of pol- 
ishing marble and granite, and auto- 
mobile bodies. 

The rate applicable to chilled shot 
was charged by the carrier. The 
purchaser filed suit against the car- 
rier to collect a refund equal to the 
freight already paid less the rate ap- 
plicable to scrap. 

Although this material actually 
was used for commercial purposes, 
after being processed, the higher 
court ordered the carrier to make 
the refund to the purchaser. This 
court said: 

“In the limiting 
scrap iron to articles ‘having value 


classification, 


for remelting purposes only’ defines 
the 
mean that they must actually be re- 
melted. It is the nature of the ar- 
ticle shipped and not the use which 
may subsequently be made of it 
which determines whether the scrap- 
iron rates apply.” 


nature of the article but does not 


Carrier Must Accept Shipment 


And again see States ex rel. Son- 
ken-Galamba Corporation v. Mis- 
souri-Kansas-Texas R. Company, 
D. C., 21 F. Supp. 931. Here a pur- 
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chaser brought suit to compel the 
carrier to accept “old, rusted, cor- 
roded obsolete’ parts of oil tanks 
which had been dismantled in the 
oil fields and tendered for shipment 
as scrap iron. There was evidence 
that in a few instances portions of 
the steel plates taken from the dis- 
mantled tanks had been refabricated 
and used in the construction of 
smaller tanks, but this process *‘in- 
volved a high degree of selectivity 
and was disappointing because of the 
rust and corrosion of the plates”. 

The parties agreed that the word 
“value” as used in the definition 
meant a recognized commercial 
value, and the court held that the 
evidence was overwhelming to the 
effect that the material in question 
had no recognized commercial value 
whatever save for remelting pur- 
The writ was granted to 
compel transportation of the metal 
involved under the classification of 
scrap iron, 

Hence, material to be processed 
for a useful application takes a 
freight rate for scrap. 


pt ses. 


Separate Shipments 


According to a recent higher court 
each shipment of material must be 
considered separately when deter- 
mining which freight rate is applic- 
able. 

For illustration, in Galamba Cor- 
poration v. Atchison, T. & S. F. R. 
Co., D. C., 33 F. Supp. 814, the tes- 
timony showed facts, as follows: A 
purchaser had acquired large quan- 
tities of materials which were no 
longer useful to the owner, by rea- 
son of deterioration and obsoles- 
The material tendered for 
shipment consisted of parts which 
were deeply pitted and perforated by 
corrosion, and some which, although 
somewhat rusted and weather worn, 
were neither pitted nor corroded. In 
other words, some of the tanks were 
practically as good as new and some 
were worthless and rusted out. 

The higher court decided that the 
purchaser could not compel the car- 
rier to accept all the materials for 
transportation at freight rates ap- 
plicable to scrap. This court said 
that great quantities of the material 
were of value for remelting pur- 
poses only, and that quantities were 
also of value for purposes other than 
remelting, such as building oil tanks, 
storage receptacles, feeding floors. 
building culverts, making runways 
and damming creeks. Hence this 
court held that notwithstanding the 
purchaser contended that the whole 
mass of material should be consid- 


cence 


ered as one unit in determining its 
character for freight rate purposes, 
yet each carload must be inspected 
and considered separately to deter- 
mine the rate at which it would be 
transported. Therefore, the court 
refused to order the carrier to trans- 
port all of the material at “scrap” 
freight rates. 


Reduction of Losses 


While it is true that purchasers 
cannot increase their earnings by in- 
serting special clauses in bills of 
lading, yet knowledge of limitation 
clauses will assist readers to avoid 
low payments for lost or destroyed 
merchandise. It is admitted that 
preventing losses is equivalent to 
earning profits. 

All consignors and consignees 
should realize that the higher courts 
have laid down well settled legal 
rules which enable common carriers 
to limit their liability for lost or de- 
stroyed goods. Hence in order to 
avoid financial losses resulting from 
these rules readers must know the 
modern law on the subject. 

First, it is important to know that 
all higher courts agree that all ship- 
pers are bound by schedules formu- 
lated by an authorized commission. 
Also, a clause in a bill of lading is 
valid which limits the amount a 
common carrier must pay for lost or 
damaged merchandise, provided the 
shipper or purchaser is given an op- 
portunity and the right to pay a rela- 
tively higher rate and get protection 
for full value of the shipment. The 
attention of the consignor or con- 
signee must be directed to the “limi- 
tation” clause in the bill of lading, 
otherwise the shipper may testify 
that he did not read the limitation 
clause and thus escape its legal ef- 
fect. 

See Sooner Freight Lines v. Les- 
ter, 185 Pac. (2d) 469. Here the 
higher court refused to limit the 
carrier's liability for damage to 
goods transported intrastate where 
the testimony showed that the ship- 
per had not read the bill of lading 
limiting the carrier’s liability, in con- 
sideration of a lower freight rate. 


Regulations on File 


On the other hand, a common 
carrier may limit its liability for loss 
or damage to goods transported in- 
terstate, if it has filed the limitation 
clause with the Interstate Commerce 
Commission, and without notifying 
the shipper. 

For example, in Royalty v. South- 
eastern, 62 N. E. (2d) 200, it was 
shown that a common carrier keeps 
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The modern Gar Wood Load & Packer for garbage and rubbish. 

















The high corrosion-resistance and dura- 
bility of N-A-X HIGH-TENSILE makes it 
ideal for use in garbage disposal trucks 
and similar applications. Another reason 
why industry is rapidly changing to 
N-A-X HIGH-TENSILE. 
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on file in the office of the Interstate 
Commerce Commission a copy of its 
published “Rules and Regulations 
Tariff” in which is the rule that 
goods not exceeding 150 pounds in 
weight shall be valued not in excess 
of $25. The rule also states: “Unless 
a greater sum be declared by the 
shipper and excess valuation charges 
be paid therefor according to tariff 
regulations, the value .. . is agreed 
not to exceed $25 in value.” 

A shipper failed to declare the 
value of the merchandise being in 
excess of $25 It was lost by the 
carrier which he sued for $160, the 
actual value of the lost merchandise. 

The higher court held the carrier 
liable for only $25 saying that since 
the carrier's rules are on file in the 
office of the Interstate Commission 
it was the legal duty of the shipper 
to inspect these rules, and know that 
the limitation clause was on file. 

Choice of Rates 

Therefore, it is not necessary that 
a shipper be told he has a choice of 
low or higher freight rates to secure 
greater or less protection at the time 
he delivers the goods to the carrier 
for shipment. He is presumed to 
know the provisions set out in the 
schedule and tariffs on file with the 
commission. Also, when the ship- 
per of the goods authorizes its agent 
to ship the goods, the shipper is 
bound by the shipping agreement 
made by the agent with a carrier. 

For example, in Gulf, Colorado & 
Santa Fe Ry. Company v. McCand- 
less, 190 S. W. (2d) 185, a shipper 
sued a common carrier for $438, the 
alleged value of the contents or 
goods which were never delivered 
by the carrier. 

During the trial the testimony 
showed that the shipper had placed 
the merchandise in storage with the 
Victory Storage and Trucking Com- 
pany and that he had wired the 
storage company to ship to a named 
consignee at Brownwood, Texas, 
freight collect. Pursuant to the tele- 
gram, the storage company delivered 
the merchandise to the Atlantic 
Coast Line Railroad Company, the 
initial carrier. At the time of the 
delivery a uniform bill of lading was 
issued and signed by the agent of 
the initial carrier and by the man- 
ager of the storage company. The 
bill of lading described the various 
boxes, packages, etc. 

The initial carrier had on file 
schedules promulgated by the Inter- 
state Commerce Commission to the 
effect that the shipper was given a 
choice of freight rates. If he placed 
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a higher value upon the goods he 
would be compelled to pay a higher 
rate, or, if he placed a lower value 
thereon, he would pay a lower rate. 
The storage company did not place 
a higher value on the shipment. 

In subsequent suit the higher 
court held that carrier’s liability was 
limited to ten cents per pound, as 
per the schedule, for the goods de- 
stroyed during transportation. This 
court held that the storage company 
had acted as agent for the shipper 
in failing to pay a higher rate for 
full protection. The court said: 

‘Where a shipper has a choice of 
rates and agrees with the carrier at 
the time of shipment as to the value 
of the goods shipped and the carrier 
bases the rate charged on the agreed 
value and the goods are lost in tran- 
sit, the shipper cannot recover more 
than the value agreed upon. ... A 
person who has authority to ship 
goods for another has the implied 
authority to make the contract for 
shipment involving a limitation of 
the carrier's liability.” 


Failure to State Value 


For comparison, see Feinberg v. 
Railway Express Agency, 163 Fed. 
(2d) 998. Here the testimony 
showed facts, as follows: A mink 
coat was delivered to a common 
carrier through the owner’s agent 
for transportation from Phoenix, 
Arizona, to Chicago, Illinois. It was 
lost or stolen in transit. A receipt 
was given by the carrier to the agent. 
He placed the same in the owner’s 
box and it was picked up by the 
owner but not read until after he 
learned of the loss. 

In subsequent litigation the car- 
rier proved that the receipt which 
the carrier gave the agent c ntained 
the following clause : 

“In consideration of the rate 
charged for carrying said property, 
which is dependent upon the value 
thereof and is based upon an agreed 
valuation of not exceeding fifty dol- 
lars for any shipment of 100 pounds 
or less .. . unless a greater value is 
declared at the time of shipment, the 
shipper agrees that the company 
shall not be liable in any event for 
more than fifty dollars for any ship- 
ment of 100 pounds or less . . . un- 
less a greater value is stated here- 
_ 

The carrier had filed with the In- 
terstate Commerce Commission its 
tariff schedules and rules governing 
shipments. The lower court found 
the value of the coat was $4,880 and 
rendered judgment for this amount 
payable by the carrier to the owner 


of the coat. However, the higher 
court reversed this verdict and hed 
the carrier liable for only $50. This 
court said that since the shipper had 
not notified the carrier of the gross 
inaccuracy in statement of value in 
the receipt the shipper could not re- 
cover more than $50 for loss of the 
coat. 

On the other hand, all higher 
courts agree that if a loss is caused 
by negligence of the carrier the limi- 
tation clause always is void. See 
Railway Express Agency, Inc., v. 
Hueber, 191 S. W. (2d) 710. 


Can’t Avoid Legal Charges 


The law imposes upon all com- 
mon carriers the absolute duty to 
collect legal freight charges, in- 
cluding demurrage charges. 

In Chicago & N. W. Ry. Com- 
pany v. Mallory, 23 N. W. (2d) 
735, a consignee found it impossible 
because of unusual weather condi- 
tions to unload 10 carloads of mer- 
chandise, and he refused to pay 
demurrage charges. The higher 
court held the consignee fully liable 
for the demurrage charges amount- 
ing to $902. This court said: 

“It is not only the right, but the 
duty of a carrier to collect the 
charges.” 

For comparison see Chesapeake 
& Ohio v. Board, 100 W. Va. 222. 
This higher court held that if an act 
of God prevents unloading of cars, 
the consignee is not liable for pay- 
ment of demurrage charges. 

And all shippers are obligated to 
pay legal freight rates. All con- 
tracts are void by the terms of which 
a common carrier agrees to trans- 
port merchandise at rate lower than 
the legal rate. 

For illustration, in Gardner v. 
Rich Mfg. Company, 158 Pac. (2d) 
23, a trucking company sued a ship- 
per to recover the difference be- 
tween legal rates and the freight 
rates it had previously charged a 
shipper of cast iron, pipes and fit- 
tings. 

In holding the carrier entitled to 
a full recovery, the higher court said: 

“The tariff applicable to any par- 
ticular shipment cannot be changed 
by an agreement between the parties 
and the carrier or its assignee is en- 
titled to collect the proper rate. 
Otherwise the statute would be in- 
effectual for the purpose for which 
it was enacted.” 


Private Carriers 


It is well to realize that laws re- 
lating to private carriers are differ- 
(Please turn to page 276) 
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VARIETY—abrasives for polishing, tumbling and lapping, 
grinding wheels, segments, bricks and sticks, coated 
abrasives* and sharpening stones* to meet all demands 
of industry. 


DISTRIBUTION—grinding wheel distributor stocks in over 


300 cities throughout the world, warehouse stocks in 
five industrial centers of the United States, factory 
stocks at the main Worcester plant and at the Norton 
plants in Canada, England, Australia, France, Germany 
and Italy. 


ENGINEERING—a Norton field staff of abrasive engineers 
and Norton factory specialists co-operating with over . 
2,500 distributor representatives the world over. 


RESEARCH—ao staff of over 135 trained scientists and 
technicians in well-equipped laboratories—constantly 
developing new abrasives, new bonds and improved 
manufacturing processes. 


*Products of Behr-Manning Division 


NORTON 
WAREHOUSES 

















Finishes, Equipment, etc. 


Purchasing Agents and their Assistants are invited to check 
the pre-paid “Ask Purch” postcards on Pages 19 and 20 
for late catalogs and bulletins on New Products, Materials. 











TIPPED SAW BLADES 


CARBIDE - tipped 
and cast - alloy 

tipped saw blades 
or sawing of plas 
tics and non-fer- 
rous materials and 
for milling of fer 
rous and non-fer 
rous materials, are 





available in seg 
mental or _ solid 
types. They have either triple-chip or 
special tooth grind. Segmental tipped 


blades are made in diameters up to 18” 


Che Motch Verryweather Machinery 
Co . 715 Pentov Bida Clez eland 13, ) 
DEVICE BATTERY Master 


INDICATES is a device that in 
CONDITION dicates, by a small 
OF BATTERY light mounted on the 


dash, faulty battery 

condition due to low 
level of water, or battery voltage of less 
than proper full charge. Light remains 
on until battetfy has been brought to 
proper full charge. Easily and quickly 
installed on motor vehicles or on battery 
operated tow and lift trucks. Electrical 
Indicator Co., 542 S. Dearborn St., Chi 
cago 5, Ill 


HEAVY DUTY CASTERS 


FORGED steel 
precision heavy 
duty casters come 
in 5” and 6” di- 
ameter wheel sizes. 
Said to be entirely 
new and to have an 
improved construc- 
tion which utilizes 
i the strength of 
forged steel frame 





and top plate, the casters use highest 
quality unit type of enclosed main load 
bearings and Timken thrust bearings. 
The line is recommended for operating 
loads of 1500 to 2000 Ibs. per caster and 
is intended to carry safely practically 
any. load that can be moved on a given 
size of wheel. The Bassick Company, 
Bridgeport, Conn. 
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FAUCET INSERT SIMPLEX faucet 


ELIMINATES insert is a complete 
THREADING mechanism which is 
SYSTEM said to eliminate the 


old threading system 

that necessitated a 

separate model for right and left turning 
\ hole in the sleeve, which turns in either 
direction, matches a similar hole in the 
brass collar so water may pass through 
faucet mouth. Lower surface of the brass 
sleeve, a high strength fibre washer, 
serves as a stationary gasket on the 
taucet seat. The faucet seat and washer 
Somplex 
Cleve 


receive no abuse or friction. 
Faucet Co., 10506 Madison Av 


DEEP THROAT PRESS 


ROUSSELLE 

fiive-ton press, No 

OG, has a 12” 

throat that permits 

working to the cen 

ter of 24” sheets, 

making it suitable 

for large, bulky 

jobs as. well as —— 
regular punch press 

operations. The 

frame is an extra heavy semi-steel cast- 
ing, heavily ribbed. The press has a 
heavy duty clutch, can be set for single 
stroke or continuous operation, and oper- 
ates at 250 strokes per minute. Available 
in both bench and floor models. Service 
Vachine Co., 7627-33 South Ashland 
Ave., Chicago 20, /ll. 


NEW FORTY standard 
SHAPES IN shapes of carbide 
CARBIDE cutters are available 
CUTTERS to meet demands of 


manufacturing oper- 

ations such as filing, 
burring, grinding, finishing, countersink- 
ing, chamfering, light milling, profiling 
and tool, die and mould machining. 
Carbide cutfers are claimed to outlast 
high speed steel files and cutters 100 
times, and to increase material removal. 
Carbide Rotary Cutter Bulletin C-549 
available. M. A. Ford Mfg. Co., Inc., 
Davenport, Iowa. 





DIFFUSION TYPE VACUUM PUMP 


HV-1 oil-diffusion 
type vacuum pump - 
for all types of ap- 
plications is said to 
combine high per- 
formance specifica 
tions with simplic- 
ity of design and 
ease of installation. 
Features include: 
speeds up to 67 lit 





ers per second, attainable vacuum of 4 x 
107 mm Hg, clear glass pump barrel, 
no liquid cooling, no charcoal trap, and 
no mechanical wear. Eitel-McCullough, 
San Bruno, Caltf 


NEW SMALL skeleton 2- 
LIGHTWEIGHT pole a-c motor, des- 
LOW POWER ignated Type AG, is 
MOTOR built in sizes rang- 


ing from 1/100 hp to 

1/500 hp. It weighs 
only 21 oz. and measures 234” wide x 274” 
deep x approximately 2” overall length 
including shaft. Features include air gap 
concentricity, sturdy bearing brackets, oil 
reservoirs packed with felt, and highest 
quality enameled windings. Two holes in 
field laminations facilitate mounting. Red- 
mond Company, Inc., Owosso, Mich. 


RATCHET ADAPTER 


THIS ratchet 
adapter, a new 
addition to the 
“Supersocket” line, 
permits ratchet ac- 
tion in extremely 
limited quarters. 
Its use with any 
of the %” square 
drive handles or 
attachments such as 
speeders, T handles, flex handles, etc. 
increases the versatility of the driver. 
It is made from selected alloy steel and 
is finished in chrome-plate. Length is 
2-9/16”, diameter 114”. Ratchet-gear has 
30 teeth; shift lever reverses action in- 
stantly. J. H. Williams & Co., 400 Vul- 
can St., Buffalo 7, N. Y. 
(Please turn to page 152) 
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Strict quality control governs every step in the 
production of Monsanto Sodium Phosphates. 
Expanded plant facilities provide ample supply for 
prompt shipments. Take advantage of the conven- 
ience of one source of supply for all kinds of 
phosphates. Information and quotations will be sent 
promptly upon request. Mail the coupon, contact the 
nearest Monsanto Sales Office or write: MONSANTO 
CHEMICAL COMPANY, Desk F, Phosphate Division, 
1786 South Second Street, St. Lovis 4, Missouri. 








MONSANTO SODIUM PHOSPHATES AND 
SOME OF THEIR MANY USES 


TETRA SODIUM PYRO Soap, detergents, cheese, 


textile dyeing, bleaching and finishing, metal cleaning, 
oil-drilling mud, water treatment, water softeners, glass 


degreasing. 





MONO SODIUM Water treatment, textiles, acid 


cleaning compounds. 


TRI POLY — Soap, detergents, water softeners, tex- 
tile dyeing, bleaching and finishing, degreasing, metal 
cleaning, clay refining. 





DI SODIUM 


water treatment, dye, pigments. 


Cheese, leather, textiles, detergents, 





ACID SODIUM PYRO 


mud, electroplating. 


Baking powder, oil-drilling 





TRI SODIUM — Water softeners, detergents, metal 


cleaners, water treatment, textiles. 





OTHER MONSANTO PHOSPHATES — Calcium phos- 


phates, ammonium phosphates, potassium phosphates, 
ferro phosphorus, magnesium phosphates, aluminum phos- 
phates, iron phosphates, alkyl acid phosphates, alkyl 
alkali phosphates, special phosphates and phosphoric acid. 
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DISTRICT SALES OFFICES: Birmingham, Boston, 
Charlotte, Chicago, Cincinnati, Cleveland, Detroit, 
Los Angeles, New York, Philadelphia, Portiond, Ore., 
San Francisco, Seattle. In Canada, Monsanto (Canada) 
Ltd., Montreal. 


MONSANT 
Desk F, Phosphate Division 
1786 South Second Street, St. Louis 4, Missourl 


MONSANTO 


CHEMICALS i 


Street. 
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Please send, without cost or obligation: 


FREE REFERENCE BOOK /or users of chemicals and plastics! The 
28th edition of Monsanto’s catalog . . . just off the press . . . is packed 
with helpful information for business using chemicals or plastics. 
It contains 176 pages and fully describes more than 400 Mon- 
santo Products. Your request will bring your copy free and postpaid. 


© CHEMICAL COMPANY 


__information and quotati on. 
_Monsanto Cotalog. 
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MAGNETIC STARTERS 


SIZE 3 a-c sole- 
noid-operated start- 
ers are for use in 
general and special 
applica- 
tions where across- 
the-line, non-re- 
versing starting of 
polyphase squirrel 
cage induction mo- 
tors and_ single 
phase motors is permissible. They are 
available with open type construction for 
built-in or specialized controls, or with 
NEMA Type I General Purpose Enclo- 
sures. Starters can be controlled by sep- 
arate pilot devices or can be supplied 
with local control pushbuttons or selector 
switches. Maximum enclosed rating of 50 
hp, 440-550 volts, 3 phase, 60 cycles. 
Ward Leonard Electric (¢ Vount Ver- 


purpose 





non, N. 

GAGE MODEL 493 B-59 
CONTROLS continuous measur- 
DEPOSITS ing gage automati 
ON WIRE cally measures and 


controls the  thick- 

ness of the plastic 
coating deposited on copper electrical 
wire. Other types are available for glass 
tubing, metal rods, strip material and 
other continuously produced material. 
“Electricator” transmits electrical impulses 
when dimensions are out of tolerance, 
and automatically controls the machine 
so that a uniform coating thickness is 
maintained. Parallel precision rollers con- 
tact the coated wire. Pressure of rollers 
can be varied to suit hardness of coating 
material. Federal Products Corp., 1144 
Eddy St., Providence, R. I 


SMALL STEAM CLEANER 





HYPRESSURE Jenny steam cleaner 
for garages, small industrial plants, fleet 
owners, etc., requires only 27” x 37” o1 
floor space, but develops 80-120 Ibs. work- 
ing pressure. Its normal 45 gal. per hour 
capacity can be stepped up to 240 gal. 
per hour by means of a simple accessory. 
Features include instant starting, instant 
steaming, automatic nozzle control me- 
chanism which permits operator to stop 
and start machine at the cleaning job. 
Selective compound and fuel feed gives 
best results for individual job. All units 
are oil fired and electric motor driven. 
Homestead Valve Mfg. Co., Coraopolis, 
Pa. 


152 





PNEUMATIC THOR _ pneumatic 
BODY AND body and_ fender 
FENDER hammer is equipped 
HAMMER complete with yokes 


and associated acces- 

sories for repairing 
all types of turret tops, hoods, bodies, 
doors and fenders. Features include: ball 
swivel action on both upper and lower 
dollies that always aligns perfectly ; inde- 
pendent needle valve with knurled nut 
control that regulates speed and power 
of the hammer from dead stop to full 
power; and sensitive ratchet control that 
guides hammer to exact clamping posi- 
tion. Literature available. Independent 
Pneumatic Tool Co., 175 North State St. 
Aurora, Ill. 


DECORATIVE FLOOR FAN 


ALL-WOOD cab- 
inet with  hand- 
rubbed walnut fin- 
ish of this floor fan, 
called the Secre- 
taire, fits in with 
furniture in execu- 
tive offices, recep- 





tion rooms, library, 
etc. The 12” pres 
sure type fan blades 
deliver 2400 cfm. The motor is a 4- 
pole induction type, non-radio interfering. 
}earings are porous, bronze composition, 
oilless type, with wool-packed oil reser 
voirs. It has a 3-speed, rotary type 
switch. The 1/26 hp motor operates on 
115 volts, 60 cycles. Signal Electric Mfg 
Co., Menominee, Mich 


VENT PLUG “TELEVEL” is a 
REVEALS translucent plastic 
BATTERY vent plug for use 


WATER LEVEL on industrial batter- 
ies that tells at a 


glance the _ electro- 
lyte level. When electrolyte is at correct 
level the top of the plug shows a black 
circle, indicating no water is required. 
When electrolyte is low a white circle 
obtained 
for all Gould “Z” type batteries, both 
“Thirty” and “Kathanode”. Literature 
available. Gould Storage Battery Corp., 
Trenton, N. J. 


INSECTICIDE SPRAYER 


appears. The vent may be 


HAND - operated 
insecticide sprayer, 
known as the Mis- 
torizer, can operate 
on a-c or d-c, and 
requires no filters, 
oiling or greasing. 
\ patented airflow 
system cools. the 
motor. The sprayer 
is said to be com- 
pletely leak-proof and can run wet or 
dry. Ball bearings are hermetically 
sealed. It gives instantaneous and con- 
tinuous full pressure spraying. There is 
no condensation of steam or water to di- 
lute the insecticide. Low center of gravity 
aids handling and helps to prevent unit 
from tipping over. West Disinfecting Co., 
42-16 West St., Long Island City, N. Y. 
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STICK OF SMALL SCREWS 


SCREWSTICK is 
a one-piece stick 
of identical small 
screws for use in 
pneumatic, electric, 
spiral or hand- 


ratchet drivers. 
Constant measured 
torque provides 





uniform tightening, 
eliminating guess- 
work by operator or machine. Screws 
are twisted off automatically and the 
fastening made when a_ predetermined 
torque is reached. As the tightened screw 
is freed, the next screw in line is auto- 
matically advanced. Head of driven screw 
is burnished smooth by the next screw to 
be driven. Available in No. 0, 1, 2, 3, 4 
and 5 diameters in mild steel, brass and 
aluminum. American Screw Co., Provt- 


dence 1, R. I 


NEW POLYKEN #822 is 
PLASTIC ‘ a Bauer & Black 
ELECTRICAL plastic backed elec- 
TAPE trical adhesive tape 

with a_ dielectric 

strength of over 10, 
000 volts, high frequency performance of 
which is said to be unparalleled. It is 
recommended for use in place of the 
combination of splicing tapes or com- 
pounds, with friction tape. It has the 
insulation and electrical characteristics 
of its parent material, polyethylene, and 
is claimed to be ten times more resistant 
to moisture than vinyl tapes. It is .009” 
thick. Tensile strength is 22 lbs per inch 
of width. Polyken, Dept. F, 22 West 
Adams St., Chicago, IIl. 


OUTDOOR MOTOR CAPACITOR 





PYRANOL-filled capacitor, suitable for 
outdoor use, is available in ratings of 2 
3, 4, 5 and 6 kvar at 460 volts. It can be 
mounted in any convenient position and is 
complete, ready to install with no extras 
to buy. Each unit has a 4’ flexible flame- 
nol-jacketed cable, including ground 
wires, with a 4” watertight connector at 
the end of the cable for knockout con- 
nection to the motor starter. The capa- 
citor case may be easily removed and a 
standard conduit fitting substituted. The 
capacity is’ specially adapted for oil field 
service but is equally usable in industrial 
plants, maker states. General Electric 
Co., Schenectady 5, N. Y. 


(Please turn to page 154) 
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Just a hundred years ago, 
the Forty-niners stormed the gold fields 
of California. They faced staggering 
obstacles, sure hardship, uncertain re- 
ward. Thousands failed, thousands of 
others realized modest gain, a few 
made fortunes. None sought or re- 
ceived help or direction froma benev- 
olent government. 

Now a century later, America faces 
another age of golden opportunity --an 





era when science and industry reveal 
new treasure to be had for the making. 
Turning today’s visions into reality 
calls for '49ers--men of purpose and 
resolution, courage and independent 
spirit. You asa leaderin your commu- 
nity may find a personal challenge 
and an inspiration in the Old ‘49er. 
By example and precept, you can help 
America toward her greatest accom- 
plishments--in prosperity and peace. 


The Youngstown Sheet and Tube Company 


General Offices -- Youngstown 1, Ohio 
Export Offices--500 Fifth Avenue, New York 


MANUFACTURERS OF CARBON, ALLOY AND YOLOY STEELS 








ELECTROLYTIC TIN PLATE - COKE TIN PLATE - WIRE - COLD FINISHED CARBON AND ALLOY BARS - PIPE AND 
TUBULAR PRODUCTS - CONDUIT - RODS - SHEETS ~- PLATES - BARS ~- RAILROAD TRACK SPIKES. 


Jury, 1949 Want Additional Product Information? See Page 19. 153 











“Screws that fit 
your needs... 
in every way!” 


QUALITY... SIZES... 


SPECIFICATIONS ... SERVICE . . 


B-RIGHT-ON 


SOCKET SCREWS 





Check ‘em from every angle... you'll 
find B-Right-On Socket Screw Products 
fit your needs better. Carefully selected 
steel... modern production methods... 
critical inspection keep Brighton Screws 
uniformly top quality. Brighton service 

. “customer-conscious” in every detail 
... makes Brighton first choice source of 
supply with careful buyers. 


Complete line of Socket Screw Products 
WANT TO SEE FREE SAMPLES? 
NO OBLIGATION! JUST WRITE. 


Specify types and sizes. 





1845 Reading Rd., Cincinnati 2, Ohio 


154 Want Additional Product Information? See Page ]9. 











REVERSIBLE RATCHET WRENCH 





HEAVY duty wrench, known as the 
Favorite De Luxe, is so constructed that 
strain or load is applied to the wrench 
so all working parts are in compression. 
Features include synthetic rubber retain- 
ing ring; one-piece, built-in pawl for in- 
stant reversal of wrench direction; angle- 
set of pawl and socket teeth for sure 
clutch fit. ‘“Double-head” construction 
provides two different size openings, each 
accommodating a_ different nut size. 
Available with 15”, 24” and 27” handles, 
sockets to accommodate American Stand- 
ard heavy nuts from %” to 1%” bolt 
Sizes. Greene, Tweed & Co., North 


Wales, Pa. 


SOLID CARBIDE REAMERS 

ATRAX solid carbide reamers are 
precision ground with an odd number of 
flutes to eliminate the opposing crushing 
load on the cutting edges. All lands are 
highly lapped to give a superior finish to 
the work. A radius relief chamfer elim- 
inates break down of the corners. The 
reamers are available in sizes from 1/16” 
diameter up to about 1”. Smaller reamers 
are made of solid carbide rod. The larger 
ones have solid carbide heads brazed to 
steel shanks. For use on all kinds of 
materials including aluminum, phosphor- 
bronze, heat-treated steel, soft steel, stain 
less steel, plastics, etc. The Atrax Co., 
240 Day St., Newington 11, Conn 


CHIPPERS’ GOGGLE 





THIS chippers’ goggle is compression- 
molded of an extremely strong and dur- 
able phenolic compound and _ features 
dome metal side screens. The domed 
side screens provide greater cup area 
for cooler, safe ventilation and more side 
vision. The frame is non-inflammable, 
moisture and heat resistant, affords maxi- 
mum protection, and is worn with ease. 
Individually molded, non-reflecting eye 
cups have larger, rounded, face-contacting 
edges and will withstand considerably 
more impact than conventional goggles, 
maker states. American Optical Co., 
Southbridge, Mass. 


(Please turn to page 156) 
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OVER 
80,000 
SPROCKETS 
IN STOCK 





OFF THE PRESS! 


Cullman Wheel’s new catalog, 
comprising eighty pages of 
unusually instructive data is 
yours for the asking. Rarely has 
been such a mass of instructive 
technical data on sprockets, 
block, roller, silent chain and 
speed reducers produced in 
catalog form. In addition to 
thirty pages containing photo- 
graphs, are some seventy pages 
of elaborate specification tables 
for quick buying reference. 
Better send for it at once! 


Culimon Wheel Company also produces a line of 
Speed Reducers fér motors from % to 15 H. P. 


CULLMAN 


WHEEL COMPANY 


1352P ALTGELD ST. e CHICAGO 14, ILL. 
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(A) Steel supporting channel; (B) Rugged 
porcelain insulators; (C) Fibre insulator spa- 
cers; (D) Copper bus bar -_ 


O- 
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PLUGIN @ BUS BAR JOINT. All bus bars are 
hard drawn, round edge, rectangular copper 
of 98% conductivity. Joint contact surfaces 
are heavily ELECTRO-SILVER Plated. Brass 
jam bolts, with compression washers on each 
side, fit into elongated holes to permit con- 
traction or expansion at each jornt. 
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From power source to machine, the most economical 
electrical path is Plugin (A Busduct! It saves time! It saves 
money! It saves electricity! 

Plugin (A Busduct provides a plugin outlet every foot of 
the way ... permitting relocation and installation of machin- 
ery quickly. Mounted on ceilings, along walls, or even above 
baseboards, standard 10-foot lengths and special lengths 
can be arranged to fit any electrical requirement. Plugin 
(A Busduct eliminates costly temporary connections and 
expensive, long lead-ins ... permits a speedy change in 
plant or electrical layout without disrupting production... 
and reduces voltage loss to a minimum. 


Any way you look at it, Plugin (2 Busduct makes ends 
meet... electrically, efficiently, and economically! 


Capacities: 225 to 1000 amps., 600 volts, 2-3-4 conductors, 


Write for Bulletin No. 701 or see your 
nearest (A Representative (he’s listed in Sweet's). 


Prank otdam Cle lectric Co. 


ST. ; —_— i Leet ataden 
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what every good secretary 


knOwWS. . . BeWele)bucme elspa ojler-t-| 





As a good secretary you know it isn’t 
the regular assignments that make a 
hit with the boss, but rather the little 


yy thoughtful things. 
( Tx! Now ... there isn’t anything that is 

: of more importance to management 
than profits . . . and profits de end 
much upon reduced costs. And that’s 
where you come in—and where we 
come in. 

General Boxes reduce costs; further- 
more, they provide protection. Hun- 
dreds of firms know this, but perhaps 
your firm doesn’t. 

hy not drop your boss a memo? 

He'll be glad you did... and it will 

— be added proof that you ARE a 
good secretary. 















GOENETAL vox company 
xk**k& kx x --- engineered 
attested shipping containers 
GENERAL OFFICES: 48 West Illinois Street, Chicago 10. 
DISTRICT OFFICES AND PLANTS: Brooklyn, Cincinnati, 
Detroit, East St. Lovis, Kansas City, Louisville, Milwaukee, 


New Orleans, Sheboygan, Winchendon, Natchez. Send for your free copy of 
Continental Box Company, Inc.: Houston, Dallas. “THE GENERAL BOX” 


Genera! General General General Cleated General Gite an 
Wirebound Noiled Box Corrugated Corrugated All-Bound Box ? ‘let 
Crote Box Container " 











SMALL DIESEL ENGINE 





MODEL 45 is a small diesel engine 
rated at 5% hp at 1800 rpm. It is of the 
heavy duty vertical type, 4 stroke cycle, 
solid injection, full diesel, precision built 
and has full pressure lubrication. Other 
features include removable cylinder 
sleeve, removable cylinder head contain- 
ing valves and combustion chamber, 
easily accessible injection pump, cast al- 
loy iron crankshaft. It is offered as a 
power unit, a 3 kw a-c or d-c generator 
set, or as a marine propulsion unit with 
suitable reduction gears. 3ulletin No. 
4500-B available. Fairbanks, Morse & 
Co., 600 S. Michigan Ave., Chicago 5, Ill. 


NEW ELECTRICAL LAMINATES 


GLASTIC electrical insulating lami- 
nates, reinforced with heavy-duty Fiber- 
glas, are said to possess a combination of 
high rigidity, impact strength, arc and 
flame resistance, heat resistance and low 
moisture absorption. The plate materials 
are offered in standard thicknesses from 
1/32” to 1%”, and in standard sheets 
36” x 48”. Literature available. Lami- 
nated Plastics, Inc., 14838 Euclid Ave., 
Cleveland 12, O. 


HEAVY-DUTY AIR IMPACT WRENCH 





SIZE 577 impact wrench, designed to 
handle large studs, bolts, nuts and cap 
screws from 1%” up to 2” thread size 
operates on the rotary impact principle, 
by which motor torque is converted into 
1000 powerful rotary impact blows per 
minute. It is said to be especially valu- 
able for removing rusted or frozen nuts, 
and for drawing nuts and cap screws 
tight. The tool weighs only 72 lbs. (less 
socket) due to extensive use of magne- 
sium in housings. Jngersoll-Rand Co., 
Phillipsburg, N. J. 

(Please turn to page 158) 


Want Additional Product Information? See Page 19. PURCHASING 








Peer aenner ven, OS meee 





~~ 








Competition Demands 
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Many hurdles must be cleared to develop 
championship sales volume. If you package 
a product of semi-fluid form, you'll want 
the most reliable counsel you can get. This 
means men who have devoted an unbroken 
continuity of years to the constant improve- 
ment of packaging in collapsible tubes... 
the ideal container for your product. 


The Sheffields were the first to put tooth- 
paste in tubes, in 1892. Since that time an 















imposing roster of famous-name firms have 
depended solely on Sheffield. We are 
equipped by skill, technical knowledge, and 
research facilities to help you... from ini- 
tial planning to merchandising counter. 


To increase your sales, entrust your collap- 
sible Tube and Tube Carton problems to 
Sheffield’s trained specialists. Be assured of 
packaging that positively protects and per- 
fectly displays your product. 





“THE SHEFFIELD TUBE CORPORATION 


HOME OFFICES - NEW LONDON, CONN. 


fo HEFFIELL Vv. FP H AG é LIN T HEFFIELL 
] N. Y FIFTH AVENUE 2 CANAL STR T ANGELE A 4 


EXPORT FIFTH AVE ABLE DENTIER f NEW YORK 









*Formerly Named New England Collapsible Tube Co.: Not to be construed as a change in ownership, management, personnel or policies. 
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When good eye protection .. . 
is no good at all! 














































This is a common sight in 
many plants—a condition 
that contributes to top- 
heavy accident rates, com- 
pensation costs and to lags 
in production. 


Cover-All* Goggle 
Style CC60 


Wearing comfort, more than anything else, will move 
safety goggles off the forehead on to the eyes. In Cover- 
All* goggles, as in all WiLLson protective equipment, 
comfort plays a big part in their design. The large, deep 
eyecups allow plenty of room for wearing prescription 
spectacles—and they are molded with rolled edges to fit 
facial contours around the eyes. The soft, leather bridge 
adjusts to the correct distance between the eyes and 
the adjustable headband provides for proper head size. 

Don’t fail to consider personal comfort if you want 
eye safety equipment worn as intended. 


DAILY REMINDERS Se ws Sad Mae om | 
LE Such as Willson‘ Blind 
Man’ safety posters AS 
keep workers in hun- £y* 
dreds of plants aware s,— 
of theneed forpersonal << 
* safety measures. Sup- Vila 
plies are available on 7 ¥° 
I i SO ameaied WEAR YOUR SAFETY GOGGLES | 
“Established 1870" eR 
WILLSON PRODUCTS, INC., 221 WASHINGTON STREET, READING, PA. 
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GOGGLE WITH NYLON CUPS 





WELDING goggle with cups of Du 
Pont nylon plastic features light weight 
and great strength. Compressive strength 
and impact resistance of nylon in plastic 
form offers extra safety and durability, 
even under extreme service conditions. 
Other features include: rolled edges to 
reduce pressure around eye socket; ad- 
justable leather bridge and headband; tri- 
angular lenses for extra wide vision; 
screened indirect ventilating ports which 
admit sufficient air to prevent fogging, 
but keep out dust and flying particles 
Willson Products, Inc., Reading, Pa 


AIR FRESHENER 


OZIUM is a fast-acting air freshener 
that is said to eliminate objectionable 
odors almost instantly by neutralizing 
them. The formula is fortified with a 
high content of propylene glycol and tri- 
ethylene glycol, which are reported to 
have outstanding bactericidal qualities 
It is packed in metal cylinders which fit 
into a dispenser 434” long and 114” in 
diameter. Touch of lever releases a fine 
mist-like spray that quickly diffuses into 
the air. Each refill contains enough to 
treat the air in about 50 average size 
rooms. Woodlets, Inc., Portland, Pa 


NEW TYPE BUFFER DRUM 





“CONE-LOC” Drum Sander, designed 
to permit the use of less expensive stand 
ard strip abrasives, is a split drum, cush- 
ioned with rubber, the halves being locked 
into a solid drum by a cone type washer. 
It is light in weight and adaptable for 
use with a flexible shaft or on a stationary 
arbor. Standard width abrasives, avail- 
able in roll form, are wrapped around the 
drum and secured by pins that recede 
when the cone washer is tightened down. 
Available in sizes from 6%” diameter 
and various standard widths and bores. 
A 6%” felt cushioned sander is also 
available. American Diamond Saw Co., 
519 N. W. Park Ave., Portland 9, Ore. 

(Please turn to page 160) 
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{ case history 


from the notebook 


ofa Disstomne er 





a ee Re 


Weyerhaeuser Timber Company runs a big footage 
of bundled flooring and siding. They wanted to set 


new standards for trimming ends smooth and 


“OY i naubaennnses 


square. At the same time they wanted faster pro- 


duction—no needless handling. 


Various flat saws, hollow ground saws and tooth 
types were tried. The answer was found in the 
Hollow Ground 4-S Trimmer that Disston had 
recently developed . .. a saw widely used today on 
machines especially designed for its added produc- 
tion possibilities. The applica- 

WHEN YOU BUY A 
DISSTON PRODUCT YOU 


BUY 
LISTON | 
STEEL | ieeTal 
SKILL |’ HENRY UISS/| 


SERVICE |) 
eee | 


tion resulted in accurately 
squared, splinter-free board ends 
and reduction in handling costs. 
The whole project called for 


ay 


o 


Jury, 1949 





They got it....with help from a D 


Canadian Factory: Toronto 3, Ont. 





Weyerhaeuser knew what they wanted. 


SSTONEER 


effective cooperation between the Weyerhaeuser 
staff and the 
had the help of a Disstonerr. His job is to 


machinery manufacturer. They 
iron out production wrinkles, by applying many- 
sided Disston skill and experience. 


A DissToNEER will be glad to review your opera- 


tions and problems, 





and go to work on the 
WEYERHAEUSER RESULTS 
* Output stepped up. 
* Handling reduced. 
* Square ends assured. 


solution. No charge 
or obligation. Write 
for further particu- 
lars, or get in touch Bade ave aeus ee emnntth 


with your nearest and splinter-free that 
Sy —e they take a _ cleanly 
Disston Industrial eianianhs wade thane 


Distributor. 











JN & SONS, INC., 733 Tacony, Philadelphia 35, Pa., U.S.A. 


Pacific Coast Factory: Seattle, Wash. 
Branches: Portland, Ore., Vancouver, B.C. 


Midwest Factory: Chicago, Ill. 
Australian Factory: Sydney, N.S.W. 


Want Additional Product Information? See Page 19. 





A little of this 
goes a long, long way. .. 
U, 







































is dustless and non-caking . . 


THE DIVERS 


IN CANADA: THE DIVERSEY CORPORATION (CANADA) LTD., 


FREE SAMPLE 


See for yourself the amazing difference Elektro-Purj-it really 


mokes! Select a tough cleaning job in your plant and 


compore the outstanding cleaning action of Elektro-Purj-it 


with ony other cleaner 
Mail this 


will be 
sample! No 


compore ond you, too 


convinced! coupon for your free 


obligation 





THE DIVERSEY CORPORATION 

Industrial Maintenance Department, 53 W. Jackson Bivd., Chicago 4, III. 
Gentlemen: Please send me ot once my free sample of Elektro-Purj-it . 
multi-purpose cleaner! 


NAME 


Ua ehcevsicsticaich ediwosunici cibchn viianssvapiinepeelithytbitapiadllanisio tapas oiideitasmensiaietniasibenbabieins 


COMPANY 


STREET 


os: me pe 


city STATE 


160 


( yy 


“iw 


OF. ee ae 


solutions cost less than 2 cents a gallon! 


Yes, today clean-up crews everywhere are discovering the sensational time 
and money saving features of job-proved Elektro-Purj-It! Think of it 
Elektro-Purj-It solutions actually cost less than 2 cents per gallon .. . loosens 
dirt and grease faster, easier than you ever hoped possible! Elektro-Purj-It 
. ideal for cleaning walls, floors, woodwork, 
reflectors, dadoes and machinery! Investigate Elektro-Purj-It today! 


EY CORPORATION 


INDUSTRIAL MAINTENANCE DEPARTMENT, 53 WEST JACKSON BLVD., CHICAGO 4, ILLINOIS 
TORONTO, ONTARIO 


. thot sensational, 





_—_ a a 
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NEW END MILLS 





ILLUSTRATION shows one of a line 
of standard carbide end mills for ma- 
chining all types of steel, non-ferrous 
metals and cast iron. New design is 
said to provide extra strength in the body 
of the tool and additional backing for 
support of the cutting Cutting 
edges are diamond lapped. Available in 


edges. 


straight and taper shank styles with 
straight and right or left hand spiral 
flutes. Sizes range from %” to 2”. 


Wendt-Sonis Co., Hannibal, Mo. 


QUICK-OPENING DIE HEAD 


OVERALL time for threading pipes, 
bolts and solid rounds is reduced with a 
quick-opening die head that features 
mono-type high speed steel chasers for 
long life cutting service. The die head can 
be used on any pipe threading machine 
having capacity to 2” pipe diameter. 
Adaptors permit mounting either ver- 
tically or horizontally on the machine 
carriage. Interchangeability on _ indi- 
vidual machines make it practical to have 
different die heads for various pipe and 
bolt diameters. Threading chasers are 
easily reground when dull. Single chas- 
ers are replaceable when broken or worn. 
Peerless Machine Co., 1600 Junction Ave., 
Racine, Wis. 


SELF-LOADING FOR TRUCKS 





ILLUSTRATION shows the Hydro- 
Loader attachment for trucks which will 
lift a load from the ground level of .a 
truck up to a height of 7 feet or over, 
depending on the model. Its hydraulic 
mechanism is actuated from the power 
take-off on the truck transmission, Opera- 
tor rides on the loader platform, rais- 
ing or lowering it to spot desired by 
fingertip control. When not in use it 
lies flat against the side of the truck, 
adding only a few inches to the width. 
Model No. 750 has a lifting capacity of 
750 Ibs., No. 1500 has a capacity of 1500 
lbs. Simple, sturdy attaching construc- 
tion is said to give ample strength and 
rigidity. Stratton Equipment Co., Cleve- 
land, O. 

(Please turn to page 162) 
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Zoo attendant says, “‘No more shocks for me (Om 
now that I have my G-E Textolite feeding pole.” GENERAL J©) ELECTRIC 


TEXTOLITE* LAMINATED 


@ Naturally you aren’t expected to believe this story about 
the eel. One part of it és true, however . . . General Electric 
Textolite has excellent electrical properties. In addition, St BOS gee vers dottric oc 
outstanding mechanical, chemical, and thermal characteristics. have delighted in shock- 
Why not put this valuable combination to work for you. _ ing z00 attendants. Now 
It may help you to lick your production problems—to reduce heir game is up, thanks 
to the excellent electri- ~ 
your manufacturing costs. ast graguttion of Gen 
Versatile G-E Textolite is produced in more than fifty eral Electric Textolite. 
grades. Each of these grades has an individual combination of 
properties. None are alike. With this wide selection to choose 
from you are assured of getting a non-metallic material that will 
do your job in the most economical and satisfactory way. 
Plastics Division, Chemical Department, General Electric 
Company, Pittsfield, Mass. 








SEND FOR THIS HELPFUL BULLETIN TODAY— 


IT’S FREE 
Write for your copy of “G-E Tex- 
tolite Laminated Plastics.” It lists 
grades, properties, fabricating in- 
structions, and detailed information 
about Textolite industrial laminates. 





G-E TEXTOLITE LAMINATED PLASTICS IS SUPPLIED IN: 


» WW 


General Electric Company 
Chemical Department (10-7) 
One Plastics Ave., 
Pittsfield, Mass. 


Please send me the new G-E Textolite 
laminated plastics bulletin 














LOW-PRESSURE MOLDED-LAMINATED FABRICATED = \ ae 
MOLDED PARTS PARTS PARTS Name in 
NRE DL IR en 
(5 E N FE i A L t L a C T " l C ene onl ie alae 
City State 
CD49-J2 
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Buy Springs on “Performance” 


THINK twice about springs. Spring failure is usually product 
failure (in the customer's hands)! Perfect spring performance 
sidetracks many of the headaches in launching new machines, 
appliances, gadgets—protects your good name. 


If you have any doubts about the “trustworthiness” of the 
Springs you use or plan to use, we'll be most glad to have our 
engineers check your blue prints without obligation and share 
with you a spring making experience of 25 years’ standing. 
This service also goes for Peck Screw Machine Products. Let 
us hear from you, please. 


SPRINGS & SCREW MACHINE PRODUCTS 
THE PECK SPRING COMPANY 40 Wells St., Plainville, Conn. 














READY-MADE 


FOR 
YOUR CONVENIENCE 


Fig. 732 
Pat’d. & 
Pats. Pend. 
(Drower 
is extra 


WORK BENCHES OF STEEL 


Save yourself the trouble and expense of designing and building 
your own work benches—make your selection from the ready-made 
“HALLOWELL” line. 

These serviceable “HALLOWELL” Work Benches of Steel are made 
in standard heights, widths and lengths with long-wearing steel 
tops . . . high grade, laminated wood tops . . . or steel tops 
covered with “Tempered Presdwood”. Because the “HALLOWELL” 
is made of sturdy steel, it is rigid as a rock and does not re- 
quire costly bolting to the fioor. Being standardized, the single 
“HALLOWELL” Benches around your shop may be bolted together to 
form one long bench—or vice versa—that’s a money-saving feature 
not practicable with “nailed-together’ wooden benches. 

Write for the name and address of your nearest 


“HALLOWELL” Industrial Distributor 
STANDARD PRESSED STEEL CO. 


BOX 590, JENKINTOWN, PENNSYLVANIA 


“Serving Industry continuously since 1903 through Industrial Distributors” 





’ 


WHEEL DRESSER 


MODEL A wheel dresser for surface 
grinder is for wheels from 134” to 414” 
wide. It eliminates stopping the machine, 
removing work from chuck, lowering and 
raising wheel head. Attachment allows 
operator to dress wheel while grinding. 
It dresses parallel with chuck. Easily 
attached, and long wearing, maker states. 
Literature available. Matco Tool Co., 
2830 West Lake St., Chicago 12, Ill. 


ANALYZER FOR 
POWERED TORQUE TOOLS 


LIVERMONT Analyzer is a testing 
device for accurately checking the tight- 
ening capacity, range and adjustment of 
powered torque tools. It makes possible 
the determination and maintenance of 
tightening standards on the assembly line 
and reduces the variable assemblage re- 
sulting from entrusting quality control 
in tightening to the individual workman. 
It will demonstrate on direct drives, for 
one example, the torque at which the 
clutch releases and at what rate torque 
increase is accomplished beyond the re- 
leasing point if held into engagement 
The unit is mounted on a portable stand 
Overall measurements are: height, 36”, 
length, 2’2”, width, 1'8”. Richmont, Inc., 
2810 E. 11th St., Los Angeles 23, Calif. 


VARIABLE SPEED CONTROL 


NEW 1 or 2 hp variable speed control ° 
is comprised of two variable pitch sheaves 
and control. The changes in pitch diam- 
eter cause the standard V-belt to actuate 
the spring-loaded motor sheave, thus giv- 
ing stepless speed control over a 6:1 
range. Remote control can be easily ap- 
plied. Any standard “B” section V-belt 
can be used. Design features assure cor- 
rect belt tension on fixed center distances, 
eliminating need for an adjustable motor 
base. Sheaves can be obtained separately 
for V-belt to flat pulley drives. Speed 
Selector, Inc., 118 Noble Court, Cleveland 
13, O. 

(Please turn to page 164) 
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ALS, 


All THE Way THROUGH N. 


W FI RI TF HOT-DIP AND ELECTROLYTIC 


TIN 
PLATE, TIN MILL BLACK PLATE 
AND SPECIAL COATED 


MANUFACTURING TERNES 


WEIRZIN ELECTROLYTIC ZINC-COATED 


SHEETS AND STRIP 


HIGH-CARBON STRIP 


WEIRTON 


COLD-ROLLED SPRING STEEL 


LEAD ALLOY COATED SHEETS 


WEIRALEAD en nt SH 





WEIRTON STEEL of o 


WEIRTON, Ww. VA, Sales Offices in Principal Cities 


Division of NATIONAL STEEL CORPORATION Executive ¢ Ifices, Putsbur h, Pa 








An-cor-lox 


gives es FULL | 


locking security \\ 





ee 


1. When nut is pulled up, metal locking ring flows into bolt 
threads, wedging the lock nut threads into a positive lock. 


2. Once flattened by use, the non-springing locking ring 
stays deformed, even after backing off. Grip is in- 


creased by re-use. 


3. Vibration and shock will not walk bolt off—they serve 
only to force the locking ring farther into the threads, 


4. Bolt stretch, wear and moisture do not affect the lock. 


5. Up to softening point of the metal, high temperatures 
do not lessen gripping power. 


6. Crushed locking ring prevents passage of gas or liquids. 


Available in high, thin, cap or spanner designs 






Note 
wedging 
action of 
flattened 
metal ring 


LAMINATED SHIM ¢0, 





Inc., An-cor-lox Division, 2401 Union St., Glenbrook, Conn. 


M] Send for 


test sre 
samples © 2S 3 
and 
catalog 


AN-COR-LOX NUTS + SHIMS + SHIM STOCK + STAMPINGS 








PRICES AND OFFERINGS 


FRESH EVERY MONDAY 
5000-6000 QUOTATIONS 


on Chemicals and Related Materials 
Only in 
OIL, PAINT and DRUG REPORTER 
and 
in O.P.D. more pages of advertising on 
chemicals and related materials than ap- 


pear in all other chemical publications 
of national scope combined. 


O.P.D. 1948 2957 PAGES 
(big tabloid size) 


18% more than the sum of all chemical 
materials advertising carried by the five 


other leading papers in the chemical field. 


O.P.D. is must reading for an executive 
or purchasing agent who buys even a 
single chemical item. 


NEWS FORMS CLOSE 4 P.M. FRIDAY 
PAPER DELIVERED 9 A.M. MONDAY 


May we send you a genet copy 
of O.P.D. 


“Oil. aint and 


rug Reporter 


59 JOHN STREET, 
FOR CHEMICAL BUYERS 





NEW YORK 7 


THE MARKET AUTHORITY 
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SINCE 1871 





LATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS 











m Make strong dust - tight, 
water-tight joints in belts of 


any width. Special design spreads 
* tension uniformly across belt, allow 

natural troughing of belt and assures 
e smooth operation over flat, crowned 






or teke- -up pulleys. Sizes for belts of 
fom 17," to 11/." thickness. Write 


Also repair plates 
for mending belts. 


ARMSTRONG BRAY & CO. 





5368 Northwest Highway, CHICAGO 30, U.S.A. 





SINGLE-SOLENOID AIR VALVES 


rE n® .4 Ww A y 
ye . 





ILLUSTRATION shows one of a line 
air pressures 


Sizes offered are 4”, 


of single-solenoid valves for 
of 0 to 125 psi. 


4” and '4”, spring return. All sizes are 
available for 110,220, and 440 volts in 
both 50-60 cycle and 25 cycle current. 
Valve has a l-piece bronze base, heavy 
and powerful solenoid for positive seat- 
ing and cooperation, heavy sheet metal 
cover for protection, “OU” type packer 


and shock-resisting clevis and clevis pin. 
Models available are: 2-way, 3-way open 
end exhaust (normally closed only), 3- 
and 4-way piped ex- 
Vorgan Ave., 


way piped exhaust 
haust. hyo uir Corp., 454 
lkron 11, ¢ 


RUGGED PLASTIC FINISH 
PHENOPLAST is a_ phenolic-plastic 


finish that is said 
erties of a baked-on plastic, 
be applied like ordinary paint or varnish 
without heat = or 
claimed are 


to have all the prop- 


and yet can 


pressure features 


dries many times tougher 


than spar varnish, with proportionately 


high abrasion resistance; applied to por 
ous surtaces it cannot be pried off with 


out removing some of the surface beneat! 


is Impervious to alcohol, fruit juices and 


to solvents (ex ept acetones eve 

the torm of paint and varnish removing 

combinations kor practical purposes it 
vaterproot and chemically I / 

Son nm Sons, / / / 

\ ) [ \ } 





FLAT-TOP copper electroplating 
anode is said to offer advantages over 
copper ball anodes because the surface 


is smooth, eliminating the gates and flash 


which often cause hanging on the baskets. 
Complete freedom from cavities prevents 
inclusions ot copper oxide, silica and dirt. 
The flat-top anode has 20 to 25% more 


effective area than a ball of the 


same 
diameter and more metal per anode, thus 
reducing loading frequency. Action of 
the anode is predictable and prevents 


anode area, maker states 
100 Midland, Detroit 


rapidly changing 

Wagner Bros., Inc., 

3, Mich 
(Please 


turn to phage 166) 
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Which of these 
pipe fittings 
is the right one... 


iF YOU KNOW .. . because you’ve carefully 
calculated the temperature, pressure or other 
service conditions . . . you can get prompt de- 


livery of any of these fittings from a Grinnell 
warehouse or your local Grinnell jobber. 


IF YOU'RE NOT SURE .. . because piping can 
involve so many factors of flow, stress, expansion, 
contraction and corrosive action . . . you can 
get the expert guidance of Grinnell engineers. 
That’s a perfect combination . . . Grinnell pipe 
fittings, Grinnell engineering, Grinnell warehouse 
service, and Grinnell jobbers in almost every 
city and town. 





a , E GRINNELL 








Grinnell Company, Inc., Providence, R. |. Branch warehouses: Atlanta * Buffalo * Charlotte * Chicago * Cleveland * Cranston * Fresno * Kansas City * Houston 
Long Beach °Los Angeles * Milwaukee * Minneapolis * New York * Oakland * Philadelphia * Sacramento * St. Louis * St. Paul * San Francisco * Seattle * Spokane 
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HOW CONTINENTAL RUBBER SPECIALISTS | 


SAVEO 4 COST FACTORS 


IN THE 
VI-SPEED a 
PNEUMATIC VISE 


: 
; 





SOLUTION... 
Continental Rubber Engineers developed a 
r molded neoprene packing ring that replaces 
os eight parts, eliminates three machine opera- 
tions, and simplifies assembly—greatly reduc- 
ing manufacturing costs. This rubber packing 
ring also eliminates subsequent “‘take-up” ad- 
justments and, by reducing friction, increases 
the operating power and speed of the vise. | 






Analysis of YOUR product may suggest a way to 
save with a better engineered rubber part. The first 
step is to write for the Continental booklet “Should 
Our Rubber Parts Be Made By Specialists’. It 
has been a “‘thought starter”’ that has helped others. 
Write Today. 


CONTINENTAL 


RUBBER WORKS 


1983 LIBERTY AVENUE e ERIE, PENNSYLVANIA 


BRANCHES 


Deyton, Ohio Los Angeles, Calif Pittsburgh, Po 
Detroit, Mich Lutz, Flo Richmond, Vo 
Hartford, Conn Memphis, Tenn Rochester, N.Y 
indianapolis. Ind Milwaukee, Wis St. Lovis, Me 
Kensos Cit Mc New York, N.Y San Froncisc 

C 


Philadelphia, Poa Syracuse, N.Y 


y 
Lancaster, $ 








LIQUID-GAS SEPARATOR 





fk 


ILLUSTRATION shows Liqui-jector 
and its operation in removing automatic- 
ally and continuously water and water 
oil emulsions from compressed air ol 
gas lines. Typical applications are in 
liquid separation, agitation, drying, spray 
ing, etc. Compressed air or other gas 
passes through a water-repellent ceramic 
tube where it is stripped of its aqueous 
contamination and dirt. Moisture drops 
to the bottom and drains through a wa- 
ter-permeable but air-impervious ceramic 
tube without loss of air. Unit also acts as 
a filter, removing dirt and finely divided 
solid particles. Selas Corp. of America, 
Erie Ave. & D. St., Philadelphia 34, Pa 


ALL PURPOSE CEMENT 


STA-BOND C-111 is an all-purpose 
cement for bonding metals, plastics, glass, 
wood, rubber, leather, fabric, etc. It re- 
sists oil, gasoline, most acids and tem 
peratures of from —65F to 4501 One 
coat insulates against 1500 volts. It may 
be used as an adhesive, a sealant or as a 
protective insulating coating. It is said 
to retain its flexibility and hold its bond 
firmly when repeatedly flexed. May be 
used to waterproof boots and workshoes 
Packaged in 1% oz. tubes and in 
tainers from half-pint cans to 55-gal 
drums. American Latex Products Cor 


21 Venice Blvd., Los Angeles 15, Calif 


TRI-SPINDLE PORTABLE TOOL 





MULTI-PURPOSE portable electric 
tool has three separate spindles. One 
provides for '%” capacity heavy-duty 
drilling in metal or %” capacity in hard- 
wood. Second provides a _ reciprocating 
stroke of 34” length for hack sawing, 
filing and key hole cutting, and may 
be adapted to jig sawing, reciprocating 
sanders, hammers, etc. Third and _ bot- 
tom spindle can be used for right angle 
drilling, for sanding and buffing with 
discs or for wire brush applications. 
A %" Jacobs chuck is furnished for 
interchangeable use on all three spindles. 
Spindle speeds of 2000 rpm or 1000 rpm. 
Literature available. Smilan Tool Co., 
2848 West Pico Blvd., Los Angeles, Calif. 

(Please turn to page 168) 
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BALL ANODES 


Every Item for Platers 


| 

Ammonium Nitrate «¢ Duriron « | 

lead -« Silver -¢ Steel Elec- 

trodes « Chrome Lock Tubes «+ | 

Caustic Soda «+ Activated Carbon 

* Anode Bags «+ Boric Acid + | 

Buff Rakes « Ball Anode Contain- 

ers + Cyanides «+ Filter Aid « | 
| 
| 





Glue + Polishing Grains « Hydro- 
gen Peroxide «+ Koroseal Tank 
Linings + Copper Brighteners 





















l 
| The Udylite Bright Nickel Process | 
assures a sparkling finish with- 
out buffing. Increases produc- | 

tion. Is a fine base for bright 
chromium. Excellent adhesion. 
Materials very tolerant to con- | 
| tamination. High purity de- 
posits, as all additional agents | 
| are non-metallic and form no 
| harmful impurities. Cast or | 
rolled carbon type nickelanodes. 
| 


Every Item for Platers 


Hydrometers and Thermometers « 
Test Sets * Chromic Acid « Potassium 


tex « Sodium Acetate « Sodium 
Carbonate «+ Sodium Dichromate 


* Sodium Hydroxide + Sodium 
Stannate + Triclene D « Udylite 
Cadmium Process « Zinc Salts 


| 

| | 

| Dichromate «+ Potassium Perman- 
| ganate «+ Rochelle Salts « Rochel- 

| 

, | 

) | 


PIONEER 
OF A BETTER WAY 
IN PLATING 





DETROIT 11, MICHIGAN 
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Heres what 
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NATIONAL SERVICE 


KEX NATIONAL 
SERVICE is as near 
as your telephone. 





They are tied in 
neat bundles for 
easy storage, con- 
venient handling 
and control of dis- 
tribution. 





5 


Service is automatic 
— Pick-up of used 
towels and delivery 
of fresh ones are on 
a clock-work sched- 
ule that you make. 
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KEX INDUSTRIAL 
WIPING TOWELS 
are delivered to you 
in the quantities 
you want as you 
need them. 





Kex TOWELS are 
soft woven cotton— 
no abrasives to mar 
delicate surfaces — 
bound edges for 
safety — uniform in 





size —super-absorb- 





ent and clean, } 
‘ 
Manufacturers in every type of 
industry who have a wiping 
problem have found Kex Na- | 
¥ 


TIONAL SERVICE the efficient, 





economical way of solving it. 


nl 













Avenue, New York 16, N.Y. 


vv 
"KEX 





Look for this symbol in your local Classified Telephone 
Book. It identifies your nearest KEx distributor. Or > \ 
write for details to KExX NATIONAL SERVICE, 295 Fifth 









qTionaAL 
SERVICE 
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AIR CRANKING MOTOR 





THIS air cranking motor for quick, 
low cost starting of diesel and gasoline 
engines is well adapted for applications 
where the use of electric or gasoline 
starters constitutes a safety hazard. A 20 
cu. ft. storage tank at not less than 
150 psi provides about 30 seconds crank- 
ing. Maximum permissible pressure is 
250 psi. The starter weighs only 43 Ibs. 
and occupies no more space than an elec- 
tric starter. One motor may crank en- 
gines up to 1000 cu. in. displacement un- 
der normal conditions. Leece-Neville Co., 
5363 Hamilton Ave., Cleveland, O. 


SPONGE-BACKED CARPETING 


ROYAL-AIRE cushion carpet has a 
lively sponge rubber base which is vul- 
canized to a woven carpet of springy 
wool pile. No rug pad is necessary. 
The resilient rubber backing gives a soft 
tread, and is said to absorb traffic shocks 
that break down rugs of standard con- 
struction. The carpet lays flat with no 
tendency to curl. Seams are taped and 
sealed, producing a smooth, unbroken 
surface. Patterned, frieze, crushed mo- 
hair and two-tene Moresque loop weaves, 
in a wide range of colors, are available. 
The Royal Rubber Co., Akron, O 


CYLINDRICAL GRINDER 





LOW priced, general purpose precision 
cylindrical grinding machine, designated 
the Grindwell, is described as a simple — 
flexible machine that can be used for 
small lot manufacturing purposes in large 
or small shops, tool rooms and for train- 
ing purposes. It has a capacity of 28” 
between centers and will swing 12” di- 
ameter work. The grinding wheel base 
is equipped with a 12” diameter grinding 
wheel powered by a 1 hp motor. Gradu- 
ated swivel base permits swiveling the 
wheel head for unusual grinding set-ups 
or for truing an angle on the wheel 
face. The headstock has an infinite speed 
range from 85 rpm to 483 rpm, by 
rheostat control. Bulletin S-49 available. 
Landis Tool Co., Waynesboro, Pa. 

(Please turn to page 170) 
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Brass and copper tube, rod, 
sheet, wire (plus a great variety 
of miscellaneous items )...read- 
ily available from any of the 23 
Chase warehouses strategically 


located all over the country. 


Let’s say you want to place a 


(‘hase 


WATERBURY 20 CONNECT:CUT 


big order for mill products. Your 


local Chase warehouse can ar- 
range with the mill for prompt 
delivery. 

So... for brass and copper in 
any quantity... from a few 
lengths of rod to a million sili- 


The Naltons He 





con-bronze bolts... you can 
count on Chase for the best pos- 
sible service. 


Let us fill your orders . . . it’s 
the quickest and surest way. Re- 
member, Chase facilities are as 
close as your phone. Call now! 


Cadguaded fot 


BRASS & COPPER 


SUBSIDIARY OF KENNECOTT COPPER CORPORATION 


THIS IS THE CHASE NETWORK... handiest way to buy brass 
ALBANYt ATLANTA BALTIMORE BOSTON CHICAGO CINCINNATI CLEVELAND DALLAS DETROIT HOUSTON! 


INDIANAPOLIS KANSAS CITY, MO. LOS ANGELES 


MILWAUKEE 


MINNEAPOLIS NEWARK NEW ORLEANS NEWYORK PHILADELPHIA PITTSBURGH PROVIDENCE ROCHESTERt ST.LOUIS SAN FRANCISCO SEATTLE WATERBURY 
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Packaging Is of Major Importance to You 


It deserves your preferred attention and investigation . . . today as 
never before! 


Packaging can be “Modern” or “Antique” . . . of real value in quality 
—in originality—in new uses that save production time . . . that 
eliminate production losses. 


Cleveland Container representatives have the background . . . the 
knowledge of today’s needs to make it worth your while to ask 
questions. 


You'll obtain intelligent answers and information . . . possibly new 
ideas that may mean much to you. 


May we serve you? 


Ye CLEVELAND CONTAINERGS 


6201 BARBERTON AVE. CLEVELAND 2, OHIO 
e All-Fibre Cans © Combination Metal and Paper Cans 
® Spirally Wound Tubes and Cores for all Purposes 
@ Plastic and Combination Paper and Plastic items 
a - 
PRODUCTION PLANTS also at Plymesth. Wisc. Ogdensburg. W.¥., Chicago, Ill, Detroit, Mich. lamesberg, #1 
PLASTICS DIVISION at Plymouth, Wisc © ABRASIVE DIVISION at Cleveland. Chie 

SALES OFFICES Room 5632, Grand Central Terminal Guilding. New York 17, WY, alse 647 Mam St. Hartiord, Cone 
CAMADIAN PLANT The Cleveland Container Canada, Lid, Prescott, Oetarie Sales Offices in lorente and Montreal 
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For Transmission and Conveyor Belting 
of all kinds. Excellent for Package Con- 
veyors. 

% Separable and smooth on both sides. 

% 12 Sizes: For belts from 1/16” to 5/8” 
thick—and any width, 

% Made of Steel, “Monel”, “Everdur”, 

Order From Your Supply House 


FLEXIBLE STEEL LACING COMPANY JUST A HAMMER 
4697 Lexington Street, Chicago 44, Illinois TO APPLY IT 








TACHOMETER FOR MOTORS 





TYPE 48K high accuracy tachometer 
has ranges especially suited for motor 
and generator testing. Total speed range 
without adapters is 360 to 4000 rpm which 
accommodates all synchronous or induc- 
tion motors and most geared type motors. 
Head adapters are available for checking 
high speed universal motors or extreme 
low speed gear motors. Any one of 10 
ranges is instantly selected by a rotary 
switch. Readings are guaranteed accurate 
on all ranges to within 4% of actual 
speed. Self-calibrating circuit is built in 
to insure long-time stability. Metron In- 
strument Co., 432 Lincoln St., Denver 9, 


Colo. 


WATER CONDITIONER 


“BRU-CEX” is described as a low- 
cost water conditioner for industrial pur- 
poses that is made from pure, food grade 
phosphate and packaged in crystal form. 
It is added to any water system by means 
of a simple feeder installed on the water 
inlet. Slowly soluble, it requires only the 
monthly addition of 25% of the additional 
charge. It is said to be effective in stop- 
ping equipment losses due to scale, rust 
and corrosion. It controls red water and 
also increases the amount of soft water 
supplied in a water softener operation. 
Available in 25, 50 and 100 pound drums. 
Bruner Corp., 2318 North 30th St., Mil- 
waukee 10, Wis. 


SIDE ENTERING MIXER 





NEW side entering mixer for complete 
agitation of large quantities of liquids 
under severe operating conditions features 
a stuffing box that can be repacked with- 
out emptying the tank. An outboard seal- 
ing ring seals off the shaft while the pack- 
ing is being replaced. The mixer is made 
in all sizes from 10 to 30 hp. Shaft and 
propeller available in several types of 
corrosion resistant alloys. Motors may 
be had in all enclosures and for all 
voltages. Bulletin No. 1492-3 available. 
Eastern Industries, Inc., 296 Elm St., 
New Haven 6, Conn. 


(Please turn to page 172) 
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@ With greatly increased manufacturing 
facilities, Auto-Lite is now more than ever 
before the logical source of high quality 
industrial wire and cable and wiring 
assemblies. Any type, size, shape or 
insulation required by your specifications 
can be promptly delivered. 


THE ELECTRIC AUTO-LITE COMPANY 
Port Huron Wire and Cable Division Michigan 


- 
er ery se 


ole 
\ 
v 


* -_ 
Catalogs with 


complete descriptive data will be sent on 
request. Write on your company letterhead. 
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WHEELBARROWS 


Talk about reducing labor costs. You’re headed in the right 
direction when you invest in sturdy, all-steel Sterling Wheel- 
barrows. Why? Because Sterlings require less effort to 
operate. They start readily . .. roll along smoothly ... 
dump easily ... and result in less operator fatigue. This 
means greater man-hour production for your transport jobs. 












Look for 
this mark 
on every 
Sterling. 





PROMPT SHIPMENT 


on short notice. Phone, wire 
or mail your order — today! 






STERLING WHEELBARROW CO. 
MILWAUKEE 14, WIS., U. S. A. 


A 5460-%-R 



















The trained hand of Hassall offers you: 





HASSALL cold-heading may solve your immediate special part prob- 
lem...Special nails, rivets and threaded parts made in diameters from 
1/32” to 3/8”—lengths up to 7”... Rivets 3/32” diameter and smaller 
a specialty...also small threaded blanks...Variety of metals, finishes 
and secondary operations... Economy, quality and quick delivery in large 
or small quantities...Your inquiries answered promptly...ASK FOR FREE 
CATALOG...3-color DECIMAL EQUIVALENTS WALL CHART free on request. 


JOHN HASSALL INC 404 OAKLAND STREET 
’ = BROOKLYN, N.Y. 


Manufacturers of Cold-Headed Specialties—Established 1850 











ESTABLISHED 18650 












OPEN-SIDE PALLET-RACK 


DESIGN No. J-220-Y5 open-side pal- 
let-rack is said to combine the best feat- 
ures of both pallet and rack. It can be 
used to tier unit loads of odd shapes and 
sizes, and provides extra protection for 
the handling and tiering of breakable ma- 
terials. Open sides make the materials 
easily accessible, aiding in storing or 
removing, and in taking inventory. The 
pallet rack is available for both heavy and 
light loads. Tiered four high, they easily 
accommodate stacked loading exceeding 
24,000 Ibs., maker states. Union Metal 
VUfg. Co., Canton, O. 


EXTENSION SCAFFOLD 


HI-LIFT extension scaffold starts as 
a 6’ ladder and extends to a 20’ scaffold 
in less than 5 minutes. Workmen can 
reach a height of 26’. The scaffold occu- 
pies a floor space as small as 29” x 54”, 
and is easily handled through door and 
elevator openings. It is operated by one 
man and may be partially extended to 
any desired height. It is equipped with 
swivel casters and has outriggers for 
extra stability. Furnished in any size to 
meet any requirements. Atlas Industrial 
Corp., 849 39th St., Brooklyn 32, N. Y 


MULTI-BARREL TUMBLER 





DEBURRING and polishing machine, 
designated a Multi-Barrel Tumbler, is used 
for mass-finishing of metal and plastic 
products. Up to 15 different items can be 
handled at the same time, without mixing, 
and each can be tumbled in the manner best 
suited to its requirements. The variables 
include wet and dry tumbling ; wide range 
of speeds; rotary, centrifugal and end to 
end actions, and combinations of these 
actions. Barrels, of numerous lengths and 
diameters are of round, hexagonal, clover- 
leaf, or special cross section. Literature 
available. Hungerford Corp., Big Flats, 
N.Y. 

(Please turn to page 174) 
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Thermoid Impregnation Process 
Assures Longer Conveyor Belt Life 


Thermoid Conveyor Belts are Built for the Job! 


For over 68 years, Thermoid has worked with its dis- 

tributors and industry to develop rubber products to 

meet the requirements of every industry. The result— 

a complete line of Thermoid conveyor and elevator belts duces abrasio, 
. . . . ‘ failure. On 

for every major industrial application. 


Your nearest Thermoid distributor can service your 
requirements ...or if you prefer, write us of your 
problem and we will furnish full details. 


It will pay you to Sgecef/y Thermoid! 


Thermoid Quality Products: Transmission Belting « F.H.P. and Multiple 
V-Belts « Conveyor Belting « Elevator Belting « Wrapped and Molded 


Industrial Rubb, 
Hose ¢ Molded Products ¢ Industrial Brake Linings and Friction Materials. 


er Products, 


Main Offices and Factory * Trenton, N. J., U.S.A. 
Western Offices and Factory * Nephi, Utah, U.S.A. 


Industrial Rubber Products « Friction Materials « Oil Field Products 
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Want to make sure you’ re using the 
best blade for whatever type metal 
or non-metal you're cutting? Then 
see your Victor distributor. His long 
experience qualifies him as an ex- 
pert on hack saw blades, and he’ll 
be glad to give you any help you 
need. He can show you how to make 
every stroke count with Victor 
blades . . . how to cut faster, easier 
and more economically. 

While you're at it, ask him for a 
free copy of the Victor Metal Cut- 
ting Booklet for your pocket or tool 
kit and the Victor Wall Chart for 
your shop. Both are packed with 
helpful hints on selection, care and 
use of hand and power hack saws. 





® 5709 
VIC R SAW WORKS, INC. 
MIDOLETOWN, WN. ¥., U.S. A. 








INSECT-KILLING FLOOR WAX 


KARE-33 is a new floor maintenance 
product that is claimed not only to wax 
floors to a high gloss without rubbing, 
but to kill roaches, waterbugs, ants and 
silverfish. It can be used on asphalt tile, 
linoleum, rubber, finished wood, mastic, 
cement, terazzo, painted surfaces and 
cork floors. It carries the Underwriters’ 
laboratories seal as an anti-slip treat- 
ment. It is non-inflammable, non-com- 
bustible and water resistant. It kills in- 
sect pests within 24 hours, and killing 
power is said to continue for 3 to 6 
weeks. Available in 1 gallon cans and 
5, 30 and 55 gallon drums. Wéindsor 
Wax Company, Inc., Hoboken, N. J. 


LANTERN STAND 





LIGHTWEIGHT lantern stand, known 
as the “Viateer”, has a heavy gauge steel 
platform, approximately 4” wide by 7” 
long, with three upright reinforced welded 
steel clamps (one spring-locking type) to 
grip the lantern base firmly and keep 
the lantern upright. On each side is a 
13” steel rod, adjustable to three posi- 
tions, i.e., vertical, 45 degree angle, and 
horizontal. Overall height is approxim- 
ately 19”, width approximately 10”. The 
support is finished in a corrosion-resistant 
aluminum finish. To facilitate attachment 
to a wood barricade, the rods are equipped 
with inflexible L-shaped 1” steel brackets. 
Pucel Enterprises, 3746 Kelley Ave., 
Cleveland 14, O. 


ALL-ELECTRIC BAGGER 


MODEL E-50 Duplex is an all elec- 
tric automatic duplex bagging scale 
that accommodates gravity or power 
feed arrangements for materials normally 
put up in open-mouth paper or textile 
bags. It comprises two scales with a 
common bagging spout. It has a normal 
range from 5 lb. to 25 lb. and from 25 
lb. to 50 Ib. It is said to be capable of 
handling 24 10-lb. bags per minute speeds 
varying with the type of material, method 
of feeding and size of unit weighting. Can 
be used independently or as part of a co- 
ordinated system. Richardson Scale Co., 
Clifton, N. J. 


(Please turn to page 176) 
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( The Eagle Copperite 
Oiler is a sturdy all- 
purpose oiler that 
meets the require- 
ments of mechanics, 
engineers, machinists 
and plumbers. 

Bodies, drawn 
seamless from high 
grade cold_ rolled 
steel, have the new 
copperite finish to insure long- 


b : ‘ 

( lasting service. 
|! 

! 





Comes in sizes to meet individ- 
ual requirements with spouts on 
all sizes interchangeable. Guaran- 
teed against leakage. 


Order from your distributor 


EAGLE MANUFACTURING CO. 
Dept. P 749 
Wellsburg, West Virginia 
“Oil with an Eagle Oiler” 








FORGINGS 
AND 
STAMPINGS 


DIXISTEEL forgings and stampings are 
made of carefully analyzed steel produced 
in our own open hearth furnaces. They 
are of highest quality and strength. 

Send us your prints or specifications for 

“forged or stamped parts, and we will be 
pleased to submit our estimate for pro- 
duction. 
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REYNOLDS 

















FAST SERVICE 
FROM DISTRIBUTOR 
WAREHOUSE STOCKS 


yea in less-than-carload lots is available with 











speed and with many helpful services from the qualified metal distrib- 
utors listed below. Reynolds technicians, in offices across the country, 
work closely with these distributors on special problems. Together 
they can bring all the advantages of Reynolds Lifetime Aluminum to 
your products and production, just as 


they are helping metal fabricators 
everywhere in their conversion to 
this modern, lightweight metal. 


Consider aluminum... 


Reynolds Distributor. 


consult your 





REYNOLDS DISTRIBUTORS HAVE ALUMINUM MILL PRODUCTS 
FOR IMMEDIATE DELIVERY FROM WAREHOUSE STOCKS 


ALABAMA 
Arnold-Brown Metals & Supply Co., 
Birmingham 5 
CALIFORNIA 
American Brass & Copper Co., 
Oakland 7 
(Wire, rod, bar, structurals only) 
Richard G.:Stern & Company, 
Los Angeles 46 
Tay-Helbrook, Inc., San Francisco 1 
United States Steel Supply Co., Los 
Angeles 54 and San Francisco 1 
Western Metal Supply Company, San 
Diego 12 
COLORADO 
Marsh Steel Corporation, Colorado 
Springs and Denver 5 
FLORIDA 
Horne-Wilson, Inc., Jacksonville 6, 
Orlando, Miami 36 and Tampa 1 
IDAHO 
idaho Stee! Products, Inc., Boise 
ILLINOIS 
United States Stee! Supply Co., 
_, Chicago 4 
jamin Wolff & Company, Chicago 36 





INDIANA 
Brass & Copper Sales Co., 
Indianapolis, 4 
LOUISIANA 
Stauffer, Eshleman & Co., Lid., New 
Orleans 1 
MARYLAND 
Clendenin Bros., Inc., Baltimore 2 
(Wire, rod, bar, structurals only) 
Lyon, Conklin & Co., inc., Baltimore 30 
MASSACHUSETTS 
Bay State Refining Company, Chicopee 
Falls (Ingots only) 
Arthur C. Harvey Company, Boston 34 
Pratt & Inman, Worchester 8 
(Wire, rod, bar, structurals only) 
MICHIGAN 
Kasle Steel Corporation, Detroit 9 
MINNESOTA 
Newell T. Miner Company, St. Paul 4 
MISSOURI 


Brass & Copper Sales Co., Kansas 
City 6 and St. Lovis 3 
Marsh Steel Corporation, N. Kansas City 


NEW JERSEY 

Edgcomb Steel Corporation, Hillside 
NEW YORK 

Beals, McCarthy & Rogers, Inc., BuffaloS 
OHIO 


ney Steel ag Cleveland 8 
Columbus 8 





OREGON 

American Steel Warehouse Co., 
Portiand 14 

PENNSYLVANIA 

Levinson Steel Sales Company, 
Pittsburgh 19 

Potts-Farrington Company, 
Phildelphia 7 

TEXAS 

Marsh Steel Corporation, Dallas 10 

Moncrief-Lenoir Manufacturing Co., 
Dallas 1 and Houston 1 

UTAH 

Salt Lake Hardware Company, Salt 
Lake City 9 

WASHINGTON 

Seattle Steel Company, Seattle 4 








DISTRIBUTORS of REYNOLDS ALUMINUM 


REYNOLDS METALS COMPANY ~- LOUISVILLE 1, KENTUCKY 





OFFICES IN PRINCIPAL CITIES + LISTED UNDER “ALUMINUM” IN YOUR CLASSIFIED PHONE BOOK 
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” WHY iS GRASS © 
OUR MOST IMPORTANT. | 
FOOD SOURCE? 


“GRASS” INCLUDES ALL OF 
OUR CEREAL GRAINS. THUS 
IT IS OUR SOURCE OF MEAT, 
BAKERY AND DAIRY PROD- 
UCTS. THE KINDS OF GRASS 
SELECTED FOR LAWNS ARE 
THOSE WHICH LOOK SMOOTH 
AND VELVETY WHEN KEPT y 
CUT SHORT. ACCO'S PENNSYI- 
VANIA LAWN MOWER DIVISION 69 
MAKES FINE LAWN MOWERS. \\)W 2 


pa 


















































HOW HOT isa 
WELDING TORCH ? 


THE FLAME OF A WELDING TORCH 
IS AROUND SS00°F - ABOUT HALF 
THE ESTIMATED SURFACE TEM- 
PERATURE OF THE SUN. WELDING 
ELECTRODES AND GAS WELDING 
_ RODS ARE PRODUCTS OF ACCOS 
| ©=PAGE STEEL & WIRE DIVISION. 





WHAT is ‘Fat SAND’? 


IN A FOUNDRY, MOLDING. SAND 
IS CALLED “FAT” OR “LEAN” AC- 
CORDING TO THE PROPORTION 
OF CLAY IT CONTAINS. AT ACCOS 
R-P&C VALVE DIVISION, THE 
VARIOUS INGREDIENTS IN 
MOLDING SAND ARE KEPT 
UNDER CLOSE CONTROL FOR 
SOUNDER CASTINGS — BETTER 
VALVES. 


ACCO Products Include: AMERICAN Chain * TRU-LAY and LAY-SET Preformed 
Wire Rope * TRU-LAY Cable and TRU-LOC Swaged Terminals for Aircraft * TRU-STOP 
Emergency Brakes * PAGE Wire, Chain Link Fence and Welding Rods « CAMPBELL Abra- 
sive Cutters . READING-PRATT & CADY Valves and Fittings « READING Steel Castings 
* PENNSYLVANIA Lown Mowers « MARYLAND Bolts & Nuts * “*ROCKWELL"’ Hardness 

Testers * WRIGHT and FORD Hoists « HELICOID Pressure Gauges * MANLEY 
co Automotive Service Equipment * OWEN Silent Springs. 


ay AMERICAN GHAIN & GABLE 2.2008 
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WHITE 100-WATT LAMP 





A21 De Luxe white lamp, in 100 watt 
size, is said to effect good light diffusion, 
making it particularly suitable for appli- 
cations where lamps must be partially or 
completely unshielded and where uniform 
lamp brightness is desired. Its light out- 
put is said to equal that of inside frosted 
go but its soft white light is said to 
be of superior quality. The improvement 
is siaile by the addition of a finely ground 
inside surface of 
Champion Lamp 


silica coating on the 
an inside frosted bulb 
Works, Lynn, Mass 


CENTRIFUGAL SWITCH 

REDESIGNED centrifugal switch for 
plugging, underspeed pro 
tection, non-plugging and motion inter- 
locking has a ball-bearing mounted on the 
contact-making arm to minimize friction. 
It also features contact-blade stops to 
prevent undue wear of the contacts. It is 
oil-resistant 


‘ verspeed or 


available in dust-tight and 
enclosures for surface or flange mounting, 
and in permissible enclosures for hazard- 
ous locations. The switch is available 
with any standard contact arrangement. 
It has an operating range for the con- 
tacts to open or close from a minimum 
of 125 rpm to 2530 rpm Euclid Electri 
& Mfg. Co., Madison, O 


SMALL CEMENTED CARBIDE TUBES 











CEMENTED carbide tubes as small as 
1/32” O.D. with an I.D. of .004” are 
being successfully manufactured by ex- 
trusion methods. Smaller or larger tubes, 
and those having a greater range in rela- 
tive dimensions, are commercially pos- 
sible, company states. The tubes can be 
supplied in two classes of Kennametal: 
straight tungsten carbide having the high 
hardness common to this material, com- 
bined with unusual strength, or titanium 
carbide, having comparable hardness but 
lower weight. Kennametal, Inc., Latrobe, 
Pa. 
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NOW You Can Be Sure of 
“RIGHT” ROCKWELL 


with the New and Finer 


“FORTY-NINER™ 











magne 


UNSURPASSED 
ACCURACY 
at all 
vital points 


' Exclusive New Testing Methods 
Guarantee Correct Hardness for Every Tap 
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Microcentric 
CHAMFER 
Gone are the days of spoiled holes, ruined and 
P 3 

broken taps and costly set-up delays caused by im- 
proper tap surface hardening. With Besly “Forty- 
Niner” Taps you can be sure of “right” Rockwell 
Hardness that assures maximum tap efficiency and 
maximum tap life. 


Micro finish, concentric to tenths 
of thousandths. Cuts freely and to 
size without burring or welding. 





Solid Ground 
THREAD FORM 


wreealicn montane 


Every high speed Besly tap produced is individual- 
ly inspected for correct Rockwell hardness before 
it is shipped. To our knowledge, no other first rank 
producer of taps can offer this assurance of pro- 


For angle and lead accuracy. 
elimination of gauging problems 
and control of pitch diameter to 
tenths of th dths. Ground 
from the solid, 


RA \ "Right" 
C) ROCKWELL 
4 ~ 


Taps pre-inspected for correct 
Rockwell hardness. 





tection from taps that “dub over” due to inade- 
quate tempering, or break-off due to excessive 
hardness. 





In the past, it has been virtually impossible to 
assure correct Rockwell in production taps. Now, 
however, with new and exclusive methods and 
equipment, Besly can—and does—guarantee that: 








eS 
EVERY tap is accurately tempered to the ie HE pn Finish 
hardness required to achieve peak perform- 
ance with the 18-4-1 alloy steel used by Besly  BESLY'S Chennai: aie aan 
for all high speed taps. HELPING HAND" freer chip flow and longer tap life. 
; : p HAS 5 STRONG 
Features like this can give you tapped holes at a FINGERS 
1 new low in cost. First rank field engineering serv- © Fest Delivery Tru-Square 
ice, plus fast handling of your orders may also —24 hrs. on high speed spe- DRIVER 
of oa wie 9 . . cials from hardened blanks; 
effect significant savings in today’s buyer’s market. —3 weeks on bar stock specials. 
; wa fo sails "ae = @ A Complete Line Square and shank fit correctly in 
If you have n't tric d Besly Forty Niner Taps ; eTep Ter @ ee at ae = one > 
select a job for trial—you be the judge of their @ Engineering Counsel cause oversize holes. 
effectiveness. Call your nearest Besly distributor. © Qualified Distributors 
THIS TRADE MARK IDENTIFIES THE WORLD'S MOST ACCURATE TAP 
BESLY TAPS ee BESLY TITAN ABRASIVE WHEELS 





ae tne @mt we eRS AWS AGCCeS STORIES 


CHARLES H. BESLY & COMPANY, 118-124 N. Clinton Street, Chicago 6, Illinois 
Factory: Beloit, Wisconsin 
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ad WOOD PRESERVATIVE 
How Much Does Floor Maintenance COMMERCIAL STANDARD 


Commercial Standard CS 152-48, Cop- 

per Napthenate Wood-Preservative, re- 

os oul seseeee és leased by the Commodity Standards Divi- 

sion of the National Bureau of ‘Standards, 

Washington, D. C., is now available from 


the Superintendent of Documents, U. S. 
. Government Printing Office, Washington 
Materials ...$ 7? 


25, D. C., price 5¢ per copy. 





Se 


Labor......$7 NEW NAILKEG OF FIBREBOARD 


a Now the old-fashioned nail keg is be- 
ing successfully displaced by a modern, 
light-weight, fibreboard container. The 

OS” er $ ? Kraft corrugated “Drumpak”, as pictured, 
a is being used by Reynolds Metals Com- 

pany, Louisville, Kentucky for shipping 
aluminum nails. This new container is 
an eight-sided corrugated box with top 


Photograph by the Makers of Armstrong's Asohalt Tile 


The cleaning and finishing lines a complete maintenance pro- 
products used in floor maintenance gram for your plant... based on ; 
represent only afraction of thetotal your own needs. This service costs and bottom covers that interlock with 
cost...while labor often runs as you nothing. Over-all costs are 
high as 95%! Gerson-Stewart’s plan lowered through more effective 
of Systematized Sanitation not only use of your own plant-keeping per- 
furnishes quality products, but out- sonnel. Write for full information. 


Gerson - Stewart has served the nation’s leading indus- 
trial plants continuously for more than 30 years! 


The GERSON-STEWART Cae 


LISBON ROAD + CLEVELAND, OHIO 


The new Kraft corrugated “Drumpak”’ 





flaps extending from the side panels, 
firmly bound together with steel strap- 
More than 50 years of ping. This fibreboard container holds the 
leadership and experi- same volume as a regular nail keg, but 
ence in developing spe- with a big reduction in tare weight. 
oa ae Ww clo ra The smooth tan surface permits fine color 
erouad ~~ pani printing which is an important sales ad- 
ence it is little wonder vantage of this type box. Product and 
that Holliston Tracing company name are attractively displayed 
Cloth is second to none. on the Reynolds box in green and alu- 
Try PEL-X. minum. The “Drumpak” is patented, and 
manufactured by Gaylord Container Cor- 
poration, St. Louis. 


When a company that for 50 years has specialized a: = 
in the finishing of cloth to fit the specialty needs of 
Industry and the technical professions, says that their 
Holliston PEL-X Tracing Cloth has superior Qualities — e ; 
and are anxious to supply samples to prove that these a A unique “Where to Buy It” service 


FREE INFORMATION SERVICE 
ON INDUSTRIAL PAPERS 


ae ca . on papers for packaging and converting 
qualities actually exist, it’s good business for drafts- and special industrial papers has been 


men and purchasing agents to accept such an unselfish | put into effect by the Riegel Paper Cor- 
offer. portation, 342 Madison Ave., New York, 
Test Holliston PEL-X for maximum uniform trans- N. Y. The company maintains a com- 
parency, ready erasability inimum feathering spree : plete source-of-supply file on almost every 
- : ‘ type of paper made today, as well as on 
sharper blueprints, and a truly high resistance to the more than 600 varieties made in its 
moisture and perspiration. Test for speed. Test for cf ' own four mills. Users seeking a special 
saving in time and labor costs. You be the sole judge. / kind of paper are invited to write to the 


We are confident you will be glad you wrote for a “Where to Buy it Service’ at the New 
York address, stating their wants, and 
generous sample. 


submitting a sample of the paper if pos- 
THE HOLLISTON MILLS, INC. 


WATER REPELLENT sible. If Riegel doesn’t make it, the 
NORWOOD. MASS aa Ae ong will promptly send a list of mills who 


“Where to Buy it Service” department 
do make it—without obligation. 


(Please turn to page 180) 





Want Additional Product Information? See Page 19. PURCHASING 











For years of cool, clean 
specify Sealedpower a re. . 
for the toughest : service. In new ratings ftom 3 w60 bp. 








ing ¢ 
Riapate 3,N. J. Division of The Joshua Hendy Corp... 
Branch Offices: Boston, Buffalo, Chicago, Cincinnati, 
Cleveland, Los Angeles, Milwaukee, New York, Phil- 
adelphia, Pittsburgh, San Francisco, Washington, 
D. C. Representatives in principal cities, 


SEND FOR BOOKLET, “It’s Different — it's a Dollar-Saver.” 
Tells why the Sealedpower Motor will save money for you. 
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WALTER R. LOCKWOOD 


THE MIDST of a dis- 
™ cussion on electroplating 
and polishing equipment, a 
customer popped that ques- 
tion at me. 

“To begin with,” I an- 
swered, “profitable buffing 
operations depend on com- 
positions exactly right for 
the job. H-VW-M has de- 
voted years of research and 
testing to the development 
of correct compositions of 


all grades . . . a complete line in 
a variety of job-fitted forms, for 
convenient application (hand or auto- 
matic in bar or liquid) and to provide 
maximum buffing efficiency and economy. 

“Specifically,” I continued, “H-VW-M 


*Hanson~ Van Winkle - Mun- 

ning has supplied the plat- 
ing industry for over 70 
years. Our sales-engineers 
are thoroughly familiar with 
every step in the process of 
electroplating and polish- 
ing. It is this overall know!l- 
edge that has made H-VW-M 
“Headquarters for electro- 
plating and polishing equip- 
ment, supplies and techni- 
cal assistance. 








so Nite 
@ 4874 “ce 8? 


HANSON-VAN WINK 





“What's so good about H-VW-M COMPOSITIONS?” 


Field Representative * H-VW-M, Anderson, Ind. 


compositions give you these 
advantages: Adherence to the 
wheel as long as abrasive re- 
tains its cutting action; max- 
imum color per degree of cut; 
clean working properties; 
easy solubility in cleaning 
solutions; more mileage per 
pound of composition used. 
“And,” I concluded, “if you 
have an unusual problem at 
any time, we'll be glad to 
survey your buffing condi- 
tions and recommend an econom- 
ical solution.” 
Ask your H-VW-M representative, or 
write to “Headquarters”* for a copy of 
Bulletin BC-104. It describes our com- 
plete composition line. 
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NNING COMPANY 
MATAWAN, NEW JERSEY 
Monvfacturers of 


a complete line of electroplating and polishing equipment and suppli 


Plants: Matawan, New Jersey * Anderson, Indiana 





Sales Offices: Anderson * Chicago * Cleveland - Dayton - Detroit 


Grand Rapids - Matawan + Milwaukee - New Haven « New York « Philadelphia 
Pittsburgh + Rochester + Springfield (Mass.) - Stratford (Conn.) « Utica 





Why it pays to have STANLEY make 


YOUR SPECIAL HINGES 





Want Additional Prodact Information? 


@ As the world’s largest pro- 
ducer of hinges, Stanley is geared 
for top-efficient production. You 
merely specify. Stanley does the 
rest — from first sketch to fin- 
ished product. 

Whether you want limited or 
quantity production, you have 
the advantage of expert attention 
by Stanley designers and produc- 
tion engineers .. . the use of Stan- 
ley research and _  tool-making 
facilities ... and the choice of the 
particular plating or finish best 
suited to your product because 
Stanley is in a position to supply 
all types. Write today for informa- 
tion — not only for special hinges 
but for deep drawings and stamp- 
ings as well, 


THE STANLEY WORKS... 
PRESSED METAL DIVISION 


New Britain, Conn. 


New York San Francisco 
Chicago Los Angeles 
Detroit Seattle 





[STANLEY J 





eg. US. Pol. Off. St 








See Page 19. 


NOW STYLED NATIONAL ADHESIVES 
(CANADA) LTD. 


Meredith, Simmons & Co., Ltd. has an- 
nounced that it has changed its name and 
in the future will be known as National 
Adhesives (Canada) Ltd. Having been 
affiliated with National Starch Products 
Inc. and its predecessor company since 
the original incorporation in 1920, it is 
felt that this change will make the asso- 
ciation as close in name as it is in actual 
operation. 

Che international operations of Nation- 
al’s organization through its plants in the 
United States, England and Holland 
provide the Canadian affiliate with the 
full benefit of the great strides in 
research development and manufacturing 
techniques which have made National a 
recognized leader in the adhesives and 
starch fields. 

With modern manufacturing plants in 
Toronto and Montreal, and additional 
sales offices in Winnipeg and Vancouver, 
the company produces in Canada, a com- 
plete line of liquid adhesives, pastes, flexi- 
ble and non-warp glues, resin and rubber 
base adhesives, and dry glues, as well as 
specialty products for use by the paper 
and textile industries. A substantial ton- 
nage of animal glue and technical gela- 
tine is also produced in the Montreal 
plant. 


*' ¢ ¥ 


BOOKLET ON PREPAK METHOD 
OF FACTORY PACKING 


In view of the steadily increasing in- 
terest among manufacturers and retailers 
in prepacking, i.e., factory packing mer- 
chandise in selling units, The Hinde & 
Dauch Paper Company has published a 
new, revised edition of “How To Prepak 
In Corrugated Boxes,” one of its Little 
Packaging Library booklets. “Prepak” is 
the company’s registered name for pre- 
packing, which was pioneered by its pack- 
age laboratory, and which has become 
one of the most popular cost-reducing, 
volume-building merchandising methods 
practiced today. 

The Prepak idea, in brief, is to sell 
goods from a floor sample, filling orders 
from clean, fresh stock that is factory 
packed in selling units. Its purpose fur- 
ther is to give the product extra eye 
appeal, to reduce losses incurred in han- 
dling and shipping, to conserve selling 
space, and to simplify sales, shipping and 
delivery. 

“How To Prepak in Corrugated Ship- 
ping Boxes” analyzes all the problems in 
connection with prepacking, outlines the 
advantages in its use to manufacturer 
and dealer, discusses costs, and, with 
detailed descriptions and attractive illus- 
trations of typical successful Prepaks 
now in use, suggests practical methods 
of using prepacking to best advantage. 
Copies of the book, which is Number 9 
of the Little Packaging Library series, 
are available on request to The Hinde & 
Dauch Paper Company, Sandusky, Ohio. 

(Please turn to page 182) 
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SEND FOR THIS FREE BOOK! 


Shakeproof Thread-Cutting Screws actually cut their own 
snug mating threads in practically any material... costly 
separate tapping operations are completely eliminated ! 
The exclusive Shakeproof thread-cutting slot in each 
screw forms a sharp, serrated cutting edge. . . assuring 
true tapping action as the screw is driven. Special heat 
treatment makes Shakeproof Thread-Cutting Screws 
stronger too... nearly twice as strong as ordinary ma- 
chine screws! And, because each screw fits tightly in 
its self-cut, perfectly mated thread, maximum resistance 
to vibration loosening is assured! 

All these advantages will make your assembly process 
simpler and more efficient . . . see how in the new Shake- 
proof Thread-Cutting Screw book. You can check the 
: typical applications shown against your own... and 
there’s convenient technical data too! Write for your free 


copy today! 
SHAKEPROOF Inc., Division of Illinois Tool Works, 2501 
, North Keeler Avenue, Chicago 339, Illinois. In Canada: 


1 Canada Illinois Tools, Ltd., Toronto, Ontario. 


a Shakeproof 


‘ THREAD-CUTTING SCREWS 


G Jury, 1949 
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Type 1 Shakeproof Thread-Cutting Screw 
— ideal for a wide range of steels, 
stainless steels and the harder alloys, 










Type 23 Shakeproof Thread-Cutting Screw 
— assures efficient thread-cutting action 
in the softer metals and die castings. 


a 
“~ 


GE 
# f~ 3 
77g. 
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See how Shakeproof 


Thread-Cutting Screws 






















rd © at Type 25 Shakeproof Thread-Cutting Screw 
‘ — provides maximum resistance to strip- 
ping and decreases internal stresses 
in plastic applications. 





FASTENING HEADQUARTERS 


TRADE MARK 





Cut cost of 


packaging materials 


with ACME 
SILVERSTITCHER 


An Acme Silverstitcher stitching metal caps to fibre 
tubes at the B &T Metals Company, Columbus, Ohio 


How metal company made 87% saving 


When the B&T Metals Company, Columbus, Ohio, installed 
Silverstitchers to help package buffed and polished aluminum 
extruded shapes, they achieved these excellent results: 

The cost of staples was cut 35 cents per thousand 
over-all savings in packaging materials, 87%. 

Besides this, there was a time saving of 30%, and produc- 
tion was increased because of the ease of operation, lower 
maintenance and greater efficiency of the Acme Silver- 
stitchers. They found, too, that stronger, better-quality 
packaging was achieved. 

An Acme Shipping Specialist helped get these results. One 
of these experts will be glad to analyze your packaging and 
shipping problems with no obligation whatever. Call the dis- 
trict office nearest you, or mail coupon for more information. 


STITCHING WIRE DIVISION 


ACME STEEL COMPANY 
ATLANTA CHICAGO 8 LOS ANGELES 11 


reer ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee ee 


NEW YORK 17 


: ACME STEEL COMPANY, Dept. P-79 
, 2838 Archer Avenue, Chicago 8, Illinois 
1 . 

| Send booklet, ‘‘Profit by Stitching.” 

1 Have representative call. 

1 

' ' 

1 Name 

1 

' Company 

‘ 
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COMMERCIAL GAS CYLINDERS 
COMPRESSIBILITY, QUANTITY 
CHARTS 


A set of charts of 
factors for hydrogen, nitrogen and oxy- 
gen, together with charts showing quan- 
tities of these gases delivered by com- 
mercial cylinders, just pub- 
lished by the National Bureau of Stand- 
ards, which points out that the set of 
six charts will be of interest to anyone 
who handles or uses these gases 
Publication 
of Compressibility 


compressibility 


has been 


Miscellaneous M191, 
Charts and 
Charts Showing Quantities Delivered by 
Commercial Cylinders for Hydrogen, Ni 


Factors 


trogen, and Oxygen, containing — six 
charts (31 x 24”) and descriptive pam 
phlet, is obtainable from the Superin- 


tendent of Documents, U. S. Government 


Office, Washington 25, D. C 


Printing 
25 cents 


7 7 7 


NEW DUCTILE CAST IRON 
AVAILABLE TO INDUSTRY 
\ new | 


as ductile 


engineering material 


cast iron, which con 


process advantages ft ora ist iron, 
such as fluidity, castability and machina 
the 


steel, has been cle ve! 


bility, with product advantages ol 
cast ped in the Re 


search Laboratories of the Development 


and Research Division of the Interna 
tional Nickel Company, according to an 
announcement by the Company. Closing 
the gap between cast iro und cast 
steel, this material is characterized by 
a graphite structure in the form oft 


spheroids, free from graphite in the flake 
form. Its 
particularly high 
yield strength and ductility, suggest its 


| ¢ * ¢ . 
excellent physica roperties 
elastic modulus, high 


suitability for many applications hither- 
' ‘ 


to considered beyond the scope of cast 
iron. 
The 


applied to 


pr xluction tits n can Dé 


TTT 
mpos 


common cast fot! ( 


tions melted in the cupola or in other 
kinds of furnaces, and is based on the 
introduction into the iron of a small but 
effective amount of magnesium or a 
magnesium-containing  additio agent 
such as nickel-magnesium alloy 

‘he announcement states that the new 


material will take its place along with 
iron, gray iron and cast steel 
the 


advantageous to overall 


malleable 
in providing 


will be 


needs of industry. It 
foundry 
should 


foundry 


practices as the new techniques 


increase the importance of the 


industry among metal producing indus- 


tries. 
For pearlitic grades of cupola-melted 
material containing 3.2 to 3.6% carbon 


and 1.8 to 2.8% silicon, the ductile iron 
provides, in the as-cast condition, a com- 
bination of  85/105,000 tensile 
with ductility. In 
trast to gray cast iron, strength is only 
moderately affected by section thickness. 
Under 
cast steel rather than iron, 
proportionality of strain to stress up to 


(Please 184 ) 
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stress it behaves elasti ally like 
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SEE HOW SHELL’S NEW ‘'3-BARREL PLAN”’ 
CUTS YOUR FLEET OPERATING COSTS 


Now, for the first time, fleet operators can achieve 
top quality lubrication with an actual reduction in 
application costs and with greatly simplified lubri- 
cants’ supply. The Shell “3-Barrel Plan” takes 
advantage of new products of Shell Research—a 
new concept of chassis and gear lubrication: 


Shell Retinax A Grease does the job of 4 separate 
greases .. . cnly cne gun required for every type of 
truck or bus... mechanics can’t use the wrong grease. 


Shell Spirax EP Gear Oil combines in one lubricant 
the different qualities demanded. in transmission 





FLEET LUBRICATION 


Juty, 1949 





and differential gears.* It was developed especially 
for the extreme pressures of heavy-duty service. 


Shell Rotella Oil for crankcase use—the oil that 
embodies new discoveries of Shell Research that 
CUT ENGINE WEAR .. . that EXTEND TIME BETWEEN 
ENGINE OVERHAULS. 


The Shell Lubrication Engineer will be glad to explain 
to you the cost-cutting advantages of the 
Shell ‘3-Barrel Plan.’”’ Mail coupon for 
full information. 





*For Hydraulic Transmissions and Worm Drives, get specific 
recommendations from the Shell Lubrication Engineer. 


“ 


sesame 


Shell Oil Company, Incorporated 
56 West 50th Street, New York 20, N. Y. or 
100 Bush Street, San Francisco 6, California 
Please send me the particulars of Shell’s new ‘‘3-Barrel 
Plan” for better fleet lubrication. 


Name 





Address 





Company 
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... that’s what they say about the 


LUNKENHEIMER 
"King Clip’’ Gate Valve 


The first clip type valve was originally developed 
many years ago by Lunkenheimer and was one 
of the most popular gate valves ever designed. 
As service demands became more severe, the 
basic design was improved into the present 
“King-Clip”. Twenty-one different patterns are 
now available for a wide range of service condi- 
tions in virtually all industries. 





The “King-Clip” is truly the leader of all clip 
type valves...it offers you a money saving 
solution to many valve problems. See your 
Lunkenheimer Distributor. He has a stock avail- 
able to serye you promptly. Write for Circular 
No. 561. 


There are good reasons why so many valve users 
prefer ‘‘King-Clip’’ Valves. Note these features: 


Exceptionally strong body and bonnet construction. 

Extra length pipe threads for a strong, safe joint. 

Sharply tapered disc seats tightly. 

Large, unobstructed channels really drain the bonnet. 

Coarse stuffing box threads provide greater resistance 
to corrosion and stripping... reduce annoyance 
of leaky stuffing boxes. 

Easy to disassemble and reassemble. 

Exceptionally low maintenance cost. 

In bronze mounted patterns, rolled-in seat rings, in- 
tegral .non-corrodible stem thread bearing and Fig. 1640 Iron Body 
special alloy stem assure longer life. Bronze Mounted... for steam, 


oil, gas, air, water and 
ESTABLISHED 1662 


gasoline service. 
THE LUNKENHEIMER &: 


— QUALITY’ = Fig. 1644 Alllron...for 
CINCINNATI 14, OHIO. U.S.A. handling solutions which at- 
NEw YORK 13 CHIcaGco 6 
6 “10 PHILADELPHIA 34 


tack bronze. 





. ' Sr. * vO NY 
exPor 6322 ‘ “Ew YORK 13. 
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(Continued from page 182) 
high loads, with a modulus of elasticity 
of 25 million p.s.i. 

The potential applications for this new 
material are obviously many and varied. 
The automotive, agricultural implement 
and railroad industries could apply it, 
both as-cast and heat treated, in com- 
ponent parts too numerous to detail. 
Machinery in general including machine 
tools, crankshafts, pumps, compressors, 
valves and hea y industrial equipment, 
such as rolls and rolling mill housings, 
could readily utilize its high strength 
and rigidity. Its ductility may provide 
thermal shock resistance far greater 
than has been available in high carbon 
castings heretofore and suggests that 
superior performance might be obtained 
in items such as railroad car wheels 
and ingot molds. The superior resistance 
to growth and oxidation gives promise 
of its use in many engine, furnace and 
other parts used at elevated temperatures. 
Other products include pipe, textile ma- 
chinery, electrical machinery, paper ma- 
chinery and marine equipment. Service 
data will gradually accumulate to deter- 
mine the improved quality, weight re 
duction and economy available in specific 
applications. 

\ number of foundries have already 
arranged licenses for the manufacture 
of the new cast iron under the pending 
patent applications of T] 


ie International 
Nickel Company, Inc. 


ae 
“THE ZINC INDUSTRY” 


“The Zine Industry” is the title of 
64-page booklet, well illustrated, available 
from the American Zinc Institute, 60 E. 
42nd St., New York, N. Y., which pre- 
sents a descriptive outline of zinc from 
mine to market. It is not a_ technical 
treatise, but deals with production and 
consumption in sufficient detail to give 
persons interested a rather complete pic- 
ture of the industry and its product and 
uses thereof. 


yr 7 
DEDICATE NEW JOHNS-MANVILLE 
RESEARCH CENTER 


The new Johns-Manyille Research Cen- 
ter at Manville, N. J., was recently dedi- 
cated by Governor Alfred E. Driscoll 
“to service through science for better 
homes, and greater industrial efficiency”. 
rhere are four buildings in the Research 
Center which is located on a 93-acre 
tract on the Raritan River, about 40 miles 
from New York City. Activities are de- 
voted to the improvement of existing 
products, and the development of new 
products to meet new needs and demands 
of industry and home owners and build 
ers. The Center is described as compris- 
ing the largest laboratory facilities in the 
world devoted to research and develop- 
ment of building materials, insulations and 
allied industrial products. Construction of 
the buildings was started in 1945 as one 
of the projects in a company-wide $60,- 
000,000 postwar program of expansion, 
cost reduction, replacement and improve- 
ment. 

(Please turn to page 186) 
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bon Uric 


B&W 


CARBON STEEL 


TUBES 





a | pis MECHANICAL 
: TUBING 


STILL TUBES 
BOILER TUBES 


CONDENSER & HEAT- 
EXCHANGER 
TUBES 


en 


THE BABCOCK & WILCOX TUBE CO. 


General Offices: Beaver Falls, Pennsylvania 
Plants: Beaver Falls, Pennsylvania and Alliance, Ohio 
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| NEW ASA, and SAE STANDARDS 


"AUTOMOTIVE MANUFACTURERS 


+ washers cre made in regular steel, 


* you quick deliveries on all of these # 
new flat washers .. - oS well S ie 
| g complete line of spring loc 4 


we 





(i 






















ADOPTED BY LEADING 


Diamond G does it again! A leader 
in bringing you the new flat washers 
made to the latest specifications 
adopted by manufacturers of auto- 
motive, farm and electrical equipment 
throughout the world. 

These Diamond G Fiat Washers are 
made to meet the new ASA and SAE 
specifications in the same high quality 
that has won the widespread acclaim 
in every industry. These new flat 


% 


spring steel, stainless steel, brass, 
bronze, monel metal, aluminum, Alclad 
and copper... and can be plated 
with zinc, cadmium, nickel, brass, 
chrome ... or they can be parkerized. 


Diamond G stands ready to give 


se east 


washers, stampings, hose clamps, snap 
rings or retainer rings. 





| GEORGE K. GARRETT CO. 
PHILADELPHIA, PA. 
NEW DATA FOLDER 


Keep up to dote on the 
new specifications! Write 
for your free copy of 
the technical charts and 
data just compiled by 
GARRETT Engineers. No 
obligation. 








MANUFACTURERS —™ 
OF SMALL PARTS 
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TO MARKET MATERIALS HANDLING 
MACHINES THROUGH DEALERS 


Announcement is 


made by the Clark 
Equipment Company, Industrial Truck 
Division, Battle Creek, Mich.. that its 
fork-lift trucks, industrial towing trac- 


tors and handling attachments are to be 
sold exclusively 
organization of 
dealers. 


through a nation-wide 


independent franchised 
In most men of the 
organizations, 


instances, key 
branch 
Clark, have franchised 
as dealers, or have been selected as part 
ners in the newly-established dealerships 


former factory 


trained by been 
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PRODUCE HOT-ROLLED BREAK- 
DOWNS IN GENEVA PLATE MILL 


Conversion of the 132-inch semi-contin 
uous plate mill of Geneva Steel ( ompany 
near Provo, Utah, now permits produc 
tion of coiled, hot rolled breakdowns as 
well as continued production of high 
quality steel plates in the normal range 
of sizes and gages manufactured by this 
United Steel Corporation subsidiary. The 
coils form the starting 
production of tin plate and sheet steel 
in the new cold-reduction sheet and _ tin 
plate mill recently 
Calif., by 


material for the 


completed in Pitts 
Columbia Steel Com- 
pany, another western subsidiary of U. S 


burgh, 


Steel. The hot-rolled coils also will be 
supplied eventually to Columbia’s new 
sheet mill planned for Los Angeles. 
Calit 


Geneva’s hot-rolled = steel 
hot re led 


and structural mill products 


production 
now comprises coils, plates 
The general 
line of plates ranges from 120 inches wide 
in the heavier gages down to and includ- 
ing 3/16-inch plates, 96 inches wide rolled 
through the 


Structurals 


continuous finishing 
15-inch I-beams 


angles, 7- 


and so on. 


stands 
range from 


and channels through T's. 
center-sill 


down to 3 


sections, sections, 
inch by 3-inch angles 
7 3 7 


NEW HEAT RESISTANT 
PHENOLIC MOLDING POWDER 


Development of a phenolic molding 
powder with outstanding heat resistance 


and 


improved gloss and surface finish 
was recently announced by Monsanto 
Chemical Company, Springfield, Mass. 


It was developed to meet the demand 


of molders of utensil handles and knobs 


tor a phenolic powder that withstands 
extremes of thermal shock and still re 
tains a high degree of gloss 


rhe new product is catalogued as Res 
inox 10231 Black. 
has withstood 


In tests, Resinox 10231 
exposure to temperatures 
ranging from 400 to 500 degrees Fahren 
heit for more than 100 hours. 
test the material 


In another 
transferred 


was imme 
diately irom room temperature to a hot 
oven without any evidence of the blis 


tering that usually results in tests of less 
resistant 
rhe powder develops 
products with full smoothness and gloss, 
excellent dimensional stability, and a new 
high in heat resistance, it is reported. 


material. 


new molding 





Then you'll want to know 
today’s facts about 
RAILWAY EXPRESS high- 
quality rail or air service, 
designed to meet your 
shipping needs—and why 
this complete service for 
one, all-inclusive charge 
offers the most value 


for your shipping dollar. 


FOR YOUR COPY 





of booklet “Complete Service 


for A Single Charge”, please 


oo 
Skee *e 
ssi siiaediete 


* 4 address: Railway Express Agency, 
4 
ie sinc, Dept. 33. 230 Park Avenue, 
Be New York 17, N. Y. 
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FIRE EXTINGUISHERS 












New Fyr-Fyter STAINLESS STEEL 
Models Offer Big Savings... 
yet are 4 ways finer... 


You Get More But Pay No More When You Specify 
Fyr-Fyter Stainless Steel Fire Extinguishers. 

Known as the Silver-lite 500 series, these Fyr-Fyter 
extinguishers are now being manufactured at a con- 
siderable savings due to new, modern production 
methods. The savings are being passed on to users of 
Soda-Acid and Foam extinguishers. 

Fyr-Fyter will now sell you Soda-Acid or Foam fire 
extinguishers at as low a price as any manufacturer. 


Furthermore, you get more for your money. These 
new models are stronger, lighter and offer more re- 
sistance to damage than conventional makes. And they 
add beauty to your premises without extra cost to you. 
Their long-lasting luster is easy on the eyes just as the 
price is easy on the budget. 

Specify Fyr-Fyter Stainless Steel ... And Save. Write 
for full details and prices. 


The Fyr-Fyter Co., 212 Crane St., Dayton, Ohio 


The 2% Gallon 
Silver-lite 500 
Soda-Acid Extinguisher 


re 





\ 








5 POUNDS LIGHTER 











Use of stainless steel 
has produced impor- 
tant weight savings, 
making the unit easier 
to lift. 


EXTRA STRENGTH 


The extinguishers car- 
ry the Underwriters’ 
500 Ib. test label 
instead of minimum 


350 Ib. label. 


DENT RESISTANCE 


The Fyr-Fyter stainless 
steel extinguishers 
are more resistant to 
knocks, bumps, and 
impacts. 


Approved by the Underwriters’ and Factory Mutual Laboratories 


LASTING BEAUTY 


The polished stainless 
steel finish retains its 
lasting luster indef- 
initely. No tarnishing. 











/ th LF The Fyr-Fyter Company, 212 Crane St., Dayton, Ohio 





Please send me full details and prices on your new 
Stainless Steel foam and soda-acid extinguishers. 











Stainless Stoel = i 
Sansa ——_—_— 
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made with EXTRA precision 
by the Kaufman Process 


Fast assembly is vitally important in holding 
manufacturing costs low. It’s a by-product ofthe 
precision accuracy of Cleveland Socket Head 
Screw forming and threading. But equally im- 
portant is extra strength—the result of produc- 
tion by the Kaufman Double Extrusion Process 
in our plant. By this efficient cold-forging proc- 
ess, steel qualities are actually improved. And 
with modern heat treatment added, Cleveland 
Screws are extra tough—stand the strain of 
heavy tightening. It pays you to specify and 
buy Cleveland Socket Head Screws. 

THE CLEVELAND CAP SCREW COMPANY 


2917 EAST 79TH STREET * CLEVELAND 4, OHIO 
Warehouses: Chicago, Philadelphia and New York 




















) ORIGINATORS OF THE 
‘KAUFMAN Lie PROCE 
| not WON OCESS 


( Speciolists for more than 30 years in 


CAP SCREWS, SET SCREWS, MILLED STUDS 


} Ask your jobber for Cleveland Fasteners 
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NEW STEEL TUBING COATED WITH 
PLASTIC RUST-RESISTING FINISH 
Development of a new “Perma-tube” 

Electricweld steel tubing, coated with a 

unique plastic type rust-resisting finish, 

is announced by Jones & Laughlin Steel 

Corporation, Pittsburgh, Pa. 

The new product will prove valuable, it 
is stated for inexpensive outdoor struc- 
tures and other applications where light 
wall steel tubular members are exposed 
to corrosive atmosphere. ‘“Perma-tube” 
can be fabricated by bending, expanding, 
flanging, upsetting, fluting, and flattening, 
without damage to the finish. 

“Perma-tube” did not corrode until 
more than 2,000 hours exposure in accel- 
erated salt spray tests and in some cases, 
lasted 3,000 hours before any corrosion 
appeared. 

Subjected to the standard A.S.T.M. 
weatherometer test —which reproduces 
weather conditions such as exposure to 
sun rays, heat, humidity, and rain 
“Perma-tube” showed no corrosive effect 
after a test period which the Testing 





“Perma-tube” can be cold formed to the 
limits of the steel before the coating 
chips, cracks, or flakes 


Laboratory evaluates as equivalent to 
more than five years actual exposure to 
elements. Reversing the weather condi- 
tions to assimilate a cold climate, found 
the coating on “Perma-tube” equally 
stable and unaffected by low temperatures 

Initial humidity tests are still in prog- 
ress after more than 1,000 hours ex 
posure to a 100 per cent relative humidity 
at a temperature of 130 degrees Fahren 
heit. The tube also resists the action of 
caustic chemicals and acids. 

“Perma-tube” is coated with a special 
finish consisting of Vinsynite pre-treat- 
ment and a vinyl resin base, developed 
by Thompson & Company, Oakmont, Pa., 
and used exclusively on J&L Electricweld 
steel tubing. 

The Vinsynite pre-treatment adheres 
tightly to the steel surface, phosphatizes 
the metal, and deposits a very thin film 
(about 3/10,000 of an inch thick) of pro- 
tective coating over the phosphatized sur- 
face in one operation. It is applied to 
the steel tubing by dipping. 

An appropriately pigmented vinyl resin 
base, which has a dried film thickness 
of about 15/10,000 of an inch, is applied 
over the Vinsynite pre-treatment. This 
provides an impervious film with tight 
adhesion to the Vinsynite. 

“Perma-tube” is available in all sizes 
and shapes of Electricweld steel tubing 
now produced by J&L, up to 10 feet in 
length. 


PURCHASING 








he OD tlt 


Ph 








bas a) 





Jury, 1949 





COPPER ALLOY BULLETIN 


REPORTING NEWS AND TECHNICAL DEVELOPMENTS OF COPPER AND COPPER-BASE ALLOYS 















BRAS! 








Ly 
Prepared Each Month by BRIDGEPORT BRASS COMPANY bee 5 el Headquarters for BRASS, BRONZE and COPPER 
co. 











Self-soldering tandem terminals are attached by machine which contains heating unit, 
Courtesy Patton-MacGuyer Co., Providence, R. I. 


Cutting Costs by Mechanizing 
Slow Hand Operations 


Elimination of expensive hand op- 
erations is one of the important ways 
open to fabricators for substantially 
cutting costs. 


This is always a challenge to the in- 
genuity of machine and product de- 
signers to develop methods for chang- 
ing old-time hand operations to semi 
or completely automatic cycles. This 
may involve both the development of 
a special-purpose machine and the re- 
design of the product itself. 


Cutting High-Cost Soldering 


The method for soldering copper 
terminals to insulated wires is an ex- 
ample of such cost-cutting. Originally 
the terminals were handled individ- 
ually and required fluxing, tinning, 
bending and soldering with either an 
open flame or soldering iron. 


The mechanization of this job in- 
volved the development of a machine 
to do the job automatically, with the 
exception of inserting the wires. It also 
required redesigning the terminals in 
strip form. 


Progressive dies were made to blank, 
pierce and bend the terminals but not 
clip them off. This permitted tinning 
and depositing the solder on a mass 
production basis. The fact that the ter- 
minals remain joined until fed into the 
machine does away with the trouble- 
some problem of hand feeding individ- 
ual terminals which tend to tangle up. 


BRASS - BRONZE + COPPER - DURONZE — STRIP 


MILLS IN 
BRIDGEPORT, CONNECTICUT 
INDIANAPOLIS, INDIANA - 


In Canada: 
Noranda Copper and Brass Limited, 
Montreal 











The machine feeds the roll of tan- 
dem terminals into a die. When the 
wire is inserted and the lever tripped, 
the die closes, cutting off a single ter- 
minal, bending the locking lugs around 
the wire and simultaneously applying 
heat to melt the solder. Instead of a 
few hundred by hand, the machine is 
capable of producing 1200 or more as- 
semblies per hour. 


Copper-Base Alloys Can Help Cut 
Fabricating Costs 


Copper, with its high electrical con- 
ductivity, is eminently suited for this 
job. It can be blanked, formed and 
clipped with minimum power. 


It is extremely ductile which permits 
the cold bending of locking lugs around 
the wire without breaking. Copper’s 
high heat conductivity makes it possi- 
ble to heat the terminal speedily, and 
dissipate the heat rapidly when the 
current is shut off. 


Product designers interested in cut- 
ting production costs will appreciate 
the fine workability and versatility of 
the copper-base alloys. Much valuable 
information on the characteristics of 
copper, brass, tin, bronze, silicon bronze 
and aluminum bronze can be gleaned 
from Bridgeport’s Technical Hand- 
book. Contact our nearest Bridgeport 
sales office for technical help on your 
metal problems. 
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Bridgeport Brass 
Developed First Mike? 


It was 1867, two years after Bridgeport 
Brass was founded, The Union Metallic 
Cartridge Company (now Remington 
Arms) had returned a quantity of brass 
because it was “out of gauge”. 

S. R. Wilmot, superintendent, applied 
his “finger” gauge on several rolls and 
stoutly denied the charge. However, the 
customer’s gauge did not agree with Mr. 
Wilmot’s, or with a third. 

Mr. Wilmot then took matters into his 
own hands and called in Mr. Laws, of the 
Mechanical Department. He demanded a 
gauge with a calibrated moving part that 
would measure thicknesses accurately. 

Meeting emergencies was nothing new 
to Bridgeport Brass and soon the first 
“mike” was born. Mr. Laws made five 
more to fulfill requests from most impor- 
tant customers, but when more were called 
for, he rebelled. The firm of Joseph R. 
Brown and Lucian Sharpe was asked to 
take this task off his hands, 
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Granddaddy of the micrometer caliper—designed 
and made by Bridgeport Brass in 1867. 


With some minor modifications in the 
method of reading, the micrometer caliper 
of today is essentially the same as the one 
which Bridgeport developed for its own 
use in 1867. 


Industry is indebted to Bridgeport Brass 
for this universal instrument of precision. 


ROD + WIRE + TUBING 


BRIDGEPORT BRASS COMPANY 
BRIDGEPORT 2, CONNECTICUT 
Established 1865 


fi “B dgep rt” District Offices and Ware- 
ae. houses in Principal Cities 
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Removing filings, sawdust and small scrap 


D 
MACHINES ««° 


THE plant: 


IN = 


Modern General Electric 
Heavy-Duty Cleaners 
quickly prove their value 


From front office to boiler room, General 
Electric Heavy-Duty Vacuum Cleaners are 
doing unusual jobs as well as the usual 
cleaning jobs with new speed, new effi- 
ciency, new economy. 


. 
Wide nozzles speed floor cleaning 


Let these powerful cleaners do these and 


. The speed and capacity of 
other cleaning jobs for yeu: 


modern General Electric 
¢ wet and dry pick-ups from floors cleaning equipment will 
surprise you. It will enable 
your maintenance depart- 
ment to do more and bet- 
ter work. Send coupon for 
specification literature. A 
vacuuming hazardous dirt and dust survey, made without cost 
from high-up areas 


e cleaning large floor areas (12-in. and 
18-in. nozzles save time) 


dusting polished surfaces without 
seratching 


or obligation, will tell 
pick-up of heavy dirt and small pieces you just what equipment 
of metal scrap for salvage. you need. 


Industrial Cleaners 
sno, = GENERAL @@) ELECTRIC 


ooay! 


GENERAL ELECTRIC CO., Dept. 22-12-14 
1285 Boston Ave., Bridgeport 2, Conn. 


Our most serious cleaning problem is 


NAMI 





Learn all about 
G-E Heavy-Duty 
Cleaners 


! 
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SOUND-COLOR MOVIE ON 
MATERIALS HANDLING 


“Here’s Your Worksaver” is the title 
of new 15-minute 16mm. sound-color 
movie on the industrial use of battery 
powered “walkies”, or Worksavers, the 
fully powered hand trucks made by Yale 
& Towne. Actual applications are dem 
onstrated at such companies as Crucible 
Steel Co., Carrier Corp., Calco Chemical 
Co., Aluminum Co. of America, Jones & 
Laughlin Steel Co., Canada Dry Com- 
pany, and American Home Food Com 
pany. Typical examples of handling skid 
bins, drums and boxes are shown as they 
apply in chemical, food, steel, glass, paper, 
aluminum, and other industries. The seven 
basic Worksaver models are demonstrated 
in the picture. They are available for 
handling loads weighing up to 6500 Ibs., 
and are classified by type, namely: low 
liit platform, high-lift platform, tin plate, 
tractor, tilting fork, non-tilting fork and 
telescopic fork, and special adaptations 
thereot to special load types. Further in 
formation in regard to the film and showy 
ings may be had from Princeton Film 
Center, 625 Madison Ave., New \ rk, 
N. ¥ 
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NYLON FACTS YOU SHOULD KNOW 
WHEN BUYING UNIFORMS 


Many uniform buyers still believe nylot 
is nylon, and that there just isn't 
anv difference in nylon fabrics, declares 
Edward F. Ruder of the Angelica Jacket 
Co., St. Louis. Nylon, he says, is prob 
ably the most misunderstood tabric. On 
nylon fabric may have entirely different 
properties and wearing qualities than at 
other. Mr. Ruder outlines the differet 


and properties of nylons as folloy 
Type Used in Uniforms 


Basically, the same greigh goods 1 


in the raw) is used in all nylon unitorms 


It is a much sturdier, heavier nylon that 
that used in hostery because it is a woven 
fabric rather than knitted. Some nylon 
uniforms feel stiff and heavy. Others hav 
a solt, silk-like texture Ihe latter feels 
lighter in weight, is just as durable and 


more des‘rable since it drapes more neatly 


Be sure that white lightweight nylon uni 
forms you purchase are not transparent 
White lightweight nylons are being made 


vith an opaque finish. 


Are Nylon Uniforms Economical? 


While the imitial cost of nylon unt 
forms is somewhat more than other types 


of uniforms, nylon has unusual long life. 
In many instances, uniform users will 
launder their own nylon uniforms, where 
they had previously sent uniforms to the 
laundry This, of course, is a point of 


economy. 
Properties of Nylon Uniforms 


Nylon won't stretch. It launders almost 
as easy as a dish. The garment should 
be squeezed through mild, lukewarm suds, 
rinsed well and rolled in turkish towel. 


(Please turn to page 192) 
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A good “mike” will show the uniform precision of 
SANDVIK spring steel from edge to edge and along 
the length of the strip. 


These specialized spring steels are available from 
.001". This fact alone is evidence of SANDVIK’S 
consistent precision. 

SANDVIK high carbon and alloyed steels are 
— supplied: 

















_ 


Os 





ee @ In straight carbon and alloy grades 

@ In special analyses for specific applications 
@ Annealed, unannealed or hardened and 
tempered 

@ Precision-rolled in thicknesses from .001” 
* 

& 
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Uniform Gauge from End to End. 


With bright finish or polished bright, yellow or 
blue 


With round edges or square edges — 
of 6©@ «=6In a wide range of widths 


1 
a ; 





~ 


Phone or write for further information, technical 
advice or current stock lists. 











SOME SANDVIK SPECIALTY STRIP STEELS 


Band Saw Steels; Metal Band, 
Wood Band and Spring Temper 
Camera Shutter Steel « Clock and 
Watch Spring Steels « Compressor 
Valve Steel » Doctor Blade Steel 
Feeler Gauge Steel « Flapper 
Valve Steel « Knife Steels « Razor 
Blade Steel « Reed Steel « Shock 
Absorber Steel « Sinker Steel 
Spring Steels + Textile Steels 
Trowel Steel - Vibrator Reed Steel 
etc. 





Uniform Gauge from Edge to Edge. 











SANDVIK STEEL, INC. 

111 EIGHTH AVE., NEW YORK 11, N. Y., WAtkins 9-7180 
180 N. Michigan Ave., Chicago 1, Ill., FRanklin 2-1745 
1736 Columbus Rd., Cleveland 13, O., CHerry 2303 
Warehouses: New York and Cleveland 


Jury, 1949 Want Additional Product Information? See Page 19. 











oo the button does it 


Air Gaging that Coincides 
with Mechanical Checking 





Merz New-Matic Measuring Machines—and 
only Merz—give you air gaging that coincides 
exactly with mechanical checking. THE EXcCLu- 
SIVE SAPPHIRE BUTTON Dogs IT! In Merz New- 
Matic Measuring Machines air pressure is me- 
tered only by the Sapphire spindle button. Only 
the Sapphire button contacts the surface measured. 
Thus, only the actual dimension is measured— 
readings are totally unaffected by surface varia- 
tions, perforations, key ways, etc. Now—for the 
first time ever—you can have all the speed and 
ease of air gaging with precision accuracy that 
equals or excels mechanical checking. Now you 
can place air gages and mechanical gages side- 
by-side on your production lines—and get identi- 
cal readings, every time! Let your Merz gaging 
specialist give you a demonstration—in your own 
plant, on your own work. Write today! 


MERZ ENGINEERING COMPANY + INDIANAPOLIS 7, INDIANA 





New-Matic Measuring 
Machines — New-Tronic 
Comparators and Sort- 
ing Machines—Stand- 
ard A.G.D. and Special 
Gages—Tools—Spe- 
cial Machinery —Ex- 
perimental Projects. 
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(Continued from page 190) 
Wrinkles can be smoothed out with the 
hands and uniform then hung up to dry. 
Since nylon is a synthetic fabric, a hot 
iron should never be used. No ironing is 
necessary, but if desired, the garment 
may be pressed on wrong side with a 
warm iron. 

Nylon uniforms are mildew and moth 
resistant. Most spots can be removed 
with a damp cloth, providing the stain 
has not had time to “set”. Nylon should 
never be bleached, as this causes fading 
and spotting. Nylon is also flame resis- 
tant. 


What Colors are Best 


It is safe to rely on nylon uniforms 
which carry laundry-tested seals such as 
that of the American Institute of Laun- 
dering. All uniforms which carry this 
seal, for instance, are guaranteed colorfast. 
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G-E DRI-FILM ON GLASS DISHES 
SIMPLIFIES LABORATORY ROUTINE 


An invisible coating of G-E Dri-Film 
water repellent has reduced an eight- 
hour dishwashing chore to a few minutes 
of rinsing at the U. S. Rubber Com- 
pany’s Naugatuck, Connecticut laborator- 
ies, Where production samples of sticky la- 
tex are daily drawn off into hundreds of 
small glass dishes for quality analysis. 

U. S. Rubber Company chemists said 
that the General Electric silicone water 
repellent is the best material yet found 
by them to prevent the adherence of latex 
to glass. One laboratory employee who 
formerly spent a full day scrubbing petri 
dishes with abrasives now cleanses them 
quickly and economically with running 
vater 

Easily applied, No. 9987 Dri-Film is 
thinned to a ten per cent solution before be- 
ing poured into the dish. After the excess 
is drained off, the container is dried in 
a 200° F circulating oven for 15 minutes. 
Dishes so treated can be used and cleaned 
five times before another application 1s 
required 

This Dri-Film was originally developed 
by the General Electric chemical depart- 
ment for treatment of glassware and 
needles used in handling blood, to reduce 


+ 


he clotting rate. 
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NEW KOVEN BROCHURE 


\ new brochure, Koven “Men, Facilities 
and ‘Know-How’” has been released by 
L. O. Koven & Brother, Inc., Jersey City, 
N. J., metal fabricators of standard and 
special equipment and apparatus for pro- 
cessing, material handling and storage for 
all industries. 

This attractive 24-page brochure, Bulle- 
tin No. 490, illustrates by photographs 
and sketches the complete story of 
Koven's experience, knowledge and facili- 
ties in the field of metal fabrication. 


(Please turn to bage 196) 
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RECORD MAKER 


for heavy service and se- 
vere operating conditions. 
Recommended for convey- 
ing crushed rock and ore, 
run-of-mine coal, gravel, 
sand, aggregates, salt, 
sugar, chemicals and av- 
erage abrasive materials. 


















J. N. Succop, President 
Republic Rubber Co. 
of Pittsburgh 
953 Liberty Avenue 

Pittsburgh 22, Pa. 



















The best heavy service Conveyor Belt Republic ever built! 


@ Mr. Succop, pictured above, will tell you that 


from his experience price is not a good yardstick 


for economy. It is the long service life of conveyor 


belting that reduces costs. “You can save money,” 


says Mr. Succop, 


“by choosing a type and grade 


of bele built especially to carry the material you 


move,”’ 
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Republic Rubber constructs Record Maker belting 
with standard, soft woven belt duck in weights and 
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plies determined by your load conditions and other 
service factors. Cover thicknesses vary accordingly. 
A breaker strip may be specified, and straight or 
step-ply construction is optional. Record Maker has 
earned an enviable reputation by delivering excep- 
tional service on severe applications the world over. 

If you want conveyor belt economy consult your 
telephone directory for the name of your Republic 
distributor, write or mail the coupon. 





@) REPUBLIC RUBBER DIVISION 


“=’/ Lee Rubber & Tire Corporation, Youngstown, Ohio 
€5) Lee Deluxe Tires & Tubes Conshohocken, Pa. 
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Cut down on losses in shipment by using Blue Ribbon R, Cc 
Superstandard Gummed Tape. It insures you against A SAFE 


cartons broken open in transit. It discourages pilfer- 


age. It builds good will tO SHIP FRAG 


1. Blue Ribbon’s strength is greater because it is 
made of lona-fiber kraft. In all standard sizes and 


° . . 

> of lone --. With Signode Steel Strapping! 
weights-—to suit your needs 
2. Blue Ribbon’s superb adhesive quickly forms a That “package” you see being lowered into a 
permanent bond between tape and parcel. Carton gondola car is a bundle of very fragile graph- 
surface gives way before adhesive can be removed. ite electrodes—products of International 
Graphite & Electrode Corporation. 


HEAPER WAY 


pe 


3. Blue Ribbon’s uniformity assures you that every 


The bands that secure the bundle, make 
inch of tape is equally reliable. Made-from tree to possible its quick, safe loading, are Signode 
tape—in one plant, under one control. heavy duty steel straps. 

This new method of shipping electrodes, 
: : _— the result of fine teamwork between the ship- 
\3})) seauir PUSS Twn CUMMED TAPE per and Signode’s field engineers, reduces 
oy) . Z handling costs 90%, eliminates the use of 
blocks and crowbars—prime causes of chip- 
ping and breakage during unloading. 





Of course you may never have cause to ship 
V/ Stronger long-fiber kraft a product as easily damaged as this—but 
y Super fast-acting adhesive the improved packing and shipping methods 
vy Supple-ized for flexibility indicated here are basic to the proper 
vy Packaged in convenient cartons protection of all types of goods—from heavy 
oe Protected by moisture-proof bag machinery to household appliances to textiles. 
Y Clean, wholesome odor 


If you would like to know how you, too, 
y Available in bright colors : 


may Cut Costs, save time and increase customer 


y Available printed with your good will, write 


trademark or sales message 














Write today for your free pee Siete noe, 


copy of this helpful booklet 


wer 
and the name of your nearest ' 
Blue Ribbon distributor. Ask for ; a 2 
Booklet A. No obligation. _ee 
Blue Ribbou STEEL STRAPPING COMPANY 


SUPERSTANDARD GUMMED TAPE 2002: Western Ave, ° +s  Chicage 47, Wt, 








HUDSON PULP & PAPER CORP., DEPT. C-5 
220 EAST 42nd ST., NEW YORK 17, N. Y., 


Blazing the Trail to Better Shipping Through Resea 
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Costs 
Only a Few 


Cents 


Perfect Oil Seals cost very little . . . in fact, their 
cost is insignificant in comparison with the cost of 
bearing replacement and lost productive time of the 
machine. The many other benefits from using Perfect 
Oil Seals are enumerated at the right. Now more than 
ever before, the cost conscious designer and user of 


machinery cannot afford to overlook them, 


There are 14 types and 1800 sizes of Perfect Oil Seals 
from which to choose — a type and size to meet any need. 


CHICAGO RAWHIDE MANUFACTURING CO. 


1318 ELSTON AVENUE «+ CHICAGO 22, ILLINOIS 


Manufactured and distributed in Canada by 
Super Oil Seal Mfg. Co., Lid., Hamilton, Ont. 


NEW YORK © PHILADELPHIA e DETROIT e LOS ANGELES e CLEVELAND 
BOSTON « PITTSBURGH « SAN FRANCISCO e MINNEAPOLIS 
“CINCINNATI @ HOUSTON e« DENVER © SYRACUSE e@ PEORIA 


Our Year of Industrial Service 





benefits 








Re 


Prevents Bearing and Machine failure 
due to lubricant loss and entrance of 


abrasive matter and moisture 


Eliminates hazards caused by lubricant 


leakage 


Reduces Bearing Maintenance 


Increases Bearing Life 





OTHER C/R 
PRODUCTS 


SUVS 
MECHANICAL 
LEATHER 


SIRVENE 


SYNTHETIC 
RUBBER 









With more than 700 vacuum tubes needed by industry, a tube distributor would find 






$1,500 inventory abolished — 
at a cost of $4.46! 








rofits consumed by 100% inventories. But by ordering tubes as needed via Air 


7 


ixpress, he holds stocks to 25%. Example: Orders $1,500 tube at 9 a.M. from sup- 
plier 900 miles away. Delivered to customer 6 P.M. same day. 16 |bs.: cost, $4.46, 


ed 


Remember, $4.46 included speedy pick- 
up and delivery service, too. More pro- 
tection, because you get a receipt for 
every shipment. Air Express is the 
world’s fastest shipping service. 





Your Air Express shipments go by the 
Scheduled Airlines direct to over 1,000 
airport cities; fastest air-rail for 22,000 
off-airline offices. Shipments keep 
moving with ’round-the-clock service. 


FACTS on low Air Express rates 


19 lbs. of machine parts goes 600 miles for $3.54. 
9-lb. carton of new styles goes 1400 miles for $3.99, 
(Every kind of business finds Air Express pays.) 


Only Air Express g ves you all these advantages: Special pick-up and de- 
livery at no extra cost. You get a receipt for every shipment and delivery is 
proved by signature of consignee. One-carrier responsibility. Assured 
protection, too—valuation coverage up to $50 without extra charge. 
ractically no limitation on size or weight. For fast shipping action, 
phone Air —~ Division, Railway Express Agency. And specify 


Air Express delivery’”’ on orders. 


SPEUUV if ES’ 









GETS THERE FIRST 








Rates include special pick-up and delivery 
door to door in principal towns and cities 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE u.s. 
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NEW SURFACE COATING RESINS 
ANNOUNCED BY BAKELITE 


Commercial availability of a new class 
of resins, promising wide usefulness in 
the manufacture of surface coatings, is 
announced by Bakelite Corporation. The 
resins are oi] modified styrene copolymer 
solutions and are designated as Bakelite 
“C-10" Resins. Two types are currently 
available—B]JS-501 and BJS-502. 

BJS-501 is particularly recommended 
for interior architectural finishes, such 
as trim and wall surfaces in homes, of- 
fices, and other buildings. Air-dry enam- 
els of exceptionally high gloss and 
“build” are produced. They may be 
applied easily by brushing and are su- 
perior to conventional enamels in resis- 
tance to fogging in interior exposure. 
The resin is pale in color, promoting 
wide color possibilites, and, in addition, 
has good color retention, good pigment 
suspension and stability even with re- 
active pigments. Mineral spirits can be 
used as the sole solvent. 

Enamel finishes that air-dry as fast as 
lacquers can be made from Bakelite 
“C-10” Resin BJS-502. They are al- 
ready being used for toys and farm 
implements where it is an advantage to 
be able to handle such items eight to 
ten minutes after spray application. 

Baking-type enamels based on BJS-502 
offer great usefulness in meeting short 
baking cycles. For example, enamels will 
bake to a Walker-Steele hardness of 137 
sec. in 30 minutes at 250 deg. F. At 300 
deg. F. such enamels bake to a hardness 
of 141 sec. in 20 minutes. BJS-502 also 
features good stability, suspension of pig- 
ments and color retention 
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HOW KEYWAY DESIGN CAN 
INCREASE LIFE OF SHAFTING 


How design of keyway shafting can 
lengthen the life of motorboat and other 
types of shafting is described in a new 
booklet, “How To Get The Most From 
Your New Monel Shaft”, just issued by 
The International Nickel Company, Inc., 
67 Wall Street, New York 5, New York. 

The booklet deals with the advantages 
1f keyways in which the corners of the 
slot are filleted and are provided with a 
sled-type runner. It quotes the result of 
tests in which this design was tested 
against the conventional type with square 
corners and vertical profiled ends. Tests 
quoted by the booklet show that shafting 
with filleted keyways withstood almost 
twice as many blows before impact frac- 
ture than shafting with the conventional 
keyways. 

The booklet also includes technical in 
formation on milling practice and on the 
best types of cutters to use. While de- 
scribing results with Monel motorboat 
shafting, the booklet also points out the 
advantages of round corner keyways for 
all purposes where it is necessary to an- 
chor wheels, or other similar working 
devices, to a rotating shaft. The booklet 
is available without cost. 


(Please turn to page 198) 
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Precision through Care in Tube-Turn welding fittings 


*F. Po 


ME ol: 





“Mike” checks 'em all! 


HE wall thickness of Tube-Turn 

welding fittings simply has to be 
right. Every single Tube-Turn weld- 
ing fitting is micrometer-checked be- 
fore being put on the market. 

Instruments of exclusive design do 
the trick. They measure wall thick- 
ness at the center of an elbow or 180° 
return as easily, accurately as at any 
other point. Whether it’s ten, a hun- 
dred, or a thousand, the Tube-Turn 
welding fittings you buy are properly 
matched to pipe of corresponding size 
—at the face and throughout the fit- 
ting. Cut a Tube-Turn welding elbow 
to any odd angle required. It still 
lines up. 

This micrometer check for dimen- 
sional accuracy is a small part of the 
thorough scrutiny to which the fin- 
ished Tube-Turn product is subjected. 


More than thirty skilled inspectors 
check for true circularity, accurate 
center-to-face dimensions, uniformity 
of curvatures, soundness of outside 
and inside surfaces, wall thickness of 
butt ends, bevels, lands, and quality 
of machining. 

And that’s just a fraction of the 
total care involved in the manufac- 
ture of Tube-Turn welding fittings. 

Perfection begins with the raw 
material which is checked for conform- 
ity to required chemical composition 
and physical properties. It must pass 
all pre-determined requirements before 
acceptance for production of Tube- 
Turn welding fittings. Special mate- 
rials, of course, undergo special tests. 

When you buy “Tube-Turn” you 
want good connections. That’s what 
you get, every time. 


TUBE TURNS, INC. 


246 East Broadway, Dept. H, Louisville 1, Kentucky 


District Offices at New York, Philadelphia, Pittsburgh, Chicago, Houston, Tulsa, San Francisco, Los Angeles 


Jury, 1949 
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TUBE-TURN 


WELDING FITTINGS 
AND FLANGES 


Five different-size gauges of exclusive design 
are used to check the wall thickness of every 
Tube-Turn welding fitting. 






a Je 
While one inspector checks the diameter of a 


90° elbow, the other checks on perfection of 
inner wall. 





Inspectors check the center-to-face dimension 
of a 20”-90° Tube-Turn welding elbow. 


_ ae 
A part of the final inspection department. 
Here, Tube-Turn welding fittings undergo in- 
tensive instrumental and visual inspection. 
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JUST PRINTED 


Two bulletins showing how 


NEW G-E MOTOR EXCHANGE PLAN 


cuts machine down time 


Get the story of the new time and money saving General 
Electric exchange plan for Tri-Clad integral-hp motors! 
It's an extension of the highly successful G-E fractional- 
hp motor exchange plan and covers most popular types 
of Tri-Clad open dripproof motors—one to five hp. 
Bulletin GEA-5 189 is for motor users; BulletinGEA-5180 


is for machinery manufacturers. Write on your letter- 
head FOR FREE COPY: Apparatus Department, General Electric 
Company, Schenectady 5, N. Y. 


Look for this extra on the motors 
you buy; it means lower main- 
tenance costs, less time lost for 
motor replacement. 











Markings are always easy, 
lasting and legible 





PAPER « WOOD e GLASS « 


CHINA « TIN ¢ LEATHER + RUBBER 


WET LUMBER ¢ DRY LUMBER « 


FABRICS 


CELLOPHANE ¢ STONE « LIVESTOCK 


Staonal Crayons are indelible and water- 


proof or removable, as required. Available 
in a wide variety of colors, including black 
and white, they are created to meet in- 
dustry’s most exacting needs. 


BINNEY & SMITH CO. 


41 East 42nd Street 
y New York 17, N. Y. 
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7 ta 


» 
> 





| 


" 
, 
ot’ Man 
PAs 


There’s a special Staonal Crayon for every kind of 
surface and every marking or checking purpose. 


METAL 
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for FREE catalog of 
industrial crayons 


to Dept. P49 
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REVISED STANDARDS FOR 
CASTERS, INDUSTRIAL WHEELS 


The Wheel Committee of the Caster 
and Floor Truck Manuiac urers’ Assn., 
announced the revision of Molded-On, 
Rubber-Tired, Factory Truck and Cas- 
ter Wheel Standards, at Joint Materials 
Handling Institute Meeting he d at Ashe 
ville, N aS 


some 200 representatives of the 


attended by 
industry. 
\ printed list of the revised standards 
is available from the association, Philiy 
W. Upp, secretary, 7 West Madison St., 
Chicago, Ill. 


which was 


f 7 7 


CARBORUNDUM BOOK TELLS ABOUT 
NEW WHEATFIELD FACILITIES 


To mark completion of its modern fac 


tory for the development and manufac 


ture of coated abrasive products, the 
Carborundum Company, Niagara Falls, 
N. Y., has published a 32-page, two- 


olor book presenting the outstanding fea 

research and 
production facilities at Whea:field, New 
York. Entitled “The Finest in Coated 
Products” the 


tures ol its new service 


book is illustrated with 


dry brush drawings and 


lescribes the 


W heat- 


nes the impor- 


scientific methods employed at 


field, and in addition out 


ance of abrasive products for producing 


better goods at lower cos Pertinent in- 


formation on the demor n and ex- 


perimental grinding laboratories not only 
at Wheatfi d, but also e New York 
ind Chicago sery centers 1s given. 
Copies of the book are ava le on writ 


ten requ st 
7 vy 7 


SOUND AND COLOR FILM ON 
ALUMINUM POWDERS, PASTES 


“The Tale of the Powdered Pig” a new 
sound and color film has just been re- 
leased by the Revnolds Metals Co., 
Louisville, Ky The film describes the 
uses to which aluminum powders and 
pastes are put, ranging mm polychro 
matic finish on automobiles to pyro 
technics and the coloring of a myriad 
business and household ay inces 


Che process of convert bauxite into 
} 


aluminum is described br ind labora 


tory scenes show how new uses for alu 
minum powder are being discovered 
Requests for bookings of the film a 16 
mm. film, running time 30 minutes 
should be sent to the Keynolds Metals 
Co., Motion Picture Department, 821 
South 12th St., Louisville 1, Ky 
3 7 7 


STANDARD FOR PONDEROSA AND 
SUGAR PINE PLYWOOD 


Commercial Standard CS157-49, Pon- 
derosa Pine and Sugar Pine Plywood, 
is announced by the Commodity Stan- 


dards Division of the National Bureau of 
Standards, Washington, D. C. The new 
standard became effective for production 
March 25th. Copies are available from 
the Superintendent of Documents, U. S. 
Government Printing Office, Washington, 
D. C. at 5¢ each. 


(Please turn to page 202) 
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WE TAKE OUR . 
RESPONSIBILITY SERIOUSLY 
* 

THE DOEHLER-JARVIS CORPORATION is the world’s 
largest producer and finisher of die castings. That 


record has been built on four basic principles — 
QUALITY - INTEGRITY » DEPENDABILITY + SERVICE 
Recognizing the responsibility that goes with our 
leadership in the die casting industry, we are dedicated 
to build our future on those same basic principles. 


H. H. DOEHLER 


CHAIRMAN OF THE BOARD 


Juty, 1949 Want Additional Product Information? See Page 19. 
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for stainless sheet and strip 


Automobiles were once designed as horseless carriages—even to the dashboard 
socket for a needless whip. Stainless steel production, too, once struggled thru 
horse and buggy thinking. More power, heavier rolls, more care in surface finish 
—and stainless sheet and strip came forth a step-child of carbon steel methods. 
Today’s modern strip mills have changed this, giving stainless production new 
concepts of quality. 


CRUCIBLE, one of the pioneers in stainless steel, has gone still further. Now, for 
the first time, hot and cold rolled stainless steel is made a specialty product, by specialty 
production methods, in a mill built specifically for this purpose—in widths from 


1." 


44" to 50” inclusive, and in all gauges, grades and finishes. 

This is more than merely another source of supply. For, with this new mill 
at the Midland Works and the Trent Tube Co. joining the organization, CRUCIBLE 
can now supply you with every form of stainless. And, in sheets, plates, strip, bars, 
tubing, forgings, wire and castings, you can rightly expect the best that modern 
facilities and generations of specialty product leadership can provide. 


CRUCIBLE STEEL COMPANY OF AMERICA, 405 Lexington Ave., N. Y. 17, N. Y. 


Branches, Warehouses and Distributors in Principal Cities 













RUCIB first name in special purpose steels 


hot and cold rolled BAVA) TEASE aaa 


STAINLESS + HIGH SPEED * TOOL + ALLOY + MACHINERY + SPECIAL PURPOSE © STEELS 
Jury, 1949 Want Additional Product Information? See Page 19. 201 











- MATERIALS 
° MAN-HOURS 
- MONEY 


with the... 






Select exactly the right semi- 


tubular, split rivet, or cold- 


headed fastener from Milford’s 


find it a 


complete line. You'll 


pays in every way! 


Then use the right rivet 
setting machine for your 
application. One of Mil- 
ford’s 15 basic machines is sure 
to solve your particular prob- 
lem ... and slash your produc- 


tion costs! 






Write to Dept. B 


& 


MILFORD 
RIVET & MACHINE 


. foo ee CUWNCOUY 
MILFORD, CONN. 





ELYRIA, OHIO 
HATBORO, PENN. 
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ANNOUNCE ALL-NYLON 


TRUCK TIRE 
\n all-nylon truck tire was recently 
announced by The Firestone Tire and 


Rubber Company. Two years ago, Fire- 
the first 


tire using nylon, following extensive ex 


stone introduced passenger car 
perience in developing and building air 
plane tires with nylon cord 

The new nylon truck tire will provide 


greater body strength, greater impact 
break resistance, more ton miles and more 
than tires 
It is to be 
1 


iighway and off-the-highway use 


mileage made with rayon cord 


offered as a premium tire for 


y 


HIGH PRODUCTION 
GRINDING MACHINES 
\ new high production grinding ma- 


with a Micro 
has been developed by Cincinnati 


chine new name—the 


Centric 
Grinders Incorporated, Cincinnati 9, Ohio 
This machine, designed primarily to meet 


the requirements of the precision anti 


friction bearing industry, can also bs 
used for numerous parts requiring similar 
standards of accuracy. Employing a new 
principle of work support and rotation, 


the machine will, without centers or a 


chuck, easily hold roundness well undet 
0.000025 The work is located, rotated 
and supported in such a manner that the 
a ' | — oe 
yround diameter can also be held square 
with a pre-finished — tact vell under 


0.000025” accuracy 





rinders art 


mack 
number 1 and number 2, 
} 


incl « er can be built for full automati 
peration or for hand loading. The No. 1 
machine will grind work diameter from 
wi 34" either automatic or hand 
loading, while the No. 2 machine will 
handle pieces from 2” to 4” diameter, 
automatic loading or 2” to 8” diameter 
hen hand loading Pieces above 4" di 
ameter can usually be handled faster and 


more efhciently with hand loading than 


with automatic loading. One operator can 


feed two to four tully automatic machines 
to two | and loaded machines, de 
pending upon the operation 
Fundamentally, Micro-Centric Grinders 
work that 
to the 


operate by a 


are built to handle has a 


large diameter in relation length 
These 


method wherein the 


machines unique 
grinding wheel head 
pivoting on a trunnion under wheel spindle, 
(Please page 204) 
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ONLY A BALL 


has ) ome dimension 
one surface 





but oh—how important 


Important not only in precision 
ball bearings, but also in the lot of 
other applications where Strom 
metal balls have been doing the job 
better. Strom has been in on a 
great many ball-application prob- 
lems, and knows how important 
these two factors are for the best 
results. 

Strom has been making precision 
metal balls for over 25 years for all 
industry and can be a big help to 
you in selecting the right ball for 
any of your requirements. In size 
and spherical accuracy, perfection 
of surface, uniformity, and depend- 
able physical quality, there’s not.a 
better ball made. 
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It pays to specify General Electric 
Flamenol® Type SRT cords for heavy-duty electrical equipment such as 
portable conveyors, air compressors, and pumps, used in garages, pack- 
ing houses, warehouses, and factories. They’re built tough, to take plenty 
of abrasion and the day-in, day-out beating of hard, rough use. 











MEDIUM 
You'll get long service life, decreased 


maintenance, with Flamenol Type SJRT portable cords on such appliances 
as office machines, floor sanders, commercial cleaners, and similar 
equipment. The light weight and flexibility of these cords make han- 
dling easy. 


















Use extra-flexible General Electric 
Flamenol rip cord for portable lamps, fans, and other small devices. 
The flexibility and neat appearance these rip cords give to appliances 
pay off in the long run. Smooth, thermoplastic jacket cleans with a 
quick wipe. 








You can count on tough, good-looking 
Flamenol portable cords to give con- 
tinuous, dependable service under severe 
operating conditions. Use them to fight 
the life-shortening hazards that threaten 
the cords of all portable electrical equip- 
ment— hazards such as oils, acids, alka- 
lies, moisture, and sunlight. 

Why not give your equipment the added 
advantage of hard-wearing General Elec- 
tric Flamenol cords? To get more infor- 





mation on these popular, tough cords, 
write to Section W30-770, Construction 
Materials Department, General Electric 


PORTABLE CORDS Company, Bridgeport 2, Connecticut. 


GENERAL @@ ELECTRIC 


Jury, 1949 Want Additional Product Information? See Page 19. 
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Wet Mop — Narrow Tape 
also supplied with wide tape 










Launderable Dry Mop 


(Triangular) 





Launderable Sweeping Mop 











iA 


Wet Mop — Solid Head 











For 


ECONOMICAL 
MOPPING 


WET OR DRY 
FULLER’S THE BUY 


Fuller Heavy Duty mops are especially 
designed and constructed to meet in- 
dustrial and institutional needs. Only 
top quality cotton yarns are used. That 
is why Fuller mops wear longer... 


are more economical to use. 











Dry Dusting Mop 





S 

















Phone your local Fuller 
Branch Office or write 


INDUSTRIAL DIVISION, 3554 MAIN ST. 








Launderable Dry Mop 
(Oblong) 





HARTFORD 2, CONN. 


IN CANADA: FULLER BRUSH COMPANY, LTD., HAMILTON, ONTARIO 
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(Continued from page 202) 
is rocked forward into grinding position 
through a definite preset cycle. This cycle 
develops in four phases—Load, Rapid Ad- 
vance, Feed and Dwell, Retraction and 
Unload. Each phase can be individually 
controlled; each is flexible and simple to 
adjust. A well-balanced combination of 
electrical and hydraulic controls insures 
rapid response and smooth action. 
A catalog (G-573) on the Micro- 
Centric is available. 


¢ ¥ ¢ 


LAMINATED PLASTICS PAINTED BY 
ELECTROSTATIC SPRAYING PROCESS 


The Panelyte Division of St. Regis 
Paper Company announces development 
of laminated plastics containing conduc- 
tive material which enables paint applica- 
tion to surface areas by the electrostatic 
spraying process. 

The laminates, built as inner doors and 
break strips into most refrigerators, were 
developed jointly by St. Regis and Servel, 
Inc., of Evansville, Indiana, manufactur- 
ers of the gas refrigerator. Servel 
now paints all refrigerator parts—metallic 
and plastic—electrostatically, eliminating 
the expensive conventional high pressure 
spraying system heretofore necessary for 
non-conductive surfaces. 

Materials to be sprayed pass through 
a field charged with high voltage static 
electricity. Magnetism attracts paint par- 
ticles, sprayed under extremely low pres- 
sure of 20 pounds, to flat as well as 
rounded surfaces of the _ refrigerator 
parts, producing equal dispersion of paint 
Upwards of 40 per cent of paint nor- 
mally wasted is saved. 

C. R. Mahaney, St. Regis vice presi- 
dent and Panelyte general manager, said 
the theory of building conductive mate- 
rial into Panelyte, recognized for its in- 
sulative and thermal qualities, had been 
known for some time and that only a 
little more than four months were re- 
quired to perfect it. Large scale produc- 
tion of laminates of this type for Servel 
made the development practical, he said. 


7 ¢ @ 


BELGIAN CONGO KORINA SUPPLIES 
LIGHT-COLORED HARDWOOD 
VENEERS 


With the recent arrival in New York 
of the eighteenth shipment of Korina logs 
from the Belgian Congo, C. P. Setter, 
vice-president, United States Plywood 
Corporation, announced that the imports 
of this new African hardwood now total 
more than $700,000, in value 

“What started as a token shipment in 
October, 1947, of $13,000 worth of Korina 
to relieve post-war shortage of light- 
colored hardwood,” Mr. Setter said, “has 
proved so successful that shipments will 
be continued indefinitely to fill the de- 
mand of the veneers for furniture and 
plywood.” 

The Korina shipment, which arrived 
on the Belgian Line ship Houffalize, 

(Please turn to page 206) 
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7050 white herringbone twill 


WRITE TODAY FOR 
YOUR ANGELICA 


UNIFORM CATALOG 
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MORE PLANTS BUY reg CCicA2UNIFORMS THAN EVER BEFORE 


beca USE OF THEIR 


“BUILT-IN” 


WASHABILITY 





By ‘‘Built-In‘’’ we mean the way Angelica fabrics 
are woven...the high tensile strength fibre...the 
laundry-fast colors...and sewing threads and 
trimmings that keep their like-new look after 
countless wearings and washings. The SANFORIZED 
trademark means that Angelicas keep their fit. 
Angelica’s Mowte cloth, its poplins and rayons, its 
‘“Velva-Glo”’ nylons, and ginghams are proven 
fabrics. Proven not only by the American 
Institute of Laundering’s Seal, but by the tried 


and true proof in-use throughout America! 


The seal of the American Institute of Laundering 
on all Angelica Uniforms 


attests their excellence. 


Aupotheasaan 








Sales Branches: Sales Rooms: 
1490 Olive, St. Louis 3 124 Stanwix, Pittsburgh 22 
107 W. 48th, New York 19 1120 Walnut, Philadelphia 7 


177 N. Michigan, Chicago 1 350 Ellis, San Francisco 2 
1101S Main, Los Angeles 15 130 N. E. 2nd Avenue, Miami 32 


ANGELICA JACKET COMPANY 
1490 OLIVE ST., ST. LOUIS 3, MO. 


O Please send me your FREE uniform catalog. 
© Please have your representative call. 


WARE ......:. WeWO 6555 dé encndics 
COMPANY — er ey ere Re 
ADDRESS ..-.:...-.- cs ec ta cc emcee ee 
oy | SR ree ee ZONE fyi; 





































for safe 
shipping 


FIBREBOARD BOX 


Attractive, low-cost. Fully 
enclosed, panels steel 
stapled to wood cleats. 

Superior reinforcements. 

Supplied flat for easy assembly 

























WIREBOUND CRATE 


Strength-tested, lightweight. 
Built-in support features 
Easy handling, stacks 
well. Supplied flat for 
wrap-around assembly. 






























ALL-BOUND BOX 


Wood veneer panels, steel 
wirebound for strength. 
Completely enclosed. 
Protects contents from 
weather, dirt. 


NAILED WOOD BOX 


Materials and workmanship 
to meet or surpass 

Government Specifications 
for domestic or 

export shipments. 


RELY ON 
sementan 
BOXES AND CRATES 
FOR ALL YOUR SHIPMENTS 


The nearest thing to shippers’ “utopia”: 
the complete box and crate service 

by American. Backed by 48 years of shipping 
box engineering and manufacturing, a 
full line of scientifically constructed boxes 
and crates have been developed for 

all your shipments—domestic and export. 
American is equipped to meet all your nate, plant fo Chosetond, 
specifications; size, shape, appearance, "meet complete, mndems Gpulities.” 
quantity, etc., plus ample protection T oo 

against severest shipping conditions. Engi- 
neered for accuracy—machine-produced 
for economy. A free-trial packing, 

with estimate, is yours for the asking. 
We welcome your inquiry. 


THE *EMCTULCAM BOX CO. 


1901 W. 3rd Street * Phone: MAin 4221 « Cleveland 13, Ohie 
Branch Plant: Marion, S.C. 


TWO GREAT PLANTS (Est. 1901) 


Strategically located for convenient 
access to all box-making necessities, 
main plant in Cleveland, O., and 
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(Continued from page 204) 
was valued at $33,000 and consisted of 
logs weighing from 1% to 3 tons each. 
The logs are cut into veneer, by the 
William L. Marshall Ltd., New York 
City. Some of the veneers are shipped 
to Algoma, Wisc., and Orangeburg, S. C., 
where they are made into plywood. 
Others are sold to furniture, radio and 
piano manufacturers. 

\ new use for the NKorina 
has been 


veneers 
W estinghouse 
Manufacturing Company, makers of de- 
corative Micarta, which is distributed 
exclusively by the plywood company. 
Specially treated Korina veneers are be 
ing used in this high pressure plastic to 
give it the outward appearance of wood 

Mr. Setter pointed out that this new 
\frican hardwood was found to be so 


developed by 


free of defect that the sheets of veneers 
are far more uniform than other com 
parable species. “In addition to increas 
ing use of Korina by furniture manufac 
turers,” Mr. Setter said, “cabinet makers, 
interior decorators, fixture manufacturers 
and architects are specifying this African 
hardwood in larger and larger quantities.” 


* ££ & 


REPORT ON RAMIE NOW 
AVAILABLE FROM O.T.S. 


Experiments in the domestic cultiva 
tion, processing and use of ramie, on 
of the strongest of natural fibers, are 
described in a new report released re 
cently by the Office of Technical Services 
of the U. S. Department of Commerce. 

The report summarizes work done in 
Florida by the University of Florida in 
cooperation with the Department of Agri 
culture under a comprehensive research 
contract with the Office of Technical Ser 
vices. 

It describes ideal ramie cultivation 
Florida 


harvesting 


practices for the Everglades 
including 
degumming and 


which have heretofore been the primary 


area, techniques ; 


decortication methods, 
barrier to domestic ramie utilization; the 
strength and quality of 
fibers; and ramie leaf meal byproducts 
for cattle feeding. 

In issuing the report O. T. S. empha- 
sized that while the results of the new 
experiments were promising, much was 
still to be learned about the economics 
of ramie. 


various ramie 


Ramie has been found highly useful, 
because of its superior strength and re- 
sistance to deterioration, for a variety 
of industrial applications, such as cord- 
age and packing. In addition, it possesses 
unusual properties for use in dress fabrics. 

Ramie utilization in Europe prior to 
World War II was _ fairly 
and depended primarily on hand-processed 
raw fiber (China grass) imported from 
the Orient. American production and use 
of ramie is still on an extremely limited 


extensive, 


scale. Considerably more data and ex- 
perience are required before the practi- 
cability of establishing a substantial ramie 
industry can be demonstrated, according 
to the report. 


(Please turn to page 208) 
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Your Source of Supply 
for Better Taps 


There are many sources of sup- 
ply for standard taps . . . also 
varied degrees of quality in 
manufacture. The only way to 
determine your best source is by 
(1) reputation of the manufac- 
turer in the trade, (2) your on- 
the-job performance of the taps 
you buy on the basis of tapping 
cost per hole. 


However, if you run _ into 
troubles, it is far better practice 
to consult your manufacturer, 
stating the trouble in detail and 
requesting a solution. Hanson- 
Whitney engineers welcome such 
inquiries . . . in fact, we request 
them. We stand firmly back of 
Hanson “Finished Taps” of both 
Standard and Special make. 


And as for “Specials,” you'll 
find no better source of supply 
anywhere. 


Measurement of 
Tapping Costs 


Economy of tapping is meas- 
ured only by the cost per tapped 
hole . . . not by the cost of the 
taps themselves. 


In high speed tapping the 
Hanson-Whitney ‘‘Finished 
Taps” clearly demonstrate their 
superior value both for accuracy 
and economy. The accuracy with 
which they are made results in 
long tap life, minimum breakage, 
and perfect threads. It naturally 
follows that they are the most 
economical to use. 


Explain Your Job 
in Detail... We'll 
Serve You Better 


When ordering, specify grade 
of material to be tapped, depth 
of tapped hole, class of fit and 
whether through hole or bottom- 
ing. With full information we 
can give you correct hook or rake 
on cutting faces, number and 
style of flutes and proper cham- 
fer. Thus you obtain the right tap 
for the specific operation 
lower costs, quality threads. 
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We can’t go along with that statement. It’s like saying, 


“A book is a book” °° 


machinist.” 


. (er, closer to home) “‘A machinist is a 


If you believe that all engineers, machinists, machines, 
. then you might 
say, “A tap is a tap.”” But at Hanson-Whitney we know better. 
So do the thousands of buyers of H-W Taps . . . many of 
whom have been repeating customers since we pioneered the 


steels, coolants, inspectors, etc. are alike. . 


“finished” tap . . . threads ground after hardening. 


H-W Taps are the result of the closest control over 
control that has been 
evolved through many years of leadership in supplying the 
right tap for the specific job. 


materials, men, and machines .. . 


So... let’s not say, “A tap is a tap”. . . let’s say 
an H-W Tap is a tap of the highest quality, measured, of 
course, by the number of holes tapped per grind. 


HANSON-WHITNEY MACHINE CO. HARTFORD 2, CONN. 


Division of Whitney-Hanson Industries, Inc. 


For practical recommendations sub- 
mit your problems to Hanson- 
Whitney engineers. 


Whitne 





PIONEERS OF FINISHED TAPS 


nen 





















GASOLINE 
ENGINES 


Thousands 
of these 
ervice Signs 


Guides To Briggs & Stratton Factory- 
Trained and Supervised Service 


These are important to every manufacturer of powered equip- 
ment—every distributor, dealer, and user of Briggs & Stratton 
t-cycle air-cooled gasoline engines. They are assurance of con- 
tinued maximum performance and efficiency of all equipment 
powered by Briggs & Stratton. 


These signs identify authorized and qualified Briggs & Stratton 
service organizations — each a part of an unequalled network of 
such outlets, available in all parts of the United States and Canada. 


Each service organization has Briggs & Stratton factory-trained 
men, factory-approved tools and uses, factory-approved methods 
and only original factory parts. 


This network of supervised service organizations is the largest 
of its kind in the world. Supervising, training, and constantly 
expanding this network and service is an important part of 
Briggs & Stratton’s continuous effort to make its engines of 


greatest, constant value to their users. 


Briggs & Stratton Corp., Milwaukee 1, Wis., U.S.A. 


FACTORY 
SUPERVISED 
SERVICE 
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(Continued from page 206) 

Cooperative research between the Uni- 
versity of Florida and the Department of 
Agriculture is continuing, O. T. S. said. 

PB 97342, Ramie Production in Flor- 
ida, 197 pages including tables, charts, 
illustrations, sells for $5 per copy. Orders 
should be addressed the Office of Techni- 
cal Services, Department of Commerce, 
Washington 25, D. C., accompanied by 
check or money order payable to the 
Treasurer of the United States. 

On request, the Office of Technical 
Services will also furnish references to 
other reports on ramie in its collection 


+ + o 


PACKING TIME AND CONTAINER 
COSTS REDUCED UP TO 40% 


Savings up to 40 percent in man-hours 
required for packing, up to 40 percent in 
shipping container costs, and up to 20 
percent in shipping weights are being 
enjoyed by the Duro Co. of Dayton, 
Ohio, simply through a change in pack 
ing methods. 





This construction and assembly provides 
a high degree of resiliency and shock- 
absorbence 


The benefits appear on the books of the 
Duro Co. as reduced packing and ship- 
ping room costs as compared to former 
methods. Further savings appear on the 
books of every Duro distributor as the 
result of the drastic reduction in ship- 
ping weights, which naturally followed 
the reduction of shipping container tare 
weights by 25 to 45 percent. 

The impressive economies were ef- 
fected immediately upon conversion in 
the Duro packing room to the use of 
wirebound shipping crates for various 
models of the company’s industrial and 
domestic water softeners, direct salt sys- 
tems, and other products. 

S. W. Delker, the company’s purchas- 
ing agent, and W. C. Rogers, chief en- 
gineer, both of whom had important roles 
in the conversion, listed some of the most 
apparent economies as follows: 

1. Time required for crating cut as 
much as 40 percent. 

2. Initial costs of containers reduced 
25, 33-1/3, and 40 percent for various 
products. 

3. Shipping tare weights reduced 25, 30, 
and 45 percent, 

4. Shipping weights cut 10, 12'4 and 
20 percent. 


(Please turn to page 211) 
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Globe Seamless Stainless Steel Tubes — Gloweld Welded 


Tubes — Pressure Tubes — Carbon and Alloy Steel Tubes 


Track Shoes 
for a 
Heavyweight 


Si: those crawler wheel track shoes on 
the unit behind the tractor? They carry 
heavy loads over rock, sand, clay, and 
gravel — through mud, snow, and water. 
That means every part has got to be super- 
tough—particularly the bushings that hinge 
the shoes together. Imagine the constant 
twist and strain, pound and jolt — the 
harsh grinding wear of tiny abrasive earth 
particles that these bushings must stand. 





The Trackson Company, makers of these 
crawler units, brought this problem to Globe 
Steel Tubes Co. Globe made specific recom- 
mendations for a tough, heat-treated alloy 
steel tubing in a special self-locking lug 
shape to make these bushings. Result: the 
Trackson Company simplified production 
—bettered their product. If you have a de- 
sign or a production problem—investigate 
tubing as a possible answer for minimizing 
machining, lowering cost, reducing weight, 
improving product performance. Write — 
Globe Steel Tubes Co., Milwaukee 11, Wis. 


Photo — Courtesy of the Trackson Company, Milwaukee 


5 OE 
geek 





* 


Stainless Steel Tubes — Globe Mechanical Tubes — Globe- 
iron Seamless High Purity Ingot Iron Tubes —Globe Aircraft 


— Globe Welding Fittings. 
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STEEL TUBES 
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Greater Service to Fork-Truck Users 


Greater Opportunities 
for Men Who Sell Them — 


Clark Dealer Plan Clehieves Both 


ITH sales of its fork- 

life trucks and in- 
dustrial towing tractors 
exceeding all expectations, 
and with its position of 
production and engineering leadership 
firmly rooted in rich, productive soil, 
Clark Equipment Company, in its 30th 
year as a builder of materials-handling 
machines, has found it desirable to estab- 
lish a nation-wide organization of inde- 
pendent franchised dealers as exclusive 
distributors of the products of its Indus- 
trial Truck Division. 


HIs is indeed a far cry from 

evant when the entire output 

of the Industrial Truck Division was sold 
with ease by a handful of men! 


ODAY'S volume 
Ti: twenty times 
that of 1939; and the 
Company’s stature— 
financial and engi- 
neering—is more 
than twenty times as great as in 1939. A 
considerable number of the '39 machines 
are in daily service, and many older 
machines are in regular operation after 20 
and 25 years. The conviction is natural 
that 30 years hence many ‘49 machines 
will still be ‘‘on the job” alongside the 
new output of 1979. There will be no 
“orphans” bearing the name “Clark.” 











© KEEP PACE with increasing 

TH Seatac. and to deliver the 
broad and competent service which 
Industry expects from Clark, the Com- 
pany has chosen this plan of selling 
through independent dealers as a sound 
and logical evolution. Until the middle 
of 1948, approximately one-third of 
Clark's Industrial Truck Division repre- 
sentatives were on an independent dealer 
basis. It is expected that by the end of 


1949 the nation-wide dealer organization 
will be complete. 


EADING up the dealer- 
H ships or actively par- 
ticipating in them are key 
men of Clark’s erstwhile 
factory-branch sales offices 

-factory-trained men, tested and proved 
as capable materials-handling counselors. 
These men share with Clark manage- 
ment the conviction that they can de- 
liver, under the new plan, a broader and 
more valuable service to their customers 
and to all users of mechanized materials- 
handling; that they face broader, deeper 
vistas Of opportunities which ambitious 
men so earnestly desire—opportunities 
for independence, for building greater 
earnings by their own efforts, for achiev- 
ing prestige and leadership in their 


communities. 
NOTHER influence 
la\ which furthered 


the plan is the fact that 
Clark management his- 
torically has been engi- 
neers and manufacturers. By decentral- 
izing marketing activities, Clark can 
intensify its emphasis on development of 
better materials-handling machines and 
methods—to the end that Clark products 
shall achieve even higher excellence at 
lower cost, shall become still more valu- 
able to industrial users and to the 
dealers who serve them. 








HROUGH your Clark dealer, all 
‘hae advantages of Clark engi- 
neering,integrated productionand match- 
less experience are quickly available to 
you. He is fully qualified to make an 
unbiased appraisal of your materials- 
handling operations, and to recommend 
the type of machine that will serve you 
most efficiently at lowest cost. It’s “good 
business’’ to CONSULT CLARK. 


CLARK EQUIPMENT COMPANY 


INDUSTRIAL TRUCK DIVISION 


BATTLE CREEK 23, 


MICHIGAN 


OTHER PLANTS—BUCHANAN « JACKSON « BERRIEN SPRINGS, MICHIGAN 
REPRESENTATIVES IN PRINCIPAL CITIES THROUGHOUT THE WORLD 


_———o 





AUTHORIZED CLARK DEALERS 


ALABAMA: BIRMINGHAM 
*M-H EQUIPMENT COMPANY 
845 LOMB AVENUE 
ARIZONA: PHOENIX 
ROBERT H. BRAUN COMPANY 
743 GRAND AVENUE 


ARKANSAS: LITTLE ROCK 
FRED J. VANDEMARK COMPANY 
209 EAST MARKAM STREET 


CALIFORNIA: FRESNO | 
ROBERT H. BRAUN COMPANY 
505 MASON BUILDING 

LOS ANGELES 23 
*ROBERT H. BRAUN COMPANY 
3008 EAST OLYMPIC BLVD. 
OAKLAND 3 
*GLEN L. CODMAN COMPANY 
10521 PEARMAIN STREET 
SAN DIEGO 
ROBERT H. BRAUN COMPANY 
3872 FIFTH AVENUE 
STOCKTON 
GLEN L. CODMAN COMPANY 
409 BELDING BUILDING 


COLORADO: DENVER 2 
*J. N. MEADE 
420 U. S. NATIONAL BANK 
Service: FORK LIFT TRUCK SERVICE 
2855 WEST 8TH AVENUE 


CONNECTICUT: NEW HAVEN 
*C. E. REUTTER CORPORATION 
66 AMITY ROAD 

FLORIDA: TAMPA 
CLARK EQUIPMENT COMPANY 
1145 ELLAMAE STREET 


HLLINOES: CHICAGO 4 
*MODERN HANDLING EQUIP., INC; 
310 SOUTH MICHIGAN AVENUE 
(Service: Cook County) 
LIFT TRUCK SERVICE COMPANY 
6919 SOUTH HALSTED STREET 


INDIANA: INDIANAPOLIS 5 
*W. A. MARSCHKE & SONS 
1121 E. 46TH STREET 
SOUTH BEND 14 
*MATERIALS HANDLING EQUIP. CO. OF 
SOUTH BEND, IND 
2625 SOUTH MICHIGAN STREET 


TOWA: DAVENPORT 
*BIG RIVER EQUIPMENT CO. 
1344 WEST THIRD STREET 
DES MOINES 
*BIG RIVER EQUIPMENT CO. 
914 GRAND AVENUE, ROOM 255 


KANSAS: KANSAS CITY 


Sales and Service: 
(SEE KANSAS CITY, MISSOURI) 


LOUISIANA: NEW ORLEANS 
T. G. FRAZEE 
910 CARONDELET BLDG. 
MAINE: PORTLAND 
BRODIE INDUSTRIAL TRUCKS, INC. 
(CONTACT MALDEN, MASS. 


MARYLAND: BALTIMORE 
FALLSWAY SPRING & EQUIPMENT CO. 
CORNER FALLSWAY & LEXINGTON 


MASSACHUSETTS: BOSTON (MALDEN 48) 
*BRODIE INDUSTRIAL TRUCKS, INC 
50 COMMERCIAL STREET, MALDEN 48 


MICHIGAN: BATTLE CREEK 
CLARK EQUIPMENT COMPANY 
INDUSTRIAL TRUCK DIV. PLANT 
DETROIT 2 
*CLARK EQUIPMENT COMPANY 
6520 CASS AVENUE , 
Service: INDUSTRIAL TRUCK SERVICE, INC. 
8815 HARPER AVENUE 


MINNESOTA: MINNEAPOLIS 2 
*MATERIAL HANDLING ENGINEERS 
225 SOUTH 5TH STREET, ROOM 201 
Service: SMITH-DUNN COMPANY, INC. 
2301 UNIVERSITY AVENUE, S. E. 


MISSOURI: KANSAS CITY 6 
*CLARK EQUIPMENT COMPANY 
1009 BALTIMORE AVENUE 
Service: 
LIFT TRUCK SERVICE & SUPPLY 
NORTHWEST 15TH AND McGEE STREETS 
ST. LOUIS 8 
*MATERIALS HANDLING EQUIPMENT CORP. 
3820 WASHINGTON BLVD. 
Service: 
FORK LIFT TRUCK SERVICE CO. 
511 CHANNING STREET 
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AUTHORIZED CLARK DEALERS 


NEW JERSEY: JERSEY CITY 
*JERSEY INDUSTRIAL TRUCKS, INC. 
34 EXCHANGE PLACE 
Service: 
BOND INDUSTRIAL MAINTENANCE CO. 
51 CLARKSON STREET AT GREENWICH 
NEW YORK 14. NEW YORK 


NEW YORK: BUFFALO 

*BRODIE INDUSTRIAL TRUCKS INC, 
1450 MICHIGAN AVENUE 

NEW YORK 6 
*BOND INDUSTRIAL EQUIPMENT CO. 
165 BROADWAY, ROOM 2200 (OFFICE) 
Service and Display Room: 
51 CLARKSON STREET AT GREENWICH 


NEW YORK 14—also 
289 BOND STREET, BROOKLYN 31 
SYRACUSE 


BRODIE INDUSTRIAL TRUCKS INC. 
712 STATE TOWER BLDG. 

ALBANY (WATERYLIET) 
*INDUSTRIAL TRUCK SALES, INC. 
BROADWAY AT 25TH, WATERVLIET 


NORTH CAROLINA: GREENSBORO 
Service Outlet only: 


INDUSTRIAL TRUCK SERVICE CORP. 
629 SOUTH SPRING STREET 


OHIO: CINCINNATI 
ROBERT C. YOUNG, P. 0. BOX 96 
CLEVELAND 
CLARK EQUIPMENT COMPANY 
522 ROCKEFELLER BLDG. 
TOLEDO 1 
PERCIVAL L. REYNOLDS, 2558 FULTON STREET 


OKLAHOMA: TULSA 
ARST EQUIPMENT COMPANY 
34 NORTH MADISON 


OREGON: EUGENE 
PRESTON FALLER COMPANY 
891 TAYLOR STREET 
PORTLAND 5 
PRESTON FALLER COMPANY 
1220 S. W. MORRISON STREET 


PENNSYLVANIA: PHILADELPHIA 8 
*CLARK EQUIPMENT COMPANY 
401 NORTH BROAD STREET 
Service: 
PHILADELPHIA ENGINE REBUILDERS, INC. 
330 WEST QUEENS LANE 

PITTSBURGH 

*MATERIAL HANDLING INCORPORATED 
319 THIRD AVENUE 

SOUTH DAKOTA: SIOUX FALLS 
CENTURY EQUIPMENT & SUPPLY CO. 
22 WEST 7TH STREET 

TENNESSEE: MEMPHIS 3 
*FRED J. VANDEMARK COMPANY 
1110 UNION AVENUE 


TEXAS: DALLAS 
*T. G. FRAZEE 
1012 FIRST NATIONAL BANK BLDG, 
Service: 
TRUCK EQUIPMENT COMPANY 
2409 COMMERCE STREET 
HOUSTON 
*T. G. FRAZEE, 810 PETROLEUM BLDG; 


UTAH: SALT LAKE CITY 
A. J. ISAACSEN, JR. 
45 SOUTH 3RD WEST STREET 


VIRGINIA: NORFOLK 
*McLEAN-SHAND, INC. 
955 WEST 21ST STREET 


WASHINGTON: SEATTLE | 

*PRESTON FALLER COMPANY 

1921 MINOR AVENUE 

SPOKANE 9 

PRESTON FALLER COMPANY 

EAST 41 GRAY AVENUE 
WISCONSIN: MILWAUKEE 2 

*CLARK EQUIPMENT COMPANY 

759 NORTH MILWAUKEE AVENUE, ROOM 623 

Service: LIFT TRUCK SERVICE CO 

5710 WEST NATIONAL AVENUE 
DISTRICT OF COLUMBIA: WASHINGTON 

CLARK EQUIPMENT COMPANY 

927 15TH STREET N. W. 
TERRITORY OF HAWAII: HONOLULU 

*PRESSED STEEL CAR COMPANY 

538 REED LANE, P O. BOX 300 
*Sales and Service 


For Names and Addresses of Export Distributors, write 
to: Export Division, Clark Equipment Co., Battle Creek 
Mich., U.S.A 





—————— _—_—_—_ 
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(Continued from page 208) 

5. Packing labor and overhead costs 
reduced 30 percent. 

6. Shipping damages practically elimi- 
nated. 

Duro products that weigh up to 412 

literally “wrapped up” 
engineered and “custom 
crates that require little nailing 
and that consist only of the bases, tops, 
wirebound wrap-around 
comprising the crate sides. 

This pre-fabrication of containers for 
specific products results in speedy crating 
without confusion or undue noise. Con 
tainer weight is slashed so drastically as 


pounds are now 
in scientifically 
tailored” 


and one-piece 
“mats” 


a result of the wirebound shipping con- 
tainer engineering principle that relative 
ly light wood reinforced with steel wires 
gives equal or greater strength, and far 
more protection against shocks and jars, 
than heavier wood not so reinforced. 





Shipping weight is 280 pounds as com- 
pared to 320 pounds with crate former- 
ly used, a saving of 1412 


In packing, 
“wrapped up.” 
spec ially 


a Duro product literally is 
It is placed on the strong, 
designed crate base and covered 
with single face corrugated board to pro- 
tect its white baked enamel finish against 
dirt and the weather. Next, the wire- 
bound “mat” is folded into shape and 
wrapped around the crate base so that its 
bottom end cleats snugly engage the low- 
er edge of the base. The sides are closed 
quickly by engaging and twisting oppos- 
ing wire ends with a special closing tool. 
The crate top then is placed in position 
and secured with a few nails—and the 
crated product is ready for shipment. 
Packing time with the type of crate 
formerly used and with the wirebound 
crates now used compare as follows: 
Monomatic water softener, 
from 30 man-minutes to 18 man-minutes 
with time saving of 40%; direct salt sys- 
tem, reduced from 20 man-minutes to 12 
man-minutes, time saving 40%; and 
monovalve softener, reduced from 24 man- 
minutes to 16 man-minutes, or a time 


reduced 


saving of 33-1/3% 

An added benefit from the conversion 
to wirebound crates, that does not show 
directly on the books of the company, 
said Delker and Rogers, is the elimination 
of noise, confusion, and dust that resulted 
when the Duro Co. used a different and 
heavier type crate. 

Furthermore, they said, distributors 
have been quick to express their apprecia- 
tion of freight charge savings that bene- 
fit them through the drastic reductions in 
shipping weight, as well as for the better 
appearance of the crated products and the 
extraordinary ease and speed with which 
they are unpacked. 

(Please turn to page 212) 
















Here's proof 


Eagle-Picher 


Floor-Dry No. 85 gives you 


How fe youu 


# 





Comparative Coverage 


Costs 
<3 


Approximate dollar cost of coverage 
1.60 -— per cubic foot of material -— 


$1.50 
$1.40} 
51.30 


$1.20 
$110 


BRAND 8 
BRAND D 








31.00 








Comparative Absorption _ 


~~ 


Approximate dollar cost to absorb 100 pounds of oil 





Costs 


$12.00 





$10.00 





$8.00 
$6.00 





$4.00 
$2.00 


BRAND EB 





$1.00 











Comparative scientific tests show that 
Eagle-Picher Industrial Floor-Dry #85 
outperforms the five other leading 
brands of floor drying compounds. 
Eagle-Picher Industrial Floor-Dry #85 
is a granular mineral compound— 
chemically inert, non-combustible and 
insoluble in oil, grease, kerosene or 
water. It can give you positive reduc- 
tion in operating costs plus greater 
safety. Write for complete information. 
Packed in convenient 50-pound, 
multi-wall Kraft paper bags. 


The Eagle-Picher Company 


GENERAL OFFICES: CINCINNATI (1), OHIO 


The Eagle-Picher Company 
Department 000000 

Cincinnati (1), Ohio 

Gentlemen: Please send me complete 
information about Eagle-Picher Indus- 
trial Floor-Dry No. 85. 





Name = 
Address 


City County. State. 
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BLAW-KNOX 






ELECTROFORGED 


SHREW 
GRATING 


and TREADS 





CHECK THESE 
ADVANTAGES 















One-piece electro- 
forg construction 
develops the full 
strength of all sections. 


Maximum Open Area 
for light and ventila- 
tion, 


Easy to Maintain 


-..@asy to paint 
thoroughly. 


BLAW-KNOX DIVISION 


OF BLAW-KNOX COMPANY 
2075 Farmers Bank Bidg., Pittsburgh 22, Pa, 


Self-Cleaning, no 
sharp angles to retain 
debris. 


Safe footing at all 
times due to twisted 
cross bar. 


MP WS NHN ws 


~.-So that you can have a “close-up” of 
Blaw-Knox Grating construction, write for a 
paperweight-size sample on your letterhead. 


bo 





TABLES OF PREFERRED RATINGS 
FOR POWER CIRCUIT BREAKERS 


New tables of preferred ratings for 
power circuit breakers have just been 
approved by the American Standards 
Association. They are the American 
Standard Preferred Schedules for Power 
Circuit Breakers, C37.6-1949, and are a 
revision of similar schedules issued in 
1945. 

This standard, developed by a commit- 
tee of manufacturers, users, and engineers 
especially interested in power switchgear 
under the procedure of the American 
Standards Association, meets all the 
usual needs of circuit breaker users and 
at the same time gives both manufac- 
turers and users the benefits of standardi- 
zation. 

The schedules are presented in four 
tables of ratings covering circuit breakers 
of the following types: indoor oil, indoor 
oilless, outdoor oil and outdoor oilless, 
and low oil content. In this 1949 revision 
the number of individual ratings has been 
reduced materially in each classification, 
resulting in a net over-all reduction of 
43 ratings, from 121 in the 1945 Sched- 
ules to 78 in the 1949 edition. A revision 
of the “rated voltage” kv values to con- 
form to the latest recommendations of the 
Edison Electric Institute-National Elec- 
trical Manufacturers Association Joint 
Committee on Preferred Voltage Ratings 
for A-C Systems and Equipment, and 
the addition of a column of “maximum 
design” voltage ratings for the informa- 
tion of the application engineer has also 
been accomplished, along with a change 
in the thermal “short time” ampere rat- 
ings from 5 seconds to 4 seconds. A “time 
in cycles” column has been added to 
Tables ; 2, and 4. 

The 35 percent reduction in the number 
of ratings was based on the anticipated 
usage of the different ratings according 
to data derived from the EEI-AEIC- 
NEMA Joint Committee on Power Cir- 
cuit Breakers’ study of the expected needs 
over a five-year period of a large number 
of public utility companies, government 
agencies, and large industry users and 
from sales data furnished by the electri- 
cal equipment manufacturers. 

The 1949 revised Schedules of Pre- 
ferred Ratings for Power Circuit Break- 
ers has been printed as a separate docu- 
ment in order to make it available im- 
mediately. It will be included in the next 
compilation of the American Standard 
for Circuit Breakers C37.4 through C37.9- 
1945, the other sections of which: are 
in the process of being revised at the 
present time. 

Copies of the American Standard 
Preferred Schedules for Power Circuit 
Breakers, C37.6-1949, are available from 
the American Standards Association, 70 
E. 45th St. New York, N. Y., at 35 


cents per copy. 





LOOKING FOR SOMETHING? .. . 
PUT A “WANTED” AD IN 
PURCHASING’S CLASSIFIED 
SECTION! SEE PAGE 284 
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WHERE DEPENDABILITY IS VITAL 
.. «YOU'LL FIND EXIDE BATTERIES 





NEXT DOOR NEIGHBOR TO ALL THE WORLD. Like the city dwell- 
ers, farm families with telephones can talk to any of the millions 
of other subscribers in this and other countries. The power that 
carries voices over the wires is supplied by the teamwork of 
electric utilities and storage batteries. Thousands of Exide 
Batteries are used in this vital service. 





WORLD'S HIGHEST DAM HOLDS BACK the world’s largest man- 
made lake. Among the fine equipment at Hoover Dam are many 
Exide Batteries. Here, as in hundreds of other great Central 
Stations, Exide Batteries perform such vital services as the 
operation of the control bus, switchgears and circuit breakers. 


SPEEDING THROUGH THE DAY AND NIGHT. Modern, efficient sig- 
nal systems help to make rail travel swifter and safer than ever 
before. Storage batteries are vital equipment in railway signal- 
ing. Many are Exides, which also provide battery power for 
car lighting, air-conditioning and Diesel locomotive cranking. 





MOST POWERFUL BOMBER IN THE WORLD. On this new jet-pro- 
pelled version of the Northrop Flying Wing, storage batteries 
are vital equipment. Exide Batteries serve on aircraft of every 
type and size—government, commercial, and personal planes. 





We keewes you are, wherever you go, 
Exide Batteries contribute to your 
comfort, safety and convenience... 
not only in telephone, railway, central 
station and aviation service, but in 
many other ways. There are Exides 
for every storage battery need. 


Exide Batteries supply motive power 
for time-and-cost-cutting battery elec- 
tric industrial trucks, and for mine 
locomotives, trammers and shuttle cars. 
They provide standby power for munic- 
ipal fire alarm systems, and for emer- 


gency lighting in hospitals, schools, 
theaters and other buildings of public 
assembly. Exide Batteries crank the 





BATTERIES 


“Exide” Reg. Trade-mark U.S. Pat. Off. 


Diesel engines on giant off-the-highway 
earth movers. On ocean vessels they 
perform many tasks. And on millions 
of cars, trucks and buses they give 
daily proof that ‘“‘When it’s an Exide, 
you start.” 


Information regarding the application 
of storage batteries for any business or 
industrial need isavailable upon request. 


THE ELECTRIC STORAGE BATTERY CO. 
Philadelphia 32 


Exide Batteries of Canada, Limited, Toronto 


1888... DEPENDABLE BATTERIES FOR 61 YEARS...1949 


Jury, 1949 
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An I 


. . . means to the typist new typing 
ease. She touches the keys lightly, and 
electricity does the rest. She saves miles 
of finger and arm travel, because the car- 
riage return and margin set keys are located 
on the keyboard. 











Whether making one or many carbons, she 
merely sets the multiple copy control, types 
with the same light touch, and produces 
work that is uniformly legible. 
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MI Electric Typewriter... 


... means to the executive new speed, 
economy, and office efficiency. His secretary 
can do better work in less time—and with 
far less effort. Built-in impression control 
assures him distinctive-looking correspond- 
ence, many legible carbon copies, and uni- 
form stencils. 

The IBM representative nearest you will 
demonstrate the many new features of the 


IBM Electric Typewriter. 


If it’s IBM... it is electric 


INTERNATIONAL BUSINESS MACHINES CORPORATION 


World Headquarters Building, 590 Madison Ave., New York 22, N.Y. 
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OME form ot 


tionship is the 


buyer-salesman rela 
basis of all business 


u and I are both buyers and salesmen 


2 KEp 


ur daily lives. If you are the boss, you 
have to sell your employees today—as 
ll as fell them. If you are the em 


lovee, vou have to sell the boss—and you 


ive to keep him sold. And we do our 

art I nuying, too Let’s consider fora 
minute just how and why we buy. Let’s 
take a simple thing like the gasoline for 
your car as an example. Why did you 
buy your last gasoline from a certain sta 
tio1 Probably the factors were thes¢ 


d in this order: 1 The product; 2 Con 


venience ; 3. Personnel 

[These three points could be elaborated 
ipon and added to, but, in a broad way, 
[ think they are the over-all reasons 
For tance, you probably have come to 
prefer a particular brand of gasoline, 


your past experience and as a 





resu f the advertising you have been 
‘ I sed tt 

ry nvenience of the station loca 
tion was the second factor of considera- 
tio1 It is probably located near your 


: 1 
ome OFr piace 


of business or directly on 
your daily route to your office. The fact 
inviting in 


station was appear 


to drive in to, and gave evi 
added up to 
the convenience of buying your gasoline 


at that particular place 


dence of quick service all 


The “plus” service 


Che last point, however, personnel op- 
rating the station, may not be the factor 
which first brought you to that station, 


but I’m willing to wager it has been the 
greatest influence in keeping you coming 
back. Just what do the station attend 
ants do or offer that is outstanding: 

It can be boiled down to what I like 
The gasoline and 


oil these men sell you is of major impor- 


71 «6 >. 
to call sales-service. 
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tance to them But to you, it is the plus 
service that really makes you their cus 
tomer. This item of “sales-service” is, 
in my estimation, the most important fa 
tor that enters into good salesman-buyer 


The 


have a sincere desire to 


relationship successful salesman 


must serve his 
customer. 

Nowhere is “sales-service” of more 
importance than in office supply selling. 
All people, and the office supply buyer is 
not an exception, have one characteristic 
in common. We are all selfish to a de- 
gree 
We all inwardly desire to make ourselves 


some, of course, more than others. 


more valuable to our employers. We know 
that is 
paychecks. 

Now 


you? 


what measures the size of our 

what does that have to do with 
Just this—any salesman who whole 
heartedly concentrates his every effort on 
being of service to the buyer he calls on, 
will be, beyond a doubt, ultimately suc 
cessful. His help to the buyer will en- 
able the buyer to do a better job. And 
the salesman’s success in turn benefits 
his employer. 

It is plain human nature for us as 
buyers to prefer to do business with the 
salesman 


who goes out of his way to 


help us solve our company’s supply prob- 


lems. Recently, I called in a salesman 
representing a national manufacturer of 
duplicating equipment. He listened care- 
fully as I explained our problem. Then 
he asked the opportunity to discuss the 
situation with the staff who would use 
the proposed equipment. He studied the 
problem thoroughly, returned to his of- 
fice, and discussed it with others in his 
district office organization. 

The presentation he subsequently made 
combined the thinking of the 
people of his 


best in- 
formed organization and 
It included a practical analysis of 
our problem, a description of the equip- 
ment recommended, and factual data pre- 
pared as a result of his 
present method of 


mine. 


survey of our 
operation. He had 
made speed and efficiency studies and had 
facts to substantiate them. And of great 
importance to me, his presentation in- 
cluded all of the facts needed to enable 
me to tell the story to our management. 
He got the order—and he earned it. 
look at the office 
relationship in 
light of the three points which influenced 
What 


Suppose we take a 


supply buyer-salesman 
station purchase. 
about the product? 


our gasoline 


Well, from an office supply standpoint, 
the product is often a composite thing— 
[ pencils to forms and from 


irom type- 
writers to office furniture. 


Sut as with 
gasoline, we who buy readily take quality 
more or less for granted when we recog- 
nize a well established, 
brand name. 


advertised 
However, with many items 


well 
of office equipment and supplies, the 
product angle becomes more complex, 
with marked influence over 
cedure and methods. 


office pro- 
And there is where 
the salesman, who knows his product, 
knows how to explain it to the buyer 
and emphasize the benefits it makes pos- 
sible, turns out to be the fair-haired boy 
who gets the business. 


(Please turn to page 216) 
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two con 


(Continued from pag: 
Now a 


VENTENCE 


word 
That's 


why we buy our 


about point 
one % the big reasons 


gas and oil t a pat 


ticular station Perhaps you've never 
hought of it, but convenience is a mighty 
vital factor in determining who will get 


the order for office supplies. And I'd like 


to break the convenience factor down 
into tour subdivisions, the first of which 
is the most obvious—accessilility 

his doesn’t mean that the source of 
supply has to be next door to min But 


it does mear 


that I’ve got the phone num 


ber of a certain John Salesman at my fin 


ertips and I[ |} vy that he will be 
Johnny-on-the-spot n after I give him 
a ring. And it dos ! course, that 
Johnny’s house ha ut vant reasot1 
ibly nearby. 

Dependable Service 

| it le ids I s S by int 
wdequat ng back over the 
years l ca see f | ve naturally 
gravitated toward the houses which not 
only carry adequate stocks of the specifi 
product | may need at a certain moment, 
but toward the houses which carry a good 
stock of allied Dp t \iter ill, it 
takes time, extra pur ise orders and 
ofthce expense to buy ea ot such items 
as stationery, files, office furnitut und 
supplies from separate sources. The few- 
er sources we need to deal with the bet 
ter 

But when you la new item to your 
line, do you consider it ng-range possi 
bilities for both yourselves and your 
customers Lerta your sales 
man sells a new ite 1 customer, you 
have an obligation to continue to stock it, 
maintain adequate servic: ind continu 
the sale = materi Ss wn i be needed 
in conjunction with t use of the mn 


product 
\void one-shot deals. When the 


comes must be 


dropped, nd consider 
the future effect on the customer. If it 
is a current item, isn’t it logical that you 


should recognizé your hligation to pre 


pare the customer for its discontinuance 

It’s a pretty safe policy to sell only 
those products which you know render a 
needed service \bove all. don’t over-sell 

The third point under nvenience 1s 
an obvious one prompt service Many 
office supply items are emergency put 
chases, and prompt attention and deliv 
ery are greatly appreciated for delays 
mean time and money t the buyer’s 
company 

The fourth point is tied in closely 
with the salesmat That point is after 
sale service. Of course, some items i1 
volve the help ot service men to set up 


! 
equipment and see that it is functioning 
smoothly. But there is a broader aspect 
to after-sale servi 


} ] 
Wile 


salesmen—and I shall elaborate upon that 
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involves the 


as I discuss our third major buying fac 


tor—personnel. 
lo go back to our gas station again, 
let’s analyze what we like about the at 


tendants, the personnel who serve us 
Wrapped up in the physique and mind 
back of the smile on the man at the pump 
are a lot of things which spell personality. 
We re spect his kne wledge of his products 
and his work, his desire to serve us, and 
like 
same qualities are what we buyers like in 


he ofhce supply 


well, we just plain him. Those 


} 


salesmen, the personnel, 


First, for instance, we 


who serve us 


expect ci mplet product knowledge trom 


salesmen. Without it, a salesman can 


not answer questions, he cannot generate 
enthusiasm Butler once said, “Every 


nan is enthusiastic at times, one man has 


enthusiasm for thirty minutes, another 


man has it for thirty days, but it is the 
in who has it for I 


thirty years who 
ikes a success out of life.” 


Purchasing agents or buyers acquire 


their product or specialized educatior 
through their contacts with salesmen. A 
buyer cannot be expected to know every 
thing thoroughly about all of the items 


he buys. He must lean on salesmen tor 


this informatiot He expects the sales 


te 
who 


provide the 


i ( answers to 
it, when, why and how.” 
f office machine is being consid 
red, we want the answers to questions 
e these What will the machine do: 


nefits will it bring us? What 


tyme personnel is needed to operate it 
What other equipment must be used in 
conjunction with it What are its limi 
tations? What about competitive prod 
cts How long will it last What is 
the period of obsolescence? What does it 

st How about the necessary forms, 
accessories, or cost of service When 
may delivery be exnected 


The Salesmanager’s Responsibility 


No maybe youre saying to your 
selves He ought to have his head ex 
umined if he thinks we would send out a 
salesman without the answers to those 
questions.” But it actually happens. And 
the salesman is not always at fault 


, 
surely 


the responsibility can be dropped 


back into the lap of his sales manager 
You know what I have reference to 

It probably has happened to you many 

times Please don’t send out men who 


ire inadequately equipped with product 


“know-how Take them into your con 
as your sales policy is con 


them all the 


fidence as far 


cerned Give assistance 


and information they can use. Keep them 


posted ! 


Here’s another point I think is par 


ticularly important. Be sure your men 


competitors’ merchandise 


hold the 


listening 


know your 
salesman in high 


to the 


thoroughly. | 


regard who, after prob 


lem at hand, has the courage to say, 


Model Z would do the job, but | 


“our 


think you would be better off using the 
Jones and Company Model Y.” He dis- 
plays knowledge of his competitors’ 
products, plus the willingness to serve his 
customer even at his own personal loss. 
He conscientiously places the desire to 
serve ahead of his own pocketbook. 

The third important quality of a good 
office supply salesman is selling-person- 
ality. I believe all buyers will frankly 
admit that they normally favor salesmen 
whom they like personally. And we can 


break down “personality” into two spe 
cific components. 
Cheerfulness is one of the most essen 
Old stuff? 
overlooked. 


this room who won't agree with me that 


tial. You're right! But it’s 


easily There isn’t a man in 


a friendly smile is of the utmost impor- 
tance \ 


“Tn 


salesman’s face should radiate, 


glad to see you,”—‘I’m glad I can 
talk to you about an idea that I believe 


will help you.” 


The Buyer’s Viewpoint 


\nother personality requirement is 
agreeableness. I like a 


approaches my problems by trying to see 


salesman who 


my viewpoint. He doesn’t try to change 


the problem, but gives me the answer. 


To succeed, he must base his recommen- 
and are 


dations on conditions that exist 


not subject to change. Some 


tacts must 
ve taken for granted. 


Yes, we 


isten to our ailment before he 


would like to have a salesman 
attempts 
to prescribe the cure. After all, selling 


is a dialogue—not a monologue. It is 
a two-man problem 

supply business is perhaps a 
dull, drab side That's 
I’m inclined to agree with Elmer Wheeler 
that “Showmanship” should 


into all selling No 


The ofhee 
bit on the why 
who says 


enter types of one 


enjoys conducting business with a color 


less individual who approaches him with 


1 dead-fish type ol handshake That 
salesman has never heard of showman 
ship. I don’t mean to refer to the need 


for Barnum and Baily tactics. But v1 


sion is necessary to build a sales pre 
Wheeler said, “You don’t buy 
you buy the product of the 
you don’t 
You don’t buy 


You don’t byy 


sentation 
the product, 
buy 


product.” He is right 


bushes, you buy roses 
glasses, you buy vision 
television, you buy entertainment. So 
give us a little action in office supply sell- 


to be 


ing! It doesn’t have a fancy pres- 


entation. The plain un-varnished truth 
vill be swell, dolled upa bit 

But one of the most significant qualities 
a salesman’s personality is his 
That right 
back to the point I mentioned earlier— 


of all in 
brings us 


desire to SCvUE. 


sales-service. This is where the salesman 
either makes or breaks himself! 


One of the salesmen who calls on me 
maintains a personal record of all of his 
sales His little black book 


quick reference to all prior purchases, and 
(Please turn to page 218) 


furnishes a 
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It's New! It's Pointed! It's Extra-Sharp! 


call > 
mi Se - 
< Sy : — - < 
ee “Se _— , st? , 
a gett AR 

ae Coe stan? 


Nz est ORT 


wb: : ty 
Ask your stationer 

for Swingline Staples and Staplers 

in the red, white and blue box 


Swingline’s new S/FEDPO/N/ Staples 
make for easier, faster stapling! 


The new SPEEDPOINT staples give better per- 
formance to your Swingline Stapler. SPEED- 
















“Now we're tn the groove, bees!” POINT extra-sharp staples even penefrate 
That Swingline Stapler loads wood, light sheet metal and 40 sheets of paper. 


icker, ks slicker b f ; 
maggpon eigenen retin SPEEDPOINT clinches 100-and-1 household 
its open, trouble-free channel. 
Handsome new model in Chrome and office stapling problems. No buckling, no 
and Grey. Made of hardened 


steel to last a lifetime. 


jamming, because SPEEDPOINT staples are 
made with 100% round wire for strength, and 
pointed for penetration. For your Swingline 
Stapler, or any standard stapler, ask your 
H stationer for the new Swingline SPEEDPOINT 


100% round wire staples. 


M S: 
<i 


SPEED PRODUCTS COMPANY, INC., LONG ISLAND CITY 1, N.Y. 








STAPLERS STAPLES 


Jury, 1949 Want Additional Product Information? See Page 19. 








Is there 
a THIEF 
in YOUR 
OFFICE? 


NOT A HUMAN THIEF, 


but simply mistakes that cost you 
money needlessly...minor mistakes 
in paperwork, that waste time, sta- 
tionery and valuable business forms. 

You can cut down this waste with 
Paper-Mated Erasers! This wonder- 
ful new development from the 
Eberhard Faber laboratories lets 
typists salvage work they used to 
throw away! 

Paper-Mated Erasers make cor- 
rections cleaner, neater, less visible. 
They save you money on any kind 
of business paper...with every kind 
of business machine, typewriter, pen 
or pencil. That’s because they’re 
scientifically matched to paper and 
work! Ask Your Stationer about 
Eberhard Faber Paper-Mated 
Erasers—today. 





TRADE MARKS REG. U.S. PAT. OFF. 


EBERHARD 


FABER 
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(Continued from page 216) 
it is of great help in establishing quanti 
ties based on past experience. It’s just 
another step in scles-service 

\ salesman may occasionally say, “How 
do | know how to go about being of 
service to this customer? After all, I 
don’t know everything about his busi 
ness.” Well, the only way he can find 
out is to ask. Ask him to listen to what 
the buyer says, and how he says it. Any 
buyer will be glad to answer his ques 
tions—and he'll respect your salesman’s 
eagerness to learn. 

Since I’ve outlined to you my ideal of 
an office supply salesman, permit me to 
summarize a few types I’ve occasionally 
encountered who are not particularly 
welcome in my office. 

One is the lad, who, after a couple of 
calls, slips in the back door and barges 
into my office unannounced when I’m 
usually in the midst of some important 


and often confidential work 


yt 


through dishing out liquid entertainment 


\nother is the chap who just g 


to some other customer and has imbibed 
too freely himself. I prefer salesmen who 
do their tippling after business hours 

\nd there is the loquacious chap who 
doesn’t know when he has finished his 
sales story—he rambles on and on about 
this and that . . . gets into manufacturing 
details and company problems that are 
only boresome and time-consuming to me 

Finally, and this almost seems like 
kindergarten stuff—is the untidy fellow 
with a three-day shirt on and too much 
terra firma under his nails instead of his 
feet. Soap, pants pressing, and barbet 
bills should be a prime expense to any 
salesman. Naturally, I intentionally see 
very little of these kind of men 

Instead, | spend plenty ol profitable 
time with office supply salesmen with the 
good qualities I have discussed—with the 
boys who are imbued with the spirit of 
sales-service. And in the competitive 
iayS ahead, these are the salesmen who 
are going to keep black ink in your pens 


instead or red ! 
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TILTING SAT DRAFTMAN’S 
CHAIR WITH CASTERS 


\ draitsman’s chair that is completely 


] } 


adjustable without tools has been devel 
oped by The Cramer Posture Chair Co 
1205 Charlotte St., Kansas City, Mo 
The height of the seat is easily adjusted 


from 23%” to 32%", and the depth of 


’ 


the seat may be adjusted through the 
use of a simple handwheel to accommo- 
date individuals of any proportions. A 
similar adjustment is provided for the 
height of the back. 

Because of the wide range of seat- 
height adjustment, it was found neces 
sary to make the footrest independently 
adjustable in height. The seat is pro- 
vided with a forward-tilting mechanism 


(Please turn to page 220) 


15 legible copies at a time, 


when I use 
BRITTAINS COPYKING 


That paper sure saves a 
lot of typing, Mr. P. A.! 












Brittains CopyKing combines thin 


air mail paper lightness, strong soft- 
ness and high opacity. It is the ideal 
time-saver for all typing that re- 
quires up to 15 or 18 clear copies. 
Use Brittains CopyKing for air mail, 
accounting tissues, reports, price 
lists, and dozens of other ways. Stand 
ard sizes: 814"x11” and 814"x13” 
other sizes obtainable. Color: white 
Write for samples and ream prices 


B. F. DRAKENFELD & CO., INC. 
45-47 Park Place * New York 7, N. Y. 


Brittains CopyKing 


THE KING OF MULTIPLE COPY PAPERS 





TOMORROW’S 
(Slice Equipment— 

Lhe) ?7.\ 4 
a Morris 


i Mihidiie Products 
MORRISET 


From coast to coast and 





border to border, in 
me, +4 great governmental 
agencies, in corporations 
PHONE “S = 
REST large and small, in end- 
less types of business 


procedure, Morris prod- 
FOUNTAIN More effi- 
pans Sat ucts are used. More ff 
cient, longer lasting, 


DE Luxe strcam-lined Morris 
MEMO 


PM naenan products are truly To- 


morrow’s office equip- 





ment—available for use 


Today. 


= SPONGE 
S cup Sold in better stationery 


and dept. stores every- 
where or write direct! 
DOUBLE 


(Qt Sa FOUNTAIN 
PEN SET 


A <a 


nc Bert UM, Morigia\n 


1 WEST THIRD ST. © LOS ANGELES 37, CALIF 
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bring vour 


lavouts to life: 


print on... HUDSON GLOSS 


The good news is getting around—Hudson Gloss is today’s best 
buy for long-run letterpress printing! Use this process-coated 
book paper with flat-bed or rotary presses. Specify it for single 


or multiple color jobs. Get it for broadsides, folders, catalogs, any 





and all advertising pieces. Just be sure it’s Hudson Gloss—newest product of 


International Paper Company, 220 East 42nd Street, New York 17, ea 








sa, INTERNATIONAL PAPERS 


‘THES COMPANT MAINTAINS 
‘THE PAYROLL SAVINOS PLAN 
POR RPGULAR 
PURCHASE OF 


0S SAVINGS BONDS 


for Printing and Converting 


G Jury, 1949 Want Additional Product Information? See Page 19. 
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BETTER RECORDS: ) 


Rising is Right® 


Here’s Why- 


Rising No. 1 Index won't dog-ear or 
split under the punishment of time ' ip 
and constant usage. It takes an ex- 
cellent impression. It’s easy to han- 
dle. Your printer will advise that 


the index to buy is undoubtedly— 


Rising No. 1 Index 


V 100% rag 


V White and four colors 





V 5 weights 
V 2 sizes 


> 







€é at 
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WHEN YOU WANT TO KNOW...GO TO AN EXPERT! 


frond 


fe) Rising Papers 


ASK YOUR PRINTER...HE KNOWS PAPER! 


Rising Poper Company. Housatonic, Mass 





Yes, it’s the “do re mi” in the old 
payroll envelope that pays off in 
production — and it’s a valuable 
means of employee communication. 


From payroll envelopes to job tickets, 
Shepco products can save you money 
im your paper work. Call the home 
of Mint-E-Seal, the envelopes with 
the Flavor-Seal Flap . . . 








ENVELOPE Co. 
Phone: No. 1 Envelope Terrace 
Pe 4, Mass. 


~ 
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DON’T FILE IT 








PENDAFLEX* 








hanging folders 


NOT SUPPORTED 





For faster, easier, more efficient filing at 
a lower cost—try Pendaflex. 

No new cabinets needed — simple frame 
hts in fle drawers! Filing changes from 
laborious searching to instant reference! 


Drop us a card and we'll send catalog and 


name of nearest dealer. 
*Reg. U.S. Pat. Of. 


Oxford FILING suPPLY CO., Inc. 


Garden City, N. Y. 





(Continued from page 218) 
which may be adjusted for the degree 
of tilt and for the weight of the user. 
As a draftsman leans forward to work 
on the upper part of his board, this de- 
vice permits the seat and back to fol- 





Seat may be adjusted from 2312” to 
3214” 


low his motions. Also. because of the 


e 1 | 1 - 7 
span of the chair legs, it is possible to 


use casters without danger of overturn 


ing the chair, with the result that a 
draftsman is able to roll the chair free 
ly 

v 7 7 


NEW LINE OF STENCIL SHEETS 


\ complete new line of stencil sheets 


designed to fill all modern day office 
duplicating requirements is announced by 
\. B. Dick Company, Chicago, Ill. Sizes 
range from 4 by 8% inches to 12% by 
22 inches. 

Of the ten types of ste! il sheets, (all 
available in a number of sizes), three are 
yellow and two are the 
Both the blue 


blue, five are 4 
new eye-ease green color 
and yellow in legal and letter sizes may 
be obtained with satin finish, low glar« 
film cover. <A white, 
cushion is provided for use with the 


special coated 
blue stencils, and a black, tissue cushion 
is provided for the yellow and the green 
sheets. Both types of cushion provide a 
high degree of visibility for typing and 
proof reading. 

The blue stencil sheets may be used 
for reproduction of typing, handwriting, 
illustrations, lettering, free-hand drawing 
and office forms. The yellow stencil 
sheets are designed primarily for typing 
and handwriting and both the stubless 
yellow and stubless green sheets are es 
pecially recommended for production of 
systems and procedures copies. The new 
green stencil sheet may be used for lim- 
ited illustration and forms work, as well 
as for typed copies. 

Four special stencil sheets for produc 
tion of 4-page folders, 2-column and 3 
column mimeographed bulletins and news 
papers, handwriting and addressing labels, 
are also announced. 

All of the stencil sheets may be filed 
and re-run, and the stubless stencil sheets 
may be filed in standard size file cabinets 
without folding. 
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RECEPTION CIRCLADESK 

HAS MANY FEATURES 
Curved reception desk, known as the 
secretarial Circladesk, which is available 
with or without a built-in typewriter well, 
is being marketed by the Abercrombie 
Shafer Inc., Lake Forest, Illinois. The 
dimensions of the desk are 66” wide by 
48” deep by 29” high. It is a desk with 
a wide sweeping surface and a 13 ft. wrap- 
around skirt to match its top, both made 
of oak, walnut, and mahogany materials, 
with natural finishes of oak, walnut, and 


grain tormica 


TYPEWRITER 





The desk is designed tor maximum 
productivity and top efficiency, and has 23 
or 25 tailor-measured compartments, each 


having size and dimensions for specific 


use. These include drawers for personal 
effect. The top of the desk provides 20% 
more working area on its top, and affords 





300% more room in finger-tip compart- 
ments designed to hold office essentials 
of every size. Yet, the desk takes 1/5 
less floor space than ordinary desks, and 
five such desks need only the floor area 
required for four ordinary desks. 

A similar desk styled the Executive is 
also made by the same company. Printed 
matter describes the desks 
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BRITISH ADDING MACHINE COM- 
PANY ESTABLISHES NEW YORK 
SUBSIDIARY 


The Bell Punch Co., London, Eng., 
makers of Plus adding and calculating 
machines has established the Plus Com- 
puting Machines, Inc., with headquarters 
at 37 Murray St., New York, N. Y. 
The line includes the Plus part-keyboard 
machines with from one to five keys only 
in each row, and the Plus full-keyboard 
models for more intricate computations. 

(Please turn to page 222) 





P.A.’s 


Save Four Ways 


WITH WEBSTER’S 
DUPLICATING 
SUPPLIES 


1. GUARANTEED LONG WEAR 





You get longer life in every Webster Tabulating 
Ribbon. Made with highest grade, woven edge 
cloth, properly inked for each type of machine. 


2. SPECIAL FEATURES 


For example, Webster's Micrometric Carbon 
Paper with its exclusive numbered edge elim- 
inates retyping for spacing errors. Steps up 


office efficiency and cuts costs. 


3. SHARP IMPRESSIONS 
Your orders and receipts stay crystal clear when 
made with Webster's Pencil Carbon. Easy-to- 
read copies save time in reference work and 
reduce filing errors. 


4. WIDE VARIETY 


You can always buy just the right Webster 
MultiKopy Typewriting Ribbon for your par- 
ticular machine and job. Made in extra lengths 
with special ink formulas, they have to be 


changed only half as often as standard ribbons. 





To get full value for every dollar you spend on duplicating sup- 
plies, order Webster’s. They last longer — so cost less. Simply 
consult your nearest dealer or write to F. S. Webster Company, 
7 Amherst Street, Cambridge, Massachusetts. 


F.S. WEBSTER COMPANY 


Webster’s warehouses in key cities from coast to coast: 
New York, Philadelphia, Pittsburgh, Detroit, Chicago, San Francisco, Cambridge 


Jury, 1949 Want Additional Product Information? See Page 19. 221 
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na al ING CC 


Use 
P eee © K 


Fidelity Onion Skin 
O3 TF tele) oh a Ohables atts) ata 
Superior Manifold 


Esleeck Manufacturing Co. 
Turners Falls, Mass 





(Continued from page 221) 

The latter weigh as little as 14 pounds 
in nine-column models. Special models 
are available in both types and include 
machines especially equipped to add for- 
eign currency, hours and minutes, weights, 
etc. John C. Schou is president of Plus 
Computing Machines, Inc. 
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INDEX BOX 3 x 5 





she WS 


The accompanying illustration 
3 x 5 index box, product of the Cole 


* 


Steel Equipment Co. 285 Madison 
Avenue, New York, N. Y. The box is 
featured by rounded corners and con 
cealed hinge. It is constructed from 
heavy gauge furniture steel, and has a 
smooth green baked enamel finish. The 
box will hold 300 3 x 5 cards. 






























CHART INDICATES PENCILS 
FOR BUSINESS COLOR SYSTEMS 


Practical color-pencil chart of the slide- 
tab type available from the Eberhard 
Faber Pencil Co., 37 Greenpoint Ave., 
3rooklyn, N. Y., makes easy the selection 
of color systems for various types of bus- 
ranging from manufacturing to 
public utilities, transportation, institutions 
and other lines. It is termed a “guide of 
286 practical and profitable ideas for 
saving time” and is styled “Color Sys- 
tems in Business”. By adjusting the tab 
to various types of business, as indicated 
by arrow on the tab, recommended color 
system for a particular type of business 
is indicated. For manufacturing, for in- 
stance, the colors of pencils are indicated 
for various activities, and kinds such as 
“Medium” for stock inventory coding, 
“hard” for blue print marking, and “very 
hard” for posting inventories, recording 
Copy of the 
guide is available for the asking. 


ness, 


price changes, and so on. 
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FACTORY ASSEMBLED MAGNETIC 
TAPE SOUND RECORDERS 
“Tapetone” 
corders are now 


magnetic tape sound re- 
available completely 
asembled and ready to operate, mounted 
in a convenient leatherette carrying case, 
according to Tapetone Manufacturing 
Corp., 202 Tillary St., Brooklyn 1, N. Y. 
The unit is said to record with high 








No. 900 SUEDE Circular — the 
typists’ favorite soft gray eraser 
No. 9000 SUEDE WHISK — the Suede 


eraser with new style brush 


No. 120 SUEDE 


for ink and “stubborn” pencil marks 


all purpose eraser 


bias beveled for details; broad flat 


surfaces for cleaning 


They Correct Mistakes 
in Any Language 


WORLD'S QUALITY STANDARD 





WELDON ROBERTS RUBBER COMPANY 
Newark 7, New Jersey 

















Want Additional Product Information? See Page 19. 
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The more you use it— 


the better you'll like it 


IT’S $O EASY TO KEEP HANDY 


Referring to the CONOVER- 
Mast PuRCHASING DIRECTORY 
is the easiest and quickest way 
for sources of equipment, prod- 
ucts, and supplies used by indus- 
try. In building this directory 
specifically for purchasing, pro- 
duction, and engineering execu- 
tives, all non-industrial listings 
and advertisements are rigidly 
excluded. That’s why it’s so 
complete and compact—yet so 
easy to handle. 

Your CONOVER-MAsT PurR- 
CHASING DIRECTORY saves time 
and trouble. The more you use 
it, the better you'll like it. 


If your office does not have a copy of 
the CONOVER-MAST PURCHASING DIREC- 
TORY fill out andreturnthe coupon below. 


Conover Mast 


PURCHASING 


> Formerly Plant Purchasing Directory 


ee es ee ee ee 





J 


Conover-Mast Purchasing Directory 
737 N. Michigan Ave. 
Chicago 11, lil. 


Gentlemen: Provided our Company receives 
a copy of the Conover-Mast Purchasing Di- 
rectory, we will definitely use it in our indus- 
trial buying. That, we understand, is our only 
obligation. 


Name Title 





Company__ 


Street. 


City Zone State 


cpo------" 
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fidelity equal to that of the finest radio 
console. The medium for sound reproduc- 
tion is Scotch recording tape, three times 
as strong as wire. It is easy to edit and 
title because only the edge of the tape 
is employed. 

As a recording is made, any previous 
signal on the tape is automatically erased, 
and the new signals impressed on it 
will keep indefinitely without deteriora- 
tion. “Cross-talk” is entirely eliminated. 





Besides its primary function as a sound 
recorder, Tapetone may be used as a 
public-address system, a record player, 
an amplifier for a high-fidelity 
radio tuner. It is recommended for use 
by professionals and businessmen, in in- 
dustrial plants and institutions, or any- 
where high calibre recording and play- 
back of voice and music are desired. 


and as 


7 7. a 


HAND DUPLICATING UNIT 





illustration shows 
the Visiriter, a small hand machine that 
on a facsimile duplicating prin- 
ciple, being introduced by Visirecord, Inc., 
32-36 47th Ave., Long Island City, N. Y. 
The unit is said to be suitable for office 
or factory records, including the address- 
ing of 


The accompanying 


operates 


labels, postcards, shipping tags, 
freight bills, invoices, ledger sheets and 
work orders, price change notices, deliv- 
ery schedules, and so on, and according 
to the Visirecord Company it can be 
used for imprinting on closely-woven tex- 
tiles. 

Operation is simple. After the felt pad 
is soaked with a special fluid, it is run 
over the surface to be imprinted and 
master print is then placed on the damp 
section. The roller is then run lightly 
over the master, making the facsimile 
print. One master will make more than 
100 imprints. 

The unit can be used in conjunction 
with Visirecord cards in which the mas- 
ter becomes a part of the actual record 
in the form of a facsimile master at top 
center—see illustration. The combination 
makes available a simplified form of ad- 
dressing communications. 


Want Additional Product Information? See Page 19. 

















“Here we go again! These blankety-blank paper 
orders. Time to get more purchase orders, job 
orders, sales report sheets, factory forms, office 
forms . . . it goes on and on! I'm losing my mind!” 


ak 


en Aa 4s \ 
PuRcunsING TIT 


Right then, my secretary started dictating to me. 
‘SEA FOAM BOND PAPER, my dear boss, sim- 
. with just ONE order and 
inexpensive, too. This thin, tough, lightweight paper 
*s made-to-order for streamlining efficiency. 


plifies everything . . 


“Makes 14 carbons with pen, pencil or typewriter. 
Takes only half the file space. Ends multiple form 
troubles forever AND reduces mailing costs, too!” 


“And Brother, She’s RIGHT!” 


No Paper’s Quite Like 





For Economy and Efficiency 
@ Multiple Factory and Office Forms 


@ Refreshes Direct Mail... 
@ In SEVEN Gay Colors 






BROWNVILLE PAPER COMPANY 
10 Bridge St., Brownville, N. Y. 


I'd Like to Show HIM! 


Please rush your FREE SEA FOAM Test 
Kit and color samples for multiple forms. 


Nome____ cichatatiginitianimmiat 
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| 
| 
| 
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Address ainaiitianeied 
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THIRD ANNUAL SIXTH DISTRICT 
CONFERENCE TO BE HELD IN 
PITTSBURGH, OCTOBER 28-29 


Sixth District 
held in Pittsburgh on 
October 28 and 29 with a record attend- 
ance anticipated, it has 


[he third annual Con- 


ference will be 


been announced 
by Henry R. Michel, general chairman of 
the event. 

Top men in industry and science will 
share the platform with purchasing lead- 
ers in the outstanding program now be- 
ing arranged by the program committee 
under the chairmanship of Russell C. 
Wenz. 

The committee handling the overall de 
tails of the affair, composed of members 
of the Pittsburgh 
lows: 

General chairman, Henry R. Michel, 
Westinghouse Electric Corporation; vice- 
chairman, A. Norval Johnston, Jones & 
Laughlin Steel Corporation; registration 
and hotel reservations, Clarence H 


Association, is as fol- 


Rind- 


Denver 


fuss, Pittsburgh Screw & Bolt Corp.; 
budget and finance, Rudolph W. Macken- 
sen, Pittsburgh Coal Company; program, 
Russell C. Wenz, Philadelphia Company ; 
hotel affairs, John P. Duncan, National 
Valve & Mfg. Company; printing, Walter 
Brubach, Gulf Oil Corporation; publicity, 
Irving E. Walton, Heppenstall Company ; 
reception and service, Herman J. Zeck, 
Allis Chalmers Mfg. Company ; treasurer, 
Frank King. 

Further announcements will be made 
later on program, registration, and hotel 
facilities. 
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TRI-STATE ASSOCIATION MEETS 


A regular meeting of the Tri-State 
Purchasing Agents Association was held 
in the Pritchard Hotel, Huntington, W. 
Va., on May 17. The principal speaker 
was E. S. Maclin, director of the 
Marshall College 


even- 
ing program of 








M.P.A.C. NAMES READ AS 
PRESIDENT FOR 1949-50 


Lester N. Read, Purolator Products 
Co., was elected president of the Metro- 
politan Purchasers Assistants Club for 
1949-50 at the final meeting of the sea 


son, held at the Midston House, New 
York City, on June 14. 

Other officers chosen include: John 
J. Sharkey, Culbert Pipe & Fittings 


Co., vice-president ; Larry Skillman, Cuba 
Railroad Co. ,secretary; and Robert O. 


Condit, American Oil & Supply Co., 
treasurer. 
William Murray, Director of Pur- 


chases, Bigelow-Sanford Carpet Co., was 
the principal speaker at the meeting. His 
talk was entitled “Which Side is the 
Butter On?” A sequel to the film called 
“Unfinished Rainbows”, which was pre 
sented at a previous meeting through the 
courtesy of the Aluminum Company ot! 
was also shown. 

(Please turn to page 226) 


America, 


Association Makes Special Flight 





Purchasing 
Denver were the 


members of the 


Eighty 
Agents 
guests of Continental Air Lines and the 
Colorado Fuel and Iron Corporation in 


Association of 


special flight from Denver to Pueblo, 


recently. 
A new 40-passenger Convair-Liner of 


224 


Continental and two 21-passenger Doug- 
las transports were used for the air tour, 
which left Denver at 8 a.m. and returned 
at 5 p.m., following extensive tours of 
the C. F. & I. plant in Pueblo and lun- 
cheon as guests of that company at the 
country club. 


Richard Schorling, Purchasing Agent 
of Continental Air Lines at Denver was 
host to the group on the flights. Similar 
air tours to major corporations in cities 
outside of Denver are planned as annual 


events of the Denver association. 
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Chosen to Lead Columbus Association 





1 


Shown above are the new officers of 


the Columbus Association of Purchasing 
Agents for 1949-50, elected at a recent 
meeting. Standing, left to right: Leonard 
Gabriel, Julian and Kokenge Shoe Co., 


local director (reelected); Ray Brown, 


General Electric Supply Co., treasurer; 
Edgar P. Gilmore, Ohio State University, 


Harold Winger, 


secretary (reelected 


Cooper Bessemer Corp., local director. 
Seated, left to right: Hugh Graves, 
M. & R. Dietetic Laboratories, national 
director; C. A. Lane, Jeffrey Mfg. Co., 
president ; and W. Russell Henry, Colum- 
bus and Southern Ohio Electric Company, 
vice-president. 

The annual Ladies Night Spring Party 
of the association was held at the Colum- 
bus Country Club on May 24. 





NEW ENGLAND ASSN. OUTING 


Che annual summer outing of the New 
England Purchasing Agents Association 
was held on Wednesday, June 8, at the 
United Shoe Machinery Athletic Asso 


ciation Country Club, North Beverly, 
Mass. Following a day of golfing, soft 
ball, bowling, and other indoor and out- 
door games, a dinner was served at the 
clubhouse, at which time prizes wer 
awarded for the day’s events. 





DIZZY DEAN GUEST AT 
ST. LOUIS MEETING 


A regular monthly meeting of the Pur- 
chasing Agents Association of St. Louis 
was held at the Mark Twain Hotel, Tues- 
day evening, June 14, with Jerome Her- 
man “Dizzy” Dean, noted former pitcher 
for the St. Louis Cardinals as guest 
speaker. In keeping with tradition, the 
meeting, as the last of the current admin- 
istrative year was given over to enter- 
tainment. 

In addition to the amusing talk by 
Dean, the group heard Robert L. Burns, 
sports writer and columnist of the St. 
Louis Globe-Democrat, and Frank Es- 
chen, announcer and sports commentator 
for radio station KSD, St. Louis Post- 
Dispatch. 

The Wottawee Singing Four, affiliates 
of the Barbershop Quartet Singing in 
America, Inc., offered a program of mu- 
sical selections. 

New Officers Elected 

New officers of the association, chosen 
at the meeting are: 

D. M. Baker, Day-Brite Lighting, Inc., 
president ; F. J. Connell, Moloney Electric 
Co., first vice-president; Preston M. 
Green, Combustion Engineering-Super- 
heater, Inc., second vice-president; Rob- 
ert F. Toma, National Lead Co., Titan- 
ium Division, treasurer; Warren J. Mat- 
thews, Falstaff Brewing Co., secretary. 
Members of the executive committee: 
Howard W. Brimmer, Sieloff Packing 
Co.; John L. Pratt, Anheuser-Busch, 
Inc.; and Joseph W. Wise, The Grove 
Laboratories, Inc National Director: 
\. W. Soell, Gaylord Container Cor; 


™ 


(Please turn to page 228) 


Rochester Association Installs New Officers 





New officers of the Purchasing Agents 
Association of Rochester are shown above 


with Harry L. Erlicher, Vice President- 
Purchases, General Electric Company, 
who was the principal speaker at the 
installation meeting. They are, standing, 


IPG 


left to right: John T. Harbison, editor 
of the Genesee Valley Buyer; John C-. 
Hoover, director; Robert Fisher, direc- 
tor; Mr. Erlicher; James A. Cooney, 
national director ; William T. Kelly, direc- 
tor. Seated, left to right: Joseph L. 


Ernst, second vice-president; Walter A] 
mond, third vice-president; Percy A. 
Coomber, first vice-president ; Clarence S. 
3uss, president; Joseph A. Ehrstein, di- 
rector; Wilson B. Wight, secretary and 
treasurer; Merritt Barker, director. 


PURCHASING 
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Tuert's three quarters of a billion dollars 

in the sales of the toy, game, novelty and 
hobby market and it reaches all 142 million 

U. S. customers, so if you’re in it you know the 
value of set-up boxes because four out of five 


products in this industry are packaged in set-ups. 
If your headache or your hobby is greater sales — investigate = 


the sales potential of your product in a new set-up box that is custom built 


to take good care of your product. See your nearest set-up box 


manufacturer today for his ideas on your product packaging. 





ae 
a6) NATIONAL PAPER, BOX MANUFACTURERS 


AND COOPERATING SUPPLIERS 
Liberty Trust Building @ Philadelphia, Penn. 
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Florida Group Plans for Regional Conference 





Shown above are several of the committee chairmen who met recently with Frank Winchell, 
manager of the Jacksonville Tourist and Convention Bureau, to discuss the progress of plans 
and arrangements for the Sixth Annual Conference, Purchasing Agents of the Southeast. 
The group includes: seated (I to r) Harold Mann, president of the Florida association; O. L. 


Williamson, general chairman of the conference; Mr. Winchell. 


Standing: J. M. McDonald; 


Chas. V. Doolittle; Jas. M. Schramm; R. N. Garden. 





ALABAMA ASSN. HEARS TALK 
ON BRITAIN’S ECONOMY 


A regular meeting of the Purchasing 
Agents Association of Alabama was held 
in the Windsor the Thomas 
Jefferson Hotel, Birmingham, on Friday, 
May 27. 

Guest speaker was Thurman Sensing, 
director of research, Southern States In- 
dustrial Council. Mr. Sensing, who re 
cently returned from a trip to England 
where he made a first hand study of the 
country’s socialist government and econ- 
talk on his 


Room of 


omy, interesting 


observations. 


gave an 


y 7 7 


N.W. PENNSYLVANIA GROUP 
HAS EXECUTIVES’ NIGHT 


The Purchasing Agents Association of 
Northwestern Pennsylvania celebrated its 
tenth anniversary at a meeting held in the 
Hotel Ce Corry, Pa., on Thursday, 
May 26. 

The meeting took the form of “Execu- 


ry, 


tives’ Night” and featured a talk by 
George A. Renard, executive secretary- 
treasurer of the National Association of 
Purchasing Agents. Other speakers in- 


cluded Lee Clayton N.A.P.A. vice-presi- 
dent for the 6th District, and A. G. 
Hopcraft, purchasing agent of The Cleve- 
land Worm & Gear Co., and a past 
national president of the N.A.P.A. 
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UTAH ASSOCIATION NAMES 
NEW OFFICERS FOR 1949-50 


New officers of the Purchasing Agents 
Association of Utah, elected at a recent 
meeting, are: William C. Allen, Utah 
Power & Light Co., president; R. E. 
Winn, American Foundry & Machine Co., 
viee-president ; R. Vern Woodhead, Inde- 
pendent Coal & Coke Co., secretary; and 
Gordon Burt Affleck, Church of Jesus 
Christ of Latter-day Saints, treasurer. 
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KANSAS CITY ASSN. ELECTS 


New officers of the Purchasing Agents 
\ssociation of Kansas City, chosen at a 
recent meeting, are: 

A. H. Cromb, president ; A. W. Sturges 
and Fulton Monsses, vice-presidents ; F. C. 
Brickley, treasurer; A. L. Aker, secre- 
tary; and H. F. Kirkpatrickfield, national 
director. 






LOUISVILLE ASSOCIATION 
HONORS DR. C. W. WILLIAMS 


The Purchasing Agents Association of 
Louisville paid honor to Dr. C. W. Wil- 
liams and W. M. Kerrick at its May 24 
meeting in the Seelbach Hotel. Dr. Wil- 
liams, who has reported on economic 
conditions regularly for the past 12 years 
at the association meetings, has retired 
from the University of Louisville and will 
assume the vice-presidency of the Fed- 
eral Reserve Bank at Richmond, Va. He 
was presented with a scroll containing 
the membership of the Louisville Associa- 
tion and a leather traveling bag. 

W. M. Kerrick who is the organizer 
and first president of the association, was 
made director emeritus for life. Edgar 
McCulley presented him with an engraved 
gold membership card on behalf of the 
members. 


1949-1950 Officers 

The following officers were elected at 
the meeting: 

C. E. Schardein, F. S. Schardein & Son 
Co., president; Norbert Allgeier, Miller 
Paper Co., first vice-president; Hoyt B. 
Pritchett, Brown & Williamson Tobacco 
Corp., second vice-president; C._ T. 
Hoertz, Louisville Water Company, secre- 
tary; Harry L. Moran, Jr., General Ply- 
wood Corp., assistant secretary; Louis A. 
Kirchofer, Commonwealth Life Insurance 
Company, treasurer. Directors are: Ed- 
gar E. McCully, C-J Job Printing Co.; 
Floyd Cook, Louisville Cement Co.; R. 
J. Dilger, Girdler Corp. 


(Please turn to page 230) 





Buffalo Association Visits Plant 





A visit to the Wheatfield plant, Coated 
Abrasives Division of the Carborundum 
Co., Niagara Falls, N. Y., featured a 
recent meeting of the Purchasing Agents 
of Buffalo. Included in the above photo- 
graph are members W. Blake, Carborun- 
dum Co.; E. Bursch, Bos-Hatten, Inc.; 
J. Silvernail, Socony-Vacuum; R. Cav- 





Tank; C. 


Bell, 


Plastics; Leo Hefner, Hoelschers, Inc.; 


anaugh, Buffalo Durez 
E. Ewald, Blaw-Knox Co.; B. 
Pittsburgh Metallurgical. 

Ralph O. Keefer, president of the 
National Association of Purchasing 
Agents was the principal speaker at 
the evening portion of the meeting. 


Ewing, 
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There is no shortage of good coking coals 
on the Baltimore & Ohio 


To steel men looking for better coking 
bituminous, we recommend coals mined on 
the Baltimore & Ohio. We know these coals. 
They are low in sulphur and ash, and 
excel in other characteristics needed for 
efficient coking. 


Not only is there an abundant present 
supply of coking coals on the B&O, but 


because of developing fields, B & O’s reserves 
are increasing. B&O bituminous answers 
the need of blending for better coke and 
offers both accessibility and long-range 
availability. Ask our man! 


BITUMINOUS COALS FOR EVERY PURPOSE 


—from ¥ Ce * dh bed 
modern mines 
like this —> 


BALTIMORE & OHIO RAILROAD 


Constantly doing things—better ! 


Want Additional Product Information? See Page 19. 






















































Maruias Kien & Sons, Chi- 
cago, selected cutting fluids for 
machining high carbon vana- 
dium steel forgings for the well 


known Klein pliers on a basis of 
competitive tests. When using 
D. A. Stuart’s Solvol, tool life was 
more than double that secured 
by the best of several products 
tested. 

With a 20 to 1 dilution of 
Solvol, side broaching is at the 
rate of 28,000 pieces per grind. 
Drilling, reaming and counter- 
sinking are done at the rate of 
650 pieces per hour with a 30 
to 1 dilution of Solvol. 6 
@ The increase in tool life and 
production and the satisfactory 
finish secured with Solvol on 
this job are excellent examples 
of the cost cutting opportunities 
possible by using the best cut- 
ting fluid for the job. In buying 
cutting fluids it is wise economy 
to figure production costs rather 
than cutting fluid price. Write 
for booklet, Cutting Fluids for 
Better Machining. 


STUART serucce goes 
a 

p.A. Stuart [Jil co. 

2727-31 South Troy Street, Chicago 23, Ill. 
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WOMEN’S DIVISION JOINS MEN’S 
GROUP AT WASHINGTON, D. C. 


The Women’s Division at Washington, 
D. C. has been discontinued as a separate 
group, and its entire membership is now 
affiliated with the original Purchasing 
\gents Association of Washington. The 
combined associations held their first 
meeting at the Burlington Hotel on June 
14th, at which the following officers for 
the 1949-1950 association year were in- 
stalled : 

President, David S. Haddock, vice 
president and purchasing agent, A.B.&W. 
Transit Co., Alexandria, Va. 

Vice President, Charles W. 
purchasing agent, Federal Reserve 
of Richmond, Richmond, Va. 

Secretary-Treasurer, E. Leon Virts, 
supply manager, Washington Institute of 
Technology, Inc., College Park, Mary- 
land. 

National Director, James Scammahorn, 
Asst. Director of Finance, U. S. Dept. 
f Agriculture, Office of Budget & Fin- 
ance, Washington. 

Alternate National Director, Clyde H. 
Matthews, Treasury Procurement Divi- 
sion, Washington, D. C. 

Directors: Spencer Covey, Bowen & 
Co., Inc., Bethesda, Md.; Allen A. Green- 
street, Asst. Treasurer, National Savings 
& Trust Co., Washington, D. C.; K. M. 
Pardoe, Purchasing Agent, Capital Tran 
sit Co., Washington; and James Scamma- 
horn. 

With the addition of the women’s 
group, the association now has a mem- 


Fellows, 
sank 


bership of 79. It was the consensus among 
both groups that the larger association 
resulting from the amalgamation would be 
advantageous to all concerned. Miss Mar- 
garet Byrne of the U. S. Navy Purchas 
ing Office who was the first president of 
the Women’s Division, and Mrs. Virginia 
M. Colvin, Chesapeake & Potomac Tele 
phone Co., speaking for the women pur- 
chasing agents expressed the opinion that 
the latter would materially benefit because 
they would now be able to take advantage 
of the educational work and other activi- 
ties of the National Association 


v v v 


CARLISLE NAMED PRESIDENT 
OF PITTSBURGH ASSOCIATION 


M. E. Carlisle, Pittsburgh Plate Glass 
Company, was chosen president of the 
Agents Association of Pitts- 
burgh at a recent meeting. 


Purchasing 


Other new officers for the coming year 
are: R. C. Wenz, Philadelphia Company, 
vice-president ; secretary, C. H. Rindfuss, 
Pittsburgh Screw and Bolt Corporation ; 
F. R. King, Colonial Supply Company, 
treasurer; and A. N. Johnston, Jones & 
Laughlin Steel Corporation, national di- 
rector. 

The June meeting of the association 
took the form of a golf and dinner party 
at the Shannopin Country Club. Golf 
was played in the afternoon and dinner 
was served at,6:30 p.m. The meeting 
night was put forward a week so as to 
avoid conflict with the national conven- 
tion, and was the last event of the cur- 
rent business year. 

(Please turn to page 232) 
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For STRENGTH specity 
Tri-Lox 


RECTANGULAR 


OPEN STEEL FLOORING 


4 ¢. ad 
"ONE SQUARE FOOT 





053" 
DEFLECTION 





The locked-in strength of Tri-Lok en- 
ables it to stand up under heavy loads 
even on long spans. No rivets, bolts, or 
welds are used in the construction of 
Tri-Lok; this feature eliminates the possi- 
bility of loose joints. 

Tri-Lok is also available in Diagonal, 
or Super-Safety U-type Flooring, and in 
Stair Treads of all types. Write for Bulletin 
KP 1140. 


DRAVO CORPORATION 


National Distributor for the 
Tri-Lok Company 


Dravo Bidg., Pittsburgh 22, Pa. 


Sales Representatives 
in Principal Cities 














American ’ 
Folding Chair No.43 / y 


Formed steel seat 
and back. Triangular 
reinforced tubular 
frame; solid-stee! 
cross braces 


Dipped, baked- 





enamel finish. 
Replaceable 
rubber feet g 














The perfect folding chair 
for every industrial need 


Wherever employees sit down—in cafeterias, 
recreation rooms, assembly rooms—this is the 
handiest folding chair! Safe—can’t tip in use. 
No snagging, pinching, or soiling hazards. Folds 
quickly, quietly. Light, compact—easy to carry 
and store. Easy on the budget, too. Write for 
complete facts. 

Also with wood seat—American Folding Chair 
No. 44, same advantages plus five-ply urea-resin- 
bonded hardwood seat, durably lacquered. (And 
No. 47 upholstered in artificial leather.) 


cAmevican Seating Company 


WORLD'S LEADER IN PUBLIC SEATING 
Grand Rapids 2, Michigan 


Branch Offices and Distributors in Principal Cities 
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You'll profit in faster production, better design, higher 
quality or lower cost by using Bundyweld* Steel Tubing. 


And here’s why! 


Bundyweld is made by a patented process .. . the only 
tubing that is double walled from a single strip. Extra-strong 
and sturdy, it’s long-wearing, ductile and easy to fabricate. 
The tubing walls are bonded throughout all points of con- 
tact, making it much more resistant to vibration fatigue 
and more leakproof than most other types of tubing. And 
it’s lightweight, thinner-walled, faster-cooling. With all this, 
you'll find that Bundyweld’s cost is surprisingly low. 


No other tubing on the market can match all the advan- 
tages Bundyweld offers. That’s why you'll find it in so many 


WHY BUNDYWELD IS BETTER TUBING 

ee et Bundyweld Tub- =a 2 This strip is con- 

ing, made by a tinuously rolled 

twice laterally into 

tubular form. Walls of uniform 

thickness and concentricity are 

assured by close-tolerance, 
cold-rolled strip. 


patented process, is 
entirely different from any other 
tubing. It starts as a single strip 
of basic metal, coated with 
a bonding metal. 


(totit with Bunayweld 
Yor your tubing needs 





diversified fields . . . fields like refrigeration, machine tool, 
automotive, range, television, radiant heating and tubular 
toys, to mention only a few. 


Why not let this miracle tubing of industry improve your 
tubular design, structural or functional application? Contact 
your near-by Bundy representative among those listed below, 
or write direct to: Bundy Tubing Company, Detroit 14, 
Michigan. 


BUNDY, TUBING 


ENGINEERED TO YOUR EXPECTATIONS 
*ReG. Uv. S. PAT. OFF. ® nd 








5 3 Next, a heating ) 4 Bundyweld 
oF process fuses \ comes in stand- 

bonding metal to ard sizes, up to 56” 
basic metal. Cooled, the double O.D., in steel (copper or tin 
walls have become a strong coated), Monel or nickel. For 
ductile tube, free from scale, tubing of other sizes or metals, 
held to close dimensions. call or write Bundy. 


BUNDY TUBING DISTRIBUTORS AND REPRESENTATIVES 
Cambridge 42, Mass.: Austin-Hastings Co., Inc., 226 Binney St. * Chattanooga 2, Tenn.: Peirson-Deakins Co., 823-824 Chattanooga Bank Bldg. 
Chicago 32, Ill.: Lapham-Hickey Co., 3333 W. 47th Place * Elizabeth, New Jersey: A. B. Murray Co., Inc., Post Office Box 476 * Philadelphia 3, 
Penn.: Rutan & Co., 404 Architects Bldg. * San Francisco 10, Calif.: Pacific Metals Co., Ltd., 3100 19th St. * Seattle 4, Wash.: Eagle Metals Co., 
3628 E. Marginal Way * Toronto 5, Ontario, Canada: Alloy Metal Sales, Ltd., 881 Bay St. 
BUNDYWELD NICKEL AND MONEL TUBING IS SOLD BY DISTRIBUTORS OF NICKEL AND NICKEL ALLOYS IN PRINCIPAL CITIES. 
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GRAY IRON 
CASTINGS 







IT’S 
FOREST CITY 


FOUNDRIES 





Hi ib-we booklet will show you why 
the modern facilities of our 
two complete foundries may be just 
the answer you need to bring down 
your production costs. 

These facilities and our highly 
skilled workers are geared to the eco- 
nomical production of high quality 
gtay iron castings—S. A. E. or S.T. M. 
specifications, plain or alloyed. 


“Make It Better With Gray Iron” 


If you have not received a copy 
of the booklet, write for it today. 


Our representative will gladly call 
to discuss your castings require- 
ments and our ability to meet them. 


FOREST CITY 
FOUNDRIES 








LANCASTER CLUB ELECTS 
NEW OFFICERS 


Robert L. Harner, purchasing agent 
and secretary of Everite Pump Manufac- 
turing Company, Inc., was recently elected 
president of the Purchasing Agents Club 
of the Manufacturers Association of Lan- 
caster, Pa. 

Other officers elected for the new club 
year are: R. H. Anderson, vice-president ; 
William Lawton, secretary; J. M. Laf- 
ferty, treasurer. Directors are: C. S. 
Reese, F. F. Radcliffe, M. H. Witman, 
\. D. Mast and J. H. Leaman 
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OREGON ASSN. MEMBERSHIP 
REACHES ALL-TIME HIGH 


Honors to past presidents of the Pur- 
chasing Agents’ Association of Oregon 
and presentation of special awards shared 
on the May 16 dinner meeting pro- 

with 


time 
election of officers, 
Jones of the A. W. 


was named president 


gram annual 
at which Jarrett C. 
Davis Supply Co. 

to succeed R. P. Stockwell, General Con- 
struction Co. 


“a 


Garmire receives enrollment-attendance 
trophy from President Stockwell 


Paul 


Growth of the Oregon association this 
past year to an all-time high of 164 active 
and junior members was noted in the pre- 
sentation of a trophy to Paul Garmire, 
Inman-Poulsen Lumber Co, for enroll- 
ment of new members and for a near- 
perfect attendance record this past year. 
This award, in the form of a costly 
matched clock and barometer desk set, 
is known as the Sam B. Gillette mem- 
bership and attendance trophy, and is 
being offered this year for the first time 
in memory of the late Mr. Gillette, who 
served for many years as purchasing 
agent for the state of Oregon, and was 
long active in the Oregon group. The 
award will be presented annually on a 
point basis for membership-building and 
attendance. 

Harold H. Cake, completing his year 
as District No. 1 vice-president, N. A. 
P. A., was presented with a piece of 
luggage as a gesture of thanks for his 
outstanding year of service. He is the 
fifth member in the 30-year history of 
the Oregon group to hold a district vice- 
presidency. 

(Please turn to page 234) 
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Are you willing 
to gamble a 





































on lower unit costs 
for your product? 


@ JUST an ordinary 3c stamp 
may open the way to substan- 
tial savings for you—if you use 
it to send us an outline of your 
spring requirements. As they 
often have in the past, our 
skilled springmakers and prac- 
tical, experienced engineers 
may be able to show you how 
you can reduce your spring 
costs and perhaps even make it 
possible to simplify assembly 
of your product. Accurate’s un- 
excelled facilities and spring- 
making “know-how” are your 
best bet for the right spring for 
your job at the lowest overall 
cost. And we're prepared to 
show you the “proof of the 
pudding.” 


The sooner you “risk” that 3c 
stamp the sooner you'll be in 
line for the “pay-off.” Why not 
do it TODAY? 








A dependable source of supply! 


ACCURATE SPRING MFG. CO. 
3825 W. Lake St. * Chicago 24, Ill. 


Springs; Wire Forms, Hampings 


PURCHASING 









says Jim Bengough 


“I’ve been welding for 20 years and never 





thought it possible to get a rod to work 
as well on cast iron as NI-ROD does.” 
































Here at Jim’s Machine Shop in Hensall, Ontario, we do a 
lot of repair work, especially on farm machinery. A large 
part of this work calls for welding cast iron parts... frames, 


broken gear teeth, wheel spokes, and so forth. 


So... we've got to have a dependable welding electrode: 







































> one that will do a good job fast, with little or no preparation. 
7 ° - ° . 
And Ni-Rod* certainly fills the bill! 
WELDING A CREAM SEPARATOR WHEEL. To give you an idea how useful Ni-Rod is around our shop, 
With Ni-Rod, we didn’t have to pre- 7 . =: ‘ , 
teins. 60 dissntelin was hint 4 4 wba I’ve had pictures taken of a few of our jobs. You'll find them 
mum. We welded the wheel hub and on this page. 
built up a couple of broken gear teeth. 

I can recommend Ni-Rod to anyone who needs a good, 
easy-handling electrode for general cast iron welding, and 
joining cast iron to steel. Reg. U. 8. Pat. Off. 
THE INTERNATIONAL NICKEL COMPANY, INC. 

67 Wall Street, New York 5, N, Y. 
NI-ROD REPAIRS BROKEN PUMP 
JACK. Another reason we like 
rl Ni-Rod...it has almost no 
seme aes — : 
: . ed spatter. Current is no prob- 
MACHINING A NI-ROD WELD. The Ni-Rod lem either. Ni-Rod can be 
weld deposit can be machined with used with AC or DC. 
ordinary tools. In fact, it machines as 
well as the iron itself. 
EMBLEM f OF SERVICE 
NI-ROD DISTRIBUTORS 
! Alloy Metal Sales, Ltd. J. M. Tull Metal & Supply Whitehead Metal Products 
Robert W. Bartram, Ltd. Company Company, Inc. 
HAY PRESS BULL PINION SAVED BY NI-ROD. Eagle Metals Company Pacific Metals Company, Ltd. Wilkinson Company, Ltd. 
. On jobs like this Ni-Rod is ideal be- Metal Goods Corporation Steel Sales Corporation Williams and Company 
) cause you don’t have to take chances 
: with distortion by preheating or post- Metal & Thermit Corporation National Cylinder Gas Company Hollup Corporation 
heating. : 
y 
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SPECIAL BOLTING 


FOR HEAVY MACHINERY 


FOR over 30 
ERIE has pecia 
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use the ve 
eavipment 

treat 

grinding ; a 
ing We are certair 
that we can p 
better bolt ; ata 
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A DEPENDABLE § 


FARM MACHINERY 


IR 


| 


- 
’ 
: 
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' 





E OF HIGH QUALITY BOLTING FOR RAILROADS, REFINERIES, DIESELS 


‘=e Bors & Nur Co. 


ExmzxE, PA. 


EXCAVATING EQUIPMENT AND ALL TYPES OF HEAVY MACHINERY 


A meee Pe oF 


STUDS + BOLTS +> NUTS ~\ ~W ALLOYS © STAINLESS » CARBON + BRONZE 


— 


Representation in Principal Cities 


] 











CENTRAL PAPER COMPANY, 


Pull- tab Opener 
bs ce Every Roll 


SAVES TIME - SAVES TAPE 


Menasha, Wis. 
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(Continued from page 232) 

The Oregon purchasers awarded a $100 
scholarship to Lewis and Clark College, 
Portland, to William B. Morgan, junior 
in business administration there, whos 
essay on purchasing as a profession was 
judged the best among five entries sub 
mitted in a College Students’ Essay Con 
test, being staged this year for the first 
time by the Oregon P. A.’s, and patterned 
generally after the Boffey contest of the 


N. A. P. A. Young Morgan’s subject 
was, “Procurement Management Pro 
duces Profits”. 


Other officers elected were E. O. Hay 
mond, Shell Oil Co., Inc., vice-president ; 
Carl Reiser, The Oregonian, secretary ; 
W. H. Hayden, Portland General Elec- 
tric Co., treasurer; R. P. Stockwell, Gen- 
eral Construction Co., national director ; 
O. G. Anderson of American Steel Ware- 
house, Ivan Horne of the General Pur- 
chasing Agency, and L. J. Baker, ‘School 
District No. 1, executive committee mem 


bers. 
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CENTRAL MICHIGAN ASSN. 
INSTALLS NEW OFFICERS 


New officers of the Purchasing Agents 
Association of Central Michigan, elected 
in May, were installed at the June 15 
meeting of the group held at the Hayes 
clubhouse, Jackson, Mich. 

Taking Lorris M. 


sell, Consumers president ; 


were: Rus 


Power Co., 


office 


Clive A. Rosenbrook, first vice-presi 
dent; Monte W. Turner, second vice 
president; Fred W. Adams, secretary; 


Leonard Butters, treasurer; and James F 
Anderton, national director. 
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AHL CHOSEN PRESIDENT OF 
NEW YORK ASSOCIATION 


G. W. Howard Ahl, Philip Morris & 
Co., Ltd., Inc., was elected president of 
the Purchasing Agents Association of 
New York at the June 14 meeting of the 
group, held in the Builders’ Exchange 
Club. 

Other officers chosen for 1949-50 were: 
R. Park Lamborn, Kennecott Copper 
Corporation, first vice-president ; William 
P. E. Ainsworth, Combustion Engineer- 
ing-Superheater, Inc., second vice-presi- 
dent; treasurer, Edward B. Fielis. For 
member of the executive committee: three 
year term, Maurice E. Ash, Merck & 
Co., Inc., and Andrew M. Kennedy, Jr., 
Meter Division, Westinghouse Electric 
Corporation; two year term, Walter R. 
Clark, U. S. Industrial Chemicals, Inc., 
and Frank Stan Romanse, The Babcock 
and Wilcox Company. 

Bill Slater, nationally-known radio star, 
author and microphone sports expert was 
the guest speaker at the dinner meeting. 
Speaking on the subject “The Mike and 
the Ike”, Mr. Slater gave an entertain- 
ing and informative view behind the 
scenes in radio, television and sports. 

No forum discussion held, in 
accordance with the custom at annual 
meetings. 

(Please turn to page 236) 
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True! Rubber-to-Metal parts, strategically placed, help 
make today’s cars run more silently and smoothly 























b bux: * DENIES cE REM RST 

, BUT —these sandwiches do a better job when design, the rubber com- 

Be made by U. S. Rubber in the new streamlined : LA. + pounding, and the bond- 
plant at Fort Wayne. r j ing of rubber to metal 

me Why better? Because = all result in the precisely 
“U.S.” employs the — engineered rubber product you require. 

or ale ““Brass-o-matic” process, Just call or write United 

’ which results in a permanent bond—and which States Rubber Company 

= is exclusive with “U. S.” ; —Engineered Rubber 

R. Not only that, but “U.S.” {; Products Division— Fort 

- engineers will work closely ae Wayne, Indiana, or 5850 

a with you to make sure the ~~ Cass Avenue, Detroit. 

ras 

ee" MADE AT FORT WAYNE BY 

ENGINEERED RUBBER PRODUCTS < 

i a FOR THE AUTOMOTIVE INDUSTRY W505 

in 






C) 
SuRNIN UNITED STATES 
RUBBER COMPANY 
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aid stand up under continuous hard use. They do. not sp 


cnicaco {amide MFG.CO. 


12703 
Other ©/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 


C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 
rawhide faces. 


OE 





‘RAWHIDE. that’s de seaberta) whicdi’giaianal 

cocipphbng Sons nant ately grad “soft” hammers and mallets. 

Chicago means the best in Rawhide. Teomesparysra: ) ey 
from resilient, tightly coiled rawhide. They absorb shoc bi 
ver powerful blows yet protect delicate machinery and su 


as. te 


crumble, or mushroom. Whenever you need durability 


and safety, always specify Chicago Rawhide hammers | 


ELSTON AVENUE CHICAGO 22, ILLINOIS 





gears, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. 














REGIONAL CONFERENCE PLANS 


Plans for the Sixth Annual Conference, 
Purchasing Agents of the southeast, are 
progressing rapidly, according to O L. 
Williamson, purchasing agent for Merrill- 
Stevens Dry Dock and Repair Company, 
Jacksonville, Fla., and general chairman 
of the conference. 

Arrangements have been completed for 
the meeting to be held at the George 
Washington Hotel in Jacksonville, Fla., 
on Monday and Tuesday, October 10 
and 11. 

Committee chairmen appointed by Mr. 
Williamson are as follows: entertainment, 
Harold A. Mann, Foremost Dairies, Inc. ; 
finance, Chas. V. Doolittle, Great South- 
ern Trucking Company; golf, Jos. K. 
Still, Knight Brothers Paper Company; 
hotel, Gay C. Livingston, Gibbs Corpora- 
tion; ladies entertainment, Geo. S. Kil- 
ner, Florida Department of Forestry and 
Parks; plant visitation, Jas. M. McDon- 
ald, National Container Corporation; pro- 
gram, Dan W. D’Alemberte, State of 
Florida; publicity, R. N. Garden, Fram 
Florida, Inc.; reception, S. L. Jackson, 
Humphreys Gold Corporation; registra- 
tion, James Schramm, Merrill-Stevens 
Dry Dock and Repair Company; ban- 
quet, Kenneth Barrett, Fla. State The- 
atres. 

Complete program will be announced 
later, but it is reported by Mr. William- 
son that considerable progress has been 
made by all committees. Definite accept- 
ances have already been received from 
several outstanding speakers, while others 
have promised first consideration to the 
conference as soon as it is definite as 
to whether other business will allow their 
attendance. 

The Florida association is looking for 
ward to a large attendance and a very 
successful conference. 
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YOUNGSTOWN ASSOCIATION 
ELECTS NEW OFFICERS 


The Youngstown District Purchasing 
Agents Association elected the following 
officers for 1949-50 at a recent meeting: 

L. H. Ransom, Truscon Steel Com- 
pany, president; Roy Mills, General Fire- 
proofing Company, vice-president; J. A. 
Renton, Lombard Corporation, secretary ; 
Hayden R. Williams, Mahoning Valley 
Supply Co., treasurer. 
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SOUTH BEND ASSOCIATION 
ELECTS NEW OFFICERS 


Officers of the Purchasing Agents Asso- 
ciation of South Bend for the following 
year ~*~ recently elected as follows: 

ke Herschler, Dobbins Manufactur- 
ing ? preside nt;; G. L. Madigan, Oli- 
ver Corp., vice-pre sident ; E. R. Cornish, 
Newport Steel Corp., secretary-treasurer ; 
James Mogle, National Standard Co., na- 
tional director. 

The new officers were installed at the 
June meeting, which also featured golf 
and a dinner at the South Bend Country 
Club. ’ 


(Please turn to page 238) 
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ayer? 
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... fabricated 
like carbon steel 


Because of the higher properties of Mayari R low- 
alloy, high-tensile steel, some designers assume it is 
much harder to fabricate than structural steel. Not so. 

Experience by many Mayari R users shows that the 
same equipment and same methods used for forming, 
punching, shearing and welding ordinary carbon 
steel usually work well with Mayari R. The only differ- 
ence is that slight adjustments or allowances may be 
needed to offset Mayari R’s higher properties. 

This means that users can take advantage of 
Mayari R’s higher yield-point, greater tensile-strength, 
and superior corrosion-resistance in their products 
without the burden of excessive fabricating costs. 

Mayari R is now used in products ranging from 
buses, trucks and railway cars to tanks, flat irons and 
washing machines. For more information on this 
versatile steel, its advantages and its applications, 


write for Mayari R Catalog 259. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation 


Export Distributor: Bethlehem Steel Export Corporation 








Welding Mayari R with ordinary electric-arc equipment 


Mayari R males tC lipht,.stinge: a 
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FREE to P.As 


Picture Story 
Behind Industrial Cleaning 



















n order to bring you up-to-date on the many phases of 
I modern industrial cleaning, we invite you to send in for 
the 40th Anniversary Issue of Oakite News Service. Here, 
in booklet form, you will see by action photographs how 
various leading industries—food, metal-working, railroad, 
petroleum, dairy, and other fields use specialized Oakite 
materials, methods and services to solve production—and 
maintenance-cleaning problems. 


Send for your complimentary copy now—while the supply 
lasts—to Oakite Products, Inc., 54 Thames Street, New York 
6, N. Y. 


OAKITE 


Trade Mark Reg. U.S. Pat. Off. 


INDUSTRIAL CLEANING MATERIALS - METHODS - SERVICE 










Technical Service Representatives in Principal Cities of U. S. & Canada 



































Johnson wire starts 
in the laboratory. There 
the right formula is determined. 
Quality control follows through. 
This means wire exactly right 
for your application. Let 
Johnson technicians 
solve your wire 


problems. 





STEEL AND WIRE COMPANY, INC, 
WORCESTER 1, MASS. 
NEW YORK PHILADELPHIA CLEVELAND DETROIT AKRON CHICAGO 





ATLANTA HOUSTON TULSA LOS ANGELES $80) 10), sue) 














MONTREAL ASSOCIATION HOLDS 
ANNUAL SUMMER FIELD DAY 


The annual summer golf field day of 
the Purchasing Agents Association of 
Montreal was held at the Mount Royal 
Golf Club on Thursday, June 16. Dinner 
was served following the game, and prizes 
for high as well as low scores were 
awarded. 

The annual meeting of the association 
was held on May 19 at the Mount Royal 
Hotel. Guest speaker was J. S. Cam- 
eron, vice-president (manufacture) of the 
Northern Electric Company Limited, on 
the subject “Factory Planning and Con- 
struction”. A visit to the Northern Elec- 
tric’s new wire and cable plant at Lachine 
was held in the afternoon 


- + F 


WASHINGTON ASSN. HOLDS 
LAST MEETING UNTIL FALL 


The Jast monthly dinner meeting until 
fall of the Purchasing Agents Association 
of Washington was held at the New 
Washington Hotel, Seattle, on June 9 
President Frank C. Bergmann presided. 

Featured on the program, which was 
arranged by first vice-president Luther 
C. McIver, was a colored moving picture 
film entitled “Jungle Bread”. This pic- 
ture, which was made in the jungles of 
Africa, was shown through the courtesy 
of Van de Kamp’s Bakeries. Glen J. 
Durbin commented on his experiences 
while shooting the film 

The association’s Family Picnic has 
been set for Saturday, July 23, at Gaff- 
ney’s Lake Wilderness Resort. 

A large group of members visited the 
Seattle plants of Bethlehem Pacific Coast 
Steel Company on May 25. Luncheon 
was served at the West Seattle Golf 
Club. H. F. Price, Purchasing Agent 
for the company, and a past president 
of the association, handled the arrange- 
ments for the company. M. C. Staley and 
R. C. Gilbert were in charge of arrange- 
ments for the association. 


. | ¢: 


“WHAT MAKES A BETTER CITY” 
TOPIC AT CANTON MEETING 


A regular meeting of the Purchasing 
Agents Association of Canton was held 
at the Onesto Hotel on May 18. 

President H. A. Grauman was in 
charge of the meeting. Principal speaker 
was A. C. Hutchinson, executive vice- 
president of the Canton Chamber of Com- 
merce, who talked on “What Makes A 
setter City”. 

The following members were elected 
by mail as directors for the coming year: 
K. E. Harnold, Hilsher-Clarke Electric 
Co.; M. J. Birzer, Jr., Superior Switch- 
board & Deviees Co.; L. D. Bowman, 
Ohio Ferro-Alloys Co.; Karl R. Foltz, 
Berger Mfg. Co.; H. A. Grauman, Tim- 
ken Roller Bearing Co.; and Sterling 
Lotz, Superior Sheet Steel Div. 

A new member of the association is 
George Leahy, Service Tool & Supply 
Co., Canton. 


(Please turn to page 240) 
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—I rovement of livestock by 1864—-France’s Louis Pasteur won 3 1915—The year Howell Electric 
] aisles iaoonion boosted milk out- 2 world acclaim by discovering how to Motors arrived also marked the wide- 


t .. . encouraged dairy farming. City rid milk of impurities. Milk soon became spread use of the automatic rotary bottle 
folk now began S sample this wonderful an important source of food. Vitally needed filler and capper in the dairy industry. 
beverage. But harmful bacteria in milk was electrical horsepower to speed it from Soon, these rugged, industrial type motors 
caused sickness, spread disease. farm to consumer were widely sought in many industries. 





MILK...58 BILLION QUARTS ANNUALLY: 








a. 


Today—Pure, wholesome milk 

and milk products speed 
~-@ from cow to consumer at the 
' = rate of 58 billion quarts a year. 
' — fq S ' Automatic, electrically driven 
' ——} $f : machines—like the milk pump 
Po ea shown here, equipped with a 
i ag ‘ _ Howell Sanitary Motor—have 
8 e , as upped milk output, cut, costs, 
; , - ee saved time, and helped to make 
milk and its by-products a 10- 
billion-dollar-a-year business. 





a a sch 
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: . i te ane ; You'll also find precision-built 
© Bas. ene i Howell Motors driving separa- 

: be oak 7 j tors, clarifiers, churns, fillers, 
d Pia , conveyors, pumps and cleaning 
p apparatus in the dairy industry. 


If you require motors in your 

business to operate under the 

ee. most gruelling conditions... 
4 | motors built specially for indus- 
a ee trial use . . . consult HOWELL! 


vote 


Free enterprise encourages mass production, supplies more jobs— provides more goods for more people at less cost. 


SANITARY MOTOR fe > 
For dairy and food processing indus- | 


tries. Complies with latest 3-A Sanitary 


—— HOWELL MOTORS 


HOWELL ELECTRIC MOTORS CO., HOWELL, MICH. 
Precision-built Industrial Motors Since 1915 














\ OWELL 
ay Red Band wl 


MOTORS 
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FOR LOWER 
GEAR MAINTENANCE 
COSTS... . 


PERKINS 
GEARS 


When you use PERKINS precision, custom-cut GEARS, you have done 
all that can be done to forestall costly rejects or undue maintenance 
costs due to failures or inefficiency in the power transmission system of 
your product. 

If you were to name the three or four chief factors that you, as a 
manufacturer of a product using gears, would insist on when choosing 
a supplier, wouldn't this be the line-up? (a) High quality. (b) Experience 
of the manufacturer. (c) The manufacturer's ability to deliver—on time— 
the quantities you need. (d) The best engineering staff and production 
facilities available. On those, and many other counts, PERKINS stands 
out. As a result, PERKINS precision, custom-cut GEARS have for years 
been specified by many manufacturers who are known for the high 
quality of their own products. 

Today! Send us your blueprints or drawings—indicating quantity of 
gears desired, and we'll quote on your requirements promptly. 


PERKINS MAKES: 
in all materials, metallic and non-metallic: 
Helical Gears - Bevel Gears + Ratchets 
Worm Gears « Spiral Gears - Ground Thread Worms 


PERKINS MACHINE & GEAR CO. 
SPRINGFIELD 2, MASSACHUSETTS 





YALE PROFESSOR GUEST AT 
CONNECTICUT ASSN. MEETING 


A regular meeting of the Purchasing 
Agents Association of Connecticut was 
held at the Country Club in Farmington 
on May 24. 

Guest speaker was Fred R. Fairchild 
Knox, Professor Emeritus of Economics 
at Yale University. Prof. Knox discussed 
price ceilings, pointing out that their 
ultimate goal is impossible of achieve- 
ment. Under our system he declared, 
supply and demand will adjust itself to 
equilibrium. 

Prof. Knox said that we should tend 
to encourage free production which, in 
turn, will develop into a free market and 
set prices. A buyers’ market, he stated, 
does not result from a collusion of the 
buyers, but rather from the buyers’ abil- 
ity to think for themselves as to when 
they should buy. 
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RHODE ISLAND ASSN. ELECTS 
AT ANNUAL MEETING 


The annual meeting of the Rhode Is- 
land Purchasing Agents Association was 
held at the Squantum Club, East Provi- 
dence, on Tuesday, May 24. 

New officers elected at the meeting for 
1949-50 are: : 

F. C. P. Drummond, president; J. Jo- 
seph Fogarty, first vice-president; How- 
ard R. Smart, second vice-president; 
Arnot Hirst, secretary-treasurer; Edgar 
H. Burgess, national director. Directors 
are: William J. Duggan, Walter G. Bar- 
ney, Herbert C. Harris, and Raymond J. 
Gruenwald. 
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FILMS, TALK ON MEXICO 
FEATURE TOLEDO MEETING 


The regular meeting of the Purchas- 
ing Agents Association of Toledo was 
held at the Toledo Yacht Club on Thurs- 
day, June 16. Guest speaker was “Lou” 
Klewer, outdoor editor of the Toledo 
Blade, whose subject was “Mexico”. 
Mr. Klewer illustrated his talk with 
pictures taken on a recent trip. 

A large number of association members 
visited the Lake Front Dock & R.R. 


Terminal Company on Wednesday, June 
a. 
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BRITISH COLUMBIA ASSN. 
ELECTS NEW OFFICERS 


New officers for the coming year were 
elected at a recent meeting of the Pur- 
chasing Agents Association of British 
Columbia as follows: G. L. Haszard, 
president; W. M. Penny, first vice-presi- 
dent; H. W. Mulholland, second vice- 
president ; C. S. Foreman, secretary; J. A. 
Kellas, treasurer; J. M. Reid, national 
director. 

May was an active month with a regu- 
lar business meeting featuring the show- 
ing of a color film called “No Man Is an 
Island”, courtesy of the Consolidated 
Mining & Smelting Co., in the first part 

(Please turn to page 242) 
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When you investigate plastics for your new or 
re-designed product, think first of BAKELITE 
Plastics. The BAKELITE family of plastics in- 
cludes those in greatest demand. This gives 
you a wide selection, all from one supplier. 


IT MAY MEAN BETTER AND FASTER PRODUCTION...AT LOWER COST! 


The chances are that you will find the one 
plastic that is best suited to your production 
facilities, and also the plastic that gives best 
qualities to your finished products at the low- 
est possible cost! 








This message deals with “BAKELITE” PHENOLIC LAMINATING PLASTICS 


1. DECORATIVE PANELING 


The widely used decorative laminates 
have core stocks made with BAKELITE 
Phenolic varnishes which impart such 
characteristics as high tensile, flexu- 
ral and compressive strengths, and 
lightness in weight. 

Typical uses: Table, counter, and 
bar tops; wall paneling. 





2. TRANSLUCENT SHEET STOCK 


The translucent grades transmit and 
diffuse light. Because they are heat- 
resistant they can be used near light 
sources. They “accept” close register 
multicolor printing and silk screen- 
ing. 

Typical uses: Radio and television 
dials; illuminated signs and displays. 





"3, LARGE INDUSTRIAL PANELS 


Large size panels up to 5 ft. 7 in. by 
12 ft. 9 in., by % in. and larger on 
special order, have high mechanical 
strength, are lastingly smooth, and 
resistant to moisture and chemicals. 
Typical uses: Pasting boards for 
tanneries; work table surfacing. 





4. ELECTRICAL INSULATION 


Superior electrical insulation for high 
frequency circuits, with good mechan- 
ical strength, moisture resistance, heat 
resistance, machinability, perma- 
nence of form, and economy. 

Typical uses: TV, radio, aviation, 
and automotive contact insulators. 





Laminates made with BAKELITE Phenolic Laminating Var- 
nishes are available in sheet, tube, rod and molded-lami- 
nated forms. They are produced by application of heat and 
pressure on layers of paper, fabric, asbestos, or glass cloth 
impregnated with BAKELITE Phenolic Laminating Var- 
nishes. The resulting materials are infusible and insoluble 
— possessing many properties for myriad uses. Specific in- 
structions on machining, bonding, and postforming lami- 
nated plastics made with BAKELITE Phenolic Laminating 
Varnishes can be obtained from individual laminators. The 
names of leading laminators will gladly be furnished — 
along with technical assistance from Bakelite Corporation 
representatives—if you will write to Department M-25. 


5. HEAVY DUTY BEARINGS 


Heavy duty laminated plastic bear- 
ings have unusually long service life 
as compared with soft metals. They 
require no lubricants other than water, 
and will not score shafts. 

Typical uses: Slipper and roll neck 
bearings for steel mills; marine pro- | 
peller-shaft bearings. “ 


6. INDUSTRIAL GEARS AND PINIONS | 


Laminated plastic gears are resistant 
to oil, grease, and moisture. With high 
tensile and impact strength, they have 
long, economical service life with re- 
markable operating quietness. 
Typical uses: Automotive timing 
gears; industrial gears and pinions. 


7. MACHINED PARTS 


Plastic laminates are readily machined 
by standard tools, can be threaded, 
tapped, milled, turned, punched, and 
sawed. Certain grades are adaptable 
to low-cost postforming in simple jigs. 

Typical uses: Ball bearing retain- 
ers; aircraft pulleys; telephone selec- 
tor units. 





8. CHEMICAL HANDLING EQUIPMENT 


Plastic laminates are non-corrodible 
and resistant to water, brine, oil, or- 
dinary solvents, most acids and weak 
alkalies. They retain high mechanical 
strength and great resistance to wear 
under corrosive conditions. 

Typical uses: Chemical pump parts; 
electroplating barrels; textile spin- 
ning pots. 


This class of plastics lies midway be- 
tween conventional molding and lam- 
inating materials, They provide the 
strength and wear resistance of lam- 
inates in shapes and forms molded to 
precise dimensions. 

Typical uses: Industrial truck 
wheels; miners’, firemen’s and work- 
men’s helmets. 
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BAKELITE CORPORATION, Unit of Union Carbide and Carbon Corporation 30 East 42nd Street, New York 17, N. ¥. 
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Service 
you Il like 


It’s a difficult thing to put 
into words . . . but easy to 
prove. Next time you need 
tubular or split rivets, “buy 
American,” as so many lead- 
ing manufacturers do. See 
if you don’t find us the kind 
of source you like — ready, 
willing and able to supply 
exactly what you want, 


when you want it. 
~—S 


Tubular and Split Rivets 
- ++ of all metals .. . for 
all industrial applications. 








\ 
_ River 
COMPANY 


(An Illinois Corporation) 
1313 W. Congress St., Chicago 7, Ill, 














(Continued from page 240) 
of the month; an educational meeting 
marked by an open panel discussion on 
“How We Handle Our Purchasing Dol- 
lar for Freight” on May 25; and the 
annual spring golf tournament on May 20 
at the University Golf Club. 


Vancouver Island Branch 


At the May meeting of the Vancouver 
Island branch of the association the of- 
ficers who guided the affairs of the branch 
during its first year of existence were 
reelected for the next term. 

George Lindsay will continue as presi- 
dent. Supporting him will be Ned Wil- 
liams, vice-president, and Wally Dickie- 
son, secretary-treasurer, 

The educational section of the meeting 
was handled by Bill Albin, who presented 
a paper on “The Follow-Up System,” and 
Bud Higgins, who conducted the discus- 
sion period that followed. 
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LINO TAKES OFFICE AS HEAD 
OF HAWAIIAN ASSOCIATION 


Lionel G. Lino, Hawaiian Electric Co., 
Ltd., who was elected president of the 
Purchasing Agents Association of Hawaii 
at the annual meeting of the group 
in May, took office at the June meeting. 
Mr. Lino has been treasurer and national 
director of the association since its or- 
ganization in January, 1948. 

Sidney J. Weinrich, Lewers & Cooke, 
Ltd., and Harry A. Givens, Hawaiian 
Dredging Co., were tied for the vice- 
presidency, and a run-off vote was sched- 
uled for the next meeting. 

Other officers elected are: Henry R. 
Withington, Honolulu Gas Co., Ltd., 
treasurer; Peter S. Lamb, Fisher Cor- 
poration, secretary ; Joseph V. Kiehl- 
bauch, Castle & Cooke Ltd., Marshall 
H. Garriss, Hawaiian Hotels Division, 
Matson Navigation Co., and John T. 
Pope, Honolulu Paper Co., directors. 
Mr. Kiehlbauch will also serve as na- 
tional director 
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SOLVE INDUSTRIAL WASTE DIS- 
POSAL PROBLEM AT A PROFIT 


Construction has been completed and 
preliminary operations have started at 
the new $500,000 Maneely Chemical Com- 
pany plant at Wheatland, Mercer County, 
Pennsylvania. Designed originally to solve 
at a profit the pickle liquor disposal prob- 
lem of the parent companies, Wheatland 
Tube Company, manufacturers of tubular 
products and the Wheatland Steel Prod- 
ucts Company, producers of steel pipe 
couplings, the process is attracting wide 
attention throughout the steel industry 
and among experts concerned with the 
growing problem of stream pollution from 
industrial waste disposal. 

The process at Maneely utilizes two 
waste materials from the operations of 
the parent companies to make three sal- 
able products: ferric hydrate, zinc sul- 
phate and zinc chloride. The two wastes 
are spent pickle liquor, a ferrous sulphate 


(Please turn to page 246) 
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LINK 
that 


ruined a 
business! 


. 
Ener ae 





This company was one of the leaders 
in its industry. 

Its very name evoked a sense of 
quality and established acceptance. 


Labor relations were happy. All 
departments functioned in creative 
harmony. 


It employed a Watchman. It carried 
Insurance. 


But in five hours, the work of a life- 
time was reduced to a smoking 
shambles. 


What went wrong? 


If you are a management executive, 
you owe it to the continued security of 
your own company to get the answer. 
It may prevent a sudden and tragic 
occurrence in your own enterprise. 


“STORY OF THE MISSING LINK” 
has been published by DETEX as both 
a warning and guide to executives 
who are charged with the responsibil- 
ity of plant protection. Send for it. 
It's free. 





DETTE X 


pameet WATCHMENS CLOCKS 


DETEX WATCHCLOCK CORPORATION 
— Dept. P-7 


NEWMAN 76 VARICK STREET, NEW YORK 13, N.Y. 
GUARDSMAN Sales and Service in All Principal Cities 
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KHP is equipped to 
round-edge steel- 
cold rolled or hot 
rolled—in either 
coils or straight 
lengths, simply, accu- 
rately, dependably. 
















Accuracy can be held 
to close tolerances of 
-002” to .004” on 
KHP’s modern slit- 
ting equipment. Ca- 
pacities from .002” to 
.1875” in thickness, 
and in widths up 
to 72”. 
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Your stock can be 
converted quickly 
and easily by taking 
advantage of KHP’s 
excellent facilities for 
square shearing— 
with a range up to 
4" thickness and 
lengths up to 12’. 


Simplify production planning, save time 
and hold to production schedules, by 
sending your off-size steel to KHP for 
slitting, shearing, edging, straightening. 
In a matter of hours, it will be returned 
ready for use—rigidly inspected for 
tolerances and specifications, and pack- 
aged according to order. 


KHP PRODUCTS ARE: Cold rolled and 
hot rolled strip—shim—sheet steels «+ 
Annealed spring steels +» Tempered and 
polished spring steel « Tempered feeler 
gauge steel « Cold finished bars « Drill rod 
¢ Electrical sheets +» Precision tubing—cold 
drawn seamless—welded—stainless and 
alloy «+ Aluminum strip and sheets « Ex- 
truded aluminum and magnesium tubing 
—shapes—mouldings « Rolled magnesium 
plates. 


— 


KHP has complete 
equipment for level- 
ing, straightening, 
and cutting to length, 
coils in thickness up 
to 34" and in widths 
up to 60”. Packaged 
and delivered to your 
specifications. 


— LS 










KORHUMEL - HEFFR 


2418 Oakton Street + Evanston, 
Rockford Phone Enterprise 











Illinois *¢ AMbassador 2-6700 
1266 . Teletype Evanston 1675 


WAREHOUSES: MINNEAPOLIS - MILWAUKEE - MT. VERNON, N.Y.- SALES OFFICES: DETROIT - ST.LOUIS - LOS ANGELES 
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In A Way, Yes... 


Perhaps it is “carrying coals” to point out to 
marketing executives the importance of the Pur- 
chasing Agent in selling to industry today. 






















Most successful sales executives, like Mr. 
Maechtlen already know this. No piece of 
equipment is too technical or complex to discuss 
intelligently with the modern Purchasing Execu- 
tive. 


Why, then, do the publishers of your maga- 
zine, PURCHASING, run advertisements such 
as the one opposite, month after month, in the 
key marketing magazines of the country? 





Because building sound relationships between 
industrial marketers and purchasing men is 
PURCHASING Magazine's business. 


The importance of the Purchasing Executive 
in industrial marketing 
cannot be overemphasized 
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G. Maechtlen 
General Sales 
Manager, Western Divi- 
sion, Square D Company, 
Los Angeles, points out a 
product feature to Mr. 
J. L. Wells, Lockheed Air- 
craft Corporation's Direc 
tor of Purchases. 


Mr. L. 
(left), 


"See the P. A. first... he has the last word”’ 


“THE PURCHASING AGENT gives every 
order a final fine screening before 
signing the purchase order; because 
his is the last word, we want him to 
know about us first . . . and at first 
hand,” says Mr. L. G. Maechtlen, Gen- 
eral Sales Manager, Western Division 
of the Square D Company. 

“Besides his screening function, the 
P. A. also serves as the ‘who for what’ 
source of information in his company. 
That’s why our field representatives 


THE NATIONAL 
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MAGAZINE 


make sure that our company, its ever 
increasing line of products, and its 
services are recognized by purchasing 
executives at every stop.” 

You can save your representatives 
time . . . make their working ‘hours 
more productive by giving them ad- 
vertising support, as the Square D 
Company does — in Purchasing. The 
men responsible for buying recognize 
the products and services of companies 
that “see the Purchasing Agent first” 
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FOR PURCHASING EXECUTIVES 


in this, the P.A.’s own magazine. 

Tailored to the exact needs of one 
of the most important executive func- 
tions, Purchasing is read regularly by 
P.A.s controlling 85% of industry’s 
purchases. No wonder more than 600 
companies selling to industry used the 
advertising pages of Purchasing last 
year! For details, write Purchasing, 


205 East 42nd St., New York 17, N. Y. 
Offices in Chicago, Cleveland, Dallas, 
Los Angeles. 






A CONOVER-MAST 
PUBLICATION 






























Typical A extrusions. 
d founds and hex 


available from stock. 


Ampce Metal sheet and 
- plate, 1%" 10 1%" thick, 
available from stock. 





THROUGH LONGER SERVICE LIFE 


»-- with AMPCO MILL PRODUCTS 
Extruded Rod and Tube — Sheet and Plate 


The 2275-ton hydrauli¢ extru- 
sion press in the Ampco Mill. 


Complete details .-- 


no obligation! 
Tear out this coupon and mail today! 


minum bronze. 
rosion resistance 
grades to meet your specific needs for hard- 
ness, tensile strength, bearing qualities 


You can give your customers a better, 
longer-lasting product by using Ampco alu- 


Its “built-in” wear and cor- 


are 


available in 


various 


etc. 


By the same token you can rebuild or 


repair your own machinery and equipment 
for longer service — and you can reduce 
maintenance costs by using these durable, 
wear-resistant alloys. 


Take full advantage of Ampco’s extensive 





mill facilities and laboratory-controlled qual- 
ity. Ask your nearby Ampco Field Engineer 
for complete details on Ampco’s mill prod- 
ucts and mill production facilities. 


AMPCO METAL, INC., Milwaukee 4, Wis. 


West of the Rockies it's the Ampco Burbank Plant, Burbank, Calif, 








* AMPCO METAL, INC., Dept, P-7, Milwaukee 4, Wisconsin 
’ Send me complete information on Ampco mill products and production facilities, 2 
re 
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(Continued from page 242) 
solution resulting when steel is cleaned 
in hot sulphuric acid, and zinc wastes, 
by-products of the galvanizing operations. 
Liquid chlorine is the only other raw 
material necessary in this original pro- 
cess which more than pays its way as 
it performs the dual function of eliminat- 
ing a serious waste disposal problem and 
converting components of the wastes to 
pure, useful, salable products. 

The spent pickle liquor contains fer- 
rous sulphate up to 22% and free sul- 
phuric acid up to 1%. The zinc wastes 
are salskimmings having a total zinc 
content of about 50%. They include me- 
tallic zinc, zinc oxide, zinc chloride, zinc 
oxy-chloride, ammonium chloride, iron 
and waste matter, and zinc ash which 
has a zine content of approximately 75% 
composed chief y of metallic zinc and zinc 
oxide with small parts of chlorides and 
iron. 

At the end of the process, the three re- 
covered products are ready for sale. The 
ferric hydrate may become a raw mate- 
rial for the manufacture of yellow and 
red iron oxide pigments or abrasives, 
as a purifier for manufactured gas, for 
the preparation of ferric sulphate or ferric 
chloride foresewage treatment, or many 
other industrial uses 

Zinc sulphate may be used in agricul- 
tural sprays, improvement, rayon 
manufactures, electroplating, and 
lithopone. 

Zine chloride is used in fluxes, as a 
wood preservative, in zinc ammonium 
chloride and as chromated zinc chloride, 
in Vulcanized fibre manufacturing, tex- 
tile finishing and dyeing, paper finishing, 
vegetable glues, etc. 

More complete technical information on 
this available upon request. 
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SUPPORT OF INDUSTRIAL POWER 
TRUCKS BY SECONDARY FLOORS 


To help 
trucks determine 
particularly -will sup 
port power-truck The Yale 
& Towne Manufacturing Company, Phila 
delphia Division, has recently conducted 
extensive floor loading tests which make 
available data to guide industry in 
choosing and operating industrial powe1 
trucks. 

The new data provides a quick method 
of approximating safe floor capacities 
subjected to power-truck 
The data helps the engineer to 


industrial 
their floors 


users of power 
whether 
fle OTS 


operations, 


secondary 


new 


when opera- 
tions. 
choose equipment in permissible weight 
ranges and to select suitable unit-load 
weights for safe operations 

Tests pertain particularly to the con 
crete slab type of floor construction which 
most architects claim is one of the most 
desirable types for industrial plants. 

If the results of preliminary computa- 
tions as carried out below 
the foor loading capacity, a consultant 


installing a 


are close to 


should be engaged before 
truck system. 
Tests show that the common types of 


industrial power trucks in use today 
(Please turn to page 248) 


PURCHASING 




















JuLty, 1949 


One look at a light-painted house broken out 
with a “chicken-pox” of rusty nail-heads, and 
you'll agree that aluminum nails are a mighty 
sound idea. But things had to happen, to make 
possible aluminum nails that would last under 
hammer blows, as well as under rainstorms. 
Alcoa made those things happen. 
Developed an aluminum alloy tough enough 
to hammer, strong enough to drive, malleable 


Because they’ll never stain her pretty white house. 


Another proof that ALUMINUM LASTS 





enough for the nail-making machines that 
form heads and points at machine-gun speed. 
Found ways to draw it into wire and to in- 
crease the holding power of the finished nails. 

Those are the kinds of jobs we like to tackle. 


For every one we complete makes something of 
Alcoa Aluminum a better buy for you. ALUMINUM 
Company oF America, 1908G Gulf Building, 
Pittsburgh 19, Pa. Sales offices in principal cities. 





- ALCOA 


FIRST IN ALUMINUM 
THE METAL THAT LASTS 
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KEYSTONE 
Galvanized MB 


Spring Wire 














i)! 


Keystone’s new Galvanized MB Wire offers improved corrosion 
resistance. It gives added life and strength to mechanical springs 
subject to rust and corrosion. This is due to Keystone’s unique 
method of galvanizing the wire before it is cold-drawn. The 
drawing process smooths and hardens the galvanized finish, in- 
creasing its lasting qualities remarkably. Other advantages are 
its lustre-bright, shiny smooth finish . . . even, uniform temper 


...and high tensile strength. 








Whatever your industrial wire 
problem might be, Keystone’s 
wire specialists can help solve 
them for you. 









SPECIAL ANALYSIS WIRE 
for all industrial purposes 
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impose a dynamic load to the floor ap- 
proximately 1% times the static weight 
of the loaded machine. Considering the 
truck as a concentrated load, the bending 
moment is about 2 times the bending 
moment for uniform loading. These two 
factors indicate that industrial power 
truck operations introduce floor stresses 3 
times those presented under uniform 
loading conditions. 

To determine the truck-load which a 
floor will carry, the area of space de- 
voted to aisle in one bay is considered. 
For example, a 20’ x 20’ bay having a 
10’ aisle and rated floor capacity of 250 
Ibs. per sq. ft. would allow a static load 
of 20’ x 10’ x 250 #/sq. ft. or 50,000 Ibs. 
Applying the factor of 3 this would allow 
a truck weight of .16,600 Ibs. Just how 
much of this weight will be apportioned 
to truck and how much to load will de- 
pend upon the type of load and upon 
the type of truck desired. 

This assumes that the storage areas 
along the aisle are not overloaded. Two 
or more trucks could pass one another 
over this area in a given bay provided 
their combined weight is not greater than 
16,600 Ibs. Particular attention should be 
paid to this factor in front of elevators. 

Further studies may be required for 
other types of floors—for example wooden 
floors where only a few boards may re- 
ceive the full weight of the truck. 

To summarize, simple study can give an 
approximate indication of the weight of 
the loaded trucks which can be operated 
safely on a given floor. When these com- 
putations indicate that the weight of the 
proposed trucks approach the maximum 
safe load figures, a detailed study by a 
competent engineer should be made. If the 
weight of the loaded machines is com- 
fortably below the maximum figures, and 
the building is in a good state of repair, 
it would be safe to apply a trucking sys- 
tem without such a detailed engineering 
study. 

A more complete report on this subject 
is available from The Yale & Towne 
Manufacturing Co., Philadelphia, Pa. 
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ANNOUNCE NEW SMOKE 
ABATEMENT SYSTEM 


An improved, highly effective system 
for smoke abatement has recently been 
introduced by the Eclipse Fuel Engineer- 
ing Company, Rockford, Illinois. This 
practical approach, suitable for all in- 
dustrial applications, utilizes the basic 
principle of forced air to eliminate ob- 
jectionable smoke. 

Eclipse engineers point out that the 
formation of smoke or soot (which is 
hydrocarbon vapors heated to high tem- 
peratures without sufficient air) can be 
prevented only by complete combustion 
within the firebox. In order to bring 
about this condition, air must be forced 
through jets into the firebox. This cre- 
ates a turbulence which causes more 
complete combustion before the volatile 
gases have a chance to break down into 
soot or smoke. Extensive tests on a wide 

(Please turn to page 250) 
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The Reserve Strength Built Into 


Assures 
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a minimize the chance for damage in shipping, and to create good will with 


your customers, take advantage of the extra strength found in Gaylord Boxes. 


Rigid standards that demand superior raw materials and continuous 
quality control through every step of manufacturing give Gaylord Boxes that 


reserve strength so important to the safety of your product. 


You'll find Gaylord Sales Offices in the cities listed below ready to help 


you solve your packaging problems. Call the one nearest you. 





GAYLORD CONTAINER CORPORATION General Offices: ST. LOUIS 


Corrugated and Solid Fibre Boxes New vom . Chicago ° ieg Francisco « Atlanta * New Orleans « Jersey Cy . Seande 
Detroit + Indianapolis * Houston « Los Angeles * Oakland * Minneapolis 
Jacksonville * Columbus «+ Fort Worth *« Tampa « Cincinnati «+ Dallas 
Kraft Grocery Bags and Sacks Des Moines + Oklahoma City + Greenville + Portland + St. Louis + San Antonio 
Kraft Paper and Specialties Memphis + Kansas City + Bogalusa * Milwaukee + Chattanooga + Weslaco 
New Haven «+ Appleton « Hickory « Greensboro « Sumter « Jackson « Miami 


Folding Cartons 
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Free Manual 


DARNELL CORP. LTD. 
LONG BEACH 4 CALIFORNIA 


60 WALKER ST. NEW YORK 13. NY 
36 N CLINTON. CHICAGO 6 ILL 











(Continued from page 248) 
range of applications have conclusively 
proven this fact. 

According to the company, an over- 
fired air jet system is the most efficient 
end inexpensive method of controlling 
smoke. It is further stated, than when 
centrifugal pressure blower is used as 
the source of air supply, the actual oper- 
ating expense (electric power) is pro- 
portional to the amount of air required. 
Operation is not continuous. It occurs 
only when needed. 

The Eclipse plan of smoke abatement 
offers two different air jet systems. 
These are the single manifold and the 
double manifold. After such specifica- 
tions as firing rate of the boiler, length 
and width of the grate and available 
floor space have been determined, the 
most suitable system is engineered to 
fit the specific application. 

Controls for the systems are manual 
or automatic, 
Under visual-manual control, a push but- 
ton station is used for a manual start 
and stop of the blower. Mirrors, if 
needed, are used for observation of the 
stack. If automatic control is desired, 
a photoelectric cell is installed in the 
stack and interconnected with the blower 


whichever is preferred 


starter. 

Bulletin KS-1, giving full information 
and specifications on this system of smoke 
abatement is available from Eclipse Fuel 
Engineering Company, Rockford, Illinois. 
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FOUNDRIES PRODUCING NEW 
DUCTILE CAST IRON 


Ductile cast iron, a new engineering 
material developed by the International 
Nickel Company, is now being produced 
by numerous foundries throughout the 
United States. Some of the companies 
licensed under pending patent applications 
to produce this new material are: 

Albion Malleable Iron Company, AI- 
bion, Mich. 

The Anstice Company, Inc., Roches, 
ter, N. Y. 

Atlas Foundry Company, Irvington, 
N. J. 

Benton Harbor Malleable Industries, 
Benton Harbor, Mich. 

Bison Castings, Inc., Buffalo, N. Y. 

Chambersburg Engineering Company, 
Chambersburg, Pa. 

Cooper-Bessemer Corporation, Grove 
City, Pa. 

Dostal-Per Mold Foundry Company, 
Pontiac, Mich. 

Francis & Nygren Foundry Com- 
pany, Chicago, Ill. 

Kutztown Foundry & Machine Com- 
pany, Kutztown, Pa. 

Lynchburg Foundry Company, Rad- 


ford, Va. 
Motor Castings Company, Milwau- 
kee, Wis 


Noblesville Casting Company, No- 
blesville, Ind. 

Pitz Foundry, Inc., Brooklyn, N. Y. 

Prospect Foundry, Minneapolis, Min- 
nesota. 

Ritter Company, Inc., Rochester, 
New York. 


(Please turn to page 252) 
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WATER 


ALWAYS 
GOOD 
and 


COOL 
wtth 


ELECTRIC 
WATER 
COOLERS 


@ Fedders complete line of Electric Water 











Coolers provides popular sizes for office and 
plant use. Thousands of Fedders-built Elec- 
tric Water Coolers in operation in every 
climate in every part of the world. 


Fedders cabinets are finished in satin 
metallic gray, They occupy floor space less 
than 16” square, 


Fedders construction using Monel, Ever- 
dur and hot tin-alloy dipped copper water 
lines and tank 
meets sanitary 
codes. 


Testedand rated 
in accordance with 
all requirements 
of U.S. Bureau of 
Standards, CS 127- 
45. Approved by 
Underwriters’ 
Laboratories and 
Canadian Stand- 
ards Association. 
Meets require- 
ments of National 
Electrical Manu- 
facturers’ Associa- 
tion and National 
Board of Fire Un- 


derwriters. 


Write for full 
information. 


x * 





FEDDERS-QUIGAN 
CORPORATION 
Dept. P-WCl1 Buffalo 7, N.Y. 


A Great Name Since 1896 


_fedders 
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When a blueprint calls for springs of high tensile strength and 


resistance to corrosion, Seymour Nickel Silver is specified regularly. 
This alloy has a modulus of elasticity of 18,000,000 Ibs. per square 
inch, which is approximately 20% higher than that of other copper 
alloys, resulting in stronger, more rigid springs. Parts are easily plated 


with gold, silver, nickel or chromium without the necessity of preplating. 


Write for your complimentary copy of the Seymour Nickel Silver 
Catalog containing complete data on the entire range of Seymour 
Nickel Silver alloys and their applications. 


THE SEYMOUR MANUFACTURING COMPANY, SEYMOUR, CONN. 


--SEYMOUR NICKEL SILVER~-- 


Jury, 1949 


Want Additional Product Information? See Page 19. 


251 














BUSINESS IN MOTION 





Jo our Cre aged on jaabiitinani Lrutileen ay 


Most of the Revere Metals have utilita- 
rian end uses, going into such products as 
electric motors and switches, clock move- 
ments, automobile radiators and heaters, 
steam condensers, power plant bus bars, 
water tube, roofing and flashing, and 
similar important but unspectacular ap- 
plications. There are other products, 
however, in which these fine metals serve 
the cause of beauty as well as utility. 
Revere, you see, is an important sup- 
plier to manufacturers of jewelry and 
silverware. To such firms, our copper 
alloys offer many important advantages, 
including easy workability, perfect roll- 
ing and plating qualities, and a wide range 
of colors, permitting a good match, if 
desired, with the precious metals. The 
strict quality require- 


rate pressing, stamping, embossing and 
chasing methods required to produce the 
graceful shapes and intricate detail of 
ornamentation before plating. To the 
skilled craftsmen who devote their genius 
to such beauty Revere gives full credit, 
and they give us equal credit for our 
metal which they find so suitable for 
them to work. 

From the point of view of volume it 
cannot be said that this luxurious biscuit 
box represents a big market for Revere. 
No matter how attractive and desirable, 
luxuries are not sold in quantity. Yet 
Revere takes pleasure in supplying the 
fine metal required, and has collaborated 
closely with the maker in selecting the 
proper alloy and writing specifications for 

its gauge and tem- 





ments of this branch 
of the Revere busi- 
ness make it one in 
which we take pride 
even though goldand 
silver hide our metals 
from the view of the 
ultimate consumer. 
The most hand- 
some, elaborate and 
expensive item 
known to Revere in 
which its metals are 
used is a biscuit 
box, a reproduction 
of an antique Shef- 
field piece. This has 








per. In other words, 
though the poundage 
involved is tiny com- 
pared with that re- 
quired for condenser 
tubes and plates, Re- 
vere has given this 
business close and 
thorough attention. 
It has been our ob- 
servation that such 
respect for the rela- 
tively small order is 
well-nigh universal 
among suppliers, yet 
we often notice that 
manufacturers need- 








three interconnected 
hinged leaves, each with an inner pierced 
shell, also hinged. Opening one leaf 
opens them all to the same degree. Thus 
with one hand it may be closed tightly, 
opened part way, or all the way. Though 
intended as a biscuit box to grace aris- 
tocratic tables, it can also be used for 
flowers. The box has over 100 parts, but 
is beautifully simple to use, and can be 
easily separated into its main sections for 
cleaning. The outside is heavily plated 
with silver, and inside with 24-karat gold. 

Revere’s share in the production of this 
expensive item (retailing at over $100 in 
the best shops) is confined to supplying 
the base metal, Revere’s Soft Rich Low 
Brass. This is ideally suited to the elabo- 


ing such quantities 
do not feel entitled to ask big companies 
for help; they go to distributors. This is 
indeed the proper thing for them to do. 
It is the function of distributors to ship 
smaller orders from their stocks. But it is 
also the duty of the distributor, and the 
privilege of his customers, to call upon 
the supplier for collaboration in such 
matters as material selection and speci- 
fication, and even fabrication methods 
if desired. So Revere suggests that no 
matter what you make, nor in how small 
quantities you buy, you avail yourself 
not merely of the distributors’ stocks 
and knowledge, but also feel free to draw 
upon the knowledge and experience of 
the supplier. 


REVERE COPPER ann BRASS INCORPORATED 
Founded by Paul Revere in 1801 
= & @ 
Executive Offices: 
230 Park Avenue, New York 17, N. Y. 











(Continued from page 250) 

Sacks-Barlow Foundries, Inc., New- 
ark, N. J. 

James Spence Iron Foundry, Jersey 
City, N. J. 

Sterling Foundry Company, Welling- 
ton, Ohio. 


Straight Line Foundry & Machine 
Company, Syracuse, N. Y. 

Texas Foundries, Inc., Lufkin, 
Texas. 


Treadwell Engineering Company, 
Easton, Pa. 
Youngstown Foundry & Machine 
Company, Youngstown, Ohio. 
The new material combines the process 
advantages of gray cast iron, such as 
fluidity, castability and machinability, 
with the product advantages of cast 
steel and is characterized by a graphite 
structure in the form of spheroids. Its ex- 
cellent mechanical properties, particularly 
high elastic modulus, high yield strength 
and ductility, have suggested many poten- 
tial applications for this ductile cast iron 
in various industries. 


er 


EXAMPLE OF HOW FORK TRUCKS 
AND PALLETS CUT COSTS 


Sugar is handled in carload quantities 
at the Mississippi Avenue Warehouse, 
East St. Louis, Ill. Following is a state- 
ment of the savings effected by fork truck 
and pallet handling and 
against manual handling with warehouse 
trucks, released by J. W. Featherston, 
warehouse manager : 


storage, as 





Two carloads of bagged sugar had 
arrived, and two crews of four men 
each, equipped with hand trucks, were 
assigned to unload the cars and storage 
the bags. Each car contained 1,200 bags, 
with a gross weight of 121,200 pounds. 

At the same time two other cars, 
each containing 2,000 packages of sugar, 
each weighing 60-lbs. were received. Two 
men, with a battery-powered fork truck 
and a supply of pallets were assigned to 
each of these cars, also to unload and 
storage the contents. 

It required the four-man crews a full 
eight hours—or a total of 64 man-hours 
for the two cars—to handle, move and 
stack 2,400 bags of sugar, or a gross 
weight of 242,400 pounds. 

The four men with the fork trucks and 
pallets worked 7% hours each, or a total 
of 30 man-hours. In this time they han- 
dled and stored a gross weight of 244,000 
pounds, represented by the 4,000 bundles 
of sugar. 

The same day, in thehandling of 
two incoming shipments of canned meats, 
similar savings in man-power and man- 


(Please turn to page 254) 
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WHAT 


does industry 
do with these 
fastenings 


Do you recognize these HOLTITE fastenings? 
Guess what industry uses each of them, 
Check yourself by the list below. 


CONTINENTAL makes them all and thousands more 


Of all the 400,000 varieties of fastenings that literally hold our indus- 

tries together, Continental makes a large proportion marketed under 
the famous HOLTITE trade name. Most of them are standard — screws, 
nuts, and bolts for every use in every industry. Others like the well-known 
HOLTITE-Sems and HOLTITE-Phillips screws are patented specialties and the 
famous HOLTITE-Thredlock, Locktite and Tap screws were first designed and 
produced by HOLTITE. Sometimes a fastening engineered by HOLTITE 
for one industry finds an unexpected use in another. Often a HOLTITE- 
Engineered fastening will replace several parts that a manufacturer is using. Why 
not discuss your fastening requirements with a Continental Sales-Engineer. He 
will focus on your requirements all the broad industrial-fastening experience and 
ingenuity of Continental. & Remember Continental is constantly improving 
HOLTITE products, lowering their cost and broadening service. 


ENGINEERED FASTENINGS FOR PRODUCT ENGINEERS 


A. This chrome plated Phillips screw used on passenger guard 
rails in busses has a special shaped head to dress up appear- 
ance and provide additional shear resistance. 


B. A special shoulder on this unusual HOLTITE Phillips 
motor bus seat adjusting screw assures snug, rattle-free fit be- 
tween vehicle body and driver’s seat. 


C.The Phillips head on this special HOLTITE-Sems bole 
speeds initial driving. The hex head allows use of a torsion 
wrench for final adjustments and repair in the field. This 
unique design cuts assembly time on truck chassis by several 
minutes. 


This Trademark D. An example of a HOLTITE “Lock-Tite” screw. The screw 


HOLTITE and lock washer come in one solid piece. With but one part 


to handle, assembly steps up and waste drops to a minimum. 
T. M. REG. U-S. PAT. OFF. 


oa" CONTINENTAL 
SCREW COMPANY 


NEW BEDFORD, MASS., U.S.A. 1949 


a 





1904 
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(Continued from page 252) 
hours were realized. Each of the cars 
carried 4,000 cases, the gross weight in 
each carload being 92,000 pounds. 

Four men with hand trucks were as- 
signed to one car. It took them a total 
of 40 man-hours to remove and store the 
cases. The other car was assigned to 
three men, one of them operating a bat- 
tery-powered fork truck. Two of the men 
palletized the cases, the task taking a 
full eight hours each. The fork truck 
operator worked only four hours to re- 
move and place the palletized loads in 
storage. This accounted for 20 man-hours 
worked on this car. The fork truck op- 
erator worked the other four hours of 
his eight-hour turn in removing palletized 
loads of cases of canned soup from a 
storage unit and moving them to a point 
on the loading dock where two other 
men manually stowed them in an out 
bound freight car. 


rf 
JADE-ITE HEAT-PROOF DINNERWARE 


Jade-ite is the trade style of a line 
of heat-proof dinnerware offered by the 
Anchor Hocking Glass Corp., Lancaster, 
Ohio, with the assurance that it will give 
satisfactory service in all commercial lo- 
cations where dinnerware is used. 





The new dinnerware is heat-proof and 
will not craze or warp when pre-warmed 
for serving hot dishes. A homogeneous 
product, it cannot absorb liquids, food 
particles or odors and can be kept sani- 
tary under all conditions of use. Its 
smooth hard surface is easy to clean 
and keep clean. As its name implies, 
it is made in a delicate color of green 
jade, which harmonizes with practically 
any table setting. 

The line is available in 16 essential 
items of a size and capacity which market 
surveys have shown to be preferable. 


y A 7 


POWDERED RUBBER INCORPORATED 
WITH ASPHALT FOR IMPROVED 
HIGHWAY SURFACING 


The highway departments of Texas, 
Virginia and Ohio are making tests of a 
new development in road building, namely, 
the incorporating of powdered natural 
rubber with asphalt in order to improve 
road surfacing. The rubber powder is 
incorporated in the bituminous binding 
material at the approximate rate of one- 
third to one ton of rubber per mile. It is 
said to give a better road surface, with 
amazing reduction in maintenance costs, 
longer lasting surface, better protection 
of foundation materials, and a smoother, 
more water-resistant and dust-free road 
surface. 
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QUALITY CONTROL DATA 


SHEET 


SYLVANIA FLUORESCENT LAMPS 
































EVERY GO MINUTES, QUALITY OF SYLVANIA FLUORESCENT | 
| LAMPS IS CHECKED WITH BIG PHOTOMETER EE 


' 


To insure lamps that are unsur- 
passed, Sylvania quality control 


‘ engineers take hourly checks of 


_ allows fast, 


production line lamp samples in 
this huge 15-foot diameter Photo- 
meter! This high-speed unit 


accurate checks on 


_ light output and electrical char- 


acteristics. [It serves to keep 


' Sylvania Lamps “The Best Light 
In Sight!” 


JuLy, 


SYLVANIAS EL 


FLUORESCENT LAMPS. FIXTURES. WIRING DEVICES 


1949 


: 


\ 
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Sean 


> 
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In addition, samples of each 
day’s output are tested against 
lamps of other brands—further 
insuring that the Sylvania Lamps 
shipped everywhere are unbeat- 
able! This supervision of lamp 
quality consists, too, of testing 
light output at various stages of 
lamp life ... of determining volt- 
age and current characteristics. 

This huge unit is just one of 


SIGN TUBING: LIGHT BULBS. PHOTOLAMPS RADIO T 


ioccenee 


many extra-quality controls em- — 
ployed at Sylvania to make sure ~\~ 


Sylvania Lamps are the best buy 
in fluorescent illumination! 


That’s why they give far more - 


light, have longer life than ever 
before! 


For full information on the en- _| _ 


tire Sylvania line, write Advertis- 


ing Dept. L-7507, 500 Fifth Ave., | 


New York 18, N. Y. 


ECTRIC 


ATHOD RAY 
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Richard N. Chapin has been appointed 
General Purchasing Agent of Air Reduc- 
tion Sales Co., New York, N. Y. He will 
be located at the company’s general offices 
at 60 East 42nd Street. 

S. S. Stewart has been named Purchas- 
ing Agent for the company’s manufactur- 
ing division, and will be located at 125 
Monitor Street, Jersey City, N. J. 


R. N. Chapin 


Mr. Chapin, a graduate of Rensselaer 
Polytechnic Institute, joined Air Reduc- 
tion in 1935. From 1942 to 1945, he 
served as a buyer. From 1945 until his 
recent appointment, he was Assistant 
Purchasing Agent. He succeeds Walter 
R. Clark, who resigned to join U. S. 
Industrial Chemicals, Inc., as head of the 
purchasing department. 

Mr. Stewart joined Air Reduction in 
1922 as production manager for the Wil- 
son Welder and Metals Company, Inc. 
In 1940 he was appointed a buyer in the 





S. S. Stewart 


‘purchasing department. Two years later, 
he was made Assistant Purchasing Agent, 
a position he held until his present 
appointment. 
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Leonard E. Benedict, Purchasing Director 
for the Amity Leather Products Co., 
West Bend, Wis., has been elected to the 
board of directors of the company. Mr. 
Benedict has held his present position 
for 14 years. 


Walter H. Canter has been named Pur- 
chasing Agent for the Columbus Bolt & 
Forging Co., Columbus, O. He succeeds 
Helen J. Zeise, who has retired after 
40 years’ continuous service with the 
company. Mr. Canter was formerly cost 
accountant and then controller for the 
firm. 


Ross Hastie, buyer of equipment and raw 
materials for the pigments and dyes pro- 
duced by Hilton Davis Chemical Co., Cin- 











of Hanford Works Service Divisions 
Mr. Jeffrey had charge of this work in 
the Service Divisions as Operations Pur- 
chasing Agent. The Construction Pro- 
curement Divison, which was formerly 
headed by Mr. Hotaling as part of the 
Design and Construction Divisions, has 
also become a part of the new division. 
The consolidation was completed by addi- 











>; 
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W. A. Jeffrey 































Ross Hastie 


cinnati, O., flies his personal plane on 
buying trips to various parts of the coun- 
try. Mr. Hastie, who has 500 flying hours 
to his credit, is shown above with the 
plane. 


W. A. Jeffrey has been named Manager 
of the Purchasing and Stores Divisions 
at the Hanford Works, Richland, Wash. 
The General Electric Company operates 
the plutonium producing Hanford Works 
in the town of Richland as prime con- 
tractor to the U. S. Atomic Energy Com- 
mission. In announcing the establishment 
of the new divisions, and the appointments, 
G. R. Prout, Vice President of the 
company and General Manager of its 
Nucleonics Department, also stated that 
G. E. Hotaling has been made Assistant 
Manager of the divisions. 

Parts of three divisions have been com- 
bined to form the Purchasing and Stores 
Divisions. Purchase and storing of oper- 
ating materials was formerly a duty 





tion of the Traffic Section, formerly a 
part of the Hanford Works Transporta- 
tion Division. 

Mr. Jeffrey came to the Hanford 
Works purchasing department in 1946 
when he was associated with the du 
Pont Company. After September of that 
year he served with General Electric as 
Supervisor of Purchases until his appoint- 
ment in 1948 as Operations Purchasing 
Agent with responsibility for the Pur- 
chasing and Stores Division 





G. E. Hotaling 


Mr. Hotaling joined General Electric 
in purchasing at Schenectady, N. Y. in 
1940, and became a buyer in 1941. After 
three years in the Navy as supply officer 
he returned to the company, and came 
to Hanford Works in 1947 to set 


(Please turn to page 258) 
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RUNS THREE TIMES AS LONG BETWEEN SHUTDOWNS 


Suniso Refrigeration Oil Eliminates Two-Thirds 
of Shutdowns in Ice-Cream Plant 


An ice-cream manufacturer was 
forced to shut down his refriger- 
ation plant with abnormal fre- 
quency because heavy sludge 
formed in the compressor. Taking 
the advice of a Sun Engineer to 
switch to Suniso Refrigeration Oil 
of the correct grade, he found 
he could run the plant three times 
as long without an oil change. He 
reduced maintenance time by one- 


SUN PETROLEUM PRODUCTS ~S 


third. Savings were substantial, and 
output increased correspondingly. 

This is typical of the stepped-up 
production and the savings often 
made possible where Sun petroleum 
products are used. For example, by 
switching to a Sun cutting oil, a 
manufacturer increased production 
of optical instrument parts by 43 
percent. A manufacturer of radio 
components tripled the life of 


“JOB PROVED” IN EVERY INDUSTRY 


threading dies by changing to one 
of the new Sunicut oils made with 
Petrofac.* A cotton fabrics manu- 
facturer is saving $1,000 a year on 
the cost of processing-oil alone by 
using a Sun product that solved his 
corrosion problem. 

For information about Sun “Job 
Proved”’ products for your indus- 
try, call the nearest Sun Office, 


*Petrofac is a trademark of Sun Oil Company. 


SUN OIL COMPANY - Philadelphia 3, Pa. 
In Canada: Sun Oil Company, Ltd, 


Toronto and Montreal 


=> 
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up the Construction Purchasing Division. 
In 1948 he became Procurement Division 
Manager. 


John £. Callahan has been appointed 
Purchasing Agent of Bristol Laboratories, 
Inc., Syracuse, N. Y. He succeeds Leon- 
ard S. Fulmer, Vice President in Charge 
of Purchasing, who has retired. 





John E. Callahan 


\ member of the staff of Bristol Labor- 
atories since 1946, Mr. Callahan was 
formerly assistant buyer with General 
Electric Co. in Bridgeport, Conn. for 
three years, and was with Aerofin Divi- 
sion of Carrier Corp., Syracuse, for six 
years. 

Mr. Fulmer, who was also Assistant 
Secretary of the company, graduated from 
Syracuse University, where he received a 
degree in chemical and electrical engi- 
neering in 1915. He was assistant chief 
engineer at Halcomb Steel Co. from 1915 
to 1921, and was a sales manager with 
Johns Manville Co. from 1921 to 1923. 





Leonard S. Fulmer 


In 1923 helped to found Cheplin Biolog- 
ical Laboratories, which later grew into 
Bristol Laboratories, Inc. He was named 
Vice President in Charge of Purchasing 
in 1943, 


H. J. Kettleborough has been placed in 
charge of purchasing and inventory con- 
trol for the Conco Engineering Works, 
Division of H. D. Conkey & Company, 
Mendota, Ill. He succeeds H. H. Bansau 
who resumes charge of the materials han- 
dling division, the department with which 
he was associated for over 20 years prior 
to directing purchasing and inventory. 
Mr. Kettleborough has been with the or- 
ganization for over 30 years, and had 
previously headed the department. 
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Thomas D. Jolly, Vice President in 
Charge of Engineering and Purchases 
for Aluminum Company of America 
(ALCOA), was awarded the honorary 
degree of Doctor of Engineering at the 
commencement exercises of Rensselaer 
Polytechnic Institute on June 10, 1949, 

Now President of the American Stand- 
ards Association, and a past president 
of the National Association of Purchas- 
ing Agents, Mr. Jolly has made many 
outstanding contributions to the advance 
ment of knowledge in the engineering and 
purchasing fields. In 1948 he was named 
by former president Herbert Hoover as 
a member of the Advisory Committee on 
Government Procurement with the Com- 
mission on Organization of the Executive 
Branch of the Government. 

During World War II, Mr. Jolly 
shouldered the great responsibility of 
heading up the engineering, construction 





Thomas D. Jolly 


and purchasing projects involved in AL- 
COA’s self-financed $300,000,000 expan- 
sion of aluminum facilities, as well as 
the similar problems arising out of the 
construction of more than forty govern- 
ment-owned plants costing approximately 
$750,000,000 which were built and oper 
ated during the war by ALCOA. 

Mr. Jolly began his career with AL- 
COA in 1915 as a draftsman at the New 
Kensington, Pa., Works. A veteran of 
World War I, he served overseas with the 
33rd Engineers of the United States 
Army in 1918 and 1919. In 1924 he was 
made superintendent of maintenance at 
New Kensington Works, and came to the 
company’s Pittsburgh office in 1929 as a 
buyer. Two years later he became 
ALCOA’s Purchasing Agent. He was 
named Chief Engineer and Director of 
Purchases in 1937, and Vice President 
in Charge of Engineering and Purchases 
in 1942, 

Carnegie Institute of Technology chose 
Mr. Jolly its “Man-of-the-Year” in 1946. 
He is a fellow of the American Society 
of Mechanical Engineers, a recipient of 
the Shipman Gold Medal awarded by 
the National Association of Purchasing 
Agents, and an active member of the 
American Legion. Currently he is presi- 
dent of the St. Clair Memorial Hospital 
Association of Mt. Lebanon, a suburb of 
Pittsburgh. He is also a past president 
of the Engineering Society of Western 
Pennsylvania. His residence is at 113 Jef- 
ferson Drive, Mt. Lebanon (Pittsburgh) 
Pa. 


D. H. Wattles has been made Purchasing 
Agent of Apache Powder Company, Ben- 
son, Arizona, succeeding N. J. Roberts, 
who has retired. 


Lloyd J. Pinkowsky, Purchasing Agent 
for The Four Wheel Drive Auto Com- 
pany, Clintonville, Wis., since 1935, has 
been named Manager of the Purchasing 
and Inventory Department. 





Lloyd J. Pinkowsky 


Mr. Pinkowsky started work with the 
company as a timekeeper in 1924. He 
worked in the shop as a stock expediter, 
and in 1928 was transferred to the pur- 
chasing department. 


Ludwig W. Ritschel has been appointed 
Purchasing Agent of E. J. McAleer & 
Co., Philadelphia, Pa. He succeeds John 
L. Ramsey, former Purchasing Agent and 
Sales Manager, who has been named 
Vice President of the company. 


George A. Dursi, Purchasing Agent for 
William E. Wright & Sons Company, 
West Warren, Mass., has been admitted 
to practice law before the United States 
Tax Court, Washington, D. C. Mr. Dursi 





George A. Dursi 


is a graduate of Duquesne and Pittsburgh 
universities and holds degrees in eco- 
nomics, commerce, law, and engineering. 


Truman S. Curtis has been named by the 
State Finance Commissioners of Utah, as 
Purchasing Agent and Commission Secre- 
tary. His headquarters are in Salt Lake 
City. 


Walter R. Clark has joined U. S. Indus- 
trial Chemicals, Inc., New York, N. Y., 
as General Purchasing Agent, following 
his resignation from Air Reduction Sales 
Co., where he held a similar position. 

Mr. Clark, a graduate of the College of 
the City of New York, joined U. S. In- 
dustrial Chemicals in 1930 and remained 

(Please turn to page 260) 
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Arither (clause Pott! 
FLAKE FORMALDEHYDE 


GENERAL PURPOSE PARAFORMALDEHYDE 


NOW AVAILAELE \W COMMERCIAL QUANTITIES 
AT HALE CURRENT MARKET PRICE 





Paraformaldehyde— in flake form—is the latest Celanese research 
development. It is produced by an entirely new process permitting ‘ 
greatly lowered costs. CELANESE FLAKE FORMALDEHYDE 
Flake formaldehyde has no methanol or other inhibitor present, (paraformaldehyde) 
and contains no buffering salts. Its iron content and other impurities opens the way to new developments and 
are held to formalin specifications. Paraformaldehyde can now re- improvements in the resin, rubber, textile 
place formalin in many industricl applications to give definite eco- and organic synthesis fields. This general 
nomic and quality advantages. purpose flake is a mixture of polymethyl- 
ene glycols having an average degree of 
PROPERTIES AND SPECIFICATIONS polymerization of ten oxymethylene 
roups. Its short polymer chain length 
EE ko “mm a eo a we ee ee ee hard, pulverable flakes i pedi i omer Its low : 
FORMALDEHYDE CONTENT (% BY WT. MIN.) . . . . 91.0% en me 
ACIDITY (% BY WT. AS FORMIC, MAX). . 2... 0.05% content (9% by wt. max.) minimizes water 
Pe ae ee a 0.01% removal cycles and permits larger batches. 
IRON CONTENT (PARTS PER MILLION MAX.) .... . 2 
FE ab + + oe ee 8 oe S86 a 8 8 8 8 passes 2” screen sarees formaldehyee dees net Cust. & 
COLOR (APHA AS 37% SOLN) .......... 10 promises easier handling and storage . . . 
| ae ee 0.65 no special facilities are required. It is 
MELTING POINT (SEALED TUBE). .......... 100—125°C available in 5, 25, 100 and 300 Ib. 
FLASH POINT (TAG OPEN CUT APPROX)... .. . 200 itd Retains 
IGNITION TEMPERATURE (APPROX.). ........ 575 °F 
a ee a ee a ee ee combustible solid 











Celanese Paraformaldehyde is also available in powder form for special applications. Other 
types are under development. Write to Product Development Department for New Product Bul- 
letin N-I6-I, samples and other information. 

CELANESE CORPORATION OF AMERICA, Chemical Division, 51-G, 180 Madison Ave., New York 16 







, rs yy ; *Reg. U.S. Pat. Off. 
CHEMICALS 

ALCOHOLS + ALDEHYDES + GLYCOLS + KETONES + ACIDS + SOLVENTS - PLASTICIZERS 
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with them until 1942, in a sales and ex- 


port capacity. From 1942 to 1946 he 
served in the army, first in chemical 
warfare purchasing and later in intelli- 
gence as a member of O.S.S. He was 
separated with the rank of major. 

From 1946 to 1947 he was with Air 
Reduction and in September 1947 was 
appointed Assistant Director of Pur 


chases. In November, 1948 he was made 
General Purchasing Agent, which posi- 
tion he held until his present assignment 

Gordon A. Reitan has been named Pur- 
chasing Agent of the Heywood-Wakefield 
Company, Gardner, Mass., to succeed the 
late Llewellyn J He has been with 
the company since 1937. 


T. G. Maniscole has been appointed Pur- 
chasing Agent for Toronto Envelope Co. 
Ltd., Toronto, Can., succeeding Bert Wil- 
son, who has been named Vice President 
of the company. 


Guy O. Beale has been appointed Vice 
President-Purchases of the Chesapeake & 
Ohio Railway, Cleveland, O. Mr. 
started with the C & O more than 
years ago as a clerk 


Seale 


40 


William H. Chaffee has been appointed 
Vice President—Refrigeration Operations 
of the Philco Corporation, Philadelphia, 
Pa. In this capacity he will be responsible 
for the coordination of all engineering, 
purchasing and production activities for 
the refrigeration division. 

Mr. Chaffee joined Philco in 1934 and 
was assigned to the purchasing depart- 
ment.. After in | of in- 
creasing responsibility, entered the 
Army Air Forces and served throughout 
the war. Shortly after his return to the 
Philco purchasing department he was 
named Purchasing Agent of the company’s 
refrigerator division, which position he 
held until his present appointment. 


serving Ositions 


1 
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AMONG THE COMPANIES 
YOU BUY FROM 








St. Paul, Minn.—American Hoist & Der- 
rick Company. John E. Carroll has been 
named general sales manager of the com- 





John E. Carroll 


pany. He at one time district sales 
representative and later resigned. He was 
a partner in the firm of Harron, Rickard 
McCone Co. of Southern California 


was 


and 


pripr to his return to American Hoist. 
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Newark N. J.—Link-Belt Company. John 
D. Riley has been appointed district man- 
ager here, to succeed the late George EF. 
Ramsden. The company’s office has been 
moved to 212 Essex Building, 31 Clinton 
Street. 


Chicago Ill.—Ingersoll Steel Division, 
Borg-Warner Corp. Allan M. Douglass 
has been named general manager of the 
Koolshade-Storm-Shade department. He 
was formerly sales manager of the in 
division [ National Gypsum 


sulation of 


Co, 


Boston, Mass.—Monsanto Chemical Co 
W. Kenneth Menke has been appointed 
assistant general manager of sales for the 
company’s Merrimac Division. 


and 
has 


il._—Foote Bros. 
Corporation. I. C. 


Chicago, Gear 
Machine Maust 
been named sales manager of the precision 





1. C. Maust 


gear division of the company. Mr. Maust 
joined Foote Bros. in 1946 after several 
years in the procurement department of 
the Lockheed Aircraft Corporation. 


Los Angeles, Calif.—Butterfield Division, 
Union Twist Drill Co. R. Bruce Mc- 
Kenzie has been appointed sales engineer, 
to cover the state of California. 


Washington, D.C.—Monsanto Chemical 
Company. Herbert W. Yeagley has been 


appointed manager of the company’s 
offices here, which have been moved to 
the Rust Building, 15th & K_ Streets, 
NW. 


New York, N. Y.—Mathieson Chemical 
Corporation. D. W. Drummond has been 
named vice-president, director of indus- 
trial chemical sales, and S. L. Nevins has 


been named vice-president, director of 
agricultural chemical sales. 
Tucson, Ariz—Ward Leonard Electric 


Co. Central Station Engineering Co., 2817 
Croyden Drive, has been named sales rep- 
resentative in the state of Arizona. 


Tulsa, Okla.—Air Reduction Company. 
Fidelity Transfer & Storage Co., 1540 
East Fifth Street, is the location of a new 
warehouse point for the company’s oxy- 
gen and acetylene gas supplies. 


Cincinnati, O. — Wheelco Instruments 
Company. A district office for the terri- 
tory of Kentucky, southwestern Ohio and 
northeastern Indiana has been established 
at 307 East Fourth Street. E. C. McFaul 
has been named manager. 

















Trenton, N. J.—Thermoid Company. Wil- 
liam E. Wolfe has been appointed man- 
ager-special sales for the company. He 





William E. Wolfe 


formerly served as manager of the Cin- 
Goodrich 
Since 


cinnati territory for the B. F. 
Co., Associated Lines Division. 
1936 he handled various assignments with 
Goodrich. 


Milwaukee, Wis.—Magnolia Metal Com- 
pany. Arthur M. Jorgensen has been ap- 
pointed sales engineer for the company, 
and will cover the Wisconsin- Minnesota 


territory. 


New York, N. Y.—Iron & Steel Products, 
Inc. The local office of the company has 
been moved to new quarters at 50 Church 


>treet. 


New York, N. Y.—American Brake Shoe 
Company. John F. Ducey, Jr. has been 
appointed district sales manager for the 
Brake Shoe & Castings Division 


Cleveland, O.—American Brake Shoe 
Company. Sam R. Watkins has been ap- 
pointed district sales manager here for 
the Brake Shoe & Castings Division. 


Manchester, Conn.—Rogers Corporation. 
George Smith has been named New Eng- 
land representative. 


Cleveland, O.—The Electric Products 
Company. Harry J. Fisher Associates 
will represent the company in the State 
of Ohio and the panhandle of West Vir- 
ginia. 


Omaha, Nebr.—Ampco Metal, Inc. 
Omaha Welding Co., 1523 Marcy Street 
will handle the company’s line of arc- 
welding electrodes. 


Seneca Falls, N. Y.—Snyder Tool & En- 
gineering Co. William D. Pomeroy has 
been appointed sales representative for 
New York, New Jersey, New England 
and Pennsylvania. 


Pittsburgh, Pa.—B. C. Ames Co. The G. 
C. Wood Company, 717 Liberty Ave., has 
been appointed exclusive representative 
for the Tri-State area. 


New York, N. Y.—American Insulator 
Corporation. John E. Currier has been 
appointed New York area representative. 


Chicago, Ill.—Lukens Steel Company. 
Samuel Wit has been named district man- 
ager of sales in the company’s office here. 

(Please turn to page 262) 
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Four million gallons of biting, corrosive brine are 
processed each day in the American Potash and Chemical 
Corporation’s plants at Trona, California. -OIC Valves, 
on miles of piping, play an important role in safely 
regulating this flow. 











First in Importance... 
rue RIGHT TRIM! 


OU can cut your valve operating Costs to a new 
low by installing OIC Valves. Every OLC Valve 
is especially made for its particular job. And the 
right trim for the job means less wear and longer 
service with less maintenance. Then, too, all trim o é 
surfaces in OIC Valves are finished to a highly pol- 


ished smoothness — shaving friction to the lowest 


OIC Valves on the job. Month after month, they give 
steady, dependable service under gruelling conditions. 


possible coefficient. 

Like American Potash, you'll find that OIC makes 
a valve to fill your specific requirements. 

If you'd like to discuss your valve problems with 
valve experts, see your OIC Distributor, or write 


direct to OIC. 


SAY GOODBYE TO YOUR 
CHANGE-OVER PROBLEMS! 


Changing over is easy with OIC’s handy 
Cross Reference Chart. Simply check the 
number of the valve on your lines, look 
in the chart, and you'll find the number 
of the right OIC Valve for the job. For 
your free copy, write to The Ohio Injector 
Company, Wadsworth, Ohio. 0-449-14 
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Uspousrepiy your local mill 
supply distributor stocks the Johnson Bearings 
you require. A great many do. They are part 
of a nationwide organization planned to make 
available to users most of the bearings they 
need. These stocks include General Purpose 
Bearings in over 850 sizes, Electric Motor 
Bearings, Graphited Bearings, Babbitt Metal, 
and Johnson Universal Bronze Bars. 


As a “‘pipe-line’’ to these distributors, twenty 
factory branches are established in principal 
industrial areas, with large and complete stocks 
in each territory. Therefore you are assured 
of prompt service when you order Johnson 
Sleeve Bearings locally. 














Vancouver, Wash.—Bemis Paper Bag 
Company. Alfred B. Williams has been 
appointed sales manager of the company’s 
plant here. 


New York, N. Y.—Automatic Transporta- 
tion Co. An eastern division, comprising 
a factory, sales and service branch has 
been set up for the company’s electric- 
propelled material handling industrial 
trucks. The sales office is at 347 Madison 
Avenue; the service and parts depot at 
1749 York Avenue. 


New York, N. Y.—Jefferson Chemical 
Company, Inc. Executive and sales offices 
have been moved to new and larger quar- 
ters at 711 Fifth Avenue. 


Chicago, Ill_—National Starch Products, 
Inc. S. F. Thune has been promoted to 
sales manager of the mid-western divi- 
sion, with offices here. 


Cincinnati, O.—Philip Carey Mfg. Com- 
pany. L. W. Clarke, formerly general 
sales manager, has been elected vice 





L. W. Clarke 


president in charge of sales. He succeeds 
E. W. Smith, who resigned. Mr. Clarke 
joined the organization in 1935. 


Boston, Mass.—Cutler-Hammer, Inc. The 
company’s office here, headed by C. V. 
Topliffe, has been moved to 784 Common- 
wealth Avenue. 


Oakland, Calif.—Buckeye Tools Corp. V. 
E. Lawford has been appointed sales rep- 
resentative in the northern California 
territory. 


New Haven, Conn. — Geometric Tool 
Company, division of Greenfield Tap & 
Die Corp. J. H. Broderick has been 
named field sales manager. 


Orlando, Fla.—The Frink Corporation. 
Lon E. Russell has been appointed sales 
representative for Georgia, Alabama and 
Florida. 


Detroit, Mich.—Detroit Broach Company. 
Henry T. Schlachter has been appointed 
representative to succeed Earl Hovey, 
who is retiring from the cutting tool field. 


St. Lovis, Mo.—Norton Company. A new 
district office has been opened here in 
charge of R. O. Anderson, district man- 
ager, who will shift his headquarters 
from Denver, Colo. This district will in- 

(Please turn to page 264) 


Want Additional Product Information? See Page 19. PURCHASING 




















NG 


















or THIN® 











for any cavity 


Cuipper seats offer unusual design possibilities . . . 
and unusual design economies, too. 


For example, this new Johns-Manville oil seal is 
available in flange sections of varying width to fit 
practically any cavity. In fact, because of the adaptability 
of its unique one-piece design, there is no cavity 
mechanically practicable which is too shallow—or 
too deep—for a Clipper Seal. 


Furthermore, because the Clipper Seal has no metal 
case and is of flexible molded construction, this oil 
seal permits liberal machining tolerances in the design 
of the cavity. Its tough, dense outer heel is resilient 
enough to conform to even a slightly out-of-round 
cavity. Yet this does not interfere with the seating of 
the pliable inner lip which always maintains a light, but 
positive sealing pressure on the shaft for minimum wear. 


Clipper Seals are entirely non-metallic, which elimi- 
nates the possibility of electrolysis; are available in 


_ Johns-Manville 


split and endless types, for sealing against oil, grease, 
water, air, grit and coolants, in sizes from 4%” I. D. 
to 66” O. D. If you would like to consult us ? 

about a design problem, write Johns - Manville, 4 
Box 290, New York 16, N. Y. 






oO Tt 
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Recommended Clipper Seal Flange Sections 
Light Medium Heavy 
Shaft Diameter Incre- |Flange| Heel |Flange| Heel |Flange| Heel 
Inches ments | Width | Depth | Width | Depth | Width | Depth 
% thru 1% %e" Yu" | He” | He” | Ke’ %" | As’ 
i%e ° 2 Ms" Ne" | Ke’ %” | Ac’ ’%" | Ke’ 
2%" 2% ‘%’ “ie” | Ke’ %” | Ae’ ’" | Ae’ 
3 . 5% y%’ ¥%" Ae" yy’ Ac’ %”" %” 
6 ~ % %’" yy" Ae’ %" %’" y%," %”" 
10 " 19% %" %”" %" %" %”" 1” %" 
20 ’ 29% Y%," ¥%," %" Q” %," 1%’ yy" 
30 " 36 %’ af A" | 1%" A" 
Re ded d for shaft diameters from '/,’’ to 5/,*’ and over 36” on request. 
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This drop-forged ring is | 
permanently attached to | 
each ACCO Registered \ 
Sling Chain. All essential 


shown on both sides of 


Ring, as illustrated, pro- \ 
tected by outer flange. 


‘Wand its: 


BY AMERICAN CHAIN 


“The Nation’s Chainmaker” Co. A. R. Anderson has been named 


Registered Sling Chains. Each sling chain . . 
made by AMERICAN CHAIN is Registered. General Electric Company has sold its cold 


Sen D for this catalog 
j which contains informationon 
how to select, use and care for 
| sling chains. It is DH-80. 


York, Pa., Chicago, Denver, Detroit, 
Pittsburgh, Portland, San Francisco, Bridgeport, Conn. ‘ has a rated capacity of 100,000 cu. ft. of 


AMERICAN CHAIN DIVISION 
AMERICAN CHAIN & CAB LE N. J., has added a metal spraying shop to 


(Continued from page 262) 
clude territories which previously com- 
posed the Rocky Mountain and South 
Central districts. 


Seattle, Wash.—Hyster Company. New 
location for the company’s truck sales and 
service is 753 Ninth Avenue. 


Chicago, Ill—United States Plywood 
Corp. A. W. Teichmeier has been ap- 
pointed sales manager of the company’s 
branch here. 


Chicago Heights, Ill—American Brake 
Shoe Company. Gilfry Ward has been 
appointed vice-president in charge of sales 
of the American Manganese Steel Divi- 
sion of the company. 


Pittsburch, Pa.—McKay Company. The 
electrode department has been moved 
from York, Pa. to the company executive 
offices here 


Akron, O.—The Bristol Company. J. H 
Ferguson nas been named district man- 


ager here. 










Zz 


\ - Washington, D.C.—The National Radia 
information 


tor Company. Byron R. West has been 
named sales representative. 













L Philadelphia Pa.—General Electric Com- 
oD Ta pany. W. F. Rauber has been appointed 

manager of sales for the company Switch- 

gear Divisions, Apparatus Department 


Birmingham, Ala.—C. A. Norgren C 
J. T. Sudduth has been appointed sales 
representative. His headquarters are at 
3017 Sixth Avenue South. 


St. Lovis, Mo.—The General Fireproofing 


manager of the company’s office here, to 


We believe that the best way to build safety succeed Glenn R. Grindle, resigned 
into Sling Chains is to make each one indi- 
vidually —to inspect it and test it as though 
it were made to special order. 


From that belief came the idea of ACCO 





INDUSTRIAL 
DEVELOPMENTS 








molded plastics business at Meriden, 


Each one carries a Certificate of Test and Conn. to the- Garfield Manufacturing 
Warranty. Every one is identified by a per- Company, Garfield, N. J. General Elec- 
manent metal ring on which is stamped all 
essential identifying information. emphasis to the growth of the company’s 


tric is discontinuing production of cold 
molded plastics in order to give more 


thermosetting and thermoplastic molded 
and laminated lines. 








Watch-Motor Mainspring Co., inc., New 
York, N. Y., has changed its name to 
Sandsteel Spring Co., Inc., as part of a 
greater expansion in the industrial spring 
field. 


Air Reduction Company has opened a new 
Los Angeles, New York, Philadelphia acetylene plant in Acton, Mass. The plant 


acetylene per day. 
L. O. Koven & Brother, Inc., Jersey City, 


its plant facilities at the Jersey City plant. 
(Please turn to page 266) 
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AN IDEA DEVELOPED 


i] 


INTO A 


Y CO. 
GEUDER, PAESCHKE & FRE 



















This Stainless Steel Campbell “Counter 
Kitchen” came to us just as an idea. It 
was developed by G. P.& F. Models 
were made in our experimental labora- 
tory, construction perfected by our en- 
gineering staff, and the final product 
completely fabricated, assembled, wired 
for automatic electric operation, and 
polished to a satin finish...all as a 
part of G. P. & F. complete service. 


, 


@ If you have “just an idea,” or a need, market”... if your own production lines 


G. P: & F. is ready to help you develop it. are inadequate and you hesitate to add cost- 
If you have a product that requires im- ly equipment, investigate G. P. & F. proved 
provement or redesigning to add beauty complete service. 

and lower production costs for a “buyer’s 





NG 
ENGINEERING — ft TORMING 
Prominent companies, both large and STAMPING — DRAWING NG 
small, are taking advantage of G. P. & F. ALL TYPES OF WELD COATING 
service in the production of sheet steel _ GALVANIZING— LEAD mises 
and aluminum items ranging from auto- TINNING —sPRAY PAIN 


ELING 
motive and farm equipment parts to VITREOUS ENAM 


enameled washing machine tubs and 
stainless steel fruit juicers. 





Our engineering, metal 
working and finishing spe- 
cialists will gladly work 
with you. 








Write Contract Division 


GPs: 


\ CONTRACT DIVISION / 


MILWAUKEE 
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Flux-Injection Cutting 
solves stainless steel 
fabrication problem 





= 









Devere Switzer, Airco technical rep- 
resentative, was asked for his opinion. 
He suggested a relatively new process 
— Airco’s Flux-Injection method of oxy- 
acetylene cutting stainless steel. The 
necessary equipment was installed, and 
after a brief testing period was used on 
production work. Biggs engineers were 
well pleased with the results — the 


BIGGS BOILER WORKS COMPANY, 
of Akron, Ohio, manufacturer of pressure 
vessels for industrial use, were machining, 
or making melting cuts to shape stainless 
steel for their rotary digesters . . . but 
found both to be slow and expensive. 





smooth cuts were comparable to those 
obtainable in the gas cutting of mild 
steel. Further, little machining was 
required, and the whole operation was 
speeded up considerably. Moreover, and 
extremely important from Biggs’ view- 
point, it has enabled them to obtain 
additional orders for the fabrication of 
stainless steel products. 


TECHNICAL SALES SERVICE — ANOTHER AIRCO PLUS-VALUE FOR CUSTOMERS 
To assure its customers of high efficiency in all applications of the oxyacetylene 
flame or electric arc, Air Reduction has available the broad, practical experi- 
ence of its nationwide Technical Sales Division personnel. The collective 
experience and knowledge of these specialists has helped thousands to a more 
effective use of Airco processes and products. Ask about this Airco “Plus-Value”’ 
service today. Write your nearest Airco office. (In Texas: Magnolia Airco Gas 


Products Company 


..« On West Coast: Air Reduction Pacific Company.) 


REDUCTION 


= => 
ARCO) AAIR 
SS Offices in Principal Cities 


Headquarters for Oxygen, Acetylene and Other Gases... Carbide... Gas Cutting Machines...Gas Welding 
. Arc Welders, Electrodes and Accessories 


Apparatus and Supplies . . 
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United States Rubber Company has com- 
pleted, ahead of schedule, the installation 
of equipment needed to produce its share 
of synthetic cold rubber at the plant it 
operates for the government in Borger, 


Tex. 


Nelson Stud Welding Division, Morton 
Gregory Corporation, Lorain, O., has 
adopted a policy of granting exclusive 
franchises for the sale of end-welded roof- 
ing and siding fasteners. The new pro- 
gram will make the company’s five types 
of special fasteners directly available to 
applicators in major industrial territories. 


Whitman & Barnes, division of United 
Drill and Tool Corp., has moved from 
its old location in Detroit to new quarters 
in Plymouth, Mich. The new factory and 
office, on a site covering 26 acres, has 
more than a quarter of a million square 
teet. 


United States Steel Supply Company, sub- 
sidiary of United States Steel Corp., re- 
opened its 


cently new warehouse in 





U. S. Steel Supply's Cleveland Warehouse 


Cleveland. More than 2,800 customers 


viewed the new installation at the official 


opening. The warehouse covers 167,000 
square feet of space. 
Cole Steel Equipment Company, New 


York, N. Y. has purchased the former 
York Safe & Lock Co. plant in York, 
Pa. The plant consists of 300,000 square 
feet of manufacturing space 


Fibre Board Container Corporation, a sub- 
sidiary of Robert Gair Company, Inc., 
New York, N. Y., has been incorporated 
in Delaware, and will acquire the assets 
and business of Fibre Board Container 
Company, with shipping container plants 
in Richmond and Martinsville, Va. All of 
the executives of the old company are 
continuing as directors or executives of 
the new company. 


Joseph T. Ryerson & Son, Inc., formally 
opened their newly completed larger plant 
and office building and greatly expanded 
plant facilities in Philadelphia, Pa. re- 
cently with an open-house ceremony. 


Permanente Metals Corporation has pur- 
chased an aluminum rod and bar mill 
at Newark, O., from the War Assets, Ad- 
ministration. The plant will represent an 
investment of $9,000,000—$4.500,000 for 
the purchase of the plant, and the same 
amount to be spent by the company for 
the purchase and installation of wire and 


(Please turn to page 268) 
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. .. another reason 
why Okonite quality gives 
true cable economy! 


TWENTY-ONE YEARS of repeated proof in severest 
service have borne out the original findings of Oko- 
nite research chemists—that Okoloy coatings for cop- 
per conductors outlast “tinning”’ at least two to one. 
Test after test shows that this quality feature adds 
years to the useful life of Okonite wires and cables. 


The Okoloy process was introduced in 1928 to 
offset two factors frequently encountered in tin 
conductor-coatings which lessen long cable life— 
1) tin coatings readily alloy with copper in the proc- 
essing bath and, as a result, some copper always 
remains in contact with the rubber insulation; and 
2) the sulphur contained in the rubber compounds 
then reacts with and destroys the tin-copper coating 





Section of Okoloy-coated wire removed for exam- 
ination after 13 years of service along railroad 
right of way, under continuous exposure to weather 
and highly corrosive sulphur fumes. Note perfect 
condition of Okoloy coating and Okonite insulation. 


FOR CONDUCTORS 







qutlas’ runt NG" Qiof 


which in turn exposes the copper conductor, event- 
ually causing deterioration of the rubber insulation. 


Okoloy affords protection against both these fac- 
tors because it is a lead alloy. Of all common metals, 
lead is least damaged by sulphur acids. What's more, 
lead does not alloy with copper under the conditions 
encountered in coating conductors. Because proc- 
essing baths are not contaminated with copper, the 
Okoloy coating is pure throughout. It adheres 
strongly to the copper conductor, and surrounds it 
with an acid-resistant, flexible coating which con- 
tributes materially to longer life of both rubber in- 
sulation and conductor. 


Okoloy is just one of the “longer-life” features 
built into Okonite products—features that give true 
wire and cable economy, especially in these days of 
high installation costs. To get complete details on 
how Okonite can meet your needs, we suggest that 
you call in an Okonite engineer, or write to The 
Okonite Company, Passaic, N. J. 





THE BEST CABLE IS YOUR BEST POLICY 


3° | i T E Or insulated wires and cables 
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PAGE has been drawing stain- 
less steel wire since the earli- 
est development of stainless 
—for many manufacturers has 
become ‘‘Wire Headquarters.” 


Think of PAGE as a respon- 
sible source for wire —stain- 
less steel, high or low carbon 
steel. Whatever your problem 
involving wire... 


Monessen, Pa., Atlanta, Chicago, 
co Denver, Detroit, Los Angeles, New York, 
Pittsburgh, Philadelphia, Portland, 
San Francisco, Bridgeport, Conn. 
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(Continued from page 266) 

cable making equipment. The plant, which 
has been under lease by Permanente, 
started production in June, and will make 
its first deliveries of electrical conductor 
this month. 


Helwig Mfg. Company, Inc., St. Paul, 
Minn., manufacturers of bolt and wire 
cutters and other leverage tools, has been 
purchased by Interstate Drop Forge Com- 
pany, Milwaukee, Wis., and will be op- 
erated as the Helwig Mfg. Company di- 
vision of the firm. 


Signode Steel Strapping Company, Chi- 
Ill., has anounced the election of 
John H. Leslie as president. Mr. Leslie, 
who was formerly vice president in 
charge of research and engineering, suc- 
ceeds his father, John W. Leslie, who has 
moved up to chairman of the board 


cago, 


Peters Stamping Company, Perrysburg, O. 
has begun additional expansion activities 
that will add 12,000 square feet of floor 
space to its present facilities. 


Hooker-Detrex-Inc., Niagara Falls, N. Y.. 
has begun construction of a new manufac- 
turing plant in Ashtabula, O. for the pro- 
duction of trichlorethylene, metal clean- 
ing and oil-extraction solvent. The plant, 
which will be on a 25-acre site, is ex- 
pected to be in operation early in 1950. 


Stewart-Warner Corporation has announced 
the appointment of George L. Meyer, Jr., 
vice-president, to the board of directors 
Mr. Meyer, who began with the company 
in 1907 as an office boy, was at one time 
Director of Purchasing. During the time 
he held this position he became president 
of the Purchasing Agents Association of 
Chicago, and a _ vice-president of the 
National Association of Purchasing 
Agents. Mr. Meyer is president of 
the Bassick Company, Bridgeport, Conn. 
a subsidiary of Stewart-Warner, and also 
heads the Bassick-Sack division at Win 
ston-Salem, N. C. 


The Air Reduction Company has announced 
the opening of a new oxygen plant in 
Flint, Mich. The plant, built at a 
in excess of $250,000, will produce more 
than four million cubic feet of oxygen 
per month to serve in the industrial needs 
of Flint and surrounding areas. 


cost 





Mid-West Abrasive Company, Owosso, 
Mich. has purchased the main plant of 
the Michigan Sugar Company, Owosso, 
and will convert the 95,000 square foot 
building to its own uses. 


ef ¢ F 
AUTOMATIC LADLING FOR 
DIE CASTING 


Automatic ladling, a new development 
in removing molten aluminum from melt- 
ing furnace to die casting machine, has 
recently been announced by Lindberg 
Engineering Company, 2444 W. Hubbard 
Street, Chicago, manufacturers of indus- 
trial heat treating and melting furnaces. 

Design of the automatic ladling mech- 
anism is a direct outgrowth of the de- 
velopment of a new two chamber in- 
duction melting furnace by Lindberg. 





Operation of the ladling unit is ex 
tremely simple. The discharge side ot 
the furnace is sealed over with a metal 
plate through which extends a refractory 
tube. By means of a hollow graphite 
block and a graphite tube mounted on 
the furnace cover, the discharge chamber 
is connected to the injection sleeve just 
ahead of the piston. 

Also extending through the cover is 
a pressure line connected to a nitrogen 
tank. This nitrogen line has a pressure 
control and solenoid valve 
a timer synchronized with the die cast 
ing machine controls, the valve is opened 
to admit approximately one pound of 
pressure to the molten 


By means of 


surface of the 
metal. 
$y controlling three factors carefully 

length of time pressure is applied, the 
amount of pressure, and the diameter of 
the graphite pipe—the quantity of molten 
metal forced into the die casting machine 
can be accurately controlled 
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STRIPS 


Can be delivered to your specification in three days at the country’s 


most competitive prices from the country’s newest and most modern 


PRODUCTS COMPANY 


JAEGHANICAL RUBBER 
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WARWICK 
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A HORIZONTAL SCANNER FOR 
INDUSTRIAL R-F HARDENING 


A new Horizontal Rotating Scanner 
for the induction hardening of shafts 
and pins has been developed by West- 
inghouse. Highly automatic in operation 
and requiring manual refilling of the 
magazine only at eight-minute intervals, 
this shaft-hardening system consists of 
three major components: (1) Automatic 
Loading Device; (2) Horizontal Rota- 
ting Scanner; (3) Industrial R-F Gen- 
erator. 

The equipment hardens shafts by pass- 
ing them continuously through an induc- 
tor coil and spray quench ring. Uniform- 
ity of case depth is obtained by controlled 
feed; concentricity of the case is assured 
by positive guide and rotation of the 
rails about their longitudinal axis. 

A continuous process, this system mini- 
mizes material handling by eliminating 
batch hardening. In addition, precise con- 
trol of the r-f generator makes possible 
hardening of selected areas, eliminating 
expensive masking procedures. 

The inventory of work in process is 
considerably lower with this continuous 
system than that required in a_ batch 
process. 

This Horizontal Scanner may be used 
to harden a wide variety of cylindrical 
parts in any desired pattern. The scan- 
ner, as equipped with rotating rollers, 
will smoothly and_ effectively handle 
straight shafts and shafts with circum- 
ferential grooves or notches. The rollers 
can be replaced by tube collets for han- 
dling splined shafts or shafts with longi- 
tudinal flats. 

This machine can be adjusted to handle 
shafts within the following limits: Length 

2” to 16”; Diameter—%3%” to 2”; Feed 
-to 6” per second—depending on diam- 
eter of work shaft and power output of 


r-f{ generator 


”" 
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EUROPE DROPS TO THIRD PLACE 
IN U. S. STEEL EXPORTS 


Numerous changes occurred in export 
markets for iron and steel from the 
United States in 1948; American Iron 
and Steel Institute announced recently. 

The largest share of the exports went 
to countries in North and Central Amer- 
ica and the West Indies. It was the first 
year since 1939 that these countries as a 
group, had held first place. South Ameri- 
can countries ranked second. Europe, for 
eight consecutive years the largest con- 
sumer of steel exports from the United 
States, dropped back to its prewar posi- 
tion of the third largest market. 

Asiatic countries, which received the 
largest percentage of iron and steel ex- 
ports during 1935-39, were the fourth 
largest market last year. Africa con- 
tinued to rank fifth. Australia and 
Oceania continued to take the smallest 
part of the exports. 

According to final figures by the De- 
partment of Commerce 4,697,405 tons 
of iron and steel were exported from the 
United States last year. 

(Please turn to page 270) 
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Legs fold in 
and chain for 
easy carrying. 
With new tray 
Tristand 
won't fold up 
in use. 










RibkzaiB’s New 


Tristand is now your 
on-the-job work bench 


«+ « Trays available for 
your old model Tristand. 





@ All your tools are ready at hand, with this new primar 
work-saver pipe vise. Tool tray keeps them in easy reach— 
eliminates stooping, speeds up work. New Tristand is easy to 
set up and take down, tray attaches in a jiffy. Legs have rub- 
ber feet to prevent “creeping.” Rimaip’s LonGrip tool-steel 
jaws have bulldog grip but are easy on polished pipe and 
tubing. Yoke vise, 2" capacity; chain vise, 4.” Buy the new 
work-saver Ritaip Tristand from your Supply House. 
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WORK-SAVER PIPE TOOLS 
THE RIDGE TOOL CO. « ELYRIA, OHIO 
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Here's Help in | 
| LIFTING - LOWERING | 
PLACING | 


of Heavy Materials 





e EASIER 

e FASTER 

e SAFER 
ooo CF 


e LOWER COST 





Send for Helpful New Catalog 


Chester Hoists and Trolleys, in their basic forms and a 
number of special adaptations, are being successfully used 
in every type of industry. Time and again, they have 
proved themselves to be a self-liquidating investment in 
better materials handling—by saving valuable man-hours, 
eliminating damaged materials and production delays. This 


new catalog tells you why—and how. Send for it today! 


CHESTER SPUR 
GEARED CHAIN 
HOISTS. Sizes from 
\% ton to 25 tons. 





Timken bearings CHESTER TROLLEYS. Available in 
insure smooth oper- 





either plain or geared types, with 





ation, long life. Re- either Timken or plain bearings. 


taining break holds 





load at any position. CHESTER DIFFERENTIAL HOISTS. Designed for 


use where occasional lifting is required at 





minimum expense. Made in 4%, 4, 1 and 
11% ton sizes. 


THE NATIONAL SCREW & MFG. CO. 


' Chester Hoist Division Lisbon, Ohio 
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HIGH FREQUENCY CORE BAKING 
EQUIPMENT CUTS COSTS 


A practical solution of rising core room 
costs is offered by Thermex high fre- 
quency core baking equipment, according 
to the Thermex Division of the Girdler 
Corporation, Louisville, Ky. Among the 
advantages claimed are complete, uniform 
and rapid baking of the cores, and an 
increase in core-room yield to 90% or 
more, plus substantial labor savings. All 
labor involved in core making is drasti- 
cally reduced, it is claimed. Mixes using 
synthetic resin binders require far less 
mulling, and the use of a roller conveyor 
from the baking equipment direct to the 
inspection table eliminates the man-hours 
incident to racking and re-racking, and 
since electronically baked cores are ready 
at the flip of a switch there is no need 
to maintain a large storage for the mold- 
ing floor. Also because the cores are 
heated uniformly many man-hours are 
also saved in the finishing room as there 
are no burned or broken surfaces to 
cause ridges, pits or fins in the casting. 





High frequency core baking equipment 


There is less handling of the green 
cores, and the rapid baking by high fre- 
quency eliminates the problem of slump- 
ing and sagging; stresses are eliminated 
and rejected cores are reduced to a min- 
imum. The immediate availability of cores 
eliminates the necessity for advance sched- 
uling. Cores using resin binders release 
only a small amount of volatile matter 
reducing the necessity for venting molds 
and cores. Fewer mixes are required 
since one formulation can be used for a 
great variety of cores. Also the number 
of driers needed is reduced to a small 
minimum. Energy consumption is greatly 
reduced because of small thermal loss. 
Heat generated with high frequency is 
concentrated within the material passing 
between the electrodes and does not affect 
the surrounding atmosphere. 


a. 


FASTENERS DATA BOOK 


The American Institute of Bolt, Nut & 
Rivet Manufacturers, Cleveland 15, Ohio, 
announces that it is making plans for the 
publishing of a Fasteners Data Book 
which will have over 200 pages of data 
on the application and design of industrial 
fasteners. It will consist of full length 
articles as originally printed in “Fasten- 
ers”, the Institute’s regular publication, 
most of which have not been published 
elsewhere. The price of the book will be 
$3.75 per copy. 
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! OUR HAMMERS 

} TALK PRODUCTION! 
TLMALIILT 
ENGINEERS 

KNOW FORGINGS! 














WRITE OUR 


FORGINGS DIV Dept. SF 
THE BILLINGS & SPENCER CO 
Hartford 1, Conn., U.S.A 


SHELDON 











| When is a lathe too big? 
. en is a lathe too big: 
P| 
A lathe is too big when: 
(1) When it is too large and complex for any 
but the most experienced to operate safely. 
(2) When the power cost is excessive for the 
tool load. 
) (3) When the tool investment is out of all 


proportion to the requirements. 
(4) When it is too cumbersome and too slow. 
(5) When it takes up floor space, heat and light 


in which output could be multiplied with 
smaller machine tools. 


Modern Sheldon Precision Lathes, eliminate 
these excess costs and loadings — leave far more 
on the profit side. 10” — 11” and 12” Swing. 
“Zero Precision’’ Tapered Roller Bearings. In- 
creased collet capacity. 


Write for catalog. 

















y 

| 

e 

k 

a 

al 

h TS56B 

1- 11%" Swing 
n, 


: SHELDON MACHINE CO. Ine. 


Maenuloctucers of Sheldon Precigson Lathes * Milling Machines * Shap 





ETCHING COMPANY OF AMERICA 


1520 MONTANA ST., CHICAGO 14, ILL., DEPT. C-7 
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M. KMOK AVENUE + CHICACO 48, ILLINOIS, US & 
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HOW TO SAVE MONEY ON 


alli Nae Hares 


Etched or lithographed, Ecoa quality name plates are them- 
selves economical cee they are permanent marks of dis- 
tinction which add sales appeal to your product. They look 
better—longer. Ask us to quote on your designs—or if you 
wish, our Art Department is available to assist 
you in the design of your name plates. You can 
save money, too, by using one of nearly 5000 
shapes and sizes for which we have dies in stock. 










FREE BOOK If you or your engineering department can use 
this book, which shows the shapes and sizes of nearly 5000 dies 
we have on hand, write for it on your letterhead. Name plates 
made in these shapes and sizes save the cost of special tools. 


Metal Name Pilates, etched: or lithographed * Plastic 
Nome Plates, Dials and Panels, lithographed or 
Screened * Etched Metal Scales, Clock Dials, Instrument 
Panels, Art Novelties, Advertising Specialties * Etched 
Metal Panels for elevators and architectural uses. 


- Vame Sales 


SUBSIDIARY OF DODGE MFG. CORPORATION, MISHAWAKA, INDIANA 
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Write now for your copy of Amgears Case 
Histories of particular interest to design- 
ing engineers and purchasing executives. 


AMGEARS, INC. 6633 w. 65th St. 
Chicago 38, Ill. Phone: Portsmouth 7-2100 






High quality gears and gear 
assemblies can be produced with 
money saving efficiency when 
our engineers make a careful 
study of your specifications and 
apply production know-how to 
your requirements. 


Most of the executive per- 
sonnel and shop machine 
operators at Amgears have a 
backlog of many years of expe- 
rience in gear manufacturing 
and metallurgy, and a thor- 
ough knowledge of cost saving 
methods. 


Your gear production is in 
good hands at Amgears. 
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AMGEARS. 
















































COOLEY 


ELECTRIC HEAT TREATING 
FURNACES 


> A Complete Service 


> 14 Models — Bench Type Muffie— 
industriel Box — Air Draw 
Sizes from 8” x 6" x14” to 12x 8” x 36” 


> Pot Furnaces for lead and salt 


Free on REQUEST 
CO) Complete Catalog 
CD Shop Notes on 
Heat Treating 


ANOTHER COOLEY FEATURE 
a 


LARGE, 
HEAVILY 
INSULATED 
booR 
CUTS HEAT 
LOSSES 


Writew 
58 SOUTH SHELBY + INDIANAPOLIS 7, IND. 

















READ COOLEY’S AD! 





Drop Forged 
TOOLS 


Improved designs, with 
bodies of special open 
hearth steel, heat treated 
stiffness and 
. « « these tools 
are internationally recog- 
nized as unsurpassed in 
quality. 





to extreme 
toughness 


ARMSTRONG C Clamps. 
Heavy, Medium, Extra 
Deep Throat, Splatter 
Resisting, Tool Makers 
and Machinists Clamps. 


ARMSTRONG lathe ond 
Milling Machine Dogs. 
11 types all sizes. 


Also Drop Forged, Hoist 
Hook and Machine 
Handles. 





Write tor NEW S-48 Catalog 
Just released. 
ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People’’ 
5203 W. Armstrong Ave., Chicago 30, U. S. A. 
New York San Francisco 
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Purchasing Ethics 
(Continued from page 89) 


glad to see. A buyer never wants 
to be dictated to with respect to 
source of supply. Neither does any 
sound sales representative like to 
continue merely passing the time of 
day and having nothing to sell be- 
cause all of his company’s produc- 
tion is taken up on a strict allocation 
basis. 

Everyone has probably had the 
experience of being forced to do 
business under undesirable circum- 
stances with sources of supply who 
made a policy of taking advantage of 
an unsound situation. Now is the 
time to take stock and separate the 
good from the bad, never forgetting 
those suppliers who really did try 
and perform a service and weren't 
just trying to take advantage of a 
situation. 

Expense accounts are generally 
thought of in connection with the 
job of selling, but the period of short- 
age brought out the fact that enter- 
tainment is not a one way street. It is 
proper that the buyer continue to be 
in a position to do his share of en- 
tertaining and this is something to 
be encouraged. The privilege of en- 
tertaining and of being entertained 
is one that can be easily abused and, 
therefore, must be administered 
carefully. 

Another very important lesson 
learned during the period of short- 
ages is the value of personal contact 
in the field between purchaser and 
supplier. The word “expedite” was 
of little significance until we found 
ourselves in a war. Now the les- 
sons learned under fire bear fruit in 
our daily routine. 

The buyer can ask himself the 
question: “Should I cease my trav- 
els now and let the vendor call on 
me?” ‘The answer that the progres- 
sive group would give is: “No.” 
Carry your story to your suppliers, 
develop an appreciation of their 
problems and processes, and culti- 
vate business friendships which will 
make the purchaser-supplier contact. 
one of long standing and a benefi- 
cial one for both parties. 

The day of the impatient sales- 
man is past. This, however, is no 
reason to take advantage of him and 
be discourteous. To many suppliers, 
the purchasing group is the sole 
representative of the buyer's com- 
pany. Hence a supplier’s opinion 
of that company is based on his rela- 
tionship with the purchasing group. 
This is an obvious reason for tactful 


(Please turn to page 274) 
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CATED 


Featured above is a Rolock-built Motorized 
Rotating Sorting Barrel used by a manufac- 
turer of electric signaling and communication 
equipment. In rotating it separates chips, 
knockouts and trimmings from stamped parts 
by means of various interchangeable mesh 
covers, fitted to one of the flats. 


This sheet steel barrel handles a 400 lb. load 


and chutes the finished work into tote boxes. 





Motorized drive supplied by customer. 

Such an assembly is less costly, easier to 
maintain than gyratory mechanisms ... an 
important competitive advantage. 

All Rolock equipment is designed, fabricated 
and welded for lightness, greater loads, better 
finishing, lower costs, long life. Call on us 
for solutions of any type of metal finishing 
problems. Catalog on request. 


Offices in: PHILADELPHIA * CLEVELAND * DETROIT * INDIANAPOLIS * CHICAGO * ST. LOUIS * LOS ANGELES 


INC. ° 


ROLOCK 








1270 KINGS HIGHWAY, FAIRFIELD, CONN. 


for better work 


Easier Operation, Lower Cost 








Want Additional Product Information? See Page 19. 


We continually endeavor to 
anticipate the needs of our 
customers. Consult us about 
your tube requirements early. 


Boiler Tubes — All Types 
Expanders & Fittings 


Stay Tubes — Marine 
Upset & Expanded 


Condenser & Heat 
Exchanger Tubes 


Locomotive Tubes 
to A.A.R. Specs. 


Pipe Size Pressure Tubing 


Mechanical Tubing 
Seamless & Welded 


Stainless Steel Tubing 
Standard & Extra Heavy 


Special Analysis Tubing 


We are equipped to fabricate 
tubes to your specifications in 
our own shops. 
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Purchasing Ethics 


(Continued from page 272) 


and courteous buying techniques. 
The lesson learned during the past 
several years is one that should not 
be forgotten soon. The impressions 
of the salesman or other contacts a 
purchasing department had with a 
source of supply often determined 
whether or not the critical supplies 
came through as needed to maintain 
operations. 

One could continue with generali- 
ties and specific instances that would 
enlarge on the subject of ethics in 
purchasing and point up the signifi- 
cance of this phase of business ac- 
tivity. A word to the wise is suffi- 
cient, and with the few thoughts pre- 
sented in this article the seeds should 
be planted to develop into the cor- 
rect purchasing philosophy. 


7 v 7 


Purchasing and Management 
(Continued from page 120) 


ing department has the responsibility 
of acting as the eyes and ears of 
management as to the outside scene. 
Purchasing departments must not 
only have the right information 
available on call, but in many cases 
should anticipate questions from 
management regarding prices, sup- 
ply situations, the business outlook 
as it appears to our suppliers, as well 
as the many additional items of in- 
formation which management needs 
to know for the successful operation 
of the business. 

To insure that the purchasing de- 
partment will be able to carry the 
full responsibility expected by man- 
agement, we must have a plan for 
building and improving the quality 
of our personnel. A going organiza- 
tion requires stability and maturity, 
but to maintain peak efficiency re- 
quires a judicious mixture of young, 
new talent, drawn largely from our 
educational institutions. Add cream 
when ever available conditions per- 
mit. Don’t stir too hard; cream will 
rise to the top of its own accord. 

The main difference between the 
purchasing agent of today and the 
purchasing agent of yesterday is not 
brains, or sincerity, or understand- 
ing. It is largely the circumstance 
that management has a full realiza- 
tion of the importance of purchasing 
in the successful operation of a com- 
pany. This gives the purchasing 
agent of today a bigger load, more 
responsibility, and greater oppor- 
tunity. Make the most of it! 





WITTEK 
HOSE CLAMPS 


por Gey 


Hose Connection 


Type FBSS 


Whatever your hose connection 
requirement, there is a Wittek 
Hose Clamp to meet the need. 
Wittek Hose Clamps are made in 
many sizes and styles, and of var- 
ious materials such asstainless steel, 
regular steel or brass. Each type of 
Wittek Hose Clamp is of proven 
design which assures dependable 
leakproof hose connection. 


See Your Supplier or Write Direct 
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The Cynic in the P.A.’s Chair 


(Continued from page 141) 
citement of those hectic days, I 
found the job I counted on for my 
bread and butter, and for which I 
had trained for a quarter of a cen- 
tury, was being sadly neglected. 

“A decision was _ necessary; 
should I give up my speculating or 
my job? It was evident I couldn't 
possibly do justice to both. I looked 
over the habitues of the stock brok- 
er’s board room, and seeing myself 
develop into one of those beady- 
eyed, nervous individuals, had no 
hesitation in selling out, taking my 
profits, cooling off, and going back 
to my job. 

“My talk tonight was offered in 
the hope of giving you and the 
others in the audience something to 
think about, not to advise you what 
you should or should not do. Also, 
I wanted those points which seemed 
unsound to be pointed out, so that 
all of us might benefit from a dis- 
cussion of them. We had that dis- 
cussion, and to me it was highly 
profitable. I am sorry if it was a 
waste of time to you.” So much for 
the cynic! 

Another man who had attended 
that same meeting called at my of- 
fice recently to say he had listened 
to that talk. As a result, he decided 
to drastically cut a very heavy in- 
ventory of copper, lead and zinc. By 
the time the first price reduction in 
those metals was announced in 
March, he had reduced his inven- 
tory to such an extent that he was 
forced to buy small quantities from 
jobbers to keep from running out 
completely. His hand-to-mouth 
buying accompanied progressively 
lower prices until some degree of 
stabilization in prices became evi- 
dent. The dollar saving he was able 
to effect through taking decisive ac- 
tion at the proper time has amounted 
to more than two of his company’s 
quarterly preferred and common 
dividends, and he has been highly 
complimented by his top manage- 

ment. 

These two actual incidents repre- 
sent typical examples of opposite 
mental types, and the manner in 
which they can affect performance 
of the purchasing function. On the 
one hand is the habitual pooh- 
pooher, always ready to ridicule 
and point the finger of scorn at any 
idea which happens to lie beyond the 
beaten path of custom. The history 
of our civilization is replete with a 
similar attitude toward the steam 

(Please turn to page 276) 
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THE BRUSH WITH 
THE STEEL BACK 
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Speed Sweep brushes have a steel back which is the basis of 
unique poe I for faster, easier, better sweeping. Block is 3 
usual size for easier handling. Tufts are longer and more compact, 
providing “spring and snap” action. Handle is instantly adjustable 
to height of sweeper—reduces fatigue and strain. Speed Sweep 
brushes are sturdy—they contain highest grade materials and are 
constructed for long life. Speed Sweep brushes have been proved 
by so many firms and under such varying conditions that they 
are unconditionally guaranteed to meet your needs. Mail coupon 
today for complete information about sizes, styles and prices. 
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MILWAUKEE DUSTLESS BRUSH CO. 
530 North 22nd St. Milwaukee 3, Wisconsin } 


Please send complete information about Speed Sweep Brushes 


by 
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} Street Address. 
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The Cynic in the P.A.’s Chair 
(Continued from page 275) 
locomotive, the telegraph, telephone, 
the horseless carriage, wireless te- 
legraphy, radio, the airplane, radar, 
and many other innovations up to 

and including atomic energy 

The other side of the picture is the 
earnest, studious individual with an 
active imagination backed by a re- 
ceptive yet logical mind, careful to 
weigh all the pros and cons of the 
problems which constantly confront 
him. Such men realize that the 
mystery of yesterday often becomes 
the commonplace of tomorrow. They 
are affirmative in their thinking, 
rather than habitual throwers of 
“wet blankets”, and are of the type 
who have been responsible for most 
of the tremendous advances in our 
living standards down through the 
years. 

They are the people who can be 
counted on to develop into the most 
successful purchasing agents. They 
are constantly on the alert for op- 
portunities to study the thoughts of 
others as they may affect the job of 
purchasing. They will not turn up 
their noses at the thoughts ex 
pressed by others, merely because 
they emanate from _ professional 
economists or public opinion polls. 


Freight Rates and Classifications 
(Continued from page 148) 

ent from those relating to common 

carriers. 

For illustration, in Rugg v. Davis, 
69 N. E. (2d) 579, the higher court 
held that a carrier is subject to the 
schedules, tariffs and laws ot com- 
mon carriers only when the carrier 
proves that it is a common carrier. 

In General Mills, Inc., v. Steele, 
154° Fed. (2d) 367, it was shown 
that a private carrier contracted to 
haul merchandise for a purchaser for 
a period of three years for compen- 
sation equal to his actual expenses 
plus 10%. The carrier performed 
the agreement for the full three years 
and then sued the purchaser to re- 
cover additional compensation of 
several thousand dollars claiming 
that he should have been paid more 
for his services in view of a state 
law which provides that the rates 
which a contract motor carrier must 


charge are not less than the mini- 
mum rates charged by common 
carrier. 


The higher court refused to allow 


~~ 
Al 





FLEXIBLE 


COUPLINGS 
—_” 


Standard Equipment on America’s 


finest Direct-Connected Machines 
Write for 








AJAX FLEXIBLE COUPLING CO. INC. 


13 English St. 


Westfield, New York 

















PLANT MAINTENANCE 
MANUAL 


Just Off The Press 


Money-saving maintenance _infor- 
mation at your fingertips 


308 PAGES — 676 ILLUSTRA- 
TIONS—26 MAJOR SECTIONS 


Cut 
this authoritativ 


of plant 


, 
costs in your own plant with 


JU vil 


e book. All phases 
maintenance covered — 


everything for the practical main- 








tenance man. Use coupon below 
now! 
| 
onover- F 
Book Divis | 
| 205. East 42nd S vy York 17, N. Y. | 
| Send me a cop PLANT MAINTE- | 
NANCE MANUAL. | will either remit 
| plus postage, or return the book in 
| ] days | 
! Dt dteicn Gh takaebae Kee dette es Sieee we | 
| Dn sivusetabetheacsadheaseekeeanvaes | 
| | 
| Gl cntwacctatehnsvenaeeee OM oedcucaes 
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the private carrier additional com- 
pensation saying : 

“The statute was not enacted for 
his (private carrier) protection, and 
we are of the opinion that he has no 
right of action either under the con- 
tract or under the statute.” 

Also, private carrier can avoid 
liability for loss or theft of goods 
unless you prove that it failed to 
use “ordinary care” to safeguard 
the gC ods. 

In Meyer v. Rozran, 77 N. E. 
(2d) 454, it was shown that a pri- 
vate carrier took a large assortment 
of wines and liquors for delivery to 
various customers of the consignor. 
The carrier accepted the wine for 
transportation September 27. The 
following day, September 28, was a 
Jewish holiday; and many of the 
consignees were not available to ac- 
cept delivery of the wine. The car- 
rier stored the wine in its warehouse 
for the week-end and it was stolen. 

In subsequent suit the carrier 
proved that it retained the regular 
services of the Pinkerton Detective 
Agency, and that its watchmen, dur- 
ing the time the warehouse was 
closed, made periodical checks. 

In view of this evidence the higher 
court decided that the carrier being 
a private carrier was not liable to 
the consignor for the theft of the 
wine, 

This court also held: 

“A private carrier is one who un- 
dertakes by special agreement in a 
particular instance to _ transport 
property without being bound to 
serve every person who may apply.” 
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Bureaucracy in Public Purchasing 
(Continued from page 118) 
custodial program in public institu- 
tions on the one hand, and the prob- 
lems of personnel and bureaucratic 
control on the other. Their princi- 
pal handicap, from the standpoint 
of purchasing, is duplicated effort 

and delay. 

Contrary to the optimistic hope 
expressed by the Task Force Com- 
mittee in the report on the Federal 
Supply Service, that local purchas- 
ing offices can be done away with 
largely under centralization of pro- 
curement, experience sometimes 
proves the opposite. Too often the 
centralized purchase authority takes 
over the pomp and autocracy of pur- 
chasing, and delays and red tape are 
superimposed on the original struc- 
ture of planning, drawing specifica- 
(Please turn to page 278) 
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#290 SEALS HEATING PIPE 





#158 PROTECTS BAKED ENAMEL 
FINISH WITHOUT STAINING 


LDS TILE PIPE AGAINST 
RE OF BACKFILL 
2214 RESISTS ACID BATH 
IN COLOR LITHOGRAPHY 


#101 and #263 
HELP JET ASSISTED 
TAKE-OFFS (JATO) 


We Have the Tape for YOUR Job 





(Or if we don’t, we'll make it!) Bauer & Black Industrial Adhesive Tapes 
save money every day for hundreds of industries. Through cutting production 
costs, saving labor and materials, these “Specific Tapes for Specific Uses” 
have helped make better products — from refrigerators to electric motors, 
from airplanes to crude oil. Actual savings with tape range from 5 to 85% 
over conventional materials, depending on the application. Whatever your 
product, Industrial Adhesive Tapes may improve it, save you money, speed 
production. Write Dept. 9-7 today for our free catalog. 


Products of 


(BAUER 2 BLACK: 


Division of The Kendall Company, 2500 S. Dearborn St., Chicago 16 


Industrial Adhesive Tape 


PRESSURE SENSITIVE 
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COMING TO 


CLEVELAND 


VISIT THETHOLLENDEN... 
COMPLETELY REDECORATED! 


*& 1000 ROOMS WITH BATH 
¥%& RADIO IN EVERY ROOM 
*& SIX FINE RESTAURANTS 


*% CENTRAL DOWNTOWN 
LOCATION 


*%& GARAGE ATTACHED 


HOTEL 
HOLLENDEN 


Robert P. Joyce, General Manager 





Bureaucracy in Public Purchasing 
(Continued from page 277) 


tions, locating and studying markets, 
and advancing requisitions. There 
must be relief afforded to the crush- 
ing weight of jurisdictions in the 
institutional service. 

The conditions reported by the 
Hoover Commission have a close 
counterpart in the conduct of state 
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Factors in Renegotiation 
(Contmued from page 122) 


which developed to so marked a de- 
gree under prior renegotiation will 
not only be attained but surpassed. 

It is the intention of those 
charged with the administration of 
the Act to consider carefully all ele- 
ments of a contractor’s business be- 
fore reaching a decision and to give 
relatively favorable consideration to 
the efficient and low-cost producer. 
Every purchasing agent has a real 
opportunity to contribute to his 
firm’s .overall efficiency so as to 
qualify his company for such favor- 
able consideration. 

The Military Renegotiation Regu- 
lations, under which the Act of 
1948 will be administered, will be 


and local affairs, calling equally for 
remedial action. It can be accom- 
plished if the people are aroused to 
demand sane organization and right 
thinking in high places. Efficiency 
is a laudable goal. It cannot be at- 
tained by legislation and procedure 
alone. It has its roots in a basic 
personnel policy that affords oppor- 
tunity, recognition, and incentive for 
doing a competent procurement job. 


¢ 


issued in eight parts. Five of these 
parts, numbered 421, 422, 423, 424, 
427, respectively, are currently ef- 
fective. 

Until such time as all parts are 
effective, provision has been made 
for limited distribution of the regu- 
lations and attendant forms through 
the office of the Chairman. Requests 
should be addressed to the Military 
Renegotiation Policy and Review 
Board, Room 4E-937, The Penta- 
gon, Washington 25, D. C. 

Instructions for getting copies af- 
ter all pertinent regulations are 
effective will be given in a foreword 
to the last part when it is distributed. 
Similar notice will be given in the 
Federal Register when the last of 
the eight parts appears in it. 








Selecting a power unit for 
especially designed machinery 
er for standard equipment is 
not a difficult task when you 
consider that VALLEY MOTORS 
are built to meet any design 
demand. 





@ IT’S COOL RUNNING 


@ IT’S ECONOMICAL 
TO OPERATE 


Furthermore, 
added assurance of dependa- 
bility because of the nation- 
wide acceptance by machinery 
manufacturers in all industries 
who have used VALLEY 
MOTORS for many years. 


Why Net Check Inte VALLEY Features 


VALLEY 


ELECTRIC CORPORATION 


4221 FOREST PARK BLVD. + ST. LOUIS 8, MG 











you have the 
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DETECTO 
SCALES 


’s a precision-accur ; 
soar specific weighing and counting n 
The Detecto hel 

res you maxim cy 
by making slightest weight dis 
crepancies immediatel 


: DETECTO-GRAM 
RATIO COUNTING SCALE 
Another Detecto-Gram Scale 
d counting opera- 
tions. Model #1743 has 2 
cial counting tray oF 
tached to the 


when counting In © 


Write for Literature 


DETECTO-SCALES- inc. 


or 
547P PARK AVENUE . 


SCELE ENGINEERS tm ALE 


ate Detecto Scale for 


ps increase production, yet 
um accuracy 


y visible. 





beam for use | 













Fen e SCALES Since 1800 


BROOKLYN 5, NEW YORK 


PRincirat cirises 
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Pare ta 
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When you want 
on automatic rive 
help with any production fost p 
ening problem, callon Chicago f— 
Rivet. Here, 26 years’ fast-# 
ening experience is at your 
disposal. Chicago enginees 
have lowered assembly om 
and improved the productsé 

hundreds of manufac ‘ 


FP ree FASTENING 


Send us a drawing or ualed 
ened sample or sub-assembly 
of your product. We will 
gladly analyze your fastening 
needs, recommend the type of 
rivet and Chicago Automatic 
Rivet-Setter to do the job best, 
and submit estimated p 
tion rates. No charge 
obligation. 































Model 121 Chicago Automatic Rivet-Setter 









CHICAGO RIVET & MACHINE CO. 
9607 W. Jackson Bivd., Bellwood, Ill. (Chicogo Suburb) 


Automatic Rivet-Setters e Tubular and Split Rivets in all Rivet Metals _ . 











HODELL 
C BULLDOG COIL 


The Chain of a Thousand Uses 


Because it is strong, light, flexible and low 
in cost, Hodell Bulldog Coil Chain has a 
wide varie ty of uses in industry. 

Size for size, Bulldog Coil Chain has 


re, an amazingly low weight in propor- 
_ tion to its load-carrying ability and 
resistance to wear. 
\ Availabl 
. Available in 15 sizes to meet , 
every need. Write for full A 


information. y 







Established 1886 


HODELL CHAIN COMPANY 


3924 COOPER + CLEVELAND 3, O. 





DIV. of THE NATIONAL SCREW & MFG. CO. 
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Kimwipes™ 
new industrial tissues 


At last ! A new, efficient cleaning material for a myriad 
of special wiping uses. Soft, fresh KIMWIPES* industrial 
wiping tissues. Easy to handle—quickly disposable. 
KIMWIPES remove the smallest shavings around 
machined parts without scratching. Recommended 
for use on all highly finished surfaces. So absorbent, 
they blot up 16 times their own weight in liquids. 


With KIMWIPES, you can use a Clean sheet for each 
operation. They're safer 
because when you throw 
away the used tissue, all 
grit and foreign matter 
are disposed of. Useful 
in machine shops, pack- 
ing rooms—almost any 
type of business. For 
full details and the name 
of the KIMWIPES distrib- 
utor nearest you, write 
us on your letterhead. 
Kimberly-Clark Corpor- 





Automatic ation, Creped Wadding 
serve-up Division, Neenah, Wis- 
packages 


consin, U.S.A. 


Ki muljpes 


INDUSTRIAL WIPING TISSUES 


*T. Mw. REG. U.S. AND CAN. PAT, OFF. 
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a MELAMINE FIBERGLAS — Grade 


investigate... 


ENOLIT 


Reg. U.S. Pat. Off 


FIBERGLAS LAMINATES 


Three versatile grades . . . 


SILCONE FIBERGLAS — Grade G-7-830 — Com- 


bines high heat, flame and arc resistance. It is 
recommended for exacting low-loss electrical applica- 
tions and for insulation in transformers, motors and 


other applications subjected to elevated temperatures. 


MGB-811 — 
Extremely high tensile, flexural, compressive and 
impact strength values. High heat resistance and 
good arc resisting properties. Dielectric strength and 
dielectric loss characteristics excellent under high 


humidity-conditions and elevated temperatures. 


PHENOLIC FIBERGLAS — Grade GB-801 — A 
staple type that has high impact strength, good elec- 
trical properties and resistance to heat. Low dimen- 
sional change under moist conditions. Especially 
suitable for Class B insulation and other electrical 


applications requiring heat resistance. 


For full details on Phenolite Fiberglas Laminates call or write 


r NATIONAL VULCANIZED FIBRE CO. 





WILMINGTON DELAWARE 
Offices in Principal Cities 
Since 1873 * 


SHEET METAL 
WORK 


(re 
ryerryrs 


Let us help lower your Boll 
manufacturing costs... 


Metal fabricator of wide experience | 
it 
| 


has complete, modern facilities avail- Tt 
able for shearing — forming — Displays 








drawing—welding and painting sheet 
steel and aluminum products or parts 
up to 4” thick. 








Metal 
Lockers 
and 
Drawers 


250 experienced employees will give 
personal and careful attention to your 
orders. 
prices reasonable. Prompt service and 
quick deliveries. 


Materials now available — 





Mail blue prints, specifications or 
»pl for aq on any quvan- 
tities. Write or phone us for Sales En- Metal 


gineer to call. Furniture 








663 ARNOLD AVE. 
AURORA, ILLINOIS 
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=eRN-A-CLME 


DEGREASING SOLVENT 
gwee 
.MAXIMUM SAFETY‘ 


and ECONOMY’ 


* It is the most highly stabilized of all chlorin- 
ated degreasing solvents. 





BEC AUSE- 


* It retains its stability during distillation. as a vapor, and as a 
condensate. 


* It resists heat, light, moisture and catalytic action under condi- 
tions where less stable solvents break down into sludge and cor- 
rosive acid. 


* It does not attack or stain any metal. 

* It reduces the number of shutdowns required for cleaning out the 
degreaser. 

* It is non-flammable and non-explosive. 


* It can be used and reused indefinitely, requiring only occasional 
small additions to compensate for natural vapor loss. 


Competitive tests by large users of degreasing solvents show 
conclusively that for safety, surety and over-all operating economy, 
no other solvent equals Perm-A-Clor—the most stable of all 
chlorinated safety solvents. 


eg DETRE 


DETRO!I HIGAN 


_Ciptia Fd £090 
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GUESSWORK IN 


SPRING SELECTION 


OFTEN PROVES EXPENSIVE! 











There is a science in selecting the most 
practical, economical springs for partic- 
ular applications. Should you choose 
springs for your products “because they 
were used in the old ones” or “I thought 
we'd try these,” you'll probably find that 
it proves very costly. 

It's a simple trick to specify the right 
springs zf you have a Lewis Spring 
Engineer check the requirements and 
make his recommendations. Many times 
the Lewis Engineers have saved manu- 
facturers hundreds, and even thousands, 
of dollars by suggesting the use of more 
economical, equally effective, springs for 
the jobs to be done. 

You can depend on the Lewis Spring 
Engineers to offer you sound, reliable 
advice based on years of experience in 
spring design, manufacture and applica- 
bility to various products. 

Why not take advantage of the Lewis 
Engineer near you? He'll be only too 
happy to give you his recommendations 
without obligation to you. Then you can 
be sure that you're not paying for “fancy 
extras” that don’t contribute to product 
efficiency. 

But call in the Lewis man early — 
while your product plans are in the 
blueprint stage—so he can help you. 





LEWIS SPRING & MFG. CO. 


2648 West North Ave., Chicago 47, Ill. 


So) 






= SPRINGS 


&.. FINEST LIGHT SPRINGS AND = ae 





OF EVERY TYPE AND MATERIAL 
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PLASTIC GUN STOCK 
‘molded by MAC K 
.for SAVAGE ARMS 
CORPORATION— 





producer of 
guns and 
. rifles. 


Write today, on your com- 

pany letterhead, for your hii 
copy of the 12 page Booklet 

A which describes complete 

Mack facilities. 


Flatt ecrerr 
equipped t 


© serve you! 


~~ © WAYNE, NEW JERSEY 
e ARLINGTON, VERMONT | 
e WATERLOO, P.Q., CANADA ~ 


sonia aliases 





DESIGN Figured any way you look at it, let- 
ting MACK figure og your plastic 

ae a molding jobs makes good sense. In 
a2 the business since the early days of 
3 the industry, MACK has the expe- 





\ -* rience and the facilitiestodothe job | 

»<* right. Choice of materials, design 
and mold making, finishing and 
delivery are all carefully followed 
- through to insure the best results 
for you. That’s why many MACK 
customers have been with us for a 
quarter of a century. Inquiries are 
invited — address Mack Molding 
Co., Inc.,.Main Street. Wayne, N. J. 





WAYNE 
NEW JERSEY 


iiias ' ARLINGTON 


PLANTS VERMONT 


WATERLOO 
' 
| PQ., CANADA 









LETTERS. 





METAL AND CHEMICAL 
MANUALS 


| am urgently in need of a purchasing 
manual for metals and industrial chemicals 
and | wonder if you could recommend to 
me a book or set of books which will cover 
this field. 

Specifically what | need is a manual that 
will contain the name of the metal or 
chemical, then list its industrial use and 
the name and address of the manufacturer. 

Theodore Stratigos, 
972 Randolph Street, 
San Francisco 25, Calif. 


Two of the many books on these 
subjects are “Engineering Alloys,” 
published by American Society for 
Metals, 7301 Euclid Ave., Cleveland, 
Ohio, price $12.50, and “Condensed 
Chemical Dictionary,” published by 
Reinhold Publishing Co., 330 W. 42nd 
St., New York, price $12. For supply 
sources, see the Conover-Mast Pur- 
chasing Directory. This is a 1,000 
page buying guide, confined wholly 
to metals, chemicals, and other prod- 
ucts used in industry. Publishing ad- 
dress is 737 North Michigan Ave., 
Chicago.—Ed. 


DISPOSABLE PAPER PALLETS 


The January issue of PURCHASING list- 
ed an article on disposable paper pallets 
manufactured by the Chuckaway Co. at 
Boston. Would you please be so kind as to 
give us the correct address of this firm 
so that we might write them and obtain 
literature and prices? 

W. H. Bottrell Asst. P. A., 
A C Spark Plug Division 
General Motors Corp., 
Flint 2, Mich. 


Chuckaway Co. is at 80 Boylston 
Street, Boston, Mass.—Ed. 


NO INDEX 


We would like to secure a subject index 
to your publication, PURCHASING, for the 
past year. 

Oakah L. Jones, Asst. Secy.-Treas. 
Oklahoma Natural Gas Co. 
Tulsa, Okla 


We have no yearly editorial index. 
This is one of the things on our 
agenda.—FEd. 


BOUQUET 


We want to take this opportunity to in- 
form you that we very much appreciated 
the grand and enlightening address which 
your Associate Editor, Mr. George E. Henry, 
gave to our Foremen and their Assistants 
on May 19th. It was very uplifting and 
thoroughly enjoyed by all of them, in fact, 
so much so, that they are still talking about 
it. 

This assistance which Mr. Henry gave us 
was most highly appreciated. 

C. W. Rothermel, Purchasing Agent 
Textile Machine Works, 
Reading, Pa. 
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ROUTING FORMS, GRATIS 


The company subscribes to PURCHASING 
and it serves the entire department. 

J. P. Sanger V. P. in charge of Purchases 

United States Gypsum Co. 

Chicago 6, Ill. 


PURCHASING is read first by the writer 
and then by his assistants. 
H. L. Feldman, Purchasing Agent 
Storkline Furniture Corp. 
Chicago, Ill. 


PURCHASING subscribers are en- 
titled to receive, without charge, a 
supply of handy specially printed rout- 
ing forms, The form bears the com- 
pany name at the top, and the names 
of readers below. The top of the re- 
verse side is gummed, for convenient 
attachment to the front cover of PUR- 
CHASING. If you want a_ supply, 
simply send the list of readers to the 
Reader Service Department, PUR- 
CHASING, 205 E. 42nd St., New York 
17. Be sure to arrange the names in 
the order in which PURCHASING is 
routed.—Ed. 


PURCHASING MANUALS 


As a subscriber to PURCHASING Maga- 
zine, | am always interested in reading any 
articles relative to purchasing procedures. 

1 am also very much interested in the 
item listed in the May, 1949, edition of 
PURCHASING under the subject of “The 
Purchasing Manual as a Purchasing Tool” 
as discussed at one of the recent meetings 
of the National Association of Purchasing 
Agents by Edward M. Krech, Director of 
Purchases at J. M. Huber, Inc., Brooklyn, 
N. Y. | am wondering if it would be possible 
for you to obtain for me a copy of the Pur- 
chasing Manual used at J. M. Huber, Inc. 

1 am also interested in obtaining the two 
handbooks of “Purchasing Policies and Pro- 
cedures” as published by N.A.P.A. as re- 
ferred to in Mr. Krech’s address. 

| would appreciate your prompt attention. 
Your efforts in helping me to obtain this 
data will be very much appreciated. 

Kenneth T. Garrett, P.A. 
John Deere Spreader Works, 
East Moline, Ill. 


The J. M. Huber, Inc. purchasing 
manual appears in this issue in its 
entirety. See page 99. The N.A.P.A. 
handbooks are published by the Na- 
tional Association of Purchasing 
Agents, 11 Park Place, New York 7. 
We have a limited number of reprints 
left of the International Resistance 
Co. purchasing manual -which was 
published in the February 1947 issue 
of PURCHASING.—Ed, 


THEY READ IT 


| want to personally thank you for the 
grand way in which you presented our Pur- 
chasing Department in the March edition 
of PURCHASING. 

We have had many favorable comments, 
as well as letters, showing that you have 
a wide circulation. It was very gratifying to 


know that your articles are actually read, 
and that your subscribers wrote and asked 
for further information, in some instances. 
J. L. Watson, Director of Purchases 
Florida Power Corp., 
St. Petersburg 1, Fla. 


DOUBLE BACKPAT 


1 enjoy reading the magazine. 
A. Van Beek, Director of Purchases 
Hercules Powder Co., 
Wilmington Delaware 


| find your magazine most interesting. 
W. L. Hewes Ass’t. Dir. of Purchases 
Hercules Powder Co., 
Wilmington, Delaware 


PURCHASING FORMULA 


We have not received the report you 
published regarding a formula by a Penn- 
sylvania purchasing agent for figuring out, 
in a couple of seconds, the right quantity 
to order of any item. We are looking for- 
ward to receiving same. 

J. M. Tyler Dir. of Purchases, 
Greundler Crusher & Pulverizer Co., 
St. Lovis 6, Mo. 


This originally appeared in the No- 
vember 1947 issue. Reprints are avail- 


able.—Ed. 


ORCHID FOR NAPA HANDBOOK 


The writer has subscribed to your excellent 
magazine for a number of years. We have 
long ago also acquired the NAPA hand- 
book of purchasing policies and procedures. 
We refer to the handbooks whenever the 
occasion arises, and have benefitted by the 
clearcut analysis and forms many a time 
in the past. 


J. F. Shroeder, P. A. 

C. C. Bradley & Son Div. 
Bradley-Ediund Corp., 
Syracuse 1, N. Y. 


THEY ROUTE IT 


PURCHASING is routed to the Purchasing 
Agent, two Assistant Purchasing Agents and 
the Buyers; consequently, we believe we 
are getting the maximum benefits from 
its contents. 

All comments have been very favorable, 
and we look forward to the receipt of each 
new issue with interest. 


S. T. Mulroney, Mgr., Materials Dept. 
Fairchild Aircraft, 
Hagerstown, Md. 


Every issue of PURCHASING is routed 
through the Purchasing Department so that 
we have an opportunity of going through 
your magazine and selecting the articles that 
might be helpful in buying. The writer has 
on various occasions, appreciated the value 
of certain articles. 


S. J. Futty, P. A., 
The Osborn Manufacturing Co., 
Cleveland 14, Ohio 
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The first 
100 years 
are the 

hard test 





During our century of experience, we’ve 
been proved on practically every type of 
fastening problem. Today, every fastening 
we make... every customer we have... 
benefits from this accrued experience. 
When you order Blake & Johnson fasten- 
ings, you know that a hundred years of 
know-how have gone to make those fast- 


enings the best your money can buy. 


Tapping screws in all sizes, heads and fin- 
ishes, standard and special, have recently 
been added to round out our fastening line 
—to make Blake & Johnson a “one-stop” 


source for all your fastening needs. 


BLAKE & 


JOHNSON 


Jastenings 





Slotted or Phillips head machine screws, wood screws, stove 
bolts, tapping screws, special headed products; nuts, rivets, 
chaplets, wire forms, screw machine products. .. 


in steel, stainless steel, copper, brass, bronze, everdur, 


nickel, nickel silver, monel, aluminum... 


1849 — 1949 
A CENTURY OF MANUFACTURING FASTENINGS FOR ALL INDUSTRY 


THE BLAKE & JOHNSON COMPANY 
WATERVILLE 48, CONNECTICUT 


ee 







Please send me your new catalog containing full 
data on the complete line of Blake & Johnson 
fastenings. 





NAME 





TITLE 





COMPANY 





ADDRESS 


P-1 
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Contract Work * 


Equipment 


BUYER'S & SELLERS MART 


Employment 


For Sale * 






and Business Opportunities 








RATES 


Undisplayed (set solid) 
Positions Wanted 


Displayed 


Send orders to: CLASSIFIED 





DEPARTMENT ° 


90¢ line 
45¢ line 
out charge. 
_.. $8.50 inch Discount of 10% 


PURCHASING ° 


REQUIREMENTS 


Undisplayed (want-ad style), minimum charge 4 lines, prepaid. 
Figure forty-four letter spaces (five average words) to a line. 
Add one line for box number address; replies forwarded with- 


for twelve consecutive displayed 
Forms close 15th of month preceding date of publication. 


205 £€. 42nd St., New York 17, N. Y. 






insertions. 








ARE YOU 
“ON THE HOOK’’? 


Last month we purchased more than 
10,000 Ibs. of magnet wire, and over 
500 television tubes. We sold more 
than 162,000 Ibs. of silicon steel. All 
for well rated accounts. If you are 
“on the hook” with buying, expe- 
diting or selling surplus stocks, let 
PAX handle your Purchasing’ Depart- 
ment “overload.” 


PURCHASING AGENTS EXCHANGE 


208 W. 23rd St. New York 11, N. Y. 

















NePSeo 
NEW ENGLAND 
PRESSED STEEL COMPANY 


Contract Manufacturers since 1914 
of “Trouble Free” 


METAL STAMPINGS 
SPECIALTIES — APPLIANCES 
For Industriel end Domestic Users 


P. O. BOX 29 


NATICK, MASSACHUSETTS 














LET US RE 
MANUF. api 


YUBA offers you complete shop facilities for 
controct manufacturing at Benicia, California, 
on San Francisco Bay. We can do all types of 
shop and foundry work— 


@ Carbon and alloy steel forgings 
@ Heavy machine shop 
@ Steel fabricating 
@ Heat treating 
@ Iron foundry 
@ Welding 


Topfiight engineering staff for design and lay- 

out. Write, wire or 
phone NOW for 
further details and 
estimates 
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YUBA MANUFACTURING 
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SCREW MACHINE 
PRODUCTS 


1913- 
1949 


Each Year Adds 
a Little More to 
What We Know 
about Screw Ma- 
chine Products. 
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Check up with us 


THRE ee 


We may be able to 
show you a Real 
Saving on Parts — 
Up to 2%” Dia.—In 
STEEL—BRASS 
ALUMINUM 


OLSON MANUFACTURING CO. 


100 PRESCOTT ST., WORCESTER, MASS. 


Offices: 
New York and Philadelphia 

















STEEL BAR JOIST 


In Stock for Immediate Shipment 


550 pes. 8” #4 82—16’-8” 
2CO pes. 8” # 82—24'-0" 
350 pes. 10° #102—18’-8” 
200 pes. 10° #103—20’-8” 
150 pes. 16” #167—24’-0” 


Also All Sizes Structural Steel In Stock. 


ACORN IRON & SUPPLY CO. 
Delaware Ave. at Poplar St. 
Philadelphia 23, Pa. 

Walnut 2-7070 

















OFFICE AND FACTORY SIGNS 


Desk, Door, Name Plates, Wall Corridor, 
Parking Area, all over the plant. Sales Cars, 
Light Trucks, etc. Write for free sample and 
circular. 


Hull Sign Co., Dept. PG-3, West Winfield, N. Y. 











Want Additional Product Information? See Pcge 19. 





POSITIONS WANTED 


PURCHASING AGENT—29 years experience as 
Buyer and Purchasing Agent. 8 years glass in- 
dustry; 21 years steel industry; purchased all 
items necessary for maintenance and operation 
of steel plants and finishing mills; specializing 
last 8 years in purchase of steel—all kinds—and 
R.R. track equipment. Available for any location. 
Box 1232, PURCHASING, 205 E. 42 St., N. Y. 17. 





PURCHASING AGENT — 13 years manufacturing 
experience; electrical, metal, plastics, including 
multi-plant operations. Age 37. Will relocate 
Available immediately. Salary secondary to 
secure connection. Box 1224, PURCHASING, 
205 E. 42 St., N. Y. 17. 





SECRETARY-EXECUTIVE, 14 years purchasing, 
office management; 33, single, personable; seek- 
ing position where ability, ambition, hard work 
will build future. New York Metropolitan area 
preferred. Box 1225, PURCHASING, 205 E. 42 
S., WM. ¥. 17. 


SUPPLIERS 
FOR ALL 
YOUR 


STEEL 


REQUIREMENTS 


Write for Bulletin 





MIDLAND 


STEEL CORP. 











PURCHASING 
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EX-CELL-O CORPORATION °"”:. 


MICHIGAN 
MANUFACTURERS OF PRECISION MACHINE TOOLS «+ CUTTING TOOLS + RAILROAD PINS AND BUSHINGS 
DRILL JIG BUSHINGS + AIRCRAFT AND MISCELLANEOUS PRODUCTION PARTS ¢ DAIRY EQUIPMENT 
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Accurate Spring Mfe. Co es S00 
Acme Steel Ce - 182 
Adam Electric Co Frank . 165 
Air Express Div Railway Express 

Agency, In wisn. Se 
Air Reduction Sales Co. & 

Subsidiaries 266 
Ajax Flexible Coupling Co., In« 276 
Allegheny Ludlum Steel Corp 287 
Aluminum Company of America 

(Customer Relations oo 247 

Distributors 253 

Fasteners 22 
American Box Co . 206 
American Brass C< The 79, 80 
American Chain Division . 264 
American Chain & Cable Co 

In 84, 176, 264, 268 
American Felt Co 3 8 
American Optical C« 16 


American Rivet Company 
American Seating C 
American Screw ( 
Amegears, In 





Ampco Metal In 246 

Anaconda Copper Mining Co & 
Subsidiary Cos 79, 80 

Anchor Post Fence Co 59 


An-Cor-Lox Div Laminated Shim 
Co Inc 

Angelica Jacket Co 

Armstrong-Bray & Co 

Armstrong Bros, Tocl C 

Associated Spring Corp 

Atlantic Steel Company 


B 





Babcock & Wilcox Tube Co . 185 
Bakelite Corporation 241 
Baltimore & Ohio Railroad, Freight 

Dept oe 229 
Barnes Co Wallace 38 
Barnes Co., Ltd., Wallace, The . 38 
Barnes-Gibson-Raymond 38 
Bauer & Black 277 
Bay State Abrasive Products Co 62 
Bemis Bro. Bag Co . 28 
gesly Co., Charles H 177 
Bethlehem Steel Co . 937 
Billings & Spencer Co 27 
Binney & Smith Co . 198 
Black & Decker Mfg. Co . 2 
Blake & Johnson Co The 283 
Blaw Knox Co pioseass Ge 
soston Woven Hose & Rubber Co a7 
Bridgeport Brass Co 189 
Briggs & Stratton Corp 208 
Brighton Screw & Mfe. Co 154 
Brown & Sharpe Mfe. Co 45 
Brownville Paper Co . aoe 
Buffalo Bolt Co 86 
BullDog Electric Product Co 37 
Bundy Tubing Co . 231 
Bussmann Mfg. Co 60, 61 
Celanese Corp. of America & 

Subsidiary Cos 209 
Central Paper Co . 234 
Century Electric Co } 
Chase Brass & Copper C: Ine 169 
Chester Hoist Div National Screw & 

Mfz. Co oe 270 
Chicago Rawhide Mfe. C 195, 236 
Chicago Rivet & Machine Co 279 
Circulation Associate 288 
Clark Industrial Truck Div Clark 

Equip. Co 210, 211 
Classified Advertising Section 284 
Cleveland Cap Screw Co 188 
Cleveland Container Co The 170 
Cleveland Twist Drill Co CE, 
CONOVER-MAST PURCHASING 

DIRECTORY 223 
Continental Rubber Works . 166 
Continental Screw Co ti 25 
Cooley Electric Mfg. Corp 272 
Crane Co ‘ . 50 
Crocker-Wheeler Electric Mfg. Co o 279 
Crucible Steel Co. of America 200, 201 
Cullman Wheel Co mite ae 
Curtis Pneumati Machinery Div., 

Curtis Mfg. Co ; oe 

D 

Darnell Corp Ltd ‘ 250 
Detecto Scales, In ; 278 
Detex Watchlock Corp . 242 
Detrex Corp . 280 
Disston & Sons,, In« Henry : . 169 
Diversey Corp., The Indus. Maint. 

Dept ented ae 


Dodge Mfe Co 
Doehler-Jarvis Corp 
Drakenfeld & Co., B. F 
Dravo .Corp 


286 





Dunbar Bros. Co. Div. .. a 38 
Durabilt Mfg. Co... CREE,” 
E 
Eagle Mfg. Co. aes eet : 174 
Eagle-Picher Sales Co., The 211 
Eaton Mfg. Co acu ; 42 
Eberhard-Faber Pencil Co. 218 
Electric Auto-Lite Co 171 
Electric Storage Battery Co 213 
Erie Bolt & Nut Co 234 
Esleeck Mfg. Co . 2 
Etching Co. of America 2 


Ex-Cell-O Corporation 


F 


Fedders-Quigan Corp. « 250 
Federated Metals Div., Amer 

Smelting & Refining Co $4 
Flexible Steel Lacing Co 170 
Foote Bros. Gear & Machine Corp 74 
Forest City Foundries Co 232 
Fuller Brush Co 204 
Fyr-Fyter Company 187 

G 

Garrett Co Im George K 186 
Gates Rubber Co 7 
Gaylord Container Corp. 24% 
General jox Co 156 
General Electric Co 

Apparatus Div 198 

Construction Materials Div. 31, 205 

Industrial Laminates . 161 

Industrial Vacuum Cleaners 190 
Gerson-Stewart Corporation 178 
Geuder, Paeschke & Frey Co. 265 
Gibson Co William D., The 38 
Globe Steel Tubes Co 20% 
Goodrich Co., B. F 4 
Goodyear Tire & Rubber Co., Ine 41 
Gould Storage Battery Corp 225 
Graybar Electric Co Inc. ‘ 82 
Great Lakes Steel Corp . 147 
Grinnell Co., Ine 16 


H 
Hanson-Van Winkle-Munning 180 


Hanson-Whitney Machine Co. . aoe 
Hassall, Ine., John al 72 
Hinde & Dauch Paper Co. 39 


Hodell Chain Co.—Div National 
Screw & Mfg. Co 

Holliston Mills, Ine The 

Hotel Hollenden 

Howell Electric Motors Co 

Hudson Pulp & Paper Corporation 





Inland Steel Co 
International Business Machines 


Corp : 214 
International Nickel Co 233 
International Paper Co 219 

J 
Jenkins Bros . ith Cover 
Johns-Mansville Corp. : 263 
Johnson Bronze Co 262 
Johnson Steel & Wire Co., In 238 
K 
Keasbey & Mattison Co dium oe 
Kex National Service 168 
Keystone Steel & Wire Co. . 248 
Kimberly-Clark Corp : 279 


Korhumel-Heffron & Preiss Steel Co. 243 


L 








Laminated Shim Co., In An-Cor- 
Lox Div. ; - 164 
Leschen & Sons Rope Co., A. cece 65 
Lewis Spring & Mfg. Co. . ool 
Link-Belt Co. . mencnamieiiins 11 
Lunkenheimer Co. .... iininndeininiiaand:. wae 
Lyon Metal Products, In i 75 
M 
MacWhyte Co. —o- ' imo oe 
Mack Molding Co , seshinshasbaiie Ga 
Marsh Corp., Jas. P. ales 
Master Electric Co : , a 
I Os SM Gl a 
Mechanical Rubber Prods. Co. ............ 268 
Merz Engineering Co. ‘ - 192 
Mesta Machine Co. ....... sae — 
Micro Switch ............ ceiaaiaiacaiia ” hes. 
Milford Rivet & Machine Co. ; . 202 
Milwaukee Dustless Brush Co . 275 
Missouri-Kansas-Texas Lines ................ 70 
Monsanto Chemical Co.  .........ccccccccccseeees 151 
Morris Company, Bert M. ... 218 
Morse Chain Company .................. beceaidiene «aa 
po. as SR eae whecwsaneniinaiiclis Mua 
N 
National Paper Box Mfers. Assoc. ...... 227 
National Screw & Mfg. Co. .........270, 5 








National Vulcanized Fibre Company 280 
Nicholson File Co. ianlakall 3 


ssiadiitians 13 
WOON OGEE TG» becadistkiniccmnccs 149 
° 
Oakite Products, Ine. 238 
Ohio Brass Co. ........ 26 
Ohio Div., Association Spring Corp. ... 38 
Ohio Injector Co., The : 261 
oo ee ee ceotomsaninnnneae. SOE 
Osborn Mfg. Co. ..... 3 ‘onl 7 
Oxford Filing Supply Co. , . 220 
P 
Page Steel & Wire Div _— 268 
Parker-Kalon Corp — 
Pawtucket Mfg. Co. .. . 64 
Peck Spring Co. — secnsvsvense’ BOM 
Perkins Machine & Gear Co. jamcncte, ae 
Powell Co., William ’ cme ae 
Pratt & Whitney Div., Niles-Bement- 
Pond Co P P h 
PURCHASING Magazine 244, 245 
R 
Railway Express Agency, In . 186 
Railway Express Agency Inc., Air 
Express Div. ccocee 196 
Rathborne, Hair & Ridgway Co 78 
Raymond Mfg. Co .- 38 
Republic Rubber Div 3 


Republic Steel Corp 
Revere Copper & Brass In 
teynolds Metals Co. 
Richardson Co., The 

Ridge Tool Co. 

Rising Paper Co 





Roebling’s Sons Co., John A 049, 66 
Rolock, Ine ,  iemaeteie 
Russell, Burdsall & Ward Bolt & Nut 

Co wee 27 


Ryerson & Son, Ince., 


Ss 


Joseph T : Geece SS 


Sandvik Steel, In ] 
Schnell Publishing Co 1 
Seymour Mfg. Co., The ~ 2 
Shakeproof, Inc. l 
Sheffield Tube Corporation, The 1 
Sheldon Machine Co., Inc 2 
Shell Oil Co. l 


Shenango-Penn Mold Co 5 
Sheppard Envelope Co 220) 
Signode Steel Strapping Co a 194 
SKF Industries, Inc. 47 
Speed Products Co., In« 217 
Sponge Rubber Products Co 32 
Square D. Company 21 
Standard Pressed Steel Co 162 
Stanley Works, The 180 
Starrett Co., The L. S 17 
Sterling Wheelbarrow Co 72 


Strom Steel Ball Co 
Stuart Oil Co., Ltd., D. A 
Sun Oil Co 

Superior Steel Corp 
Sylvania Electric Products, 


+ 





Ine 255 


Texas Co. 


Thermoid Co 73 
Tide Water Associated Oil Go 10 
Timken Roller Bearing Co 33 
Townsend Company as) 
Tri-Lok Company cuit 
Tube-Turns, Inc. 197 
U 
Udylite Corp. . - 167 
Union Bag & Paper Corp 71 
U. S. Gutta Percha Paint Co 4 
U. S. Rubber . 235 
U. S. Steel Supply Co *18 


Vv 


Valley Electric Corp. wee BES 

Veeder-Root, Inc. 30 

Victor Saw Works, Inc. 174 
Ww 


Waldes Kohinoor, Ine 
Walworth Co. 

Webster Co. F. 8S. 
Weirton Steel Co. 

Weldon Roberts Rubber Co 
West Disinfecting Co. 
Westinghouse Electric Corp 
Whitlock Cordage Co. 
Whitney Chain & Mfg. Co 
Willson Products, Ine. 
Wittek Mfg. Co. ............ 
Wright Hoist Div. 


Y 
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Youngstown Sheet & Tube Co. ........ wus SO 
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Write for New Booklet: 


CAST-TO- SHAPE 


TOOL STEEL 


Gives you full details on 
FCC Air Hardening, Oil 
Hardening and other 
Cast-To-Shape Tool Steel 
Specialties capable of sav- 


ing you time and money. 


Get Your Copy— 
Write for it Today 


ADDRESS DEPT. P-77 











Jury, 1949 





of Tool and Die Making 





—you Buy Less Steel 
and Reduce Machining Costs 





CC Cast-To-Shape, the modern 

method of tool and die making, is 
effecting important savings of time, 
trouble and money for an increasing 
number of manufacturers. 

Even very intricate shapes can now 
be cast successfully within an eighth 
inch of finished size. This means that 
you buy less steel at the start and reduce 
machining costs substantially. 

Tools which could not be made by 
conventional methods except in sec- 
tions can often be fabricated from FCC 
Cast-To-Shape blanks in a single piece. 

In many instances performance of the 


tool is better than can be obtained by 


fabrication from bar stock or forgings. 
Particulars are available through 
Allegheny Ludlum representatives; or 


write for the booklet today. 


\LLEGHENY 
UDLUM 


STEEL CORPORATION 
Pittsburgh, Pa. 


C . \ Ca PP Dai wy, 
DETROIT 20, 
MICHIGAN 
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Want Additional Product Information? See Page 19. 287 





Contents Of “The SEVENTEEN 
STEPS To Resultful Direct-Mail 
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Advertising” 


. Uses of Direct-Mail. 

. Planning and timing. 

. Selecting the market. 

. Testing procedures. 
Copy: Letters, etc. 

Copy: Folders, etc. 
Layout and design. 

. Processing the letter. 

. Printing the literature. 

. Self-mailers. 

. Addressing methods. 

. Tricks and gadgets. 

. Analysing the returns. 

. Record-keeping systems. 
. Major postal regulations. 
. Direct-Mail in research. 

. Institutional mailings. 


Cenouahen-= 





VERTISING” with special file cabinet and 


Name 


Ne ee CP LD ES SD SD CD ED END aD Oa 


CIRCULATION ASSOCIATES, 1745 Broadway, New York 19, N.Y. | 
Send me “THE SEVENTEEN STEPS TO RESULTFUL DIRECT-MAIL AD- 


offered in your advertisement, at a cost of $7.50 complete. 









In more than a decade of complete Direct- 
Mail production and list-management 
service for many of the country’s largest 
and most successful users, CIRCULATION 
ASSOCIATES has developed an unparal- 
leled knowledge of methods, procedures 
‘and devices for handling every step of a 
Direct-Mail campaign. 

Now we have codified and classified this 
knowledge into “THE SEVENTEEN 
STEPS To Resultful Direct-Mail Adver- 
tising”...a complete PRACTICAL course 
in Direct-Mail techniques and procedures 
in convenient desk-file form. 


AN INDISPENSABLE MANUAL 


Direct-Mail users who have seen the 
course have called it an indispensable 
“work-bench” manual of TESTED meth- 
ods of daily value in the planning and 
production of Direct-Mail EVERY STEP 
OF THE WAY from the first concept of 
a mailing piece or Direct-Mail campaign 
to the final analysis of returns! 

In addition to the authoritative discussions 
of every phase of Direct-Mail procedure 
.-. lists, copy, reproduction methods, lay- 
out, artwork, letter-shop operations and 
eleven other major factors . .. the course 
will include a profusion of actual samples 
of currently successful Direct- Mail to- 
gether with such indispensable working- 
tools as production, scheduling and result 


supplementary material as 
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Want Additional Product Information? See Page 19. 


Now Available To 
Direct-Mail Users 





THE 


SEVENTEEN 


STEPS 


To Resultful 
Direct- Mail 
Advertising 











record-forms, paper samples, color charts, 
trick folds, “gadgets” and other “show- 
manship” methods and maferials. 


ATTRACTIVE DESK-FILE CABINET INCLUDED 


To keep the course conveniently at hand 
for immediate reference we have designed 
a special desk-top filing cabinet to accom- 
modate not only the 17 sections of the 
course but any collateral material you 
may add to build up your own current- 
reference file of resultful Direct-Mail. » 


The seventeen sections of the course will 
come to you at intervals of three weeks, 
each complete with all of the data and 
samples pertaining to that section. At the 
conclusion of the series you will have a 
comprehensive and UP-TO-THE-SPLIT- 
SECOND manual of Direct-Mail proce- 
dure that will find DAILY application in 
the preparation of ALL your Direct-Mail 
advertising. 


TO DEFRAY PRODUCTION COSTS IN PART 


Many thousands of hours of effort have 
gone into assembling the material for 
“THE SEVENTEEN STEPS” and many 
thousands of dollars into its preparation. 
To meet this expense, in part, the com- 
plete project . . . specially designed file, 
specially prepared “lectures,” samples and 
reference material . . . is being offered to 
Direct-Mail users at the token cost of 
$7.50 for the complete course. 


What is more, the full purchase price will be refunded at 
ANY TIME and without question to anyone who fails to 
find “THE SEVENTEEN STEPS” an indispensable aid 
in the preparation of more RESULTFUL Direct - Mail. 
Return the coupon today and the file cabinet, sample ma- 
terial, and Section 1 of the course itself will be forwarded 
to you immediately! 


CIRCULATION ASSOCIATES 


Direct-Mail Suppliers + List Compilation And Maintenance + Stencil- 
Cutting + Triple-Head Multigr 
Press Printing + Addressing + Mai 


1745 Broadway °* 


+ Offset yy. « Letter 
* Complete Mail Campaigns 


NEW YORK 19, N. Ve 


PURCHASING 
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you can BE SURE... te irs 


Westinghouse 









8’ LENGTH= 
HIGH LUMEN OUTPUT 


WIDER ROW SPACING 


FEWER FIXTURES TO BUY= 
TO MAINTAIN 


INSTANT STARTING=— 
NO STARTERS REQUIRED 


Call your local Westinghouse Distributor. He will gladly 
co-operate with you, your architect, electrical contractor 
and utility in planning the use of Fluorescent Slimline 
Industrial Luminaires. 

For complete information, write for free booklet 
B-3737, Westinghouse Electric Corporation, P. O. Box 
868, Pittsburgh 30, Pennsylvania. J-04238 





SLIMLINE 


\ Industrial Luminaire 


Westinghouse 


PLANNED 
LIGHTING 
PAYS 





SETTING RECORDS FOR LONG LIFE AND LOW MAINTENANCE 


For Severe Serwices like... PRESSURE REGULATION 
STEAM CONTROL» BY-PASS LINES- TEMPERATURE REGULATION 
APPARATUS THROTTLING ~ BLEEDS, DRIPS, DRAINS » SOOT 
BLOWERS« CONTINUOUS BOILER BLOWDOWNS + OPEN BLOWS 
ON BOILERS ANY CLOSE REGULATION OF STEAM 


Do your piping systems include valve- 
killing services that build up excessive 
maintenance and replacement costs? If 
so, the new Jenkins Fig. 976-A Plug Type 
Bronze Globe Valve will produce impor- 
tant savings for you. 


9 Wany Qudustries tihe...DYE WORKS+ BLEACHERIES 
BREWERIES- OIL REFINERIES CREOSOTING PLANTS ~ PACKING 
HOUSES * MILK PLANTS = PLASTIC MOLDING PLANTS + HAT 
FACTORIES » GAS WORKS - TANNERIES + SUGAR REFINERS 
BOILER PLANTS » RUBBER MILLS 


Install it where “wire drawing”, due 
to close control of steam, knocks out other 
valves quickly—where entrapped chips, 
rust, or scale score the seats and start 
leaks. See how it defeats the worst valve 
enemies . . . how it sets new records for 
endurance and economy. 


ents WHT 


The stout “heart” of the Fig. 976-A is the stain!ess steel 
plug and seat ring, hard enough (500 Brinell) to smash 
steel pipe chips without scoring, yet tough enough to take 
a nine ton load without cracking. Other features are... 


WEAR—Additional threads in 


PLUG — Simple design with 


MORE THREADS, LESS 7 NEW SLIP-ON, STAY-ON 
- 


bonnet and on spindle assure full 
thread engagement (open or closed), 
less load, less wear per thread. 


NEW “TUFFARD” SPINDLE— 
Aluminum bronze (tensile 
sfféngth exceeds 65,000 Ibs.)—tough 
to take stresses, yet hard for long 


weor. Bigger in diameter, with more 
strong threads. 


slot for engaging spindle head is 
stronger, trouble-free, and permits 
free flow. Mirror-finished bevel as- 
sures perfect mating with seat ring. 


NEW STURDY LUGS —Fioat- 

faced, V-shaped lugs on union 
bonnet ring and body ends, permit 
firm fit and grip of open end, pipe or 
monkey wrench—withstand repeated 
disassembly. 


Jenkins Bros., 80 White St , New York i3,; 
Bridgeport, Conn.; Atlanta, Boston, Philadelphia, Chicago, 
Saa Francisco. Jenkins Bros. Ltd., Montreal. 


JEN 


SINCE 1664 


INS 
VALVES 


Types. Sizes, Pressures, Metals for Every Need 





